
DETROIT - Youth Opportunity Site 

Description of exi.sting project: , 

On Marcli 25, 1999, the Cily of Detroit's Workforce Development Agency was awarded 
$2.25 million to implement an Out of School Youth Opportunity Demonstration Project. 
Working through SER Metro Jobs for Progress, Inc., the City is establishing a 
compreiiensive community approach to provide young people in the City's 
Empowerment Zone with training, mentoring, and employment opportunities. Their 
strategy includes: 

1. A neighborhood Youth Opportunity Center and Advisory Council 
comprised of parents, teachers, major stakeholders and faith and 
community leaders; 

2. A CET job training program for out of school youth and young adults; 
3. A school to work charter school for middle and high school-aged youth; 
4. A neighborhood drop-out prevention program to offer mentoring, tutoring 

remediation and counseling; 
5. In partnership with Detroit Works, provide pre-trades preparation and 

apprenticeship readiness and entry training; and, 
6. Employer-to-Employer Job Ladder program with Daimler/Chrysler and 

Ford to create employment opportunities for youth through the creation of 
a job ladder of progressive skills and wage scales to provide youth with 
incentives to prepare for middle and upper level employment 
opportunities. 

New Market Objective: 

As part ofthe new market initiative we would bring General Motors into the partnership 
and increase the involvement and commitment by all three automakers (and potentially 
other private sector players in and around the EZ) to the initiative. Currently, 
commitments are to consider young people graduating from the programs for hire. We 
would look to increase participation in all aspects of the project, including mentoring, 
school to work commitments and most importantly in the nature and level of the 
employment commitment. 

Who do we contact: 

Daimler/Chrysler Chamber of Commerce 
Ford Mayor's Office 
General Motors Governor's Office 
UAW EDS 
Joyce Foundation (fUnded the local job ladder initiative) 
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Record Type: Record 

To: Jackson T. Dunn/WHO/EOP 

cc: 
Subject: notes on new markets 

Date: 06/08/1999 08:08 pm (Tuesday) 
From: Jodi Sakol 
To: ex.mail("Jackson_T._Dunn@who.eop.gov") 
Subject: notes on new markets 

Jay, here are some notes I've taken regarding the upcoming 
new markets trip. The following are all NY/NJ BusinessLINC 
ideas. 

In addition to what's listed below, we are also hopeful the 
President could announce the new BusinessLINC CEO in 
addition to these other BusinessLINC announcements. (We 
are still waiting for BRT to name him/her.) I'll keep you 
posted. If you have any questions, please call me at 
622-0087. Thanks!!! 

New York City Site Visits: 

Company: Chase/NY City Partnership/New York Investment 
Fund 
Contact: Ruth Salzman: 212/622-4252 

Gale Kaufman: 212/493-7434 
Kathy Wylde: 212/493-7551 

Annct/Event: NY Partnership/Chase 

Announce the NYC Partnership's pilot 
BusinessLINC chapter with a commitment to mentor 10 
companies annually from distressed communities. The 
Partnership will commit to bring large and small companies 
together for one-year partnerships that would be of mutual 
economic benefit to all participants. (See memo to Gale 
Kaufman.) 

CHASE 

Announce Chase investment in Harlem USA. 
Harlem USA is the name given to the commercial 

development of a 276,000 square foot retail/entertainment 



complex in Harlem (125th st. between Frederick Douglass 
Blvd. and St. Nicholas Ave.) This project, which will provide 
much a home for much needed retail services to the local 
community, is the first new construction of a retail complex 
in Harlem in more than two decades. Developed by Gothan 
Construction and Grid Properties, in conjunction with the 
Harlem Commonwealth Council, a local non-profit 
corporation, the project financing is from a combination of 
public and private sources. Chase provided a $47.7 million 
construction loan to HUSA Operating Co., LLC for the new 
construction. The Upper Manhattan Empowerment Zone 
Development Corp. is providing subordinate financing. The 
project is 68% pre-leased with several major retail tenants, 
including Loews/Sony Theaters, Disney Stores, Old Navy, 
HMV, Modeirs, NY Sports Club and a Chase Manhattan 
Bank branch. Harlem USA is creating 200 construction job, 
and when completed, over 500 full-and part time permanent 
jobs for are residents. 

Announce East Harlem Triangle/Pathmark: 
The CCDC is leading a bank group is providing a $7.6 million 
loan for the construction of a 50,305 square foot Pathmark 
supermark in East Harlem 124th-125th Street between 
Lexington and Third Ave.) The supermarket, which has total 
development costs of %15.1 million, will also have 125 
rooftop parking spaces and 5,000 square feet of ancillary 
retail space. In addition. Chase will have a 400 square foot 
branch located inside the store. It is estimated that the 
project will generate some 200 jobs. CCDC will retain half of 
the construction loan with the balance shared with European 
American Bank and Carver Federal Savings Bank. At 
conversion to permanent financing, the banks* construction 
loan will reduced by a $1.5 million subordinate loan from the 
Empire State Development Corporation (the successor to the 
New York State Urban Development Corporation). CCDC will 
retain a $1 million participation in the permanent financing. 
The borrower. East Harlem Abyssinian Development 
Corporation L.P., is a joint venture between two community 
based non-profit corporations, Abyssinian Development Corp. 
and the Community Association of the East Harlem Triangle, 
Inc. The supermarket opened May, 1, 1999. 

NY INVESTMENT FUND 

Announce the New York Investment Fund's 
$1 million investment in an African 
American owned publishing company. Visit a school in 
Brooklyn to highlight the New York Investment Fund's 
reinvestment in the Metropolitan Teaching and Learning 
Company, an African American publishing company. The 
President could announce that the NYIF has just agreed to 
extend a $1 million credit line on top their original investment 
of $1 million. The initial investment enabled MTL President 
Reg Powe, who owns this start-up educational publishing 



company, to develop the first school curriculum dedicated 
exclusively to serving inner city youngsters. The new 
investment will allow Mr. Powe to market his curriculum to 
additional schools throughout the country. Powe was 
mentored by Beverly Chell, Vice Chairman and General 
Council of Primedia, one of the top publishing executives in 
the country. 

CHASE/NY PARTNERSHIP/NY INVESTMENT 
FUND 

The New York Investment Fund would like to 
arrange a CEO roundtable for President 
Clinton to facilitate a discussion about the importance 
of business-to-business mentoring, especially in 
distressed areas. The roundtable would include the CEOs 
of Chase Manhattan, Time Warner, Bell Atlantic, Goldman 
Sachs, Tenneco, AT&T and many others. 

SIA 

Company: N.J. Nets 
Lewis Katz and Raymond Chambers, principal 

owners of the N.J. Nets 

Contact: Freda Plesser 
212/618-0568 

Annct/Event: In an effort to revitalize downtown Newark, 
N.J. Nets will create the Newark Sports and Entertainment 
Village (the Village). As part of this project, they are working 
to provide an 18,500-seat NBA world-class sports arena to 
host over 200 events throughout the year. The arena will be 
the home to the New Jersey Nets, New Jersey Devils, a 
future WNBA franchise and the Seton Hall Pirates. The 
facility will also be used for concerts, professional wrestling, 
the circus etc. They are also constructing a 30,000 seat 
outdoor stadium for use by Major League Soccer. 
Connecting the arena and the stadium will be over 1,00,000 
square feet of new office space and a 400-room hotel. The 
Village will sponsor sports and management education and 
training for jobs in the sports and communication industries. 



EXECUTIVE OFFICES 

SAFEWAYiNc 
5918 STONERIDGE MALL ROAD 
PLEASANTON, CA 94588-3229 

May 7, 1999 

The Honorable William Jefferson Clinton 
President of the United States 
The White House 
Washington, D.C. 

Dear Mr. President: 

Thank you for your invitation to your May 11, meeting on your administration's 
New Market Initiative. I am disappointed that I will not be able to attend. I will 
be presiding at our company's annual shareholders meeting that same day in 
Los Angeles. 

We commend your efforts to promote capital development in underserved 
communities. Safeway has a strong record of investing in these markets. It was 
my privilege to meet you at a White House gathering in March of 1997 about 
local business development in Washington, D.C. You remarked during your 
East Room presentation that Safeway was planning to open a 55,000 square 
foot supermarket in Southeast Washington, D.C. the following day. We 
appreciated the recognition. I am pleased to report, the store has been well-
received in the community, and a tremendous success as a business 
investment. Developing the site was a good example how business, along with 
government agencies and community groups, can work together to bring 
essential services to otherwise underserved parts of a city. As you may know, 
we operate 16 stores in the District of Columbia, four times that of our nearest 
competitor. 

Over the last five years Safeway has invested more than $165 million building 
new stores and remodeling outdated facilities in urban/underserved V/ 
neighborhoods throughout our operating divisions in the U.S. For example, our 
newly acquired Dominick's division in Chicago opened a new supermarket on 
West Roosevelt Road this past March. It was the first new supermarket in this 
section of Chicago in nearly 40 years. This was the third inner city supermarket 
Dominick's opened in the last three years. 

In addition, we have opened state-of-the-art supermarkets in hA/o Baltimore inner 
city locations in the last hÂo years. In 1998 we opened a new store in an 
underserved section of Pasadena. We have done similar projects in San 
Francisco, Los Angeles (including Inglewood and Compton), Oakland, San 
Jose, Phoenix and Seattle. In the process, we have greatly expanded the 
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grocery shopping options and made thousands of employment opportunities 
available to residents in these neighborhoods. 

Our thanks again for the invitation, Mr. President. "I am sorry I cannot attend, 
however, I do look fooA^ard to learning more about your New Market Initiative. 

Sincerely, 

Steven A. Burd 
Chairman, President and Chief Executive Officer 
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"Tn addition, most ofthe revenue from our stores remains in the local commwiity 
in the form of salaries and wages, i^es and other services. Rite Aid stores and personnel 
also arc active participants m community life, contributing time and resources to locd 
merchants associations, business district beautilication, neighborhood events and 
progrjims. In many cases. Rite Aid has provided new opportunities for local pharmacisis 
unable to remain in business because of pressures brought on by reduced revenue from 
managed care," Grass continued. 

Rite Aid also reinforces its commitmeni to urban communities through it? 
Mother's Day Mammograms© program. The program educates v»̂ 5men about breast 
cancer and helps uninsured women, through a referral service, receive free yearly 
mammograms. Since 1990, over 15.000 women have received free breast screeiiiugs. 

"Our experience shows that stores in underserved urban areas are among our most 
successful ventures," Grass added-

Rite Aid Corporation, based in Camp Hill, PA is one oflhe nation's largest 
driigslore chains with approximately 4,000 stores in 30 states and the District of 
Columbia with annual revenues of S11.4 billion. General information about Rite Aid, 
including corporate background and press releases, is available through the company's 
website at http://www.RiteAid.com. 

Recent highlights of Rite Aid's commitment to urban i-evitalizntion include: 

New store at site of 1992 Los Angeles riots 

In mid-January Rite Aid celebrated the grand opening of its first new Los Angeles 
store, highlighting ils commitment lo economic recovery in South Los Angeles. 
Community and business leaders jomcd Rite Aid CEO Martin Grass at the store located 
ou the comer of Rodeo and LaBrea, Rite Aid was commended for its commitment to the 
tzommunily, and the importance of companies like Rile Aid investing in Los Angeles was 
emphasized. The comer was a site of devastation following the riots iu 1992. Rite Aid's 
move into the community signals a major rebirth ofbusiness in ihe area. 

In addi t i^ Ritc^Aid is comitiitted to mvesiing S55 million over die next year in 
the city of LA alone, Jnciuding new and remodeled stores throughout the inner cily areas 
of SoiithCentraLI^s Angeles, East Los Angeles, the harbor dislrict and ihe San Fernando 
/alley, fhe company is also slated to open two new stores in the City of Compton, 

representing an investment of $4.3 million in that city. Other urban regions of Southern 
Califomia to be served by new or remodeled Rite Aid stores include, Long Beach, Santa 
Ana. Huntington Park, Baldwin Park aad Gardcna. 

(more) 
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Commitment to employing San t-'rancisco welfare recipients 

Rite Aid is planning a partnership with San Francisco Works, a program that 
helps provide valuable employment opportuniiies for San Francisco residents. Led by tlic 
Chamber of Commerce, the Committee on Jobs and the United Way, San Francisco 
Works was chartered in 1997 to prepare 2,000 men and women lo transition successfully 
from welfare to work tiirough proven screening, training, placement and retention suppon 
programs. Wilhin the next 90 days Rite Aid will open three new stores in San Francisco 
and will be hiring fi-om the local communities. 

Rite Aid rcdevelopihp; entire block in Tacoma Hilltop area 

I^te Aid will soon break ground on a $4 million project that will help revitalize 
the Hilltop, a struggling neighborhood in Tacoma, Washington. Rite Aid has been 
commended by community leaders, for its pioneering efforts, which may serve as a 
catalyst for futtu-e economic developments. The 16,000 square fool store will employ 
Hilltop neighborhood residents. 

Partnering with communitv constmction and hiring croups in Philadelphia 

In mid'1996 Rite Aid reaffirmed its commitmeni to urban retailing by partnering 
with a community development group to relocate a store in iruier-city Philadelphia. The 
relationship with the Grealer GennanUJwn Housing Development Company (GGIIDC) 
ensured local hiring ofall subcontractors, architects, engineers, and other construction 
consultants. In addition, the GGHDC handled all phases of the construction process and 
assisted in the hiring process for in-storc positions, 

ALso, in January of 1996 Rite Aid learned with the Jefferson Manor Commimity 
Dcviilopmcnt Corporation and the Girard Avenue Business Association. A siatc-of-thc-
art Rite Aid pharmacy was opened in a depressed North Philadelphia neighborhood, 
where more lhan a quarter ofthe residents were unemployed and the nearest dmgstore 
was blocks away. Most of the 18 store employees were hired from wittiin the 
neighborhood. Community leaders commended Rite Aid saying the store serves as a 
building block to help revitalize their neighborhood. 

Rite Aid pannerina with New York City as a foundation for urban developmenl 

Recently, Rite Aid CEO Maitin Grass committed to a project sponsored by New 
York Mayor Rudolph Giuliani called '"JiieANCHOR Program." Developed in 
conjunction with the New York Ciry P^SieriRip, the program is dedicated to the 

(more) 



MfiY 10 '99 06:29PM GOVERNMENT fiFFflIRS , „ ^ n/^^,-^"^ 
iirii • xr-ok: i-tK TO 37S0 P.0S/07 

REVTTALIZATION/4 

deveiopmeni of commercial propertied in economically oballenged neighborhoods in 
which residential housing also is being developed. Last October, Mayor Giuliani 
announced Rile Aid's participation in the fii^ "Partnership Plai^" 20,000 gquare-fooi, 
S3.4 million conmiercial plaza in Bedli:>Td-Sluy vesant, Brooklyn. Rite Aid will axv̂ hor 
the plaza and create 15-20 new jobs in a neighborhood desperately in need of ihem. All 
oflhe hiring will be done on-site and Rite Aid will work collaboratively with the NYC 
Partnership's job training component to ensure that neighborhood residents have access 
to these jobs, 

Tn addition to its 142 stores operating througliout New York City's 
neighborhoods. Rite Aid also announced its plans for a second store on 125"̂  street in 
Manhattan, one of five stores developed in the greater Harlem community. 

Rite Aid ioins with Citv ofBuffalo to reclaim blitthted sites 

Working together. Rite Aid and the City ofBuffalo bave already made significant 
progress in changing blighted areas into attracdve, Uix-paying neighborhood drugstore 
locations. Rite Aid is the only major retail drugstore finn solidly committed to building 
new stores m every area ofBuffalo. In 1993, Buffalo Mayor Jimmy Qriffin and Rite Aid 
undertook this ambitious program, which is contmuing with the solid encourcigement of 
Mayor Anthony Masieilo. In die past iive years, Rite Aid has constructed 11 drugstores 
in the city'ii blighted areas at a to^ project cost in excess of $15 million. Each store 
employs about 20 Ml-and-pan*time people. Rite Aid plans to add five more stores in 
urban Bufifalo over the next two years. 

Commitment to uptrrafiijî  retail services in Detroit 

On June 11,1998, Rite Aid CEO Martin Grass will hosl the grand opening of the 
tirst often new stores planned for Detroit. The store serves an urban, low-income 
Tusighborhood without easy access to a full-service drugstore. While other retailers arc 
only just discovering the opportunities Detroit offers, Rite Aid leads the pock in its 
commitment to Detroit and its investment in the city. Rite Aid has earmaiked 
approximately $2S million ibr the planned rollout often new stores in Detroit. Rite Aid 
has also committed more than S3.5 million for the renovation and remodeling of an 
additional five stores ia Detroit this year. 

Commitment.tQ Cleveland's inî er-citv nei<̂ hborhoods 

Rite Aid is the leader in the industry in rediscovering inner-city Cleveland. With 
19 stores currently operating within the city limits. Rite Aid is committed to building at 
least six new stores in the next couple of years. Rite Aid's Cleveland initiative started in 
mid-1996 with the opening or its first prototype store m tlie Five Points area of 
Collinwood- Each new store represents an investment upwards $2 million into the 
neighborhood. 

(more) 



MfiY 10 '99 06:29PM GOVERNMENT fiFFfiIRS ^ • 

REVITALlZATlON/5 

Grgjg honored for commitment to inner-citv Balthnofc 

Rite Aid built its first Empowemient Zone, statc-of-the-an prototype store in 
Baltimore in 1996, With the opening of lhat store Martin Grass announced plans to 
replace as many as 30 older units with now stores. The overall investment of new stores, 
relocations, and expansions is estimated at $33 million. In fact. Grass wras honored by 
Baltimore's Inner City Community Development Corporation with a community 
developmenl award for his commitment to creating a network of neighborhood 
pliarmacies that offer customers corapctitivcly priced, quality heaJth-carc and 
convenience shopping services. 

Rite Aid makes a multi-miilior^ (foliar inveslment in Nev̂ ark 

Rite Aid aimouuccd m mid.I996 an investment of more than $10 million to 
develop six new pharmacies in Newark. Mayor Sharpe James commended Riie Aid at 
the Grand Opening ofa Clinton Avenue store for creating over 100 new jobs fnr local 
Newark residents. 



MfiY 10 '99 18:43 FR BELLSOUTH LEG & REG 404 249 5076 TO yi2024bb621ti K.0^/04 

BellSouth: Serving Our Rural Customers 

Technology Deployment in Rural Areas 

• BellSouth serves 24 million lines across the nine-state region. Approximately 40% of 
these lines are rural residential and business customers 

• BellSouth's gross investment in rural markets has been more than $19 billion (net 
$6.7B after depreciation) 

• Plan to invest approx. $1.1 billion in rural areas this year and in 2000 

• Today, 85% of our lines are digital and we will invest so that 100% of those lines are 
digital at the beginning of the new millenium. Last year we invested almost $4 billion 
in our network. 

• BellSouth is moving new technologies to rural areas. Along with phone lines being 
100% digital, we are moving toward 100% digital switches in rural areas 

New Facilities in Rural Areas 

• BellSouth has made an investment in our people in underserved rural areas by 
locating four brand new customer service centers for National Directory Assistance 
Service in non-metro areas of our region. 

• Locations are: Albany, Ga.; Paducah, Kent.^/^reenvnjeT^s^ S.C. 
Total employment: 400 this year, 600 next. 

BellSouth Support of Education 

• Through edupowerS program, BellSouth is continuing its investment in integrating 
technology into public schools 

• Every superintendent in our tenitory will be invited to be part of our leadership 
program that explains how to use technology - e.g. Intemet access - in their 
classrooms. 

• Also investing $7M for individual teacher training 
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BellSouth: Serving Our Rural Customers 
Telemedicine & Distance Learning Initiatives - Two Mississippi Success Stories 

#1: Telemedicine in Tupelo 

In America, 1 of every 100 babies is born with a congenital heart defect. The 
care provided to those newborns by hospitals in their first few moments of life is 
crucial. 

• Hope for Rural Hospitals: In caring for children with difficult conditions such 
as heart defects, mral hospitals are often at a disadvantage due to funding 
and staffing constraints. For example, the U.S.'s largest rural hospital -North 
Mississippi Women's Medical Center in Tupelo - has no pediatric 
cardiologists on staff. 

However, BellSouth is working with the Tupelo hospital to provide the same 
level of care that an infant receives in an urban-based hospital. 

• Best of Both Worlds: Through high-speed, high-bandwidth 
telecommunications networks, hometown Tupelo pediatricians can jointly 
care for children by instantly transmitting cardiogram, X-ray and other critical 
infonnation hundreds of miles away to pediatric cardiologists at Le Bonheur 
Children's Medical Hospital in Memphis. Doctors in Tupelo and Memphis 
work together to do a real-time co-examination on their patients without 
subjecting infants to expensive and life'threatening helicopter or ambulance 
transportation- Parents also know instantly the diagnosis of their children via 
telemedicine. Other telemedicine programs in Mississippi towns of Collins, 
Bay Springs, Waynesboro and the South Central Regional Medical Center in 
Laurel 

#2: Distance Learning in Jackson 

Working with the superintendent of Jackson Public Schools (JPS), BellSouth has 
created a high-speed ATM network for transporting voice, video and data to 
service Jackson's 58 schools, 2,200 teachers and administrators and 32,000 
students. BellSouth's learning connection has had a dramatic effect on the 
school district's ability to educate. 

• Teacher shortage: JPS can make use of master teachers, such as awand-
winning science teacher Peggy Cariisle at Poindexter Elementary, to fill gaps 
elsewhere in the school district. Peggy can teach kids through distance 
leaming high-speed video transmission that BellSouth is providing. Similarly, 
Mrs. Martin, who teaches Spanish at Murrzh High can also teach Spanish to 
students at Blackburn Middle School, which doesn't have a Spanish teacher. 
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Mississippi Success Stories Continued 

. Parental Involvement in Schools: Increased access to schools and 
teachers for parents is critical in staying involved with the school and their 
child Through advanced connections parents have access to teachers via 
voice mall and e-mail. Parents also have 24.hour access to teacher web 
sites to monitor homework assignments, for example. A workshop for 
parents was recently provided at the computer lab at the McWiHie JPS 
Professional Development Center. Parents were able to search the Web for 
scholarship information. 

• Financial Accountability: JPS is now using centralized access to a new 
financial accounting system. Installation to all 66 sites (58 schools, 8 
administrative offices) will be completed in July 1999 

• Security Kids can't learn in an unsafe environment. BellSouth is providing 
technology to aid school security through video surveillance of remote sites; 
centralized single point monitoring and integration of systems to alarms. 

. Student Achievement: Advanced network services are being used as model 
teachers around the country work together to access, employ and create 
thematic learning units tied to critical curriculum standards. Also, students 
are able to constmct their own knowledge by searching the web, talking to 
experts and collaborating with peers to complete project-onented 
assignments. JPS is also sending students for nehwork certification and has 
put in place 4 networking courses that make up the Cisco Academy at Mun-ah 
High School. 

** TOTfiL PfiGE.04 ** 
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New Amarica Strategies Group 

40 Wesl 23fd Streel 

NewYorK New York 10010-5201 

Tel; 212-727-5119 

Fax: 212-727-5154 

To: -lay Dunn, The White House 

From: Al Schreibei-

^̂ e: The President's .Tiilv 6, 7. 8 Tour 

Jay, here'.s the outline of what we believe could be a terrific "event" as part ofthe 
President's minority tour. 

The White Honse Salutes Minority Media (and Advertisers) 

There are literally hundreds of minority owned and operated media outlets ranging from 
the 100 year old black Amsterdam News and BET (Black Entertainment Television) to 
the newly launched Network Journal, a black business publication. These magazines, 
newspapers and radio/TV outlets are the "drumbeat" ofthe minority community and ' 
according to research, enjoy an 80% - 100% higher "trust" level among minorities than 
the "general markef' media. 

And because of die explosive growth of minority populations and income levels, there 
has been a parallel growth in the quality and quantity of these minority outlets: In the 
past three to five years, their niunber has increased between 200% - 300%. 

Their support comes from botli community-based businesses and major national 
advertisers such as McDonald's, Coca-Cola, Ford, Chrysler, JCPenney, et. al. who realize 
that the most effective approach to selling to African Americans, Hispanics, Asian Pacific 
Americans and Native Americans is through these dedicated, culturally relevant minority 
media outlets. 

New York City is home to hundreds of these media businesses (and their key 
advertisers), who would benefit greatly from Presidential recognition. 

The idea would be to host a "White House Salute to the Multicultural Media" to which 
would be invited 100 or so ofthe outstanding minonty media outlets along with a 
cross-section of their key local and national advertisers. 



And because diey are media outlets, they would also offer the President significant 
positive media coverage in many of their outlets based on the reception with the 
President. 

We are in a posifion, working with the White House to offer our help in putting this 
together.... since we work on a daily basis with these entities. 

We'd need, however, to get started!! Please let me know next steps. 

All good wishes. 

PS. More ideas to follow, specifically tied to individual corporations. 
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THE MEDIA BUSINESS 

Advertising, Stuart ElLott 

True North takes the lead in aiding agencies and 

media owned by members of minorities. 

EFFORTS lo iDciease UTE con-
sidEraUoD given to mullicul-

y turaJ ooDsumers are gainjrij 
O raomentum aa one of the 10 Largest 
^ agency conipacles. True (Vonh Com-

mimicatiaiu in Chicago, takes two 
•^big alepj lo embrace media aullets 
^jajiil agerdes specializing in adver-

tlstug aimed al memiiers ol mmor 

Tnie North, the world's No. 7 agen­
cy company, wilh hlllinga eatojated 
at $Jl.e billion, is scheduled to an-
Dounce Ihe steps al a news oonfer-
ence this ntontuig in Washingtoji un­
der the aegis ol the American Adver-
cistne Federation. OfficiaJs of the 
federatioii are antang Uie Industry 
ngures accelerating Lhe search for 
ways lo increase diversity in re­

sponse lo intensifying pressure from 
acllviii organizaUdivs and the air-
icn Adniinistralion 

"The leaderahJp of True Nonh 
shows us that Uie greatest music is 
made with many volets," Vice Presi­
deni Al Gore said in a stalement 
released betore Ihe news eonierence. 
" I encourage other companies to fnl-
low suit and sign on." 

Executives of True North are to 
announce their endoraementol a vol-
unlary cadeol cnndua lo iasure thai 
agencies and media owned by minor-
Ilies gel what is deemed their lair 
share of allentinn when ad dnllars 
are speuL True North, which owns 
agencies hke Foole, Cone & fielding 
and Bozell V/orldwide, would become 
lhe firal large agency company to 
endorse the equal opportnnlOes code, 
known as the Rennard Principles for 
FairnesLS in Cbmmunicatinns after 
WiUiam E. Kennanl, chairojan of lhe 
Federaf Commjunicatrons Commit 
Eion. 

Mr Kennard has taken an active 
role in this issue since the commis-
stMi reJeased a study in January 
cnnctuding that radio staUons with 

black and Spaiilsh-spealdng audi­
ences drew less ad revetiue per lis­
tener lhan mainilream stations — 
even in markets wfiere tfiey enjoyed 
higher ratings. 

"f 'm delighted O) jee the advertis­
ing Industry moving to address liiese 
Issues/' Mr. Kfnnard said In an In­
terview last weelL " I fs a great Krai 
slep." 

• 
The conuiilsslQn has called for ad-

dillanal research on advertiser 
spending patlerm In radio becatise 
the study did not spedry the origin of 
lhe revenue dlscrepandes between 
statoiu. But owners of sutions with 
programming aimed al memhers of 
minorities cnmplained aixnil what 
they termed "dictates" lo agencies 
from clients calling lor "minority 
discounts" — paying lower ralea for 
oomniercJals on their ttallmis — and 
lhe avoidance of slatioAs with Span­
ish-language or "urtian" — black — 
formats. 

"Those practices are pemiclous." 
Mr. Eeniuû d said, "based on mlsin-
formaiion and slerBOtypes. The way 
lo solve such problems is to shtae a 

A D D E N D A 

Top Executive 
Becomes Consultant 

Charles Taney, a longtime lop ex­
ecutive at the New Yorfc office of 
Footc, Cone i Belding, a unit ot True 
Nonh Commomcaliona, is leaving, 
the agency saJd yesterday, tD join a' 
cnnsutting canipany. effective on 
April 311. 

Ur. Taney, 51, has been i:baimian 
at the New York office of Foole, Cone 

1397. the council reported yesterday, 
fueled by laiige peroem^ge gahis in 
several media categories. 

The council, which ooordJnales the 
ad induilry's pKbLc-genrice efforts, 
reported ttiat media outlets donated 
an eeiimaled f1.2 hlliion in commer­
cial lime and ad space in 1938, up ZI 
percent Ironi JS95.8 mlflion in IJS7. 

Radio was ihe most generous do­
nor, providing 5714.8 raUIlon worth of 
commercial time, according to the 
council, a 24.6 percent increase Imm 
1157 Hartin w a s Pn IL - . - - - ' ' 

light on diem." 
True North's endorsement of the 

code is imporlant, Mr. Keimard said, 
because it represents seJI-regulaUon 
rather than Government intervcn-
ttoa 

"We warn to work with Uiem," lie 
said, referring to agenciss and sd-
verttsers, "ai opposed to dlclaling lo 
them." 

Wally Snydex. president and chief 
eicecuUve of the feiteraUmi hi arasli-
ington, agreed with Mr. Kennard. 

"IhJs is a maib^aoe soluiion," 
Ur. Snyiler said in an Interview lasl 
week, "nat a Govenimenl solution. 
Clients arc going Cn acl on their own 
best financial Interests, not on a po-
llticaj agenda." 

Mr. Snyder also praised True 
North, whose agencies create cam­
paigns for adverttsaic like the Bank-
America Corpotitlan, Lhe Dalmfer-
Oiryslar Corporation, Levi StrauK & 
Ojmpany and S. C. Jafmsnn & Son. 

"This Is Ihe tuming point we've 
been wailing lor," Mr. Snyder said, 
adding: "We've been cacauraglng 
agenctefl and clienls to really go af­
ter this molticuitural audtoice be­
cause It is ose Witt a great deal ol 
economic doot Now I thbik other 
agencies will follow True North." 

nie True North executives also 
plan Co aniUHuice Uie lormatiOD of a 
media services agency dedicated to 
helping mainstream advertisers 
wilh planning and bnybig sd space in 
ethnic puhlicaiions and commercial 
time on eUinic lelevlsian and radio 
networks and stallons. 

"Ifs right for the dmes," said 
David Bell, who was recently named 
chainnan and chief executive ai 
True North. "We Itave a CapesLry In 

America, and marketing needs lo 
address that" 

The media services initiative, to be 
called New America Media Group, 
will represenl a partnership between 
two units of True North based in New 
York: TN Media, which handles me­
dia planning and boying for accounts 
wifh biUIngs estimated at ntoi^ than 
*2J bUIIon, and New America Strat­
egies Groups wfilch offers miillicul-
tural marketing consultlne servtoes. 

"mis market has reached critical 
mass, with buyUiB power greater 
than ever," said Mike Drexier, chair­
man at TN Media "It can no longer 
be ignored or given short shrift." 

"We believe wa can make a big 
concrtbutifln to hel{>uig advertisers 
analyze multicuKoral markels for 
their producls and services," he add­
ed, "and then lo place Ihelr ads to 
reach chnse markets to ihe most 
effective way." 

nie new media group will be led 
by three media directors from agen­
cies nnder the New America Strat­
egies usibrella: LaTanys Junior, 3a, 
at Stedman Crahain & Parmers, spe-
cialldng in campaigns aimed at 
Wack consumew; Caleb Windover, 
3 i at Slboney tfSA, tor Hispanic con­
sumers, and Khaoh Kach, n , at a 
True North afUllate, Imada Wang 
Qjmraunications. for Asian-Ameri­
can consumers. 

"Ethnic media have always been 
the eitja guest at the party," said Al 
Schreiber, managing partner al New 
America Strategies. "Now they'll be 
the guest ol honor as advertisers 
move from (nken hutfgeti lo budgers 
diat reflect the reaUty cf today's 
markelplace, where multicultural 
consumers are the growlh marttei"' 
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erican-Owned^mpaniesl 
[Seine's list cf lop 10 industrial or service companies by 1998 safi 

Company Butlneu 
IMS StliivLMiVnr;^ 
(in millions) 

/ l Philadelphia Coca-Cola 
Bottling Co. 

Soft drink and water bottling $389 

2 lohnson Publishing 
Co., Chicago 

Publishing, broadcasting. TV 
production, hair care and cosmetics 

372 2 

3 TLC Beatrice International 
Holdings Inc., New York 

Manufacture and distribution 
of grocery products 

322 

4 Active Transportation, 
Louisville, Ky. 

Hauls cars and trucks 
to retailers 

250 

5 BIng Group. 
Detroit 

Steel processing and stamping 232 

6 World Wide Technology 
Inc., Sl. Louis 

Distributes information-
technology products and services 

201 

7 FUCI Metals USA Inc , 
Norlhbrook, III. 

Raw materials importer 200 

8 
Granite Broadcasting 
Corp., New York 

Seller of commercial 
airtime 

194 

H.I. Russell & Co., 
Atlanta 

Construction, real estate 
development and airport concessi 

BET Holdings II Inc 
WastiTTTgtoii,D.& 

Cable TV programming^ 
and publishing 

178 

and publisher of New Vork-based Black En­
terprise. (Total sales for the companies 
listed by Black Enterprise rose 6.3% in 
1998, lo about S14 billion, while total em­
ployment rose 23% to 70,400.) 

Some blame difficulty raising capital 
for the shorlage of black-owned technology 
firms. But whatever the reason, the short­
age "should be a wake-up call. High tech is 
rapidly becoming the mainstream," says 
Don Bardcn, chief executive officer of Har­
den Cos., a Detroit-based company wilh in­
terests in casinos and real estate. He'does 
expect younger entrepreneurs to move In 
lhat direction, he says. "It won't be that 
long h(!forc a high-lech company is al the 
top of Ihe Black Enterprise list." 

Un the horizon may be people like 
Kcndi ic Bryant, tlie 27-year old founder of 

a Nashville-based start-up called Exposunj^ 
Solutions. "I think a lot of us mls(aka||y| 
believe It's too expensive lo get starte(l.;| 
he says. Trying lo get exposure for/f 
business, Mr. Bryant mangled at a cpnfa^ 
ence cocktail parly last week with an ( 
laptop computer in hand lo demon 
his commercial Web site-building cap^U 
lies. "You really don'l need much i 
ment; il's more about your skills.' 

Front and center now is Mr. Llewejl 
the only African-American among Uiejg 
or so U.S. bottlers of Coke. His firm IsC 
Cola Co.'s fifth-largest American 
Taking into account car dealerships. \ 
Black Enterprise ranks separalely,-«t 
one black-owned business actually e d i ^ a t l 
Mr. Llewellyn's in the U.S. It's led b y j " ^ 
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^}lon in sales lasl year.' 
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fliicJIriNewYork.a 
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iv^jotnictiiring. 
^ |^ |Bf r / /Uewel lyn 
~^a^nig Ms contempo-

5-^>;vai^ lo run a big 
il̂ rraded tpany partic-

"ta^ildidn't In-
^JbiitlHisiness 
"^^^ughtme 

o^yintime 
|£lmu± busi-

all." 

'gnpsatlG. 
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His success gained recognition from the 
Cartel' administration , wliich appoiriird 
him tlie volunteer president of the Over.scas 
Privale Investment Coip.. an agency that 
arranges insurance for the overseas opera­
tions of many U.S. companies. There from 
1977 to 1981, he raised his identity nation­
wide among the white business community. 

Banking resources he had never 
dreamed of began to open. Says Mr. 
Llewellyn, " I remember walking up the 
stairs of one guy's club in Atlanta, passing 
a statue of Robert E. Lee, and thinking, 
'Okay, he's welcome here but so am 1."' 

In 1985, he borrowed heavily to pur­
chase llie Philadelphia Coke plant. Soon af­
ter he acquired majority ownership in an 
ABC television affiliate in Buffalo, N.Y., 
and in Garden State Cablevision Inc. in 
New Jersey. "I owed nearly tnoo million 
there for a brief tiino." 

Now he has sold his interests in all but 
the Coke bottler, which he expanded by in­
vesting heavily to quadruple his plant ca­
pacity and buying up distribution rights in 

f £ | j ] ^ p a r t s of neighboring stales. He is less in-
' ^^^ .^vb lved wilh day-to-day operations than he 

pnce was—holding forth these days from a 
i-rise office in New York. A heart opcr-
^Uist year has left him on doctor's or-
not^fly. w 

_ iushedeclined to attend the Black En-
^^jnagazine-sponsored banriuel Sat-

\nig^t i l l Orlando, where he and other 
^b lack business owners were lion-

__[5ril leave it lo younger ones to cele-
@^{he says. " I expect fo see great 

libm them." 

:'-!tiii^' 
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s t a f f U e p o r t e r o f T l U ' W A I . I . S T R K K T J I J U H N A I . 

J. Bruce Llewellyn says his firm's rise 
to the top of a new tally of the largest black-
owned companies reflects the best and 
worst about African-American business in 
the late 1990s. 

"On the one hand, 1 have been around a 
long lime in a very b;isic business, boUlii 
soft drinks, so that indicates stability 
says Ihc 71-year-old owner of closely/field 
Philadelphia Cnca-Cola Bottling Co/"Biit 
you could also s,'iy, 'Goo, there's nothing 
really new and hot up al Ihe top/of that 

list.'" 
Yet, w th 1,700 

employees and $389 
million in siiles last 
year, Mr. Llewellyn 
ailds: "I mMe solid 
profits. So what If 
'm not on thl( Inter­

net?" 
That mighK not 

bother lilm, V i t 
some in tbe blac 
business commu­
nity say there is too 
little high-tech 
presence on the 
ranking of the Top 

100 Afiicaii-Amciitanowned industrial 
and service businesses, annually prepared 
by Black Entorpi lse magazine. Just &7o of 
the list's overall sales come from technol­
ogy-related companies-compared with 
20A. for the 100 largest tJ.S. coiporallons. 

TliR Black Enterprise Top 100, an­
nounced Saturday night at a conference 
hosted by the magazine in Orlando, Fla., is 
dominated by basic businesses that have 
become mainstays for black ownership: 
Grocers and other food companies, beauly-
care products and minority-targeted pub­
lishing and music. (Dow Jones & Co., pub-
lislior of this newspaper, was a sponsor of 
tho conrei ence.) 

"Not lo take anything away from whal 
Bruce Llowellyii has accomplished, but wc 
need lo gain moio admittance to Silicon 
Valley," says Earl G. Graves, chairman 

J. Bnirc LlcireUi/ii 

Ranking Afni^an-Anterican-Owlied^mpanies 
Black Enierprisej»egaTine's list o( top 10 industrial or service companies by 1998 sal 

Company BuiiniM 
I M S S t l t K Us lY t t r 
tin millions) ^ f i jnk jng 

Philadelphia Coca-Cola 
Bottling Co. 

Soft drink and water bottling $389 

2 lohnson Publishing 
Co., Chicago 

Publishing, broadcasting, TV 
production, hair care and cosmetics 

372 2 

3 TLC Beatrice International 
Holdings Inc , New York 

Manufacture and distribution 
of grocery products 

322 1 

4 Active Transportation, 
Louisville, Ky. 

Hauls cars and trucks 
to retailers 

250 4 

5 BIng Group, 
Detroit 

Steel processing and stamping 232 5 

6 World Wide Technology 
Inc , St. Louis 

Distributes information-
technology products and services 

201 U 

7 FUCI Metals USA Inc., 
Northbrook, III. 

Raw materials importer 200 22 

8 Granite Broadcasting 
Corp., New York 

Seller of commercial 
air time 

194 

^ 9 H.l. Russell & Co , 
Atlanta 

Construction, real estate 
development and airport concessi{)ns^ 

8 

,,B£r Holdings II Inc., 
WasmTTEluii.D.C 

Cable TV programminf f^ -^ 
_ and p u b l i s h i n g ^ ^ ^ ^ 
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and publisher of New York-based Black En­
terprise. (Total sales for the companies 
listed by Black Enterprise rose 6.3% in 
1998, to about $14 billion, while total em­
ployment rose 237r to 70,400.) 

Some blame difficulty raising capital 
for the shortage of black-owned technology 
firms. But whatever the reason, the short­
age "should be a wake-up call. High tedi is 
rapidly becoming the mainstream," says 
Don Barden, cliief executiveofficerof Bar-
den Cos., a Detroit-based company with In-.; 
tei ests in casinos and real estate. He'does, 
expect younger entrepreneurs to move in. 

a Nashville-based start-up called Exposure 
Solutions. " I think a lot of us mistakenly 
believe it's too expensive to get started," 
he says. Trying to gel exposure for his 
business, Mr. Bryant m'ngled at a confer­
ence cocktail party last week with an open 
laptop computer in hand lo demonstrate 
his commercial Web site building capabili­
ties. "You really don't need much equip­
ment; it's more about your skills." 

Front and center now Is Mr. Llewellyn, 
the only African-American among the 100 
orsoU.S. bottlers of Coke. His firm is Coca-
Cola Co.'s fifth-largest American bottler. 

that direction, he says. "It won't be thatJi^^Taking into account car aealerships, which 
long before a high-tech company is at the Blade Enterprise ranks separately, only 
top of the Black Enterprise list." ' ' ;'Vonejblack-owned business actually eclipses 

On the horizon may be peoplejlllte y,Mr. Llewellyn's In the U.S. It's led by for-
Kendric Bryant, the 27-year-old fou^^^^.^^^PJease Turn to Page Bi. Column 6---.. 

Coiitiiiiml From Page Ut 
luer Detroit Lions football star Mel Fan-
Sr., whose chain of Midwest auto dealer­
ships posted S59G million in sales last year. 

Further, Mr. Llewellyn owes his ascent 
to No. 1 partly to the recent shrinkage of 
last year's biggest company, TLC Beatrice 
International Holdings Inc. in New York, a 
grocery-products company lhat has been 
divesting units in a restructuring. 

Sllll, the tale of how Mr. Llewellyn 
achieved the lop spot among his contempo-

"taries is instructive. "I wanted lo run a big 
bnsiness, but I wasn't wedded to any partic­
ular industry or technology and I didn't in-
ventanything," he says. "The first business 
I ever owned was a liquor store. It taught me 
to watch the books, pay everybody on time 
an^not to think of yourself as a black busi-
nesfeman. I'm a businessman, that's all." 

I A newspaper printer's son, Mr. 
Llfewellyn joined the Army Air Corps al 16, 

scorning a pilot and commissioned officer 
/tationed in Germany after Worid War I I , 
In 1948, at age 21, he enrolled in City Col-

' lege of New York, and used $30,000 he had 
painstakingly squirreled away for a down 
payment on a liquor store In Hat lein. Dur­
ing the next decade, he earned an MBA 
froTi Columbia 'Jr.iversity and a law de­
gree from New York Law School. 

"When I graduated from law school it 
was 1960, the dawn of a new era for 
African-Americans in this country," says 
Mr. Llewellyn. " I got into both government 
and politics. I felt that I needed to expand 
my worid beyond Harlem." 

From 1960 lo 1962, he was a prosecutor 
in the Manhattan district attorney's office. 
By 1965, he had developed contacts within 
President Lyndon Johnson's administra­
tion that helped him get appointed New 
York's regional director of tlie U.S. Small 
Business Administration. "You learn a lot 
about the realities of what works and what 
doesn't ih a position like that," he says. 

By 19G9, he was ready tu make a big bet. 
" I mortgaged my house and sold Jusl about 
everything I owned to raise seed money lo 
buy a grocery chain in a devastated part of 
the Bronx tliat most investors and entre­
preneurs were avoiding," he says The com­
pany, Redco Foods Corp., had 10 outlets 
and annual sales of S18 million. He gradu­
ally built Fedco iiito the nation's largest 
black-iowned supemiarket chaln-wlth 29 
outlelsahd revenue of $100 million. 
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DATE: 
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JAY DUNN - DEPITIY DIRECTCW, OFFICE OF BUSINESS LIAISON 
NEW MARKETS INITIATIVE 
JUNE 8.1999 

SHAWN KAHLE; FRAN WAKEM 

Thank you for sharing the informatian on die President's tusw America's NewMtrrkea 
buHatk̂  It U a veiy otcitmg concept, and one that Kmart would ht vciy mtiirested in 
exploring. 

Kmart Coiporation hai, especial̂  fbr the past several year*, been increasing development 
and expanding its presence ia a number of urban area commumties, induding cilies such as 
pemat, Nev York (Queens and the Bronx), PhiUdelphi* and Chicago. Tlie Corporation 

updated older stores, converted acquired propertocj to Big Kroan stores, 
and built new, modem stores in these communities. We are vety exdted about ihe new 
Super Kmart rBoeiufy opened in Detroit. Kmart ia proud to be the first major x«tailer to 
build b the ci^ m many years, and we hope our commitment wiD encourage other 
busineases to romvesi in the City and help bring h back to pro«p«rî . 

Floyd Han, Smart's Chairman, Prctideut and CEO, is interested b joining the President, 
Ktenben of Congress and other biwiness leaders on a portion of the Presideni's "irdc 
mission" tc these untjq̂ pcd domestic markets. 

rd very vaaxh. Uke to diacuss further with you the communiiiea tour details. I'd be happy to 
mee( with you in Wishington, or speak telephone, at your eariiertc^ 
aty assistant to contact your office later this weak to confinn a convenient date aad time for 
US to meet or talL 

DalcjApley 
Divisional Vice Preudent 
Public Policy 
Kman Coipoi alion 
248.643-1623 
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mam 
Midstate 
investors 
make first 
sizable buy 
Fund is concentrating 
on telecoramunications 
BvCETAHHWAim 
StaJfWrUer 

An investment ftind recently 
fonned by several Midstate business-
inen has completed its first acquisi­
tion, joining senior managers of a 
Kentucky-based maker of telecom­
munications equipment in an $8 mil­
lion buyout ofthe company. 

Tennessee 
I Valley Ventures 
I has raised $10.5 

million to invest 
in management 
buyouts of South­
east finns, such-
as Lexington, 
Ky.-based Multi-
link Inc., said in­
vestment execu­
tive Andrew W. 
Byrd, the ftmdls 

raanaginggeneral partner. 
^Management buyout groups, such 
Itennessee Valley, join the man­

agement team of a company to buy 
the business. 

BYRD 
I 

Making acquisitions, oiten fi­
nanced t&ough borrowing, the fUnds 
infuse eiqjertise and money in a busi -
r(ess to increase its value. 

In return, they hope for a gain on 
their equity stake through several op-
4idns, including sale ofthe company. 

"The private equity business has 
been a very profitable investment ve­
hicle," said Byrd, head of the invest­
ment firm bearing his name. 
,Companies unable to tap the pub 
lie markets often turn to private 
sources such as investment ftmds. 

Tennessee VaUey Ventures will fo­
cus on joining buyouts of small and 
medium-sized firms with a focus on 
the telecommunications business. 
- .v 'The industry focus reflects the 
. presence of investors on its advisory 
^̂ }oard, such as John McDonald, for-
^n r̂ president and chief executive of 

el Finance Corp., and George 
tî Iivan, I former president of A+ 
pommunications and Northem 
efecom IntemationaL 
Investogr Gitin H. Ingram II, cô  

president of Nashville-based Ingram 
lustries, also serves on the t)oard. 
iesides Byrd, and Charles Sell, di-
• or oif kdqtiisitions for Andrew W. 
1 & Cc L, investors on the fimd's in­
dent board are Columbia/HCA 
ident and CEO Jack Bo vender; 
[ Cooi>er, maha^ng partner with 
yland Commons LLC; and David 

ley Jr., chairman and president of 
IeyBrqs.-Aihtree Capital. 
3ebt financing for the acquisition 
"tulti-Link,. which makes devices 

bat allow telephone lines to handle 
Qultiple transmissions such as voice, 
jata and fax simultaneously, was pro-

jvided by Bank of America. • 
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TENNESSEE VALLEY VENTURES' INVESTMENT BOARD 

Andrew W. Byrd 
Andrew Byrd is Chief Manager and President of Andrew W. Byrd & Co., L L C . 

Before founding the firm, he was a PrincqjaL, Director and Executive Vice President for 
GenCap America, a regional venture capital firm. 

Mr. Byrd is recognized as a leader in the management buyout sector, with 
experience covering a diverse array of industries and real estate. Over the past 13 years, 
he has served as investor and senior manager of three buyout fimds. He holds a Masters 
degree in Taxation fi-om Georgetown University and J.D. and B.A degrees fi-om 
Vanderbilt University. 

Jack O. Bovender, Jr. 
Jack Bovender is President and Chief Operating Officer of Columbia/HCA 

Healthcare Corporation. During his previous tenure with Hospital Corporation of 
America, he was instnunental in the success of the buyout and initial public offering of the 
company. He is a director of three NASDAQ and four private companies, and formerly 
served on the boards of the American Hospital Association and the Federation of 
American Healthcare Systems. He holds M.H.A. and B.A. degrees fi-om Duke University. 

David W. WUey, Jr. 
David Wiley, Chairman and President of Wiley Brothers-Aintree Capital, L.L.C. is 

highly respected as a leader in the investment field. He has served as a director of 
NASDAQ, Inc. and as a member of the Board of Governors of the National Association 
of Securiries Dealers. Mr. Wiley holds J.D. and B.A. degrees firom Vanderbilt University. 

John Cooper 

Through his previous capacities as Managing Director for the Wall Street firm of 
Unterberg-Harris and as Vice President for Lehman Brothers, John Cooper possesses a 
wealth of experience with investments in small and mediiun-sized companies. He also 
serves as General Manager of PLC and Maryland Conxmons, two limited-liability 
corporations in Nashville. Mr. Cooper holds a B.A. from Harvard University and an 
M.B.A. fi-om Vanderbih Universtty. 

Charles G. SeU 
Charles Sell, who serves as Director of Acquisitions for Andrew W. Byrd & Co., 

has long e7q)erience with equity and debt financing through positions with Wiley Brothers-
Aintree Capital and J.C. Bradford & Co. He also has worked with Technology Funding, 
Inc. of Califomia, a venture capital conq)any, and with the Treasurer's oflSce at Stanford 
University. Mr. Sell holds a B.A. fi^om Brown University, a J.D. fi-om Vanderbih 
University and an M.B.A. fi-om the University of Chicago. 
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TENNESSEE VALLEY VENTURES' ADVISORY BOARD 

Orrin H. Ingram II 
Orrin Ingram serves as Co-President of Ingram Industries of Nashville, and has 

served in several other capacities for Ingram Metals and Ingram Barge Company He 
holds a B.S. fi-om Vanderbih University. 

John MacDonald 
John MacDonald served for 12 years as President and CEO of Northern Telecom 

Finance Corporation, which he launched in 1980. Under his direction, the corporation 
invested more than $4 bilhon in Fortune 100 companies as well as small, independent firms. 
He also served for eight years as Chief Financial OflScer and Vice President of Finance for 
Northem Telecom, Inc. He holds an M.B.A. from Fairleigh Dickenson University and a 
B.S. from the University of Bridgeport. 

George W. Sullivan 
George Sullivan has 38 years of experience in developing successfiil companies in 

the telecommunications field. Most recently, he was Chairman and President of Ring 
Medical, Inc., a provider of communicalions services to the healthcare industry. He also 
has served as President of Northern Telecom Intemational and was l*resident and Chief 
Operatmg Officer for A+ Communications. He also has served as President of Rockwell 
IntemationaFs worldwide commercial telecommunications group. He holds a B.S. from 
Boston University. 
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D E V E L O P M E N T F U M D 

F A C S I M I L E T R A N S M I S S I O N 

DATE: 

To: 

FROM: 

FAX: 

TELEPHONE: 

No. OF PAGES: 

May 3, 1999 

Cherie Carter 456-6218 

Ginger Lew (202) 293-8840, ext 237 

(202) 293-8850 

(202) 293-8840 

(including this cover page) 6 

Message: 

Cherie - Let me know i f I can be of any fiulher assistance. 

Ginger 

The infomjation contained in this fecsimile transmission is privileged and confidential infonnation intended only for 
the use ofthe intended recipient(s) named above. I f you are not the intended recipient, you are hcrcty notified that 
any copying of iMs conwminication or dissemination or distribution of it to anyone other than the intended 
r6cipient(8) is strictly prohibited. I f yon have received this coinniunication in eiror, please immediately notify us by 
telephone and destroy the original message. Thank you. 

2020 K Street, N, W., Suite 375 
Washington. DC 20006 

• Voice: (202)293-8840 • Fax: (202)293-8850 • e-mail: inmiiricstgitdfand.com • ^^r^.td^ujid com • 
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By Barbara Solomon 

Something. 

Ventured, 
„ Something J 

Gained 
A Guide to Venture Capital Funds for Women 

S T R U G G L I N G T O F I N D M O N E Y T O E X P A N D 

your business? You're not alone. Demand 
from women entrepreneurs for capital 
is exploding, along with the number of 
businesses they own-up by 89 percent 
over the past 10 years. Yet only a percent ot 
the $16 billion invested by venture capital 
funds in 1998 went to women-owned firms. 
Why aren't venture capitalists aggressively 
exploiting these fast-growing opportunities? 
n.^'^ason Women entrepreneuî  have historically operated service businesses. One reason, women wurep i;,vcstor6 want. Even women who have which typ.cally don t offer ̂ ^^^^ I^onununicaticns. health care, and technology, -^^ I Z n ^anee for most venture capital funds, says Anita Drummond. d.r«c-J o T o l ^ T n i i S ' ^ r small BusinL Adminis.ation's OfTice of Advo^<^^ 
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Where the Money Is 
In the leading venture capital firms'that favor women-run busmesses 

Women's Growth 
Capital Fund 

Phone: ZD2-342-1431; fax 202-34Z-1Z03 

hifo@womensaTowtbcapital.com 

Capital Across 
America 

p»iDnir615-254-1515: fax: 615-254-1856 

capxam® aol.com 

$30 miffion, including leverage Irom the Small Businejs Invest-
mant Cwnpany program, which is a partnerthip between itie 
SBA and venture lunds in the private sector. Venture funds that 
are licensed SBlCs can ogniTicantlY increase thesiieof their In­
veslnient pool wilh goveminam funding up to two lime* vhs pn­
vate capital already raised-

$28 miirion, incli>ding SBIC leverage 

None 

$S00,000 to $2 million 

Companias lhat manufacture or diitribute products, such as 
I plastic-injection molding: also, service busuiesses tuch as 
' human resources, insurance, or printina 

$500,000 to $1.5 million 

„ , tA — c •lui/.n • initiiuiional investors such as BankOna.FiretUnion Corp.. 

are women I 

YoumustbeabletoilBflneDrMptainvDurbujineisplanevenif | 
vouhlredwmeonetohelppreparaiLAlso.Ywumustindudea wderaf 
ttrong financial executive anfionflyouf top manaBei?. | 

A, campelliog executive suminaiY. prelerablv both written 
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Viridian Capital Inroads Capital Partners 

Phone: 415-391-8950; 
lax: 415-331-8337 

$Z4 million, induding SBIC leverage 

Phone: 847-8B4-2000: 
fax: 847-864-9692 

camngton®liu:oadsvic.coin 

$50 million 

Technology-based companies, induding communications, elec­
tronics, and SOftV«r« (inns. Also, health care firmi, especially 
those involved in biotechnology research or medical devices. 

$500,000 to $2 mUUon 

None 

m 
S3 million to $5 million 

1^ 

Institutional investorc, Including Bank of America and 
WeHs Fargo BanK. as wen as four individual investors, 
three of whom are women 

Company should have receded a patent or Tied a patent 
application, il appropriate. 

>^jia^J}uA8ininib^^ in btetech-
^ ^ ^ ^ ^ ^ ^ c i i i > i t i ! 1 inane]jianie(iti'' 

l? l r : ig^f i | iafa; i inSi i^ deVeloplriiBit in fhetaletiitrtmuniea-

I 
JL 
I 
I 
I 
I 
4 
I 
I 
I 
I 

Institutional invntors, primarily pension funds and banks: 
some individuat investors 

Sendaii<D^"lWWninaiy,;M 

in veritSfft^(jtM^?iji«t?^ 
'an(infa%iti'iii,(ii^us'v^n'i^^^ ' 
Jeri^ld .Ca i i r l n^ i i l i aii a.tfbhiey wittimora than 
ID yaati of isiijiieh"̂ r«» in'privat^ 
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its 

Money 
Telecommunications | 
Development Fimd 

Black Enterprise/ 
Greenwich Street 

Corporate 
Growth Partners Isabella Capital LLC 

..P sijce fn fjiwv^^ mw^aernant ipnq ̂ j^U^ 
V K je£EreySd6tt'̂ reî ou«lY>^Drke^ 

Sa<ihiBto;ii(W(irardfre«s'6'Co^^^ 
.1 Gibii isU^dr^en;^ has more (hen id years of 
I experience ioprwste equity Investing. 

I 
I 
I 
I 
I 
I 
f 
i 
I 
I 
i 

.1twugh!tiie.(und|j id 
•̂ r̂ ctopfiirt appli<»1i6lwX 
«xecu*« »unimatv. prefera^ry'f(y«-fnai|. 

itiaiugdnantahd'^iwki^ifti 
(t Ganibla.' i i i d ^ ^ i t ! ^ ] ^ stiate'p^ 
corpiitattf hav̂  vWnWtflit Mjdo^uwt Coiaoy is an 
attorney with expertisg in financing ̂ fld technology-

W O R K I N G W O M A N 
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Moreover, venture capiul firms tend to avoid gambling on 
an outfit run by someone who has not previously raised 
money in their market. 

"Ic's like women trying to get credit lo years ago-it*s 
very difficult when you don't already have credit," observes 
Patty Abramson, tnanaging partner of the Women's Growth 
Capital Fund in Washington, D.C. Another significant prob­
lem: Women simply don't know how to get in the door. 
"This is a relationship businesa." says Christine Cordaro, 
managiog partner of Viridian Capital In San Francisco 

I n t h e p a s t , there s been a 
disconnect between who has the 
money and who needs the money. 

"Unless you arc plugged into the referral networlc, it's hard 
to get the serious attention of an investor." 

But take heart. A handful of venture capital funds 
have been launched in recent years to provide expansion 
money to compaiues owned or run by women. The majori­
ty of these funds are managed by women, virho arc in 
tune with the business owners' needs and management 
styles. Women's Growth Capital Fund, for example, invests 
only in women-owned or women-led companies; others fo­
cus primarily, but not excJusively, on such businesses. "We 
don't want to discriminate the other way," says Whitney 
Johns, CEO and chair of Capital Across America in 
Nashville. (For more about the individual funds, what 
types of businesses they back, and how yoa can get in touch 
with them, see pages 61-63.) 

Beyond access to capital, several funds also offer man­
agement consulting services to help women expand their 
businesses. The funds don't necessarily get involved in a 
company's day-to-day operations. Instead, they provide 
expertise in management recrtiitmcnt and strategy develop­
ment and give referrals to support services and other 
sources of capital. They may also help entrepreneurs form 
strategic alliances with other companies or venture capital 
funds. "In die past, dierc's been a disconnect between who 
has the money and who needs the money," aays Johns, 
•We're reaching out to the guys who are already in the sys­
tem and b r i n ^ g them to the table." 

While each fund has its own investment criteria, most 
w i l l only provide capital to companic* that can »bow they 
arc "well beyond a scribble on a napkin," says Ginger Lew. 
managing director of the Telecommunications Develop­
ment Fund in Washington, D.C. If you're still in the early 
start-up phase, don't bother knocking on their doors. 
Instead, seek money from so-called angels who invest 
in fledgling firms. You might be a candidate for one of 

I I 

the funds if you can demonstrate that you have a well 
developed concept or product prototype and a first-rate 
management team, have been operating successfully for a 
couple of years, and arc perhaps already making money. 

The primary players among the funds listed here-
Capital Across America, Viridian Capital, and Women's 
Growth Capital Fund-make average investments that 
range from $500,000 to $a million. Other funds, such as the 
newly formed Black Enterprise/Greenwich Street Corpo­
rate Growth Partners in New York and Inroads Capital 

Partners in Evanston, Illinois, are willing to 
put up $3 million to $15 million. Most ven­
ture capital funds seek a 30 percent to 40 
percent annual return on their money. 

The key to catching any venture capital 
fund's attention is putting together a top-
notch business plan. People in the industry 
figure that out o f every 10 investments, 
5 vrill be total failures, 4 may barely break 

even, and only i will provide a big payoff. So, to increase 
their odds of coming out ahead, the funds scrutinize 
business plans from every angle. All funds, whether they 
favor companies run by women or not, look for well-
constructed plans that reflect a solid understanding ofthe 
business and market; introduce a strong team of managers; 
describe how the company expects to grow and achieve its 
financial projections over five years; and include an exit 
strategy for investors. "We arc being just as diligent about 
choosing the companies that are in our portfolio as any 
other venture fund would be-we don't lower die barrier," 
stresses Abramson. 

Unfortunately, fund executives say, women's business 
plans often lack convincing long-term Financial projec­
tions, sound maricedng analyses, evaluations of the compe­
tition, and realisdc cXit strategies. So, in putung your plan 
togedier. you might want to seek help from a management 
consultant or an organizadon such as die Center for 
Women & Enterprise based in Boston or Women Incorpo­
rated based in Los Angeles. 

Lucioda Duncalfe. who has used venture capital for two 
rounds of expansion Hnancing for her company. Destiny 
Software, points out that because venture capitalists make 
deals every day. they tend to have the upper hand in terms 
of positioning. So surrounding yourself with an expen-
enced team becomes especially important. "You're not » 
shark, and you're swimming with sharks, so you'd better 
buy a shark cage." she advises. "Otherwise, you'll get eaten. 

FinaHy, you should be pî epared to give up equity m 
your business to die fund. Many women balk at dns, no mat­
ter how badly they need die cash, says Lindsey Johnson 
Suddarth, co-CEO of Women Incorporated. •'Womco ar« 
often too mindful of how hard they have worked to build "P 
their companies," she says. "But diere's no odicr way tney 
can raise the venture capital they need to grow " W 
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May 14, 1999 

Mr. Orson Poilcr 
Deputy A.ssistant to llic President 
The Wliitc Mouse 
1600 Pennsylvania Ave., N.V/. 
Washington, DC 20500 

Dear Orson; 

As discussed earlier this week, 1 think I have an excellent candidate to consider for the 
President's upcoming tour of American cities with emerging markets. 

A Milwaukee Navy defense contractor has teamed up wilh a neighborhood organization to take 
people off welf are and into jobs, bring kids off the streets and into the classroom and attract new business to 
a once deserted neighborhood. This 15-year partnership has been extremely successful and can easily be 
replicated in other communities nationwide. 

Eaton-Navy Controls Division (NCD), a leading supplier of power and controls systems for the U..S. 
Navy lleet, is located on Milwaukee's northwest side, which once was cnme-ridden and run down. The 
company was having a hard time recruiting engineers and other professionals and could have left the area 
for a suburban location. Instead Eaton-NCD partnered with the Northwest Side Community Development 
Corporation (NWSCDC) and made a commitment to the community that has paid off for both sides time 
and time again. 

The partnership between the NWSCDC and Eaton has had many accomplishments, including the 

following: 

• Responding to low graduation rate, the partnership started a neighborhood alternative middle-high 
school in 1995. Today, that school has graduated 25 students and currently has 100 students enrolled. 
Nearly half of the first graduating class has gone on to college, and 20 local businesses, including Eaton-
NCD, support student internships. 

• With the introduction of Wisconsin's W-2 program, the partnership helped design a worker training 
program to prepare longtime welfare recipients for union jobs. Of the first 21 graduates, 19 remain 
employees of Eaton with one recently promoted to supervisor. Currently, the fourth such training class 
is under way to help Eaton and other neighborhood businesses train employees, 

• A supplier linkage effort is under way to encourage Eaton-NCD suppliers to establish facilities in the 
central city neighborhood and for the company to purchase more goods and services from local 
companies. Already the effort has helped a local minority-owned travel agency stay in business and 
prosper, and other purchasing arrangements are being secured with local small and minority businesses. 
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Page Two 
May 14, 1999 
Mr. Orson Porter 

The business rcsuHs of this partnership include a I'oui -ycar, I VO-j-icrccnl gi^wlh in i ;aton-NCT3's 
business and a 50-pcrcent increase in the company's workl'orcc since 1994. The ncighboriiood benefits of 
this emerging market are even more outstanding with the revitalization ofa oncc-downtioddcn 
neighborhood, stepped up neighborhood security and safety, successful conipany-sponscnetl neighborhood 
watch programs, new housing efforts and more. Enclosed is additional information on the effort. 

1 urge you to consider Milwaukee's northwest side and this partnership for a stop on the emerging 
markets tour. We can visit the iniddle-high school, tour the neighborhood, attend a block watch meeting, 
meet with the job trainees and more. 1 will follow up with you, or plca.se feel f ree to contact mc at 
(414)276-6237. 

Sincerely, 

Evan N, Zeppos, APR 

Enclosures 


