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PARTICIPATING CEOs 

1. Duane Ackerman, Chaiiman & CEO, Bell South 
2. Dan Amos, Piesidenl & CEO, AFi..AC Incorporated 
3 Donald Carly, Chainnan, Presidenl & CEO, American Airlines 
4 Emma Chappell, Chairman, Presidenl & CEO, Uniled Bank of Philadelphia 
5. .Ion Corzine, Senior Direclor, Goldman Sachs 
6. Charles Gifford, Chairman & CEO, BankBoston 
7. Martin Grass, Chairman & CEO, Rile Aid Corporation 
8. Richaid Grasso, Chairman & CEO, NYSE {not traveling) 
9. Dan Hesse, Presidenl & CEO, AT & T Wireless 
10. Richard Huber, Chairman, Presidenl & CEO, Aelna, Inc. 
11. Debra Lee, Presidenl & COO, BET Holdings, Inc. 
12. Leo Mullin, President, Chairman & CEO, Delia Airlines 
13. Frank Newman, Chairman & CEO, Bankers Trust 
14. Frank Raines, Chaiiman & CEO, Fannie Mae {not traveling) 
15. Maceo Sloan, Chairman, Presidenl & CEO, Sloan Financial Group 
16. Sy Sternberg, Chairman, Presidenl & CEO, New York Life 
17. Sanford Weill, Chairman and Co-CEO, Citigroup 
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United States Department of Agriculture 
Office of the Secretary 
Washingtorv DC 20250 

June 7,1999 

Lisa Green or Jay Dunn 

FROM: Clyde Williams - Bart Chilton 
Deputj^ CMefs of Staff 

RE: New Markets Presidential Trip 

As per your request Monday, June 7, we liave prepared the foUowing responses: 

USDA wishes to contact none of tlie companies presented on the attached Hst. 

USDA does wish to contact Bestfoods Inc.. Dole Food Co., Earthgrains Co., 
Kellogg USA, Quaker Oats Co. and Seneca Foods Corp 

"mmt is the relevance and importance of these companies to any ofthe sites thut your 
agency or other have recommended." - - PLEASE SEE ATTACHMENT 

''What companies dees your pnncipal have existing relationships with that we can build 
upon in this corporate outreach effort." ~ PLEASE SEE ATTACHMENT 

If you have any further questions please call Justin Paschal @ 202-720-3631 



"'""HliliilifSn'''-"t^(3P?'C^^^ 

l .aura Trivers (202) 720-4623 
laura.tTivers@iisda.gov 

Jim Borland (202) 690-0469 
iim.boiiand@usda.g,nv 

USDA, MAJOR FOOD COMPANIES JOIN TO PROMOTE CHILDREN'S HEALTH 

WASHINGTON. May 12, 1999-Agriculture Secretary Dan Glickman today a^ounced a 
pannersh.p between USDA and eight natior,al food companies and a national parenting mag.zinc 
to use the Department's newly-released Food Guide Pyramid for Yuung Children to promote 
good nuintron and health among America's youth. 

'̂ The new children's food guide pyramid is a lerritlc tool lo teach kids how lo choose 
good nutritious t.ood, for a healthy, active lifestyle," Glickman said. ^Iliese new partnersliips 
with the food industry will help us place tliis positive advice where it can be most effective^n 
America s breakfast, hiiich, and dinner tables.'̂  

Ghclmian, on behalf of USDA, today signed memoranda of understandiuP with 
Bestfood^Jna, Englewood Cliffs, N.J., Dnnnon Compon,. hrr.. Tarrytown, N.Y., Dole Food 
Co. San Mateo, Calif.. Earthgrains Co.. St. Louis. M c , Kellogg USA, Battle CreekMkh 
(Quaker Oats Co., Chicago, 111.. Seneca Foods Corp., PittgTord, N.V.. mid Tyson Foods " 
Spnngdale, Ark. Gliclanan also signed a memorandum of understandmg with Child Mac^azine 
New York, N.Y. " 

In the agreement, the companies state their intent to use tlie children's pyramid in 
nutrition education and marketing campaigns, while USDA agrees to provide technical assistance 
m reviewmg for completeness and accuracy company-produced education and marketing 
raatenals based on the Pyramid. 

The paitnerships announced today are a part of USDA's continuing nutrition education 
outreach efforts that include incorporating die Pyramid and the Dietary Guidelines mto USDA 
programs like WIC, Food Stamp, and School Meals, working with other govermnent agencies to 
reach their customers, and forming innovative partnerships witli the private and non-profit 
sectors. F 

"We reach millions of children ages 2 to 6 every day in child care centers WIC clinics 
and Food Stamp offices," said Glickman. ''With the children's food guide pyramid poster on l̂ he 
walls of diese centers, clinics, and offices we'll do better than just reach them-we'll teach them " 
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AIG 
Allied Signal 
AllState 
American Airlines 
American Express 
Ameritech 
Bank Boston 
Black Enterprise Fund . ^ ^ ^ ^ ^ J,AII/^J^ 

y Burger King MOl^ ' 

Chevron ^ 9tX. ^ ^ t l v f ^ ^ ^ ^ 
Cigna L ' •— 
Coca-Cola 
Compaq 
ConAgra 
Costco 
CSX 
Daimler Chrysler 
Dayton Hudson 
Edison International 

y El duPont 
Enron 
Exxon 
First Union 
FMC 

Ford Motors . f g ^ P^(7l^tA 
/ General Mills ^ 

General Motors 
Goldman Sachs 
Hewlett-Packard 
Home Depot 
Honeywell 
IBM 
Intel 
Intemational Paper 
JC Penny 

Johnson & Johnson 
Johnson Publishing 
Kmart 
Kroger 
Lockheed Martin 
Loews Corporation 
Merck 
Merrill Lynch 
Met Life 
MJH 
Mobil 
Morgan Stanley 
New York Life 
Pfizer 
Procter & Gamble 
Prudential 
Ralph's 
Rite Aid 



New Markets Roundtable 
Delta Participant List (draft) 

Company Name 

America Online Jim Barksdale 

Bank of America Hugh McColl 

Bank One John McCoy 

Blue Cross & Blue Shield Robert Shoptaw 

Dollar General Cal Turner 

Entergy Wayne Turner 

Federal Express Frederick Smith 

Ford Foundation Susan Berresford 

Hibernia National Bank Steve Hansel 

Lewis & Son Rice Processing Ephron Lewis 

MacArthur Foundation Adele Simmons 

McDonalds Restaurant (Pine Bluff) Curtis Morrow 

Mississippi Chemical Chuck Dunn 

Morgan Stanley Dick Fisher 

Pew Charitable Trusts Rebecca Rimel 

Sara Lee John Bryant 

Scott Trucking Tom Scott 

Simmons First National Bank Thomas May 

SkyTel John Palmer 

Terry Manufacturing Roy Terry 

Trustmark National Bank Richard Hickson 

Wal-Mart Rob Walton 

Winthrop Rockefeller Foundation Sybil Hampton 

WorldCom Bernie Ebbers 



New Markets Roundtable 
Kentucky Highlands Participant List (draft) 

Corporate CEO's: 

1. John Sturgill - Fantasy Custom Yachts. A very successful houseboat 

manufacturer located in the Empowerment Zone. He credits KHIC with 

assisting him in a successful startup. 

2. Bill Deaton - Image Entry, Inc. This company converts data to different 

mediums, e.g. credit card receipts from paper to tape or disk. The company 

also is a government contractor. Very successful. 

3. Jerry Weaver - Mid South Industries, Inc. It will be Weaver's company, 

Mid South Electrics that we potentially will be touring. Manufactures 

various "printed circuit boards", injection molded parts and 

electo-mechanical parts for Fortune 500 customers. 

4. J.C. Egnew - Outdoor Venture Corporation, A premier defense contractor 

manufacturing large tents for the military. This is one of KHlC's earliest 

equity investments and has played a key role in its success over the past 26 

years. 

5. Lee Todd - DataBeam, Inc. A company that produces "white board" 

conferencing software that was sold to IBM in June, 1998. This was an SBIC 

equity investment and Mountain Ventures has play a key role in its success. 

6. Ray McGregor - Cumberland Gap Provision, Inc. A manufacturer of high 

quality smoked meats. KHIC invested equity in this company and "packaged" 

the financing for an ESOP when the company was in danger of being sold and 

the results would be the loss of 175 high-paying jobs. The company is 



thriving today and employs over 200 people. 

7. Steve Meng - Casecraft Corporation. KHIC has an equity investment in 

this company and provides various types of debt to this company. This is a 

classic local entrepreneur who has become successful in a very difficult 

geography of Eastern Kentucky. 

8. Bob Kohlhep - Cintas Corporation. This is an example of KHIC building a 

manufacturing facility for a company as a method of inducing the company to 

come to Appalachia. KHIC slill owns this manufacturing plant and leases to 

Cintas. Cintas has grown into a company selling over $1 Billion annually. 

9. Judy Schmit - This company is a high-quality injection molding company 

and is a start up in the Empowerment Zone. 

Bankers: 

1. Keith Smith - Citizens Bank of Broadhead. A small rural bank whose 

customer is local Appalachian families. 

2. Harvey Hensley - National City Bank of Southeast Kentucky. A subsidiary 

of National City Bank. Hensley is a product of a smaller bank that was 

purchased by National City Bank. He has a good perspective of small banks 

being acquired by large international banks. 

3. Jerry Carey - Union National Bank. A very successful 65 year old, 

locally owned bank that provides unique financing to local businesses. Has 

participated with KHIC and Mountain Ventures with tough financings. 

4. Mack Butler - Monticeilo Banking Company. Another locally owned bank 

that is a strategic partner of both KHIC and Mountain Ventures, Inc. 



5. Aubrey Bailey - First State Bank of Middlesboro. Serves businesses in 

Southeaster Kentucky and is innovative in the fiancings that it provides. 

This bank is also locally owned. 
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PINE RIDGE, SOUTH DAKOTA 

Amcdca Online 

Aadcreen Corporation (wiiidows) 

AT&T 

Bank of America 

Blue Cross. Blue Shield 

Carrier Corporation (hearing ventUation) 

Centex Homes (developer) 

Cemin Tcod Corporation (roofing, insulation) 

Champion Manufactured Housing Company 

Citibank 

Countrywide Mortgage 

Firsr Security Bank of New Mexico 

Fleetwood Manufactured Housing Company (also recreational vehicles) 
Ford 

Gateway 

General Electric Appliances 

General Motors 

Home Depot 

Honeywea, Inc. (building systems controls) 

IBM 

Kohler Company (fixtures) 

LouisianA-Pacific Corporation (lumber, aiding products) 

Luooat Toclmologies 

Maiiiott 

MasonitB Corporation (haidboard. paneling) 
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Motorola 

North American Steel Framing Alliance 

Northwest Airlines 

Norwest Mortgage 

Owens Coming (roofing) 

Pcpsico 

Pulte Coiporation (developer) 

Scai« 

Simpson Strong Tie (structural connection and hardwaid) 

Solutia, Inc. (impact resistance glazing to prevent glass breakage) 

Southdown, Inc. (concrete) 

Stale Fann Insurance Companies 

Superior Walls (pre-fabrication foundation company) 

Tenaco Building Products 

Texaco 

U.S. Gypsum Company (sheet rock) 

U.S. West 

United Airlines 

Washinglon Mutual (Seattle) 

Weaiher Shield (doors, windows) 

Wic Manufactured Housing Company 

G A R Y , INDIANA 

• ACE Hardware 

• US Steel 
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NEW YORK, NV 

• Broadway Video 

• Citibank 

• Disney 

• HMV Records 

SELECTED BUSINESSES FROM EZs/ECs. OTHER HDD PARTNERS 

• Bank^s Trust 

• Citibank 

• Hudson Foods 

• New Boston Seafood Company 

• Pathmark 

• Sterling Optical 

• Tysons Food 

• Viking Range 

BUSINESSES HUD CAN REACH OUT TO 

Ben and Jerry's 

Blockbuster Video 

Burger King 

Disnĉ y 

Gap 

Loew's Theater 

McDonalds 

Pathmark 

RiteAid 

The Luniced/Stiuotuie 

Time Wamer 

Tower Recorda 



NU.4yb o i l 

Borders 

Filenes Basement 

Home Depot 

Marshalls 

NationsBank 

Nike Barnes and Noble 

Price Club 

Reebok 

Starbucks 

TJMax 

— : x 
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T!,c- 1999 Social Con^onct Aw.- ; id VV:n::ci-s 

strategic corporate-community alliances that are unleashing the hidden strengths of Amenca's neighborhoods 



P R O F I L E S O F P A R T N E R S H I P S U C C E S S 

The 1999 Social Compac t A w a r d W i n n e r s 
S t r a t e g i c c o r p o r a t e - c o m m u n i t y a l l i a n c e s t h a t a r e u n l e a s h m g t h e h i d d e n s t r e n g t h s o f A n i c r i c j s n c i g h D O r n o o a ; • 

C O N T E N T S 

An introduction to the 1999 Social Compact Awards . I 

Bank of America and 

Marshall Heights 

Community Development Organization • 5 

I I I I I I I 
S O C I A L 
COMPACT 

E D I T O R S 

nn R e i l l y W h i t e s i d e 

A m y W h i t t l e 

E D I T O R I A L 

A S S I S T A N C E 

M a r i a R i g e l 

J a n e t W a l k e r 

D E S I G N 

I s s a L a r a C o m b s 

G R A P H D E S I G N 

L A Y O U T 

I G N A S S I S T A N C E 

C h r l j s y T h * 

• Soail Compaa 1999 

5225 WrscofBn Av t MW. Sute 201. 

Washington, DC2CB15 

[T 201686Jilbl IF20Z6865593 

Chase Manhattan Corporation and 

Abyssinian Development Corporation • 9 

Citibank and The Unity Counci l • 13 

Community Pride Food Stores and 

Richmond Public Schools • 17 

Eaton Corporation Navy Controls Division and 

Northwest Side Communi ty Development Corporation • 2! 

General Mills, Glory Foods, Siyeza, U.S. Bancorp and 

Stairstep Foundation • 25 

J.P. Morgan and Primary Care Development Corporation • 29 

Northern State Bank and Impact Seven • 33 

PMI Mortgage Insurance Company and Chickasaw Nation • 37 

Roosevelt Savings Bank and 

Neighborhood Housing Services of Bedford-Stuyvesant • 41 

St. Mary's and 
Neighborhood Renewal Services of Saginaw • 45 



it is Social Compact's privilege t O i n t r o d u c e 

the recipients o f t h e I 9 9 9 

Social Compact Awards: 

' ' • • t ' , »• • 



Se lec ted t h r o u g h a h igh ly c o m p e t i t i v e p e e r - t o - p e e r j udg ing process, these a re a m o n g t h e m o s t 

v is ionary and i n f l uen t i a l leaders f o r t h e f u t u r e o f A m e n c a ' s n e i g h b o r h o o d s . T h e y are p i o n e e r i n g 

t h e n e w m o d e l s o f success t h a t reach b e y o n d t h e " o l d " c o m p l i a n c e and p h i l a n t h r o p i c m a n d a t e t o 

re f l ec t a n e w p a r a d i g m t h a t leverages co re business s t r e n g t h s t o bu i l d c o r e c o m m u n i t y s t r eng ths . 

Ac ross t h e c o u n t r y , f r o m O a k l a n d , C a l i f o r n i a , t o t h e pla ins o f O k l a h o m a t o t h e B r o n x , these 

p a r t n e r s h i p s a re r e d e f m i n g t h e n o r m s f o r d o i n g business in i nne r - c i t y c o m m u n i t i e s , o p e n i n g up 

n e w m a r k e t s , i nves t ing in un ique c o m m u n i t y s t r e n g t h s t o fue l c o m p e t i t i v e business advan tages and 

un leash ing n e w c o m m u n i t y - b a s e d businesses. 

W i t h i ts r o o t s in t h e f inanc ia l serv ices i n d u s t r y , t h e Soc ia l C o m p a c t A w a r d s have focused o n t h e 

t r a d i t i o n a l p a r t n e r s w i t h A m e r i c a ' s n e i g h b o r h o o d s - banks , t h r i f t s and insu rance c o m p a n i e s For 

t h e f i r s t t i m e , t h e 1999 a w a r d s focus on t h e d i ve rs i t y o f c o r p o r a t e s t a k e h o l d e r s w h o share a v e s t e d 

se l f - .n te res t in t h e l o n g - t e r m c o m p e t i t i v e n e s s o f A m e r i c a ' s n e i g h b o r h o o d s . T h e 1999 a w a r d s 

r e c o g n i z e a s p e c t r u m o f business leaders w h o a re in t h e f o r e f r o n t o f t h e i r r espec t i ve i ndus t r i es 

i nves t ing in t h e f u t u r e o f o u r na t i on ' s c o m m u n i t i e s , as w e l l as successful ly d o i n g business in 

A m e r i c a ' s e m e r g i n g n e i g h b o r h o o d m a r k e t s . 

L a u n c h e d in 1990. Socia l C o m p a c t is a c o a l i t i o n o f c o r p o r a t e o f f i cers w h o have j o i n e d fo rces t o 

m a r s h a l p r i v a t e sec to r i n v e s t m e n t in and leadersh ip f o r A m e r i c a ' s n e i g h b o r h o o d s . T h e Socia l 

C o m p a c t A w a r d s a re t h e f o u n d a t i o n o f a c o m p r e h e n s i v e , h i g h - i m p a c t p r o g r a m t h a t is r e d e f i n i n g 

c o r p o r a t e p e r f o r m a n c e , m o b i l i z i n g leadersh ip and e d u c a t i n g d e c i s i o n - m a k e r s a b o u t t h e bene f i t s of 

s t ra teg i c c o r p o r a t e al l iances t h a t bu i l d u p o n c o r e m a r k e t s t r e n g t h s and cap i ta l i ze u p o n business 

o p p o r t u n i t i e s in l o w e r - i n c o m e c o m m u n i t i e s . 

Rec ip ien ts o f t h e a w a r d each rece ive a $10,000 g r a n t t o advance t h e w o r k o f t h e i r n o n p r o f i t ne i gh ­

b o r h o o d p a r t n e r , and t h e p a r t n e r s h i p is t h e focus o f an o n g o i n g p r o g r a m o f case s tud ies , s i te v is i ts 

and br ie f ings f o r d e c i s i o n - m a k e r s and m e d i a . 

Th i s year 's awards a re m a d e possib le t h r o u g h t h e leadersh ip o f m a n y , key a m o n g t h e m : T h e 

M o r t g a g e Banke rs Assoc ia t i on o f A m e r i c a w h i c h p r o v i d e d e x c e p t i o n a l s u p p o r t f o r t h e N a t i o n a l 

Press C l u b F o r u m ; R icha rd D r i ehaus w h o p r o v i d e d t h e i n s p i r a t i o n and f u n d i n g f o r t h e f i r s t des ign 

and p r e s e n t a t i o n o f t h e Socia l C o m p a c t a w a r d ; and t h e Soc ia l C o m p a c t B o a r d M e m b e r s w h o 

u n d e r t h e leadersh ip o f Roger H a u g h t o n o f P M I . have assemb led t h e resou rces necessary t o c a r r y 

o u t th is p r o g r a m of r e c o g n i t i o n . 

Equal ly i m p o r t a n t is t h e k n o w l e d g e t h a t is be ing sha red . O u r specia l t h a n k s t o t h e judges w h o 

mves ted t h e . r e x p e r t i s e and pe rsona l l eadersh ip in t h e process o f se lec t i ng t h e a w a r d w i n n e r s . 

M o s t espec ia l ly , o u r t hanks go t o each o f t h e a w a r d - w i n n i n g p a r t n e r s f o r t h e i r un fa i l i ng pa t i ence 

and ins igh t as t h e y have w o r k e d w i t h Social C o m p a c t t o he lp us a r t i c u l a t e t h e i r s to r ies o f ach ieve-

m e n t and leverage t h e i r l ea rn i ng . Socia l C o m p a c t leads by e x a m p l e , and t h e 1999 Soc ia l C o m p a c t 

A w a r d w i n n e r s a re e x c e p t i o n a l leaders w h o insp i re us w i t h t h e i r v i s ion , t e n a c i t y and un fa i l i ng 

d e d i c a t i o n t o c r e a t i n g n e w f u t u r e s f o r A m e r i c a ' s n e i g h b o r h o o d s . 

L y n n Rei l ly W h i t e s i d e 

C h i e f Execu t i ve O f f i c e r 

Socia l C o m p a c t 

SOCIAL COMPACT 
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M O R T G A G E B A N K E R S A S S O C I A T I O N O F A M E R I C A 

D R I E H A U S C A P I T A L M A N A G E M E N T 

F E D E R A L H O M E L O A N B A N K S Y S T E M 

B A N K E R S T R U S T C O M P A N Y 

F I R S T U N I O N C O R P O R A T I O N 

B R A N C H B A N K I N G & T R U S T 

C A S T M A N A G E M E N T C O N S U L T A N T S 

P A C K A G E D B U S I N E S S S O L U T I O N S 

W A C H T E L L , L I P T O N , R O S E N & K A T Z 

I N V E S T O R S S A V I N G S B A N K 

BANK UNITED 

D E L O I T T E & T O U C H E L L P 

I 999 S O C I A L C O M P A C T B O A R D M E M B E R S 
l o e B e l e w B r i a n D i t t e n h a f e r 

Chairman 
-onsumer Bankers Associat ion M B D Management Company 

^ a u l B o g n a n n o R a y m o n d E l l i o t t 
'resident and Chief Executive Former President 
Officer Federal Home Loan Bank of 
Vincipai Residential Mortgage Bos ton 

The Principal Financial G r o u p 

J a m e s R. F a u l s t i c h 
D o n a l d B o u d r e a u Former President and Chief 
•'ice Chairman Executive Officer 

The Chase Manhattan Bank Federal Home Loan Bank of 
Seattle 

- e l a n d B r e n d s e l 
.hoirmon and Chief Executive W i l l i a m G o o d y e a r 
Officer Former Chairman 
reddie Mac Bank of Amer ica Illinois 

j e o r g e C h r i s t o p h e r W . R o g e r H a u g h t o n 
.enior Counsel Chairman and Chief Executive 
^irkpatrick & Lockhart Officer 

PMI Mortgage Insurance 

a m e s C i r o n a C o m p a n y 

ormer President and Chief 
xecuiive Officer R o g e r Jos l i n 

Vestern Farm Cred i t Bank Chairman 

State Farm Fire & Casualty 

i i c h a r d C r a b t r e e C o m p a n y 

resident and Chief Operating 
J o A n n K a n e officer J o A n n K a n e 

Jat ionwide Mutual Insurance Executive Director 
ompany The McAuley Inst i tute 

L a w r e n c e B. L i n d s e y 
Former Member 
Hoard of Governors 
Federal Reserve System 
Managing Direaor 
Economic Strategies 

P r e s t o n M a r t i n 
Former Vice Chai rman 
The Federal Reserve System 
Cho i rmon 
M a a i n Associates 

J o s e p h R. R e p p e r t 
Vice Chairman 

First Amer ican Real Estate 
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Financing a 

Nation's Growth 

n ll ie dimost 1 00 

\'edr'^ that Bcink oi 

-AnipnCti hd'' l.ieen ;n 

e.\i?lpnee, r omnu in iK 

(le^eloi.imenl bankinf i 

has akvavs been a core 

bu^mp'-s strateg'i. Man \ 

woulr l sd\ l l idl Bank oi 

.Anient tl pidneered ll ie 

busines'' oi communitv ' 

development — iendinp 

nione'^' to lamil ies and 

liusinesses to rebti i ld 

tl^eir commLini i \ atiei 

the San Francisco 

earthquake r)t 1 906. 

Toda\', a^ America's 

largest bank. Bank ot 

.America is investin.g it'-

corporate strengtli^ in 

helping lo bui ld tlie 

l(jng-term strength c>t 

.America'^ communit ie ' -

ancl btisinesses. 

Bank nt .America holds 

more domestic deposits 

than anv other bank 

nat ionwide. And, by a 

u'ide margin, the bank 

makes more loans to 

America's small busi­

nesses than any other 

bank. 

BANK OF 
AMERICA 

MARSHALL 
HEIGHTS 

COMMUNITY 
DEVELOPMENT 

ORGANIZATION 
• Leveraging the breadth of capital power, 

innovative solutions and technical skills to 

ignite a new future for Marshall Heights • 
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A Continuing 
Community 
Strategy 

For Bank ol .America 

investing in the tuture ot 

America s lower-

income communi t ies is 

not a compl iance 

response, it is an 

important business 

o;;)portunit\ and core 

business line. B\' 

leveraging diverse 

btisiness lines, capabil i ­

ties and t'le)<ible prod­

ucts, low- and moder­

ate-income markets 

have |:iroven to be a 

prot'itable and valuable 

bLi'-iness segment. 

Twentv-one percent ot 

Its low/moderate 

customers are among 

tlie most protitable' 

banking group. 

At Bank ot .America, 

success IS measured in 

terms oi impact, vo lume 

and e.xpertise. 

Impact Vol ume 

' Bank ot .America 

macie tv\ ice a-- n ia in 

Small Busmen-

Administrat ion-

guaranteed Itiaii'. 

nat ionwide than it--

nearest compet i tor 

Ever\' three miiuites. 

around the cloi k. 

Bdnk ot .Amerit d 

helps dnotl iei 

customer tdke out d 

morlgage and bu \ 

their l iorne 

Bank ol' .AmetK a is 

the largest soLirct-' oi' 

t inancing tor mul t i ­

tamily af'lord<il)le 

hoLising 

Btink ot' .America 

n o u serves J(.) 

m i l l i on households 

and two m i l l i on 

businesses 

In 1 «f)8 Bank oi 

•\mi-'rK ,1 pro\ ided: 

• S'' ~ b i l l ion 111 loan-

to small bu'-ine'-'-e^ 

S8.J l ) i l l ion in 

mongagt-' ca|:)itdl ti> 

low - and inodi-'iaii'^ 

I nt on i i ' ( ustoint •! ^ 

111IIion in ( on-

sumer credit to low-

and mi )d^'r^ite-

income ( tistomers 

S700 mi l l ion in 

t i t lordable housing 

d(-'V(.'li.i|.)ment tinant -

ing 

f 100 mi l l ion in grants 

to support education, 

atiordal^le housing 

and commun ih 

liuildinc; initiatives 

SOCIAL COMPACT 



Expertise 

$9.7 billion in small business loans 

iillion in monoaqe caoilal ic low and 
moaeraie income cuslomers 

Bank ot A m e r i c a has assembled and d e f i l o v e d one oi 

the most ex tens ive and ta len ted team-, ot c o m m u n i i \ 

d e v e l o p m e n t profess ionals in the countn . ' T l ie largesi 

pr iva te sector e l t o n ot its t \ 'pe, C o m m u n i t \ ' De\ ' (^ lop-

ment B a n k i n g consists o i m o r e than ()50 

proiessic inals. B\' l everag ing the Bank oi 

A m e r i c a l ines ot business — retai l sales, 

c o n v e n t i o n a l smal l l)Lisiness l end ing , 

mor tgage and c o m m e r c i a l real estate t i n a n t c 

— C o m m t i n i t v D e v e l o p m e n t B a n k i n g is a l i ie 

to increase the Bank ot .America im| )ac l in 

l ow- and n i o d e r a t e - i n c o m e c o m m u n i t i e s . 

Kev to its success u n d e r s t a n d i n g local 

markets is its strategic a l l iances w ith h ighk-

e t tec t ive local c o m m u n i t y t i e v e l o p m e n t 

organ i ; :a l ions 

Partners for 
Change 

N o w h e r e is this strateg\ ' 

m o r e et tect iveK' d e m o n ­

strated than in W a s h i n g ­

t o n , D.C. t h r o u g h it^ 

[ )ar tnershi | ) w ith the 

Marsh , i l l He igh ts Ct . immu-

n i t \ D e v e l o p m e n t C)rgani-

za t i on . M H C D O is a 

c o m m u n i t v d e v e l o p m e n t 

o rgan i za t i on w i t h over 20 

J700 million in affordable tiousing 

1 development financing 

\ I ',11 - I I I I ' \ ( 11 ' I II ' I K I ' 

I' \ o 1 \-1 n g a n d e X i-'i u 1111'.; 

a \ i-'i\ ^ophi-- tn d t r ( i 

< ( im| i r i '111 '11̂ 1 \ i ' 111 'I g i ' 

I ii i r i i i 11 KI ( l i ' \ I'll i pn ien i 

-.traleg\ thai i-- l u n i d i i i ' : 

s t rong c o m m u n i t i e -

w h e r e l< in i i l ie- i an i i \ i • 

a m i wcirk. 

T i le panners l i i [ ) I teg.in 

w i t h a SJ.() n i i l l i i i n loan 

t'or t l ip Ld'-t River P.iik 

Shi) [ ) | ) ing Center in 

l ' ) 8 t i u l i e n M H C D C ) 

had ie'-s t l ian ti-'n | ) ( ' op l i ' 

on stal l . In 1 9 8 7 , 

M H C D O v e n t u r e d in to 

thp d e v e l o p m e n t o i 

a f i o rdab le s ing le - Iamik -

d w e l l i n g s and needed a 

l ine 01 c redit lor 

a c q u i s i t i o n and c o n ­

s t ruc t i on , but Its lack Ol 

exper ienc e p resen ted a 

cha l l enge lo lenders . 

Bank ot A n i e r i c a 

s te( iped u[) w i t h a 

$ 2 5 0 , 0 0 0 l ine of c red i t 

backed b\ a t h i rd p a n \ 

guaran tee f r o m Local 

In i t ia t ives Suppor t 

1998 

Figure I 
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Every three 
minutes, around the 
clock, Bank of America 
helps another customer 
buy a home. 

Corporat ion. Toda\', 

that line has grow-n to 

51 mi l l ion wi th a 

borrower guarantee and 

has (irr jduced over 60 

homeownersi i ip 

c»|)|')ortunities. 

A- M H C D O developed 

the capac ity to take on 

larger developments. 

Bank ot .America was 

there wi th capital 

reintorceiTients, such as 

the construct ion loans 

tor the 22-townhouse 

Fort Chapl in proiect 

currentiV under con­

struction. When 

M H C D O moved into 

commercia l develop­

ment, the Bank of 

.America Small Business 

Investment Company 

provided investment 

capital in the first 

minor i tv -owned 

Chesapeake Bagel 

Bakerv franchise, in 

wh ich M H C D O I-- a 

panner and investor. 

The |jartnershi|i has led 

to a number ot ambi­

tious protects, the most 

enter|)rising ot wh ich is 

Northeast Business 

Park Bank of .America 

and M H C D O led the 

ertort to transform tins 

al)and(.ined, -1.5-ac re 

industrial site in 

Washington, D.C. into d 

t l i r i \ ing mcubdtoi loi 

small busines^i '-. 1 hi-' 

panner--' comlnner l 

talents — the abil i t \ ' lo 

create innovi i t ive 

solutions, li breadtl i oi 

t inancial product 

ofterings, and excellent 

technical skills — were 

leveraged to ensLire the 

success ot tins com|)lex 

develof)ment. UnK]Lie 

to the t inancing wiis d 

f 1 mi l l ion ectuitx' 

investnK^'nt trom the 

Bank ot .America 

Communi t \ Develop­

ment Cor( iorat ion, a 

rant\' in real estatp deals 

becduse investments dre 

unsec ured and much 

riskiei thdn conxcn-

t iooi i l ledl estate loans. 

Bank ot .America CDC 

also [ i rovided a 1 0-\'ear. 

Bankof America 

MHCDO 

S I mi l l ion UI1-1 •! ui i '( ; 

loan 

1 oda \ . reno\ ,it ll m- ,111 • 

( omple le on ,i ~,J0O 

] u , i i I ' l l M )l - - n v i I 

Ini'-ine'-'- i iu ub,i lor tli,ii 

house'- SIX start-Lit). 

m in ( ) i i t \ -owned 

bLi'-ines'-e^. Lcisp 

negotiat ions .iip 

underw, i \ to .ilso l )u i ld 

,1 new l,u 11it\ th,il wiW 

bl ing ~.") riev\ , hiLjIiei-

t),i\ ing |( lbs to tfie 

commun i t \ ' . 

1 111' next c hal lenge anri 

\ ision- an in-f i l l 

l iousing dex'elopment 

;)l,in tor threi^ neighbor­

i ioods 111 the same area. 

This devek) | jment gives 

the bank the ahnlits to 

invest capi t . i l , to make 

home mortgage loans 

anci to attract new retail 

customers in an 

underserved area. For 

the Marshal l Heights 

C D O , br ing ing new, 

qudl i tv homes to the 

c o m m u n i t y is cr i t ical to 

bu i l d ing the long-term 

strength ot the neigh­

borhood . 
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Strong Network. 
Strong Business 

T li"-̂  Chase 
M,inhanan 

Cor|)oration is ,j 

leader in the (xovisjon 

01 tinancial solutions to 

individuals and small 

businessp'-, large 

corfjorations ancl 

government entities. 

Cliase has relationship-, 

w i th more than 30 

mi l l ion consumers in 

Ihe United States and 

wi th over 5,000 major 

corporations and 

institutions in 1 80 

'"(.luntries 

Doing wel l wh i le doing 

good has helped make 

Chase one oi the lastest-

growing tinancial 

institutions in the wor ld . 

(~hase lielie\'es that its 

--Uf cess as a nnancial 

institution IS intr icatel\ 

interwoven wi th the 

health and vitalit\- of the 

communit ies it ser\'es. 

CHASE 
MANHATTAN 
CORPORATION 

ABYSSINIAN 
DEVELOPMENT 
CORPORATION 

• Mobilizing the combined power, capital 

force and market knowledge to bring the first 

full-service supermarket to Harlem • 
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Corporate 
Commitment to 
Neighborhoods 

With in Chase, the 

commitment to serving 

the banking needs of 

lower-income house­

holds and communit ies 

IS wel l recognized and 

supported at all levels 

and across all units of 

the corporat ion. This 

corporate-wide commit­

ment, coupled w ith the 

vdi\ reserX'Oir of 

diverse talent and 

expertise. 

$409 

Chasi-' to res(iond in 

inno\at ive and ertective 

wa\ s to this markei. 

Through its Commun iK 

Development Croup, 

Chase delivers innova­

tive financial SOILIHOHS 

to help stabilize and 

strengthen diverse 

communit ies b\' provid­

ing unic)ue prc)grams, 

products and ser\'ices 

$577 

$481 

o 

Figure Small business growth 

and torging SHOHL; 

local partnershi[is. 

Chase's l)usiness suece^-

in lower-income' m.irkpi^ 

and underserx'ed nuiiket-

IS defined liard 

nLimbersand leacie'rshif • 

l.iertormanc e. Cliase i-. 

• New York state'-• 

n Lim ber one b.ink 

lender tor t inancing 

afiordable h( lusing 

,ind economic 

develo|iment proiect^ 

• The nunil)er one Liank 

lender tci small 

businesses loc i ted in 

low - and moderate-

income areas of New 

> ork slate 

• The spe,irheadi;'r of 

inno\at ive i i l i iLm-

thrc)|,)ic program--, 

inc luding the p,ith-

breaking Chase F,nth-

Based Communi t \ 

D(:'velo[.)nient 

Initiative' 

• Th(j first l;)ank to 

develo|;) .i loan 

program specificalK 

tor minor i ty owners 

oi mid-sized super­

markets 

The Right Aliies 

O l i e to ( n,i-.i' - ^ui I ''-•-

in ll iw ei-i iu I mil • , i i i i l 

underser\.t'd m,iiket-. i-

it-- ii.irine'iships w ili i 

l( H ,il 111 inproi l l (irg,11117,1-

tioiis 1 hi-- Is evidt' iK ed 

in H i i i l em. WIKTI- ' t l i t ' i i 

[),inners|iips ,. 

Cliiise to iiiV(-'-.t ovei 

S 1 0(I mi l l ion in i i imni i i -

nit\' f i t 'velopmeni U M I I ^ 

,ind iiU'estmpiits OVIT tlip 

|i,ist tw o \ Ciirs. 

A ke\ and lo i igsidnding 

p,irtner is tlie Ab\ s-,in-

i,in De\ 'eio[miei i t 

( 'orpor , i t ion (.ADCi. ,in 

ex( i'|.ition,il not-tor-

proii t coniniLini t \ 

de\ 'elopment organiza­

t ion deriiC i ited to the 

re\ i t , i l izati( in of 

Har lem. Ttie sjiecial 

t),iniiership between 

Chase and A D C has a 

broad and diir<iL)le 

histor\ v\ ith both 

partners sharing a 

( o m m i t m e n t to 

strengthening the 

Har lem communi t \ ' . 

Recognizing that the 

barriers to rev ital izing 

poor communit ies are 

3 SOCIAL COMPACT 



otter) mul l i laceted, ADC 

drives a com|)rehpnsive 

Mrategv that integrate-

housing development, 

human services, educa­

t ion, eccmomic develoi i ­

ment and civic engage­

ment. Some of ADC's 

achievements include 

• 1,750 tamilies ser\'ed 

annualK' througli 

housing, education, 

human sePv'ices and 

civic engagement 

programs 

• A Head Start program 

tor 100 low-mcome 

children 

• Construction of 540 

units of housing for 

low - and moderate-

income residents 

' A SLimmer \ outl i 

employment program 

and summer camp 

col laboration tor 200 

young people 

A Harlem loan fund 

that makes loans of up 

to $25,000 for small 

businesses in Harlem 

A Market Ripe 

for Growth 

Unti l recentlw this 

communi ty , wi th a 

populat ion the size ol 

Sc'iinle, had no tull-

seaice shopping center. 

The poor quality ot the 

products being sold, lack 

ot selection, high prices 

and l imited hours t'orced 

more than halt of 

Harlem's residents to 

shop outside tln^ir 

CO m m Ll n 11 ,̂ Con se i\'at 1 ve 

estimates indicated that 

v\ ith an annual market 

demand of $ 180 mi l l ion. 

on l \ $^9 mi l l ion in 

p Lire ha ses were being 

made locall\ 

In response, Chase and 

ADC have worked 

together tor the past 

seven vears to bring a 

full-service supermarket 

to Har lem. Their efforts 

have culminated in a 

63,000 square-toot 

shopping complex, 

anchored by a Pathmark 

Supermarket. This 

complex IS the t'irst new 

commercial real estate 

develo()ment in H,irli 'm 

in two decides and 

includes d Chase bni i ich 

as wel l as oi l ier ret,iil 

tenants. The strength ot 

the relationshi| i th,ii 

Chasp and ADC l)uilt 

over t ime v\ ,is essentuil 

Ir) making this vision a 

real i t \ . 

26% 

10 O 
re > 

OO > _ 
re 

S o 

Figure 2 Mortgage originations to low-

to moderate-income mdividuals 

relative to Chase's overall 

mortgage activity 
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The kp\ to the succp'-s oi 

this pro|PCl was eflective 

teamwork. Each partner 

brought to the table 

dil'terent skills. ADC 

was able to deal wi t l i 

communi t \ ' tensions, 

provide access to pul j l ic 

ciollars, and negotiate tor 

local emplovment. 

Chase brought the skills 

dnd experience to 

iinance complex projeds 

— leading the tunding lor 

the Si 5 mil l ion loan — 

and provided 

predevelopment and low 

cost dollars and finan­

cial discipl ine. Pathmark 

reintorced its commi i -

This community, 

with a population 

the size of Seattle, 

had no full-service 

shopping center. 

ment to inner-cit\-

locations and monitored 

the construction process. 

The goals o f t he 

Pathmark protect have 

clearK l)een met. 

Harlem residents are 

now able to shop wi th in 

their neighborhood lor 

quality |)roducts and 

ser\'ices. In addi t ion. 

200 construction jobs 

and another 210 

p i ' in i .meiu | i i i i - — 

held l)\ ll n j l r i ' -- ior i i l -

— \ \ 'e i ' ' ( re.iti 'd. ADC 

hiis ,1 new re\ eiiui • 

slr(-,ini ,111(1 lis sidti i i , i -

,K quir( 'd new ^ki l l -

New l:)Li-.inessi's iincl 

institutions, sei'ing thes,. 

protitable inn('[-ci l \ 

ventures, are l.ieint; 

f i iawn into H,i[leni ,irul 

other inrie'i citiPs. 

.And the Chase — 

.Al)\ ssinian p,mnershi() 

brings added substanc e 

to th(' Chase tradenidrk: 

The Right 
Relationship is 
Everything. 

ABYKirjiAfj DEVELOPr,/iFrji ccxJPOJAriON 
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Special Salute to 

Leadership 

For the iirsi t ime. 

Social Compact is 

recognizing an 

institution and its team 

01 bankers tor their 

exceptional leadership 

unleashing their corpo­

rate strengths to advance 

the work ot a local 

communitv develoj jment 

organization. 

This recognit ion is given 

to Cit ibank and its team 

led b\- Michael 

Freedland. lormerK' 

Director ot Communi ty 

Lending, in celebration 

of their outstanding 

supfiort tor the Unitv 

Counci l ot Oakland, 

Calitornia. Together, this 

col laborat ion oi hnan­

cial serv'ice professionals 

and institutions is 

creating a new tuture tor 

the Fruiaale communi tv 

m Oakland, 

The power of this 

uartnership is rooted in 

he magic of a team of 

ndividuals and mstitu-

ions that, having jo ined 

orces around a shared 

Iream and having 

everaged their unique 

kills, resources and 

CITIBANK 
THE 

UNITY 
COUNCIL 

• The power of individuals and 
institutions to transform the dreams 

for a community into reality m 

P R O F I L E S OF P A R T N E R S H I P s I I r c c c 



$3.3 MILLION 

INVESTED IN COMMUNITY INFRASTRUCTURE 
ALONG INTERNATIONAL BLVD. 

87 35 
BUSINESS SMALL BUSINESS BUSINESS 

EXPANSIONS FACADES START-UPS 

83 
JOBS CREATED 

MAIN STREET 
PROJECT AREA 

68 
UNITS 

AFFORDABLE 
HOUSING 

145 
RESIDENTS 

TRAINED AND COUNSELLED 
ON HOME OWNERSHIP 

Figure Partnership results 

relationstiips, tr,ins-

lormed that f ir i 'di i i in t i ' 

real i i \ , 

The tuture the\ are 

unleashing is grounded 

in their exc eptional 

capacit\ to mobilize' 

others anrf tlieir unrelent 

ing commitment to the' 

successtui execution ot 

their bold vision. 

Nat ional lv, Cit ibank's 

commitment to 

America's neighbor­

hoods IS reflected in 

hard numbers. In t 998, 

Citif iank 

• Doubled the dollar 

amount of mnrtg,igp 

loans made to low-

and moderate-inconK^ 

households and its 

atiordable mortgage 

tir(.)grdnis 

• Nearlv doubled its 

minori ty lenciing 

• Increased its commu­

nitv developmenl 

lending b\ 2 1 

percent 

B Ul l( 11 ii'_; 1.11 t i l l - I Ml 1. 

ip( oul ()i I lerli iriii.ii n i • 

Citibank ll,|s pledgpo 

S 1 I I l l l l lOll \N lllCil |s 

mor i ' than tw K e ttii-'ii 

doniesiK de|)osiIs. ii i 

lendi im ,111(1 i iu ' i 's inm m 

l( IW - and niodt'r,it i '-

inrome' (ommuni iu 's 

,ind snidll biisiiie'Sses 

o\'er th(' nexl 1 0 \ e',irs. 

The Citibank and 

Unity Council 

Alliance: 

Leveraging 

Partner Strengths 

to Create Market 

Strength 

Citibdnk medsures 

success in terms nf 

incredses in the number 

ot hoLisehc)lds anri 

tiusinesses serx-ed and 

the actual sales ot credit 

and de|3ositorv prodcicts. 

These are standard 

measures ot perlormance 

appl ied to all lines of 

business. 

Key to their success in 

any emerging market is 

4 SOCIAL COMPACT 



tl'ie long-term investment 

reqLiired to develo;) 

potential customers. 

Strategic alliances are a 

reintorcmg core business 

strateg\, ottering 

eflicient and practical 

u a\'s tci reach new 

customers or increase 

coverage in a particular 

m.irkei. 

In the California 

marketplace, expanding 

penetration in lower-

income and minori t \ ' 

communit ies is ke\' to 

achieving corporate 

prof i tabi l i tv and com­

munitv production 

goals. Cit ibank's 

longstanding alliance 

wi th the Unitv 

$.29 

i 

Counci l IS a cornerstone 

to the successtui 

execution of this 

strateg\. 

Over the past three 

vears, a team of Citibank 

protessionals, led bv the 

principal relationship 

manager, Michael 

Freedland, has unleashed 

thp breadth ot their 

lending products, 

investment capital, 

technical capacity and 

services — to torward 

the goals of the Unitv 

$1.56 

$1.32 fi 

Counci l — whi le ,ils(, 

bui ld ing marki't sireiicth. 

Citibank has been 

instrumental in proiect 

design and execution, 

( iroviding grants to 

support predevelopment 

as wel l as scholarshi|:)s 

tor staft training. The\ 

also make spec ial 

investments m the Uni t \ 

Counci l 's highU' 

innc)vative economic 

development initiatives 

One such investment is 

a $ 1.4 mi l l ion ecjuiK 

ecji.ii\alent investment 

current IV being consid­

ered in the Fruitvale 

Transit Vi l lagp, an 

,iinl HiKHis mi \( •( 

proiec I tll,il ha- ln'i imt i ' 

,1 n.ition,il model to: 

inner-( it\ tr,insi! .nul 

sUsl,iiii,]|)|e. de\ t ' lopmeni 

proji'Cis 

Citi l i , ink m,ikes dirc-'c I 

loans dnd Imps oi < redil 

,Kai l , ible to thp LJnit\ 

Counci l ,ind othf'r 

communi t \ orgiiniza-

tioiis, ds wel l as mort-

g,igp ,ind small l.)usiness 

loans 1(1 |(i( j i residents 

and businesses. B\ 

leveraging their national 

resourc es and relation­

ships. Cit ibank has 

acc essc^d specuil tunds 

$1.00 

<>fi q? <lfi q? qfi 
Figure 2 

qfi P7 PR 

Business growth in the Fruitvale neighborhood 
fueled by the strategic alliance with the Unity Council 
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S17 

tor local comniuni t \ ' 

deveio[jment through tlie 

San Francisco Fc)unda-

tion and the Treasur\-

Department s Commu-

nit\' Development 

Financial Institutions 

lund. 

This loundat ion of 

investments and all i­

ances has translated into 

direct market opportu­

nity tor Cit ibank. The 

success of the Fruitvale-

Diamc:)nd Citibank 

Liranch has been en-

S10_ 

512 ' 

$14 , 

sio • 

Conimanity Development Lcndiru; 

LMI Consumer Lendinc) 

LMI Mortgage Lending 

Figure 3 

hanced through their 

al l iance wi th the Uni t \ 

Counci l and other 

T H f ^, 

comniun i t \ institutions 

These alliances h,i\-e 

helped distinguish ttiem 

in the iriiirket |)lace, 

resulting in ex()anded 

prcidud line sales 

O 
o 
c 
z 
o 

crnBAN<& 

Citibank community investment — Californi.i 

I H 'Ic ent. Cit il l,ink is 

making i i ior i ' nrst 

niortg,ige loans in this 

neighbcirhcHid th.in in 

an\' other c"oni(")aral.)le 

geograpli \ in C i l i i o rn ia 

The Cit ibank Cali tornia 

team, suppcirted l;iv the 

Cor|iorate Comniun i t \ 

ln\estment group, t)rings 

a tangible realit\' to this 

Cit ib, ink commi tment : 

"Wherever Ci t ibank is 

present, we work to 

earn the respect of our 

neighbors by contr ibut ­

ing to the heal th and 

v i ta l i ty ol the c o m m u ­

nity as we l l as strength­

en ing Its economy . " 

and increased 

dp|.)Osits. 

Toda\', the 

Unitv Counc il 

^ and other ke\' 

non|:irofits are 

the largest 

depositors in the 

neighboriiood 

l)ranch, consumer 

lending is up b\' 75 

percent, and, in less 

than three vears, 

mortga.ge lending has 

grown by over 400 

6 SOCIAL COMPACT 



I apping inco an 
Emerg ing 

N e i g h b o r h o o d 

M a r k e t 

In the brutalK-

competit ive and ever 

consolidating grocf^rx 

industry , Communitx 

Pride IS redetining the 

norms tor doing business 

in the inner-cit\ ' market­

place. From Its lound-

ing, the Communi t \ 

Pride strategv has been 

to acquire under-

pertorming or vacant 

stores and transtorm 

tl ipm into t lourishmg 

businesses that provide 

high quality goods at 

competit ive prices. The 

benchmarks are impres­

sive: sales have m-

' reased 420 percent in 

•ive vears, and weekK 

ustomer counts have 

;oneup 150 percenl 

'ver the same time 

leriod. 

ommuni tv Pride's 

•eginnings were driven 

V a commitment to 

xcellence, Communitv 

ride Chief Executive 

'tticer Johnny Johnson 

It his start work ing for 

I upscale grocery chain 

Richmond, Virginia, 

s unrelenting success 

Pturing a competi tor 's 

COMMUNITY 
PRIDE FOOD 
STORES 

RICHMOND 
PUBLIC 

SCHOOLS 

• Redefining the norms for doing 

business in the inner-city marketplace 

••• Fostering academic achievement 

while growing consumer loyalty m 
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market share caused his Communitx Pride's suburb,in ( li.iins; re',i(i\ -

rival to help Johnson abi l i t \ ' to anticipiite'. and made mp,il i ounti ' is ,inci 

nnd the capital to open res[3ond to, the' nc-'ecK 01 Stilad bars, i i t inkinu 

his C)wn grocery chain in the comn iu i i i t \ . .Ariei centers, JM )w e'! and i ,il ili • 

the inner cit\', tar from not ic ing that tnan\ oi f),i\'meiit ccnte'is. 

their competi t ive Ills customers h,icl no |ih,irmacies, c ateimg 

ground, lohnson grew trans()onatK)n tc 1 carr\ si^rvicCs ,ind discounts to 

his stores into the home' all the groceries seiiKlis diid non[)rolIts. 

second-kirgest ni inori t \ - the\' wanted to [luichasp 

owned grocers chain in lohnson instilutc-'d a v,in Commun i i \ ' Pride wds 

the U.S. Inner-cit\' store shuttle service. Sixt\ [irdCticing "weltdre tci 

l^ertormance is so strong percent ot ciistimiers LISI' work " ds ll i)i, ictical 

that toda\ , Commun i t \ the ser\ ice, and 30 business strateg\' betore 

Pride IS expanding intci I'lercent ot stcire s,iles It bee ame ,1 n,itionw ide 

the sufiurl.is derive trom the van init iat ive. Sixt\-six 

serx'ic p customers rise l^ercent ot the 500 

Market Driven around the first ot the em[Dlo\'ees that work tor 

Much ot this growth and mont l i . Store ofiei ings the' c ham |)rev iousl\' 

success tlows trc)m replicate those cit received publ ic assis-

Figure I 

41 

1995 

Vocabulary 

I 8 SOCIAL COMPACT 

41 41 45 

1995 

Reading 

56 57 

1995 

Language 

47 48 
52 

1995 

Work Study 



anc e and 70 percent ot 

hem are neighlDorhood 

:esidents This retlects 

he stores' strateg\' oi 

nvesting in the human 

_apiial that makes up 

:he market Liase. 

Communit \ ' Pride knows 

:hat giving resiclents 

stead\' jobs means a 

decrease in crime and a 

'.greater volume o? [jaymg 

customers. 

Investing in 
Relationships 
Recognizing that store 

per lormance is a 

lunc t ion ot local 

m,irket strength. 

Communi tv Pride has 

entered into a strategic 

a l l iance w i t h the 

R ichmond PuLilic 

school system. The gcial 

is to encourage ac i -

demic achievement and 

boost attendance rates 

lhrc)ugh a S|:)ectrum of 

rewards, trcim liags ot 

groceries to exchange 

tri|.)s Tlie added l ienei i i 

is that the straleg\' 

generates [Xiwerti^il 

lo \ , i l i \ w i t h i n the 

commun i t \ ' These 

relat ionships are turther 

le\'eraeed ihrocmh the 

partici()aticii i oi ma io i 

c or()orate j iartneis w in i 

recognize this uniciue 

op|.)ortunit\ ' to use' then 

market ing dot la is m a 

manner that is c reating 

genuine c onimuniix-

value w'hile gener,it ing 

inc reased [irocluci Sdlps. 

Everv nine weeks 

Communi tv Pride 

chdnnels S30.000 ot its 

c orporate marki^ting 

dol lars to the sc hools 

Product sale's ot 

()iirtic i | iating coni|.),i-

nies, such ,is Coc a-CoLi 

and Slice, have shot u|i 

, i lmost 1 00 [lercent in 

48 

1995 

Academic performance — Richmond Public Elementary Schools 

68 

57 57 " 

1995 

Math Composite Social STD Science 
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Figure 2 Weekly customer count 

Community hide§M 

Together wi th the Richmond Publu scl iools. Comnui -

nit\ ' Pride is marsh.il ing the resourc es cH c or| iot, i ie 

giants such as Kratt. Hunt Wesson, Meri ta ,mcl Fii lo-L.i\ 

to Strengthen the tounckitum ot tlie' R ichmond c ommu-

nit\' whi le maximiz ing stoic perlormanc e ,ind < ustomei 

loyaltN'. lohnson is he,irtt'elt in his compa i i \ s motto 

"Communi t \ Pride, oui name s,i\s it ,ill " 

one vear alone. And academic .nertormance and 

attendance rates have incTeased steadilw 

The program gives the stores an ed.ue that no olher 

grocerv chain m thp surrounding area^ can match. 

Ninetv-six percent ot Richmond [xibl ic school students 

trom over 25,000 lamilies participate m the i.irogram. 

Communits ' Pride also provided i inanci, i l support to 

the schools tor computer eciuipment, vacations to 

honor outstanding teachers, exch.in.ge programs, 

intrastructure improvements and man\ other innov.it ive 

programs that are uniquely responsive to Richmond's 

educational needs. In 1998, Communi ty Pride invested 

a total ot 5560,000 of corporate sponsor mone\ ' into 

the Richmond schools. 

1/1 63.636 
102.554 

Pepsi sales 
Ibv casei 

Figure 3 

426 113 

78.: 
96 4 

Coke sales 
(bv case) 

Ivlerita Bread 
sales 

(by dollars al cosl] 

Corporate sponsor sales increases 

3 SOCIAL COMPACT 



The Forerunner 
in the Field 

Eaton Na\ \- Controls 

Divis ion is the leading 

sU|i|ilier ot power 

conversion instruments 

and controls tor the U.S. 

Nav\ s nuclear powered 

'^hips and submarines. 

•\s ,m industr\- leader 

Eaton NCD is provid ing 

world-class service to 

c ustomers and is 

achieving 10 percent 

rates ot annual growth. 

Tapping into a 
^old mine 
business 
opportunity: The 
ihallenges 

:aton IS entirelv revolu-

loniz ing ship propul-

-lon systems wi th a new 

'ol id state switch that 

lansmits power levels of 

1 mi l l ion times greater 

han earlier technolog\ . 

The w idespread applica-

lon of this new technol-

)g\' represents a major 

narket opportuni tv for 

aton NCD. To success-

ully pioneer this new 

rontier, Eaton N C D 

aces three challenges: 

EATON 
CORPORATION 
NAVY CONTROLS 
DIVISION 

NORTHWEST 
SIDE COMMUNITY 
DEVELOPMENT 
CORPORATION 

Marshalling the power of a Fortune 500 

company to grow competitive 

neighborhood market advantages • 

PROFILES OF PARTNERSHIP SUCCESS 1\ 



recruiting a highK 

talented group ot 

specialized engineers, 

developing a reliable 

blue-c:ollar work t'orce to 

meet product ion targets, 

and establishing a 

netw( irk of Icical 

suppliers to ensure 

efticienc ies in design 

CN'cles and production 

costs. 

The Link from 

Business to 

Neighborhood 

Strength 

Eaton NCD's manage­

ment sees comniuni t \ ' 

success as tunda-

mentdl to 

Ijusiness 

success. L(H ,ited in oiip 

ot MlK\aukee s tougli 

and tired indusiruil 

sections, the c omp, in\ 

know s that lostering 

local ncighborhciod 

strength is cri t ical, 

espec:idllv when tlie 

chiet comjjetitcir is 

located in Anal ie im, 

Cali tornia. Wi th deefi 

roots in the Mi lwaukee 

area, Eaton N C D has 

c:liosen to in\'est in its 

tacil i t \ and in the 

vitalitv of the neichbor-

Currently employed 

h o o d I l i s t ! ',111 , n 1, i \ iMi_; 

pisewliert' 

The Alliance 

L , l I o i l N C D re'( I i g n i z e ' s 

t h , i t t h ( ' k e \ t( 1 ( r e ' , i t i n g l i 

solid ne'igl iboil iood 

tound,i t ioi i is p.inntning 

wi th ,1 strong c on imu-

nit\- bdsed org,miz,it ion 

- the Northwest Side 

C(immunit\- Devclc)|>-

ment Cor|)or,it ion 

iNWSCDCi . Founded in 

1983, NWSCDC IS one 

ot the mosl inno \a t i ve 

and sue c essiul 

economic 

Discri,Trc|Cd 

Promoted 

Figure 1 Wel fare- to-Work success 
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$93 

55 

levelopment corpora-

ions in thp countrv . Its 

nission IS to enhance 

ne qualitv of lite tor 

leighborhood residents 

md to spearhead 

ievt:>lopment activities 

nat c reate an environ-

nent where businesses 

an flourish. 

)np ot thp NWSCDC's 

irst encleavors was to 

•)und the Northwest 

idustrial Counci l , 

l i lwaukee's first 

eographicallv based 

Lisiness association 

. ith over 80 members, 

he NWSCDC also 

lunched MetroWorks, 

s small business 

icubator that has 

ssisted almost 90 

usinesses and created 

earlv 300 jobs over the 

•.:'ars. Commercial strip 

•vitalization, job 

aining and placement, 

ad business develop-

$65 

$40 

Figure 2 

ment cont inue to be the 

core activities ot the 

NWSCDC. Indicators ot 

success: in a city that 

experienced a 26 percent 

|oh loss between 1 970 

and 1 995, the Northwest 

Side experienced jc)l:) 

loss ot less than 7 

percent. 

Beginnings 

Early activities of the 

partnership addressed 

both the short and long 

Eaton N C D plant sales and employment; 

term \ italit\ ot the 

neighEiorhood. In the 

immc^diatp, Eaton N C D 

and the NWSCDC 

supported a communi tv-

based crime pre\'enticm 

program that has been 

important in enhanc ing 

the saiet\ and image of 

the neighborhood and in 

attracting a high-c|ualit\ 

worktorce. Wi th an eve 

towards the tuture 

neighl)orhood emplovee 

base, the partnership 

intervened wi th at-risk 

PROFILES OF PARTNERSHIP SUCCESS I f , 



\ -ou th l i \ - cre<i t ing the' ,mcl lite' s k i l l s " t r a i n i n g IS rec ruit in'_; i ' i l l re| in '- 1111.1111 1,1: 111 ' M l ' I i n , i: u ' • 

NC)V',A schcio l tor g r a d e [ i r o v i d e d b\- the neu rs tl 1 t i l l ' a ie . i w i n i ,111(1 , i l t l , i c l i n g l o l l - 1 n i l l 1; 

7-1 2 s tuden ts . T h e N W S C D C . C)i t hp w i l l (xo^ ic le ' ( u s t o m i z e d p m | ) l o \ 1 " ' s t l , 1 1 . ,1 111,11 U 1 

schoo l - t c>work p r o g r a m o r i g i n a l 2,1 c a n d i d a t e s l i r o d u c t s tor L, l ton w n i l N W s C D C I . l i o n 

keeps v o u t h oft' the se lec ted t r o m h u n d r e d s N C D s l i i g l i K spec i, i l- N C D ' s s d i i - s i i d \ . ' gn )v\ n 

streets a n d teaches t h e m of a p p l i c a n t s , 2 1 i zed needs . Sup|) l i t^ 's 1 ~0 (iprce' i i l s ini e 1 ' t ' M 

j o b sk i l l s in a h i g h K c o m p l e t e d t r a i n i n g a n d l o c a t e d w i t h i n the' , m d t i l l ' w o i k tor i i ' l l , i s 

s u p p o r t i v e e n v i r o n m e n t . 1 7 are st i l l e m p l o v e d in n e i g h l . i o r h o o d c an be gi()w n b\ 5( 1 |H'ic I '111 

w e l l t ) av i ng u n i o n j obs l i n k e d d i rec tK - w i th d u r i n g t i le s . im, ' [) 1 ' 1K i d 

Bold Visions for at t he Eaton N C D Eaton N C D s c o n i f u i t P i T i l e c o n i p , m \ h,is g a i n e d 

the Future f ac to r v , The |obs o f fe r n e t w o r k , e n s u r i n g m o r e ,1 r p p u l , i t i o n w i t h I t s 

g e n u i n e sk i l l b u i l d i n g e t t i c i e n t a n d i n n o v a t i v e c u s t o m e i s tor h ig l l l \ 

B\ the late 1 9 9 0 ' s , as a n d a d v a n c e m e n t produc:t d e v e l o | i m e n t . re lu i l i l e iicK ,iiiC('cl 

t he n a t i o n t o o k o n o p p o r t u n i t i e s : o n e t p c h n o l o g \ [ . i roduds d n d 

w e l l a r e r e t o r m . g radua te o f the t r a i n i n g Eaton N C D a t t r i fn i tes the n e ' i g h b o r h o o d has 

N W S C D C a n d Eaton p r o g r a m has been m u c h OI Its succ ess g,i ine'd d re | )u I , i t i o n lor 

N C D l o i n e d fore es to p r o m o t e d to a s u | i e r v i - p r o v i d i n g w( i r ld-cLiss 1 iioS[lerc)us busi i ie ' sses 

p i o n e e r sus ta inab le |ob sorv p o s i t i o n . ser \ ice to its c u s t o m e r s . , i nd v a l i u i b l p | o l i 

t r a i n i n g strategies. m a i n t a i n i n g o u t s t t i n d i n g o|)(.)Ortunit ips. 

W'c)rking together with 

the Union and other 

agencies, the partnership 

developed a Mavoral 

award-w inning weltare-

tc)-wc)rk program. 

Candidates are given 1 2 

weeks ot electronics 

assembK courses at a 

local college and two 

weeks ot "emplovabi l i ty 

Another d imension ot 

the |:)artnersliip leverages 

both the NWSCDC 

business relationships in 

the communitN' and the 

|.)urchasing power of 

Eaton N C D , a Fortune 

200 companv. In 

l ink ing Eaton N C D w i th 

exist ing local busi­

nesses, the [.partnership 

NORTHWEST SIDE 
COMMUNITY 
DEVELOPMENT 
CORPORATION 

Community Reinvestment ai worv 
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A Past Model 

1 A /hat do you 

V V d o if you are an 

expectant mother 

without the adequate 

financial resources to 

cover prenatal care and 

delivery costs? The Fund 

for Moms isa 1995 

awardwinning strategy 

that provides affordable 

prenatal care to those 

«vho would otherwise 

fall between the cracks 

of the health care 

system. The original 

program has flour­

ished into a model 

for other partner­

ships that have 

helped thousands of 

families across the 

country. 

A New Team of 
Innovators 

This year. Social 

Compact recognizes 

another promising and 

innovative strategy. 

Aimed at generating 

investment, wealth and 

employment in the 

inner city, the 

Siyeza model lever­

ages the capacities 

of two Fortune 500 

companies, an 

entrepreneurial 

business and a 

neighborhood-based 

nonprof i t . 

GENERAL MILLS 
GLORY FOODS 
SIYEZA 
U.S. BANCORP 

STAIRSTEP 
FOUNDATION 

• A progress report on a 1995 award-

winning model — Fund for Moms — 

and an introduction to Siyeza, a new 

standard for innovation in corporate-

community alliances • 
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The Fund for 

Moms: Vista 

Community 

Clinic and the 

Bank of 

Commerce 

I n 1991 in Vista, 

Cali fornia, commu-

nit\ leaders recog­

nized a signiticani and 

distressing health care 

gap: expectant mothers 

wi th incomes too high 

to qual i ty for state 

medical benefits but too 

low to be able to attord 

private health insurance. 

Recognizing the need tor 

act ion, the \' ista 

Communi ty Cl inic and 

the Rancho Vista 

National Bank launched 

the Fund for Moms, an 

alternative financing 

system tor lower- and 

moderate-income 

women whc) could not 

otherwise afl'ord qualit\-

prenatal and deliver\ 

care. 

The process for the 

distri l)ution and repa\ -

ment ot the loans is 

simple, made more so 

by the support of leaders 

and health care providers 

in the communi ty . The 

Fund for Moms provides 

interest-free revolving 

lotiiis Ot rciLigliK S2,50(' 

to co\e'r all ()ipn,ii,il ,i iui 

delivers-costs Aie,i 

hospitals dnd <ibstptii-

clans help 11\ ,igre('ing t(' 

kee|i their ipps down . 

Families p,i\' li^ic k their 

loans civer a detined 

period ot t ime, and all 

pavments are returned t( i 

the Fund tor Moms so 

that loans are a\ail,il;)le 

tor other expectant 

mothers right awa \ . 

Not surprisingK', the 

Fund for Moms li,icl to 

overcome a numl)er of 

legal and regulators 

hurdles betore the tirst 

loan was made. The 

Fund's tounders, Barliara 

Man ino , Vista Commu­

nity Cl inic 's Executive 

Director, and |ud\ 

Stew-art, Rancho Visl.i 

National Bank s then 

President and CEC), rose 

to the challenge. Under 

Stew-art's leadership, the 

bank worked through the 

di t i icul t legal consider­

ations and lendei 

l iabi l i ty issues Man ino 

led the Cl inic in raising 

$141,000 to serve as a 

reser\'e to cover any 

detaults, ot wh ich there 

have been ver\' tew. 

The program is a proven 

success. To date, the 

I u n d l l " M l 1111.. ; I, 

r i l .K ll ' I IV. I .; J ( ) ( I i, 

, i n d l ) o , i s | - ,; ' I ' l [ u - \ i r n : 

re ' | ) , i ' . i i i ' - n i r . i l r 1 n--

l \ , m i 111 1 \ i s i , , II , n , i 

B,iiik now ni l ' l-;,ink o: 

ComnieiC' • ( onl i r i i i "s ti i 

co\--er tlip l-uncl s 

admii i istr, i t i \ p c i ists ,inci 

ni,ik(' tht-' lo<iii^. Addi­

l ion, i l l \ . ,1 Lirge perce'ilt-

age ot the lc),in rec ipi-

ents use this tirst tciriix 

into rpcpi\ ing c redit ,is ,i 

me,ins to develop a 

f),mking rel,it ioiisli i | i 

w ith a tinanc i.il institu­

t ion. B\ 1 '<95. one'-thircl 

ot F und fot Moms 

partic ip.ints w-ent on to 

open then tirst l:)ank 

accounl . ,i s[)in-oti 

benetit contr ibut ing tc.i 

Ihe healthy grow-th c\-cle 

ot Vista, Cali fornia and 

its lower- and moderate-

inccDme tamilies. 

The Fund tor Moms is 

also making an impact 

on a national scale. The 

Fund has received calls 

trom over 50 organiza­

tions around the country-

who are interested in 

replicating the program. 

Programs patterned after 

the Fund tor Moms are 

operational in Texas, 

Washington, D . C , 

Wisconsin and several 

other cities in California. 
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The Siyeza Model: 
General Mills, 
Glory Foods. U.S. 
Bancorp and the 
Stairstep 
Foundation 

S o m e t h i n g extrac;)r-

riinarx- hapLiened 

w h e n the leaders 

nt t w o For tune 500 

coni | ) , l ines, a h igh lv 

successtui entrepreneur, 

and a ne i ghbo rhood 

visionarx- brought 

together their uniciue 

resciurces ancl expert ise. 

The result was 5i\-eza, a 

m i n i i r i t v - o w n e d business 

that t rans tormed an 

unused manu tac tu rmg 

(i l,mt in to a state-oi'-the-

,irt c)[ ieration, generat ing 

|C)bs cind wpa l t h tor ,1 

n e i g h b o r h o o d and its 

resiclents. 

Early Steps 

In 1 99 1, Stairstep, the 

c o m m u n i i \ - based 

partner in the Siyeza 

m o d e l , was t n r m e d to 

m o d e l the c o m p o n e n t s 

and processes needed tci 

rev i ta l ize the A f r i can 

A m e r i c a n commun i t ' y , 

Stairstep func t i ons as 

t w o d is t inc t but c o m p l e -

mentarx' ent i t ies : as a 

f o u n d a t i o n c o m m i t t e d 

to the soc ia l , educa ­

t i ona l a n d sp i r i tua l 

ast jecis ot ^ t ruv in 

Ami ' i ic ,in deve'lci|:)menl 

,mri as ,i leir-pn nil 

c o m p , m \ de ' \p t i ) i img the-

c , ipit , i l rpsources u i 

create luisini'ssf-v 

managed and st,iitecl In 

A i r i can .AniericMns \-ieist 

Signi f icant ly , seirh 

eni|;ilc)vees are g iven t l ip 

opt lc) r tun l^• to f i ecome 

ow ners in their I jusi-

nesses, bocistmg tf ieir 

ac coun tab i l i t \ - tor, and 

c o m m i t m e n t to, their 

w o r k and their c o m m u ­

n i tv , 

Stairstep has a histor\ ' of 

creat ing businesses, 

m c l u d i n g a rpsidLirant 

and t ire sho|.). In 1 9 9 b , 

St,i irstep's tounder and 

cc immuni t \ - visionary , 

A l u e d Bafim.uton-

lohi isein, dec ided t i i t,iki-' 

the' o rgan iza t ion 's 

ec o n o m i c deve lopment 

ope ia t i ons to a new-

level- large-sc:ale 

m a n u t a c t u r m g in t l ie 

innpr rit-, . 

Thinking Big 

To carrv out this v is icm. 

Stairstep fo rmu la ted a 

m o d e l ec]uat ion ot 

partners, d fo r tune 500 

cc impany, an entrepre­

neur , a t inanc ia l 

i ns t i tu t ion and a 

c o m m u n i t y organiza­

t i o n . W i t h this p lan in 

l i , i nd . Bdb ing lon 

lohnson ap|)ro,i(-ripd 

Ge' i ieral M i l l s C t O M P W -

S.inger w l m , impressed 

In such ,1 l )o ld l o r m u L i 

IOI g i i iw ing sListdin,il i lp 

neighl.iorlieioci strencl l i 

c o m m i t t e d .i S 1 ,"' 

m i l l i o n no-intere'st lo, i i i 

to Si\-eza. 

The entre| i reneur w,is 

tounci bv ,1 chance 

gas t ronomic e n c o u n t e i . 

O n a visit lic:ime' to 

Knoxv i l l e . Tennessee 

Bal . i ing ion- lohnson was 

s tunned to le i i rn th,it his 

mo the r ' s delic lous 

co l l a rd greens had c o m e 

f r o m a can . Bab ing ton 

researched t i ie products 

. ind d iscovered Glorx-

Foods. a C o l u m b u s 

Oh io -based l iusiness 

that h,id c ,ia'e'd out t l ip 

tciremost I I K he in t l ip 

sou l - i ood i i idustr\- under 

the leadersh ip o i 

entre( i reneur Bil l 

W i l l i , i n i s . G l o r \ Foods 

saw- the c ip | jonun i t \ - to 

b ranch intci an untapt )ed 

t rozen loods market l:)\-

conirac-t ing to Siveza and 

invested S 1.5 m i l l i o n m 

the venture . 

Th(^ f inal p iece ot the 

m o d e l was | iut in p lace 

w h e n U.S. Bancorp 

s tepped up w i t h an 

unusua l $1 ,2 m i l l i o n 

purchase of preferred 

s l l 11 1. - I ^ I ' l . i l II 1 It; ' I. • -

,111 I •! 11111, I M\ • -sl n I . , • 

w I u I l l i I u '111 n i I n III11 .•• 

t i l l • ( i l ' I l l l l .,111 l l S r , . 

, i n ( i ' . ; i \ 1' t i l l ' I I I n i l H I • I , | s ; 

l l 1 1 n \ ' - - I 11,11 k 1 n i l i 1 h , • 

( • o i l l [ ) , i i i \ s d i d |, n i l 

C i i u n d n i i i e i . C E C ) ,1111; 

Pi i ' s id i ' i i l , I '.s BdiK o i p 

1 i ip clu , ' i s i i \ 1)1 ( i . inni 'Is 

w ,is ( ril u ,il tu d i ' \ pl( 11' 

inu ,1 so[) l i istu d ied , ind 

Com;.ireliensi\-p |-il,in. 

I i i i i i nc ing ,md Ici l i i iu ,il 

expe'rtise pn iv iciecl I n 

iw-( 1 le . id ing c ( i r |K i c i -

t ions: ,in entre[.)renpui 

w-ith ,1 s,i\-\'\ busine'ss 

sens!' spec ilK to t in • 

l i irgelpcl Atr i i ,in .-Xmpn-

c cin n idrket : , ind ,111 

,iggre'ssivp c o m m u n i t \ -

o rg , in i zd t ion c ommi t tpc l 

l o b u i l d i n g ( i r idp ,iiicl 

we', l l th in the ( "o inmu-

n i t \ . V\ ' i th dl l t i le 

p,inne'rs in [ilac e. Sivez, i , 

,1 Lij.LiOO scjciare-tool 

l ood m. inu tac tu r ing 

|.)lant. Wtis oft and 

runninc;. 

Powerful Results 

Si\-eza. an A t n c a n l e rm 

that means " w e ' r e 

c o m i n g , " cu r ren t l y has 

<b emi j l oyees and 

ex|>ects to e m p l o v 1 5()-

1 75 p e o p l e in f ive vears, 

w i t h sales p ro j ec ted at 

$ 5 0 m i l l i o n . As pro t i t -

ab i l i t y goals are reached . 

PROFILES OF PARTNERSHIP SUCCESS Jl 



the management and 

em[.)lovees ot Si\-eza 

who are called partners, 

w ill receive a one-third 

port ion at ownership in 

the compan \ . For nian\ 

ot the emplovees, i iaving 

a bank account or 

securing credit were 

unimaginable hurdles. 

Now the\ have access to 

such sophisticated 

investment opportunit ies 

as compan\- ownership 

The\- have dropped out 

of the c\ cle ot dead-end 

jobs and entered a wor ld 

w here training and 

empowerment are the 

norm. 

The earl\- resLilts ot the 

l.iartnership are impres­

sive. Glorv Food 

Southern Selections 

trozen tood products, 

manutactured b\' Siveza, 

are currently sold in 

(jver 2,100 supermarkets 

across country and in 

800 Church's Chicken 

restaurants across the 

southeast The product 

niche IS strong: non-

frozen versions are 

preparation-intensive 

and no other company 

produces high qual i ty, 

meal-ready frozen foods 

of this type. W i t h early 

success and strong 

market expansion 

opportunit ies, Southern 

Selections frozen food 

product sales are 

'>Q SOCIAL COMPACT 

ex[)ected to e\-entualK 

make up thp m,i|(-)ritv ĉ i 

Cilc)r\- Foods l:)usiness. 

The economic reach oi 

Si\-eza. how-evei. 

extends bevond the 

borders of Minnea;)ol is, 

Minnesota and Co lum­

bus. Oh io . In order tci 

prciduce "Southern 

Selections." an exc lu-

sive line tor G lor \ 

Foods. Siyeza w i l l bu \ 

their produce from the 

sweet potato farmers in 

Mciund Bavou, Missis­

sippi, Siveza and Glorx 

Fciods are expected to 

generate S1 m i l l i on in 

business per \-ear tor the 

larmers, turning arciund 

a poor econc>m\ and 

migrat ion pattern that 

has crip[.)led this 

tarming cc)mniunit\- tfir 

dec^ades. 

Getting Involved 

The Su-eza partners take 

their rcile in the venture 

verv seriously. Not only 

are the\- interested in 

the t inancial success ol 

Siyeza tor their o w n 

investments' sake, but 

in the reverberations in 

other aspects of their 

businesses. For ex­

ample, General Mi l ls 

looks to the ini t iat ive as 

retention strategy that 

builds employee morale 

bv reintorcing the inner 

v,ilues th,il d i i \ e ttip 

corf iorat ioi i . Fxin'rts 

t rom Ciener,il Mi l ls 

,idvise SiN-eza's man,igp-

ment in prociuct and 

reci|)e development, 

equipment ;juichases 

and plant design, 

market research and 

countless othei aspects 

of thp food manutac lu i 

ing liusiness. U.S. 

Bancorp sees the Siveza 

relat ionship as an 

inroad to grow an 

emerging market 

oppor tun i t \ in Minnp-

apolis and has [ilans to 

otter homebu\-ing 

opportunit ies to Si\ eza 

employees. Glor\ 

Foods' president. Bil l 

W i l l i ams, has commi t ­

ted to strengthening 

the capacit\ 

the Missis-

sip[,)i farmer-

w iti i ,1 new 

packing station, thereb\-

creating a more compre 

hensive and efficient 

supplv system. 

Good Returns 
for All 

For the partners, Siveza 

has grown beyond a 

single investment to 

become a fruitful 

communi ty of business 

relationships in wh ich 

they are all active 

members gaining long-

term benefits. And the 

General Mills 

F O O D S 

STAIRSTEP r O U N P A T I O N 
l , I P , f N T E r U U ,' t , .•.•.•.•^••.••"Jii ir i I 1 : : 

[T^bancorp 

commun i t v of innova­

tors IS growing: leaders 

from cities nat ionwide 

have inquired about the 

Siyeza model , including 

Flint, Mich igan; Louis­

vi l le, Kentucky; Knox­

vi l le, Tennessee; and 

Seattle, Washington, 



Measures of 
Excellence 

J .P. Morgan, whicl i 

has S2~0 bil l ion in 

assets dnd 1 5.000 

emplovees, is d leading 

global u-hcdesale 

banking firm that 

c r)rnbines mvestmenl 

fiankin.t;. commercial 

fianking, and asset 

management capahiilities 

to solve clients' prc)b-

lems in wavs that others 

cannot, w hile abiding l i \ 

the principles and 

standards that are |,P. 

Morgdn s lidllni,irk. Its 

scil:)sidi,ir\ , Mnrgdii 

Cuaraiit\-. one ot tlie 

nation s most highl\-

rated doniesiic banks, 

extends c redit to 

l.jusmesses and govern­

ments worldwide. l.P. 

Morgan also commits its 

ow n capital to promis­

ing enterprises ancl 

invests and trades to 

C d(iture market op|:)C)nu-

nities tor its cnvn 

account. 

|.P. Morgan's business 

and strategy are defined 

bv the relationships it 

builds w-ith Its clients. 

The firm provides 

sophisticated financial 

services and advisorx-

capabilifies that create 

relevant and distinctive 

value for these clients. 

J.P. 
MORGAN 

PRIMARY 
CARE 

DEVELOPMENT 
CORPORATION 

Creating the financial infrastructure to 

bring primary health care to New 

York's underserved communities • 
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W hile caii i ial markets 

continue to expand 

glol ialK . and c'lients 

challenups become more 

compk'x . the number oi 

firms able to address 

these' issues in an 

integrated w-av is 

shrinking. The need for 

\.P. Morgan s brand ot 

sophisticated financial 

serv ices among corpora­

tions and governments is 

growing rapidly. |.P-

Morgan is commit ted to 

offering ad\-ice and 

execution of the highest 

qual i t \ . conduct ing 

business m a pr incip led 

w a\- and maintaining the 

global market presence 

that helps clients 

succeed w hile enhancing 

returns for our stock­

holders. 

The Community 
Approach 

lust as the maiori tv ot 

l.P. Morgan's business is 

w ith corporations, 

governments and 

institutions, the firti i 

takes a wholesale 

approach in its commu-

niK' developmenl 

business, providing 

advison>' services, capital 

and structuring advice to 

many of New York 

City's largest nonprofi t 

communitv' development 

intermediaries Through |,P. Moman Communits 

Dev-elo|inient Corp<iratioii I M C D C L tunds ,ir(^ t,iigeled 

to afiordablp housing, cimimerc i,il tevital izat ion. 

non|irotit org,inizalioi is and small l)usiiip^-es. \ior<i,in 

takps leadership roles m identiix ing comn iun i i \ 

[.iroblems, br inging together tinanc lal institutions i, i 

address them, developing targeted products and, w hen 

pec^fied, creating new intermediaries, 

$1,48 

The ke\ to 

Morgan s 

success IS its 

abil i tv to lorge 

$4 74 

$3.25 

$2.13 

$1,76 

Strong relation- ^ 'g^^^ 1 

ships v\ ith 

communits ' intermediaries and financial institutions, 

bui ld ing partnerships that address con in iun i i \ need. 

The firm leverage^ talents and expertise ihroughoul tlip 

institution so that the highest caliber of advice is 

provided to clients. M C D C ' S board consists ot 10 

senior executives, including the heads ot Morgan 

Capital. Commercial Mortgage Finance and Structured 

Loans. All provide advice and lend department re­

sources to M C D C . Senior management also pro\-ides 

significant oversight. M C D C ' S chairman is the l i rm's 

senior credit officer. 

Morgan lustities il^- con-imunitv development business 

ancl medSures its success bv its abilit\- to deliver a 

reasonable tinancuil return w hile creating a scu lai 

return as w'ell. Wh i le social return is at the heart 

ot Morgan s efforts, nionetar\ return is 

crit ical to the susfainalii l ifv ot 

communi tv oruanizaiions and 
S154.76 

the wil l ingness ol 

S99 27 

$61 07 

Morgan Community Development Corporation's 

increasing profitability after-tax net income 

S461 9 

S344 42 

S245 91 

c 
o 

1 
Percentages represent increase from previous year 

Figure M C D C assets reflect a large and growmg commitment to 
low-income communities 



tinanc lai institutions to 

make ongoing commit­

ments. Morgan measures 

social return not lust b\-

the dollars invested in a 

ccminiunii\-, but b\- the 

creation 01 programs and 

ser\ ices that meet 

specific communi t \ 

needs and strengthen 

communi tv development 

initastrucfure. 

Building Local 
Health Care 
Capacity 

Leveraging its corporate 

nistor\- of leadership in 

lealth care finance, j,P. 

Vlorgan teamed wi th fhe 

^rimarx- Care Develop-

nent Corporation. 

T D C was created to 

iddress a health care 

risis in New York Cit\- s 

ow- income commum-

les: a crisis marked b\-

iigh disease rates and 

ack of capacitv needed 

) prevent, manage or 

leat It, In the absence of 

[primary- care inlra-

iructure, these 

communit ies rek cm 

expensive dnd inapprci-

|-)riate use ot hospital 

eniergenc\' roi itiis eir do 

not receive care at all 

resulting m preventable 

hospital ization at rates 

three to tour times the 

cit\ average. In 1993, 

when PCDC was 

created. 1.8 mi l l ion 

New N orkers were 

deemed to be l iv ing in 

"health crisis zones." 

PCDC presents an 

innovative, publ i r -

pri \ate partnership 

model tor expanding 

primar\- care serx-ices tor 

medically underser\'ed 

communit ies, ottering 

access tci lou-cc)st 

capital and fechnical 

assistdnt e to noi-ii u-

firotit health c-,ire' 

firoviders, |||,,e C:onmiu-

nitv- FHealfhcire Netwmk 

fCHN), that l ju i ld ,ind 

operate new- or exr),inded 

prim<ir\- care tac ilities 

throughout New N ork 

C i t \ . 

W i th a longstanding 

commi tment to commu­

nity health, ),P. Morgan 

assumed leadership trom 

i n i - l.ii"_;iniiin._; in i i , , : :- i-^ 

PCDc | l , i r l l l , " . ; ; i ; 

1 n i o u e i i I t . , I i n i i i i u i i i i . 

' p L i l i o n s d i m i m i i d r -

IIHl ipi l s , ' I \ M ( Icpdn-

n i p n l . M i i r g . i n p i , n i(if.,, 

tinaiK i,il s i ippi in diid 

gaKai i ized ,i (-oiisnnium 

" I l oc i l icmdeis to 

l"o\-icie S2.5 mi l l ion Kii 

^lan-ui) Morg, i i i ,ils,, 

hel|.)e'd to shd|)e ilif. 

PCDC Bcjard into ,i 

powertul mix represenl-

SPLF P i o j c c t s 

b r r i n i 

B ' 0 0 1 , 1 , 

N o n - S P L F P r o i e c t s 

Broni, 
• Belli Arif.-,r,3m CC'.' 
; lU^M-S. Eor,\,rc [:[ii;,COD, î L'.nurc 

Brooklyn 

Manrianan 

16 J j r i i f j i c , - , Hos ; ) l I , l l D I C - A l l . l n l i ^ - A 

^1 ' Mai.nonioe^ MMn,cal Cf;ni^.r.Oc-'_Mn A... 

I'l Bein Aciran;ir-n CCf.' 
Caiieo-LorOf Coniinunpi.- hi.?ai:r. Cf^niet.CHP 

23 Seriifmpr; Mejiir-, 
Ufiion He^iiiri Cenler 

Oueen& 

25 S' Dommir Fannly htanh Cenler CM*" 
26 J.Tnaic^i Hcispiiai DTC-Merrici- Hi.'a 

Staten Island 

New Bnqntnpi f amitv Heaiin Center'SC HC S 
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inc tlie liusmess and l i i iancui l sectors, prival(_' [ ihiLin-

l l i rop\ |:>ul.-)lii sector tiealtli and hum,in ser\-ice organi­

zations not-tor-| iroti i health care institutions and 

conimunit\- organizations. 

PCDC's Expanding Ponfolio of 

Programs 

In 1 99.5, as PCDC successtulK implemented ifs 

original fax-exempt bond f inancing program toi large-

scale protects, i,P, Morgan stepped forward again to 

help PCDC meet another chal lenge — how to f inance 

protects too small tor economica l bond t inancing 

(under $3 mi l l i on ) . Wh i l e PCDC started b\ custom-

tai lor ing selected faci l i f \ loans, j .P. Morgan convened 

a consor t ium of four leading New N'ork Citv banks 

I l.P. Morgan, lead 

leu i-'ciuiu '-;r.inls dill 1 n 'spi\ 1 •• I'e I )i, i ,ii i • i:'• • ,. • • 

l iMiis to [>i in i , i i \ I ,iip |)ro\ ul i ' i - ,11 1 ii'^lii '. i,: \ I - ; '•• 

terms- ,i 1 .")-\'t'iii io,i i i ,ii ,in i - i i ' -i 11 \ • • in i ' ' i ' - s' i , i i ' • ' -

a|.)| i ioxini, i iel\ s i \ t)pu I'l i i. C'l-1\ ,1 l i i ' , i l in i .m- .(•^••i:- ' 

that spr\-es Id low -i IK onu • n - 'njl i l lorl i i mds in \ i 

\ o i l Cit\ ,ind one ot the tiisl bei ie lu Miu-'s III tn i -

program, used SPLF tin,iii( mg tor t\s-o [ n o i f i t- in,it 

w-ill ex| i , ind Its primar\- o r e network in M,ini i , i l i , in 

and Brooklvn. 

The SPLF is PCDC's most po|Hil,ir tin,in(-ing tiiour,iii-i 

Since launching fhe SPLF in NovemlxM- 19^'". PCDC 

has f inanced 14 new tacihlies. prov id ing S 1 'i m i l l i on 

in loans. The ovemll eiiertive'iiess ot PCDC ,is ,i modt>l 

IS shown in Figures 3 .inrl 4. 

permanent lender: 

Chase Manhattan, 

lead construction 

lender; Cit ibank and 

Republic National 

Banki to create 

PCDC's Small 

Project Loan Fund (SPLF), 

Through the SPLF, wh ich joins 

a S20 mi l l i on credit facil itv 

from the banks w-ith publ ic 

and private grant monies used 

bciLiil-v pram 

Development loan 

L oans'bonds 

Bond projects 
$60.8 million 

$2,98 
$3.93 

$53.94 

Facilities 
6. in Brool<lyn. Manhattan 
and Queens 
People served 
157.000 (90% low incomei 
Jobs created. 
300 construction 
475 permanent 

Small Project Loan Fund 
$27.4 million 

PCDC s efforts [ i , iM' 

proved integr,ii to 

suc cesstui c-oniniunit\-

develoj iment, fuiiis-

torming v ac ,iiit o i 

di lapidated sjiacc into 

atfractive. ecnnomi-

call\- productive 

fac ilities that create 

the serx'ic e infrastruc ­

ture necessaPv' tor 

strong, stable c o m m u 

nities. 

$2,20 

Figure 4 

Small projects 
$14.3 million 

Facilities: 
14, in all five boroughs 
People served: 
80,000 (96% low incomei 
Jobs created 
150 construction 
315 permanent JPMoisan 

Facilities: 
7, in Bronx, Brooklyn, Manhattan 
and Staten Island 
People served 
50,000 (92% low income) 
Jobs created 
75 construction 
200 permanent 

The P C D C model has resulted in a $100 million 

investment in new primary care capacity, serving 280,00 

people and creating 1,500 jobs 

PRIMARY CAR! 
DEVELOPMEN' 
CORPORATIOh 



A Neighborhood 
Institution 

•\s the last hometow n 

Ijank in a rural commu-

n i t \ , 60 miles trom an\-

maior metropoli tan 

c enter. Northern State 

Bank has based its 

-uccess on becoming an 

^xpert on the needs oi 

Its 30,000 customers, 

"or Northern, the health 

)i their business is 

^ntirelv dependent upon 

he health ot their 

ommuni fy , Serx-ing an 

I rea aff'licted bv severe 

inemplovment and 

•conomic turmoi l after 

me ot Its maior mdus-

nes shut dow-n, North-

•rn has been bold m its 

-tiort to jump-start and 

•'invigorate this small 

ommuni tv . Closing 

:'iop and abandoning 

w n Is not an opt ion 

hen the leadership of 

le bank has been 

oven into the commu-

itv tor more than 65 

ears. By holding the 

lurse during rockv 

mes, the bank's 

usiness has grown 

npressively and the 

immuni ty has been 

fused wi th a sense of 

)pe and self-suffi-

ency. Between 1996 

NORTHERN 
STATE 
BANK 

IMPACT 
SEVEN 

When the hometown bank bets its future 

on the future of its community • 

u I p r 1 



and 1 '^98, Northern 

State Bank, w i th assets 

of S 109 mi l l i on , made 

490 home loans to low -

and moderate-mcome 

families total ing Sl 5.1 

m i l l i on , and 916 small 

business loans total ing 

S42.7 mi l l i on . 

Knowing Your Marl<et 

Non-LMI 

Reinvesting its dejiositors tunds I),K k into t in ' im , i ! 

communitv is not onk- ini i iort, i i i t to Northern M,iie 

Bank, it IS vital. Northern's AshLmd is one ot th--

poorest counties m the SKIIP ol \ \ isr ciiisin w itn 11,. J 

percent ot the poj iuL i t ion l iv ing bplow- the |)ovpn\ line 

Given this market comt ios i t ion. Northern h,is loilow-ed 

a straleuv ot aggressiveK lending to low- to model, i te-

income families dnd Cjualitied small businesses. 

Between 1996and H>98. 43 jiercent ot Nor t l iem s 

residential loans were made to low-- ancl modeiate-

inc-ome it idividu,i ls. The results spe,ik tor themselves. 

Wi th in a fi\-e-veai penod. tot,il outstanding loans 

grew 81 peicent from S.<5.-' mi l l ion to SO.i." 

m i l l i on . The delinc|ueiic\ raip lor loan ,u -

count:-w,is jUsi 0.3.i percent in 1998, 

subsiantidlK- Ie'-s thdii both the state and 

national ,iverages tot banks ot similai size. 

Nor them success is |iartl\- due to fhe tact 

that It actu'C'K' leverages a number of 

teder,il and state home loan programs that 

t,irge't tirst-time homebuvers and low- to 

nil )cle'raie-inc (ime househi )lds. 
LMI 

Turning the Tide 
Figure I Northern State Bank's residential mongage portfolio 

The bank s growth and portfol io pertormance 

numbers are even more impressive when put infi 

context The p,ist l ive vears have been especialK 

dif f icult for the isolated Wisconsin commun i ty . W i t h 

the departure ot 1 3 emplovers, six percent of Ashland' 

total populat ion was wi thout jobs. W h e n the county's 

major employer, the Fort lames napkin plant, an­

nounced its closing, nearly 230 high-paymg skil led |ol 

were el iminated overnight. Numerous families and 

ancil lary businesses were left in leopardv. 

When it seemed that everyone was in a posit ion to 

lose, the Ashland Al l iance emerged: an informal 



(lartnershifj nt tinancial 

institutions, government 

and economic develoj)-

ment organizations 

determined lo |3ut 

.•\shland back on fhe 

road to prosperit\-. B\ 

| iool ing their resources, 

these individual entities 

worked together to 

create |obs, develoj i 

commercial and afford­

able housing opportuni­

ties and preserx'e and 

promote cultur,)l sites. 

Maximizing 

Impact 

As a jiart ot fhe •\shland 

•\lliance. Northern State 

Bank formed a strategic 

oartnershif) wi th Impact 

^e\-en, a nonjKotit w-ith 

•'xperience and expertise 

n assisting lc)w-er-

mcome communit ies 

and residents via |ob 

reation, business 

levelopment, and 

lousing. Since its 

ncorporafion in 1 970, 

mpact Seven has 

ieveloped $40 mi l l ion 

n new housing, reha-

iil itated over 1,200 

inits and created nearlv 

1 5,000 )obs throughout 

ural Wisconsin, 

"ogether. Northern State 

'Jank and Impact Seven 

w ere able to leverage 

tl ieir financ lal, eco­

nomic and leadershifi 

expertise to help 

Asli land rebound from 

its adversit\ . 

Northern State Bank 

made development 

f inancing a reality bv 

helping to lead fhe long-

term communi ty 

planning process and 

in\-esting fhe necessarA-

risk capital in the 

communi ty . Impact 

Seven was the catalvst 

for new th ink ing that 

wou ld chart Ashland on 

a new , more jirosperous 

course. V\'iili vears ot 

experience under its 

bel l . Impact Seven 

brought fo the table its 

abil i tv to recruit indus-

tr-c, develo|) industrial 

buildings and fax 

increment districts, help 

expand local businesses, 

create low-mcome 

senior housing and 

preserve historical 

landmarks. Key to the 

all iance is Impact 

Seven's wil l ingness to 

take the first risk 

position in aggressive 

initiatives to allow- the 

bank to make second 

position investments 

thaf are in line wi th 

320 

C
O

 

JOBS CREATED BUSINESSES 
CREATED/EXPANDED 

R E A L E S T A T E D E V E L O P M E N T 

80 42 
ACRES UNITS 

INDUSTRIAL PARKS HOUSING 

163 50 
THOUSAND SQ. FT. THOUSAND SQ. FT. 

INDUSTRIAL BUILDING RETAIL 

$350 $1.6 $348 
THOUSAND MILLION THOUSAND 

INDUSTRIAL RETAIL HOUSING 

Figure 2 Nor thern State Bank and 

Impact Seven investments and results 

P R O F I L E S OF P A R T N E R S H I P S U C C E S S 



$28,418 

STATi; BANK 

sound business strateg\, 

Impact Seven knew that 

since the stakes were 

high and the surx'ival ot 

Ashland hung in the 

balance, thev had fo 

make bold moves, such 

as developing industrial 

space without a guaran­

teed tenant, to be poised 

to take advantage of 

business opportunity. 

The result of their 

partnership efforts are 

comprehensive and 

significant: 

320 new 

|obs, the 

expansion of 

three local 

industries and 

the init iat ion 

of three 

others: 42 

units of 

affordable 

$20,944 

Figure 3 Business portfol io perform,ince 

housing: fhe develop­

ment of 80 acres of 

industrial park and 

163,000 square feet ot 

industrial space; the 

investment of more than 

$2.6 mi l l ion into a new 

su|3ermarkel and 

addit ional retail space; 

and the creation of two 

tax increment districts 

wi th expansion started 

on a thi rd. In the end, 

the communi ty gained 

confidence and returned 

0.70% 

to ,1 state cil econoii iK 

viabilif\- and poteniui l 

prc>s|.">erit\-. Families 

could even take jiride' in 

their rehabilitated 

Fiistorical Societ\ s 

Museum, know ing that 

their commui i i t \ s 

histor\- was not ending 

w i th the immediate 

sefl:)acks. 

Allies in Success 

Northern St,ite B<ink 

0.84% 

0.33"/., 

IMPACT SEVEN. INC 

12/31/96 12/31/97 

0.05% 

12/31/98 

Total Delinquent Loans (Northern State) 

Delinquent Residential Real Estate (Northern State) 

j ierii )rnis 1 )v^\ w in 'ii 11 le 

i-oninuinit\- it serve's 

|iros|)eriiig. The •\slil,iiii 

,Alli,ince resulted in tiie 

arrc-'si ni ,i dec l in ing 

econon i \ , enh,iii( mg 

Northern s abilit\- li > 

li^nd and grciw O l e'CjU, 

im|j(irt,inc e, lni|),ict 

Se'\-en s expi^rtise in 

Stal i i l i / ing distressed 

communi t ies has armei 

Ashland w i th a |irc)\-en 

recoverx model toi 

responding to ,ind 

contain ing potential 

economic ar 

social 

disarra\-. The 

alliance 

proves the 

effective, 

sustainable 

change 

possible wh ' 

uniquely 

talented anc 

resourceful 

individuals 

and institu­

tions jo in 

forces. 

Figure 4 Comparison of delinquency rates 

"'^ SOCIAL COI^PACT 



Industry Leader 

PMI s business 

strateg\- is to be 

the leading 

|;irci\ ider oi mortgage 

insurance, title insur­

ance, risk management 

tecl inolog\ and other 

i-iroducts and sea-ices to 

lhe home mortgage 

Iinance industn,-. Hard 

numbers define their 

oen'ormance: PMI is the 

ihird largest private 

inortgage insurer in the 

•J.S. and has assisted 

liver 1.7 mi l l ion people 

n bu\-ing their homes 

.vhile achie\-ing an S&P 

at ing 01 AA-^ and an 

^OE of 1 7.9 percent, 

-xev to fhe companv s 

HK cess IS their unrelent-

ng dedication to 

)|)erafing pertormance 

md innovation. 

Affordable 
Housing Pioneer 

xeflective of PMl's 

uccess in expanding 

lomeownership to 

raditionally underserx'ed 

narkets through innova-

PMI 
MORTGAGE 
INSURANCE 
COMPANY 

CHICKASAW 
NATION 

• Unleashing homeownership 

opportunities for Native Americans • 

P R O F I L E S OF P A R T N E R S H I P S U C C E S S ^ 7 



71,530 

48,259 

o 
a 

J2 

E 
3 

igure I Overall growth in PMl's low- to 

moderate-income portfolio 

tion and eftecfK n risk 

management, the 

coni( iai i \ pioneered fhe 

nafion's first ,uilom,ite'd 

underivrit ing ,ind 

mortgage scoring s\-steni 

Their trademark 

"pniiAUR.-\ Score-" h,is 

made fhe residential 

mortgage i^rocess more 

efticient for lenders and 

more affordable tc> 

borrrnvers. It is the 

combined impact oi 

their risk management 

expertise and a corporate 

culture dedicated to 

helping others tlial is the 

foundation tor PMI s 

success opening up 

hc)nieow tiership to 

undersei%'ed markets 

across .America The' 

aftcTrckible housing 

market is a signitic ant 

and protital:)le market 

segment tor PMI. 

PN'll's leadershi[i, 

providing an arra> of 

l lexible affordable 

housing products and 

Iisk nuiiKi'^i'irii'n; 

sei-\ ll e's is n i i l l ion . 'i i i i\ 

,1 se'i IMS (ll st r.ilegn 

,illi,mc liiat h,i\ • • 

(ij iened uji tin • 

IK imeiiw riersiii|) oti j i i )i-

tunit\- to i,miilies w In i 

because oi in(-onii ' in 

CTcdif li istor\ wou ld not 

h.ive had ac eî ss to the 

American Dre, im. -X 

partnershij i w itli B,mk of 

Anu-'ric a s[)aw necl the 

Neighborhood AcK-,iii-

tage Credit Flex |iro-

gr,ini, wh ich li,is 

ai c'esse'd i )\-er S8( • 

mi l l ion in home finance 

loans. The Neighfior-

hood FHousing Partner­

shij i has unleashed 

homeownership 0|)por-

tunities total ing 

S98 mi l l ion in hcmie 

Icjans. P M I also partners 

w i th the National 

Foundation tor Con­

sumer Credit and, mcjst 

recentK, fhe Chickasaw, 

Chc:)cfav\-, Citizens 

Potawatomi and 

Cherokee Nations, 

•30 SOCIAL COI^PACT 



itial Urban 
ect Sites 

erque. NM 
CO 

- Citv. MO 
aas. NV 
qeles CA 
nee. WI 
polls. MN 
ma City OK 
'. AZ 
J OR 

Laying the 

Foundation for a 

Partnership 

The foundat ion tor this 

partnership was laid 

almost l ive \ ears ago 

on a Habitat tor 

Human i f v bu i l d . When 

PMI talks about do ing a 

Habitat bu i l d , the\-

aren't ta lk ing about a 

CEO photo-op. This is 

hard-core work , and 

every vear tor the past 

five vears Roger 

Haughton , PMl's 

c hai rm, in, and liis ie',1111 

put in cl week of 

gruel ing 1 R-hour cia\ s 

bu i l d i ng a home tcir ,1 

tamiK , And it v\-as on 

the cha i rman s first 

bu i ld on an Indian 

reservation in North 

Dakota that the seeds 

for the Chickasaw-PMl 

partnership were 

planted Seeds that 

have blossomed into 

fhe Chuka Chukmas i , 

meaning "beaut i fu l 

homes" in the 

Cl i ickasaw language. 

The Challenge 

As W ,isliini:i( in i c i d . ' i . 

celebcite iinliei,il(|,'o' 

rates 01 honieow ncvshifi 

toi -Anient ails. t i i , . 

ie',ilit\- tor Natu-e 

Ame'ric ,ins |s ciuite 

dif ferent. Acc-ording to 

HLID. wh i le home 

o\N-nersliip 111 the L'.S. 

over,i l l st,inds at -1 

percent, "amcmg the 

over 1 00 Native 

AmeriCtin tribes recog­

nized f)\ the 

De|)tirtnient, o n k 

1 percent of their 

( i t izens C)wn 

their 

homes." 

i lv 

Current partnership 

Potential partnersliip 

Location of PMI s current and potential partnerships with the Cherokee, Chickasav. 

Choctaw, Citizens Potawatomi and Navajo Nations and Pueblos. 

PROFILES OF P A R T N F P < : M I D <; 1 1 r ^-C C C 



The - rate oi 

homeownershi( i is so 

low for a variet\' ot 

reasons And if v\as not 

until 1 99(i, when 

Congress passed the 

Native .American 

Housing .Assistance and 

Selt-Determinafion ,Act 

iN.AHASDAi, that Indian 

tribes had the means to 

foster conventional home 

mortgage lending on a 

widespread scale in 

Indian communit ies. 

Forging a Path-
Breaking Model 

A leadership torce m 

this legislative effort w-as 

fhe National Association 

ot Indian Housing 

Councils (NAIHCi . 

Wi th passage of the 

legislation. First Ameri­

cans Mortgage and the 

Chickasaw Nation 

reached out fo PMI. 

Together the Chickasaw 

Nat ion, First Amencans 

Mongage, Freddie' M,K 

and P^AI lorged ,i 

strateg\- to acc ess the 

capital market-^ foi 

homeownership financ­

ing cm Indian lands. PMI 

[jicmeered an innovative 

risk-sharing progr,ini and 

special Iv designed 

mortgage product. The 

compan\- agreed to 

insure fhe mortgages, 

assembled a consort ium 

of lenders to make the 

loans and enlisted 

Freddie Mac to jiurchase 

the mortgagci^backed 

securities. 

The product design, 

wh ich in part includes a 

1 percent downpayment 

requirement from fhe 

borrower, involves 

shared risk between PMl 

and fhe Chickasav\ 

Nat ion, Wh i l e PMI has 

pmi 

• MORTGAGE IN 

o\'er S(i b i l l ion in 

anoiclabie housiii'^ 

commitments PMl 

C LMomers li,u-e 

usualK- l.teen 

large corjior,!-

tions This is 

the first time-

PMI has 

c;raned an 

afford a file 

housing program for 

a Native AmencMii t r i ln ' . 

Unleashing New 
Futures and New 
Markets 

Less than six mcinths 

into the p, ir t i iersl i i j j . 

over 80 loan-- are' in 

[Drc)cess. 20 others hax e 

been apj iroved and new 

homes are s j i routmi ; u;:) 

on the Chickasaw kinds 

across Oklahc-miii Foi 

the first t ime N,itivC' 

MORTGAGE INSURANCE CO ® 

-\ n 11' 11, , 1 n s n, I', • • I n' • 

()[)[ M I I Iunl l \ 111 ,i( III' '\ • 

tile (l i i-, im I il 

111 imei iw 11' 'I siiii 1 

Ancl t i l l ' seed-

I il this 

die,nil ,iie 

sj)ie,ulmg 

icrciss the 

c ciuni i \ till-

Choi t,iw , ( I t e m s 

Potawatomi ,iiid 

Chen iki ' I ' N,it i( ms i i , iM' 

tormed [),iniie'tshi|)s w ith 

PMl td opi^n i i\ i thi-

h( mii-'( i\\-iieishi[) o|.)t.)oi-

tuiiitICS 1 m tht-ii kinds. 

The Na\-,i|os and other 

tribes aie alsi) disc Lissing 

similar i.iartnersliips w i th 

PKW. FOI PMI, this 

rejiresenfs a S6,">0 

mi l l ion market opportu­

nitv and reinforces their j 

role as the industrx-

leader, marshall ing their 

commitment to innova­

t ion and their risk 

management capaLiilities 

to hel() all Americ ans ^ 

o w n a home. 

cor iA i mt^PACT 



Personal Focus 

I n a wor ld of banking 

giants. Roosevelt 

Sa\-ings Bank has 

been successful b\' 

m.i intaining a personal 

relationship wi th its 

c ustomers and staying 

close to its neighboi-

l ioods. Wi th an asset 

base ot $4 mi l l i on , 

Roosevelt f irmK believes 

that its future success is 

directK- l inked to the 

continued growth ancl 

[xosperitv ot the 

communit ies it serx'es. 

Roosevelt got its start 

o\'er 100 \-ears ago in fhe 

Bedford-Stuy\'esanf 

neighborhood of 

Broeikl\-n and has since 

grown deep roots. Wi th 

I 5 banking ottices 

covering tour New- York 

counties, Roosevelt 

Sav ings Bank is ti bastion 

of reliabilit\- and 

de|)endabilif\- in fhe 

midst ot diverse, 

developing communi ­

ties. 

ROOSEVELT 
SAYINGS BANK 

NEIGHBORHOOD 
HOUSING 

SERYICES OF 
BEDFORD-

STUYYESANT 
• Staying close to the customer 

and building community strength 

home by home • 

P R O F I L E S O F PARTNERSHIP SUCCESS 4 | 



A Neighborhood-
based Business 
Strategy 

Roosevelt Savings Bank 

has a histon,' of out­

standing success m 

lower-income and 

underserx'ed markets. In 

1 995 it coordinated its 

initiatives under fhe 

CommunitN- Develop­

ment Lending Program 

(CDLP), a lending 

resource benefiting 

lower-income markets 

and individuals through 

targeted program 

f inancing. Since its 

inception, Roosevelt has 

$35,9 

originated more than 

$100 mi l l ion in CDLP 

loans for f inancing 

affordable residential 

and mult i- famiK 

housing, daycare centers 

and housing tor single 

parents, senior citizens 

and the homeless. To 

date, the CDLP boasts a 

zero percent non-

pertorming asset rate. 

Roosevelt's partnerships 

are equallv emblematic 

of their ongoing com­

mitment to meeting 

specific communi ty 

development needs. Foi 

more than tw-o decades 

It has participated in the 

$54.8 

Figure I Total mortgage originations 

in Bedford-Stuyvesant f rom 

1992 to 1997 

Overall bank 
non-per torming assets 

Communi ty Developmenl 
Lenciing Program (CDLPi 

non-per torming asseis 

.41°, 

0' , 

Figure 2 Rooseve l t p o r t f o l i o p e r f o r m a n c e is ou tsu ind ing . 

bo t t i overa l l and w i t t i i n C D L P 

Communi ty Presetsiition 

Corporation in New 

York City, and, in 1 989. 

became a charter 

meml)er of the Long 

Island Housing Partnei-

ship. Inc. In 1 9 9 " , one 

of Roosevelt s bianch 

offices created a "Com-

munif\- Room, " w here 

local organizations and 

leaders can gathei lo 

disc:uss communi t \ 

issues and develop 

necessarx resourc es tci 

address mutual con­

cerns. Through these 

c hannels and others, 

Roosevelt has |)rc)tited as 

a business as wel l as an 

influential comniun i t \ 

partner. 

One of the most fruitful 

partnerships lie.gan in 

1992 when Roosevelt 

Chief ExecLituc' (Jnic er 

lohn Tsitnbinos ottered ,i 

challenge grant ot 

S 100,00(1 to helj i tound 

Neighfiorhood Housing 

SeiA-ices (NHSi ot 

Bedtord-Stu\ vesant in 

BidokK-n in jiartnershij) 

vxifh Neighborhood 

Housing Serx-ic es of New 

^'ork INHS-New- York). 

A Strong Partner 

NHS-New-^ork isa 

citvw-ide nonprofit group 

that v\-orks to enc ourage 

and promote neighbor­

hood stabil ization and 

to create, preser^'e and 

protnote affordable 

housing w hile improv ing 

the qual i ty of life tor 

residents in cr)mmuni-

ties throughout New 

York City, The Bedtord-

") SOCIAL COMPACT 



Stuwesant 

branch ot 

N H S IS 

dedicated to 

the im­

provement 

01 t i m e 

Brc:>oklyn neighborhoods 

b\' providing educational 

opportunities and 

tostering publ ic and 

jirivate partnerships tcir 

reinvestment. The 

Bedrord-Stu\-vesanf 

ccmimunit\- has seen 

great improvements over 

the last 1 3 vears, 

including a 53 percent 

growth in mortgage 

originations in the last 

five years and a 40 

percent decrease in 

First-time homebuyers are 

realizing the American Dream 

and established residents are 

learning how to preserve the 

value of what is often their 

mainstay asset. 

bui ld ing vacancies since 

1987. 

The Challenge 

Once a new home 

becomes realit\- tor 

man\- low-mcome 

residents, turning to 

professionals to handle 

general repairs and 

ongoing maintenance 

can be prohibitiveK-

expensive. Without the 

pro|.-)er skills enabling 

them to undertake such 

projects on their ow n. 

new owners are faced 

w ifh significant work 

that fhe\ cannot afford 

to over look. If low -

inc ome comniuni t ies are 

unable to address this 

issue. the\- w i l l see 

pro|.)ert\- values tall and 

the look and integritx ot 

their neighborhoods 

deteriorate, not to 

PROFILES O F PARTNERSHIP SUCCESS 43 



Welgnaorhood Houskm Sarvtess 
of Bedtoptf-Stuyvesant 

mention increased satet-y 

hazards in their homes 

As a business wi th <i 

hancl on the pulse of the 

communi ty , Roosevelt 

Sa\-ings Bank's manage­

ment recognized fhe 

importance of this issue 

and decided to tackle the 

problem. The\- turned to 

NHS ot Bedtord-

Stuvvesant for help. 

Built to Last 

The Bedford-Stuyvesant 

Home Maintenance 

Training Program is a 

simji le but 

bril l iant 

response to a 

crit ical commu­

nity demand 

Roosevelt 

provides the use 

of a large, wel l -

equipped 

workspace 

where commu-

nit\- residents, manv ot 

whom have never driven 

a nail before, learn skills 

to actually construct 

rocmis, ut i l iz ing framing, 

electrical wi r ing, sheet 

rocking, spackl ingand 

painting techniques 

emploved bv prcitession-

als. The 525 graduates ot 

this program have saved 

up to fw-o-thirds ot their 

home repair costs 

learning to maintain 

their homes on their 

o w n . The skills they 

learn are essential for the 

upkeep of their beautiful 

brow-nstone hcrmes m 

BeKitord-Stu\-ves,int ,ind 

tor tostenng a feeling oi 

self-reliance and \)ridv 

w-ithin the con imun i t \ . 

Banking on 

Results 

The Home Maintenance' 

Training Program has 

achieved l.ienelic ial 

results tor bcTth the Liank 

and fhe commun i t \ . Tlie 

program has l.ieen the 

tocus ot extensive' local 

and national news 

coveraue. 

The changes are vast 

and endur ing In 

Bedtord-Stu\ vestint 

there are fewer \ ac ant 

lots and more 

homeownershi i i 

oppor tuni t ies. First-

t ime homebuyers 

are realizint; 

t i l l • -Xni i ' I ll ,111 D i e , l i t I 

,ind esi, ibl istiei l n-'si-

denis ,ire ltMriiiii'_; in 

to |in's('r\'e tiic \ ,i lui- i il 

w liat is often liie'ii 

m,iinsi,i-> ,isset. Foi 

Roosevt^lt. the rekit ion-

ship w i th NHS li,is 

l i rov ided a t:)latforni toi 

interact ion and mutu, i l 

trust, wh i ch bui lds 

lo \a l c ustomeis. 

De[Josits in till-' 

Bedtord-Stu\-\-esani 

bmi ich aie grow ing 

metre rapidK than 

almost ever\ cither 

Rocisevelt branch. 

Hav ing rec entK merged 

w i th Koslvn Savings 

Bank, fhe bank w-ill 

cont inue the exist ing 

|.ir(.)gram and replic:ate it 

in the Hempstead 

marketplace. This is an 

example of relat ionship 

bank ing at its best. 

-MSSSDWi 

ROOSEVELT 
S A V I N G S B A N K 
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Regional Leader 

Fot 1 25 veafs 

Saint Mar\ s 

hospital has been 

a valued, reliable 

member of the Saginaw . 

Mich igan, communi tv . 

Saint \-\ar\ s is the 

market leader in the 

areas ot cardiologv, 

cardiovascular and 

neuroscience sen,'ices. It 

also oners reputable 

burn, trauma and 

cancer treatment 

programs, drawing 

patients trom all areas 

Of northern and east-

central Michigan into its 

268-bed facilitv. 

As a health care prc)-

vider. Saint Marv 's is an 

important part ot 

Saginaw's infrastructure. 

Its [iresence is a sv-mkiol 

ot stabilifv- for an 

historic communi tv 

suffering from urban 

decav. For Saint Marx s, 

the success ot its 

business is dependent 

upon the success of its 

communi ty . The 

hospital recognizes that 

wi thout a thr iv ing, 

work ing communi ty , its 

service and f inancial 

goals cannot be met. In 

order to stay compet i ­

t ive, Saint Mar>''s is 

commit ted to fostering 

SAINT MARY'S 

NEIGHBORHOOD 
RENEWAL 

SERYICES OF 
SAGINAW 

• When community viability and 

business viability go hand-in-hand • 

PROFILES OF PARTNERSHIP SUCCESS 45 



$36,22 

$30,69 

Its niosi im|.ion,mt su|-)poniiig Sagindw | > l l i 11 11 s, ' C l i l l r '111 l l | , I , 

relationship — the-' v\ith S4.h mi l l ion in ere,11'' tile' C^.ilili'di.i 1 

relationsli i | i wi th its charitat)ie contnl iut ioi is Distric t PI,inning ,ii id 

neighl jorhood. over the past six ve,irs. De'V e'leitimcmt C nunc li 

the neighbctrhood had 1 hi ' ri^sulting (ikin. 

Champions for reached a critic al | io in i . C,il i iedi,i l Districi 

Health Crime and disinvestment Proiec t 2000. is ,i 

had become so severe comtireheiisiv-e initiative 

Saint \ t a rv s realizes that thaf fhe hospital could aimed at rev-ersiiig tin-

to maintain its success not even give aw a\- land decline ot ,i cl(-'C",iv-ing 

as a compet i t ive to a nonprof i t for urban iieighL)orliiii id. 

specialfy care center, it housing development The (irojec f h,is ti lui 

has to be able to recruit Saint Mary's saw the main areas ot fiic us: 

prcitessional talent and need to step torw ard as ,i lie,il l l i ac cess, pro|)env 

diaw patients from leading cor|)orate cit izen im|irov-emeiil tamilv 

man\- dirterent counties. and become a market Issues ,ind s,(iet\. Stiint 

These necessities had driver def ining fhe tuture- Marv s ( ommitti^d S1.7(.i 

become increasingK viabi l i tv of the neighfiru- mi l l ion over three v ears 

diff icult as Saint hood to the init iative. 

Mary's immediate 

neighborhocKl. the A Model for Collaborating for 
Cathedral District. Change Impact 
suffered the side 

effects ot major Knowing that one The lead i m p l e m e n t i n g 

factor\- closings institution alone could agencv in the C i t h e -

that caused fhe not create the sort ot dral Dis t r ic t Protect 

exodus ot c)ne-fhird svst(-'mic change 2(.)00 is Neighl : )or l iood 

ot Saginaw's necessarv fo transform Renev\al Services of 

po[)ulation. Wh i le fhe communi tv , Saint Saginaw, Inc, (NRS), a 

Saint Mar\-'s had Mary's jo ined wi th ,i Neighl. iorWorks 

been dedicated fo mul t i tude ot privale and Netwcirk meml jer 

Figure I A track record of 

success: increases in 

housing values per 

square foot in the 

Stone neighborhood, 

an NRS-targeted area 

6 SOCIAL COMPACT 



su(,i;:ic)rtecl l:iv- Neigh­

bo rhood Reinvestment 

Corpo ra t i on . Created 

in 1 988 w i t h the 

supf:)ort ot Saint 

Marv s, NRS serves as 

the communi tv- 's po in t 

o rgan iza t ion in 

c o m b a t i n g b l igh t , 

rev i ta l i z ing ne ighbo i -

hoods and p rov id ing 

af fordable hous ing. 

Saint Marv-'s h is torv 

w Ith NRS i nc luded 

dona t i ng a house that 

NRS renovated which 

in turn p rov ided 

af lord, ible ' rents KH 

low- incc ime tenants. 

The earlv ef forts ot 

Saint Marv s and NRS 

establ ished fhe foun­

da t ion upon v\ h ich a 

•strong and last ing 

par tnersh ip wa<; bu i l t . 

Th rough Project 

2 0 0 0 , Saint M a r v ' s 

has g i ven NRS fhe 

f i nanc ia l resources 

and i n s t i t u t i o n a l 

gu idance to under take 

a cc>m|)rehensive and 

ettect I ve ne ighbor ­

hood r r - . \ - | | j | i 7 j i i , , | | 

•''trategv . NRS receive'cl 

a 10 ,000 c o i i i r jc - t 

tor pro j jer tv i m p r o v e ­

ments and res ident 

|.)rogrcmis. 

Good 

Neighborhoods 
are Good for 
Business 

Over the course of 1 4 

months. NRS has 

purchased 38 pro|)ei-

ties, demol ished .'1-4 

abandoned fiuildiims. 

sl i l l i 1 8 \ ,11 ,1111 1( li s II , 

I l i ' l ' j l l i l n i s iM.' S 

, iw, i ic iecl 1 _"' i i i i i i i -UMnt . , 

o ' U| i t i l S 2 0 0 ( 1 l o t s i ( | , . 

street in i i innenie ' i ib 

,ind c losed iive horn,' 

imi i rovemcnt li),iiis. ,il 

ot whicdi li,i\-e' eonir i l i -

uted to a notic eablv 

rev italized Caii iedral 

District commt in i tv . Tli-

ne ighl ior l iood h,is 

imiirovecl so muc h thai 

H,iliilat IOI Huii i ,mitv 

has now luii l t live-

111 lilies ,md l.ieuun ,i 

sixth. 

Community-based 
healthcTrc f,icilitie<i 

Home healtti 
care visits Neighborhood Renew,nl 

Services Initiatives 

Figure 2 Saint Mary s community investment strategy: 1.76 million over two years 
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INRS Its current 

success 

N E I G H B O R H O O D 
R E N E W A L prevented 

S E R V I C E S Protect 2000 from 
of Saginaw. Inc. 

Icjoking fov\ard tuture 

goals. A neighborhood 

gathering center, wh ich 

w i l l offer health advise, 

meeting space and free 

laundrv services, is 

under construct ion. A 

gas stafion w i th a 

convenience store is on 

fhe drawing l ioard. 

Discussions are taking 

place to improve and 

permanent IV locate a 

Farmer's Market near the 

Cathedral District. 

In addi t ion to their joint 

efforts on Projecl 2000, 

Saint Marv s and NRS 

have alv\-avs maintained 

a close relat ionshi| i . 

Currently, Saint Marv- s 

Vice President for 

Mission Services ancl 

Vice Presidenf tor 

Development serx-e on 

fhe NRS Board ot 

Directors, a role thev 

haveenjoved since NKS 

inc:eption over a decade 

ago. Todav thev work 

together to attract 

national foundal ion 

support for expanded 

programs and seiA'ice 

areas. 

Bv wo i k i ng tei ni,ike the' 

underserx'e'd neighlior-

hoods ot Sagin,iw 

l iealfhier trom all 

perspc^ctives. S,iini 

Marv s IS creating a 

bettei environment that 

IS safer and less threat­

ening tor their |iaflents, 

st,iff and visitois. It is 

more' attractive to 

|.)c)teiitial emfilovees, 

lesidents and investors. 

And it provides the 

residents of fhe comniu-

nitv w i th a place to live 

of wh ich ttiev can all be 

|)roud 

c ^ ^ i a i ^ r S M P A T T 



Social Compact Award Winners 

97 A l l s t a t e Insurance C o m p a n y . N e i g h b o r h o o d H o u s i n g Serv ices o f Santa Fe and 

N e w M e x i c o M o r t g a g e F inance A u t h o r i t y 

Bank U n i t e d and F i f t h W a r d C o m m u n i t y R e d e v e l o p m e n t C o r p o r a t i o n 

B r a n c h B a n k i n g and T r u s t and O r a n g e C o m m u n i t y H o u s i n g C o r p o r a t i o n 

B r o a d w a y Federa l Bank , FSB and I n g l e w o o d N e i g h b o r h o o d H o u s i n g Se rv i c t 

T h e D i m e Savings Bank o f N e w Y o r k . FSB and S e t t l e m e n t H o u s i n g F u n d . Inc. 

F i rs t N a t i o n a l Bank o f Musca t i ne and Musca t ine ' s C e n t e r f o r S t r a t e g i c A c t i o n 

K e y B a n k , N .A . and Coas ta l En te rp r i ses , Inc. 

T u c k e r A n t h o n y . Inc.. C o m m u n i t y H e a l t h C e n t e r C a p i t a l F u n d and D i m o c k 
C o m m u n i t y H e a l t h C e n t e r 



INEW MARKETS PRESIDEN I IAE I RIP July 5-8 

Atlached is a list ol'conipatitcs lhat have expressed inteiest in the New Markets Initiative or that 

have received infonnation iVoin the Aclininistralion about the .luly trip. NEC and the Office of 

Public Liaison wi l l be cooiclinating foilovv-up calls to CEOs and Senior Executives. 

We need your input regardintj, the corporate outreach. Please provide us with background on 
five companies (in order of priority) that your agency wants to coniact as part o f the corporate 
outreach for the .luly New Markets trip. 

Which companies on the attached list does your agency want to contaci? 

Are there additional companies that are not included on the attached list lhat your agency 
wants to coniact? 

I f your agency wants to be cnrectly involved in the corporate outreach (i.e. making phone 

calls) to a specillc comjiany, provide details on how and why? 

Who from your agency would be involved in phone calls and any written communication 
with companies? 

Whal is the relevance and importance of these companies to any of the sites that your agency 

or other agencies have recommended. 

What companies does your principal have existing relationships with that we can build upon 
in this corporate oulreach efforl',' 

What commilmenls or announcemenls do you expect each company to make in connection 

wilh the trip or any of lhc potential sites. 

Please provide this informalion by fax lo .lay Dunn or Lisa Green at 456-2223. 



AIG 

Allied Signal 

AllState 

American Airlines 

American Express 

Ameritech 

Bank Boston 

Black Enterprise Fund 

Boeing 

Burger King 

Chevron 

Cigna 

Coca-Cola 

Compaq 

ConAgra 

Costco 

CSX 

Daimler Chrysler 

Dayton Hudson 

Edison International 

El duPont 

Enron 

Exxon 

First Union 

FMC 

Ford Motors 

General Mills 

General Motors 

Goldman Sachs 

Hewlett-Packard 

Home Depot 

Honeywell 

IBM 

Intel 

Intemational Paper 

JC Penny 

Johnson & Johnson 

Johnson Publishing 

Kmart 

Kroger 

Lockheed Martin 

Loews Corporation 

Merck 

Merrill Lynch 

Met Life 

MJH 

Mobil 

Morgan Stanley 

New York Life 

Pfizer 

Procter & Gamble 

Prudential 

Ralph's 

Rite Aid 



Sloan Financial Group 



The approach the Sloan Financial Group, Inc. has adopted in serving under 
served markets begins in our own backyard. EntrejjjfjBneurs, historically, have 
created wealth by realizing value in the market place. However, in most cases 
entrepreneurs have come to their conclusions while employed by other f irms, 

As minority firms reach critical mass, they are unable to amass the capital 
needed to grow into large firms. It is our belief that these types of f irms deserve our 
immediate attention as 1) they support our communities 2) employ various groups 
of people and 3) become the birthplace for the next generation of entrepreneurs. 

Our under served market is largely, but It is not limited to, business owners 
whom we have come into contact as a result of their need for investors and capital, 
and/or smaller community based companies we have assisted wi th direct business. 



CO. / "dr..... 

•/•' Jackson T, Dunn 
06/06/99 02:09:12 PM 

Record Type; Record 

To: Lisa Green/OPD/EOP@EOP 

cc: 
Subject: Treasury 

These are the companies thatTreas is speaking to - but it's not competely clear at which site. The crossover from our 
GE, Chase, McDonald's, Bank Boston, Ford, 

Company: General Electric 
CEO and Chairman 
John F. Welch Jr, 
203-373-2211 
Contact: Kate Fulton 
637-4012 

Company: Chase Manhattan 
CEO and Chairman 
Bill Harrison (replacing Walter Shipley) 
212-270-6000 
Contact: Ruth Salzman 
212/622-4252 

Company: GTE 
Chairman and CEO 
Chades R, Lee 
972-507-5000 
Contact: Charlotte Reisner 
972/567-8095 

Company: New York Investment Fund 
CEO and Chairman 
Henry Kravitz 
212/493-7548 
Contact: Kathy Wylde 
212-493-7551 

Company: New York Partnership 
CEO and Chairman 
Bob Kiele 
Contact: Gale Kaufman 
212/493-7434 



Company: Jazz District Redevelopment Corporation [Ford Foundation] 
Kansas City's historic 18tti St, & Vine area 

Contact: Al Fleming, President and CEO - (816) 221-1719 

Company: Community Development Ventures, Inc./MSBDFA Management Group, Inc. 
Baltimore 

Contact: Stanley Tucker - (410) 333-4270 
F (410)333-2552 

Company: Bridgewater Interiors, LLC, a joint venture b/w Johnson Controls, Inc. and minority business group 
Detroit's Empowerment Zone; tied-in with Ford's Training Center 
Contact: Reginald Layton, President and CEO - (734) 254-5441 

Company: Alliance Relocation Services and Allied Van Lines 
Chicago's West Side (may be EZ location) 
Contact: Herb Stokes [Alliance] (312) 491-9970 

F(312)491-9965 

Company: LakeShore Development (new low-mod income single-family housing) 
Chicago's South Side 
Contact: D. Lyneir Richardson, President- (312) 461-1012 

F (312)461-1014 

Company: McDonald's 
South Side, Chicago (Bronzeville, 351h and Indiana) 
Contact: Walt Riker - (630) 623-7318 

F (630) 623-8843 
Jack Greenberg, President and CEO, (630) 623-3300 

Company: Ford Motor Co. 
Detroit's Empowerment Zone 

Contact(s): Dana Zugay (313) 845-8351 
F (312) 845-4713 

Jacques Nasser, President and CEO 

Company: BankBoston/BankBoston Development Company (BBDC) 
Boston 

Contact: Jennifer Ouinlan (617) 434-2230 
F(617)434-0351 

Chad Gifford, President & CEO (617) 
Gary Hedgespeth, President BBDC (617) 434-2223 
Ira Jackson, Exec, V P, BankBosion & Chair BBDC (617) 434-5470 

American Women's Economic Development Corporation 
Suzaane Tufts, President and CEO 
(212)692-9100 x21 



Withdrawal/Redaction Marker 
Clinton Library 
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001. email From Jack.son T Dunn to Li.sa Green; RE: phone number [partial] (1 
page) 
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P2 Kelating to the appointment to Federal office 1(a)(2) of the PRA| 
P3 Release would violate a Federal stalute |(a)(.1) of Ihe PRAj 
P4 Release would disclose trade secrets or conTidential commercial or 

financial information 1(a)(4) of Ihe PRAj 
P5 Release would disclose confidential advice between the President 

and his advisors, or between such advisors |a)(5) of the PRA| 
P6 Release would constitute a clearly unwarranted invasion of 

personal privacy 1(a)(6) of the PRA| 
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2201(3). 
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b(8) Release would disclose inforniation concerning the regulation of 
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b(9) Release would disclose geological or geophysical information 

concerning wells j(bX9) of Ihe F'OIAj 



fax: (212)692-9296 

Choctaw Manufacturing and Development Corporation 
Lou Richardson, CEO 
(800) 528 9504 
fax: (580) 326-8368 

Manuel Miranda 
Unisys Corporation 
(703)620-7771 

00 \ ^ 

P6/(b)(6) 



AIG 

Allied Signal 
AllState 
American Airlines 

American Express 

Ameritech 

Bank Boston 

Black Enterprise Fund 

Boeing 

Burger King 
Chevron 

Cigna 
Coca-Cola 
Compaq 
ConAgra 

Costco 

CSX 
Daimler Chrysler 
Dayton Hudson 
Edison International 
El duPont 
Enron 
Exxon 
First Union 
FMC 

Ford Motors 
General Mills 
General Motors 
Goldman Sachs 
Hewlett-Packard 
Home Depot 
Honeywell 
IBM 
Intel 

International Paper 
JC Penny 

Johnson & Johnson 
Johnson Publishing 
Kmart 
Kroger 

Lockheed Martin 
Loews Corporation 
Merck 

Merrill Lynch 
Met Life 
MJH 
Mobil 

Morgan Stanley 
New York Life 
Pfizer 

Procter & Gamble 
Prudential 
Ralph's 
Rite Aid 



INEW M A R K I I S PRESIDI.N 11 AL TRIP - luly 5 8 

Allached is ;i Itsl ofcomiianics lhal h;ivc cxprcssetl inlcrcsl in lhe New Markets Initialive or lhat 
have received inlormalion ftom the Adminislration about iJic .luly trip. NEC and the Orilce of 
Public Liaison will he coortlmaling rollow-u]-) calls lo CEOs and Senior Executives. 

We need your input regarding the corporate oulreach. Please provide us with background on 
five companies (in order ori-)riority) lhat your agency wants to contact as part ofthe corporale 
oulreach for the .luly New Markels trip. 

V\̂ hich companies on the atlached list docs your agency want to contact? 

Are there adtlilional companies lhal arc nol included on the attached list lhal your agency 

wants to conlacl? 

If your agency wants lo be diieclly involved in the coiporate outreach (i.e. making phone 

calls) to a specific company, provide details on how and why? 

Who from your agency would be involved in phone calls and any written communication 

with companies? 

What is Ihe relevance and importance of these companies to any ofthe sites lhat your agency 

or other agencies have recommended. 

What companies does your principal have exisling relationships with that we can build upon 

in this coiporate oulreach ellbrt',' 

Whal commitments or announcements do you expect each company lo make in connection 

with the trip or any ofthe potential sites. 

Please provide this inlbrmation by fax to .lay Dunn or Lisa Green at 456-2223. 



DEPARTMENT OF HOUSING AND URBAN DEVELOPMENT 
CURRENT AND POTENTIAL PRIVATE SECTOR 

PARNTEkS EOR NEW MARKET ACTIVITES 

PINE RIDGE, SOUTH DAKOTA 

America Online I 

Andersen Corporation (windows) [yv-Si^ ^^^^J^Jf^U^ 

Bank of America ^ . - f ) ' J 

Blue Cross, Blue Shield { \ ( y 

Carrier Corporation (heating ventilation) /^2..--^^iM^'4-Q-^A • 

Centex Homes (developer) ( J 

Certain Teed Corporation (roofing, insulation) 

Champion Manufactured Housing Company 

Citibank 

Countrywide Mortgage 

First Security Bank of New Mexico 

Fleetwood Manufactured Housing Company (also recreational vehicles) 

Ford 

Gateway 

.General Electric Appliances 

General Motors 

Home Depot 

Honeywell, inc. (building systems controls) 

IBM 

Kohler Company (fixtures) 

Louisiana-Pacific Corporation (lumber, siding products) 

Lucent Technologies 

Marriott 

Masonite Corporation (hardboard, paneling) 



HUD PRIVATE SECTOR PARTNERS 

Motorola 

North American Steel Framing Alliance 

Northwest Airlines 

Norwest Mortgage 

Owens Corning (roofing) 

Pepsico 

Pulte Corporation (developer) 

Sears 

Simpson Strong Tie (structural connection and hardward) 

Solutia, Inc. (impact resistance glazing to prevent glass breakage) 

Southdown, Inc. (concrete) 

State Farm Insurance Companies 

Superior Walls (pre-fabrication foundation company) 

Tenaco Building Products 

Texaco 

U.S. Gypsum Company (sheet rock) 

U.S. West 

United Airlines 

Washington Mutual (Seattle) 

Weather Shield (doors, windows) 

Wic Manufactured Housing Company 

GARY, INDIANA 

• ACE Hardware 

• US Steel 



HUP PRIVATE SECTOR PARTNERS 

NEW YORK, NY 

• Broadway Video 

• Citibank 

• Disney 

• HMV Reeords 

SELECTED BUSINESSES FROM EZ.s/ECs, OTHER HUD PARTNERS 

Bankers Trust 

Citibank 

Hudson Foods 

New Boston Seafood Company 

Pathmark 

Sterling Optical 

Tysons Food 

Viking Range 

BUSINESSES HUD CAN REACH OUT TO 

Ben and Jerry's 

Blockbuster Video 

Burger King 

Disney 

Gap 

Loew's Theater 

McDonalds 

Pathmark 

Rite Aid 

The Limited/Structure 

Time Wamer 

Tower Records 



HUD PRIVATE SECTOR PARTNERS 

Borders 

Filenes Basement 

Home Depot 

Marshalls 

NationsBank 

Nike Barnes and Noble 

Price Club 

Reebok 

Starbucks 

TJ Max 


