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DETROIT - Youth Opportunity Site

Description of existing project: 3
On March 25, 1999, the City 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
comprehensive 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 of the 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 |'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.) Fll 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, Modell*s, 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. Itis 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.
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SAFEWAY inc.

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. | am disappointed that | will not be able to attend. | 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. | 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 \
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 two Baltimore inner
city locations in the last two 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

Recycled
Paper



grocery shopping options and made thousands of employment opportunities
available to residents in these neighborhoods.

Our thanks again for the invitation, Mr. President.";l am sorry | cannot attend,
however, | do look forward to learning more about your New Market Initiative.

Sincerely,

% A b-A

Steven A. Burd
Chairman, President and Chief Executive Officer
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“In addition, most of the revenue from our stores remains in the local community
in the form of salaries and wages. waxes and other services. Rite Aid stores and personnel|
also arc active participants in community life, contributing time and resources to local
merchants associatious. business district beautification, neighborhood events-and
progrums. In many cases, Rite Aid has provided new opportunities for local pharmacists
unablc to remain in business because of pressures brought on by reduced revenue from
managed care,” Grass continued.

Rite Aid also reinforces jts commitment to urban communities through its
Mother’s Day Mammograms© program. The program cducates women 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 screenings.

“Our experience shows that stores in underscrved urban areas are among our most
P
successful venrures,” Grass added.

Rite Aid Corporation, based in Camp Hill, PA is on¢ of the nation’s largest
drugstore chains with approximately 4.000 stores in 30 states and the District of
Columbia with annual revenues of $11.4 billion, General information about Rite Aid,
including corporate background and press rcleases, is available through the company s
website at http://www.RiteAid.com.

Recent highlights of Rite Aid’s commitment to urban revitalization include:

New store at site of 1992 L os Angeles riots

In mid-January Rite Aid celebrated the grand opening of its first new Los Angeles
store, highlighting itls commitment 1o economic recovery in South Los Angeles.
Community and busincss leaders joined Ritc Aid CEO Martin Grass at the store located
on the comer of Rodeo and LaBrea. Rite Aid was cornmended for its commitment to the
communily, and the importance of compamies like Rite Aid investng in Los Angeles was
cmphasized. The comer was a site of devastation following the riots in 1992. Ritc Aid's
move into the community signals 4 major rebirth of business in the area

In adm 1d is committed to investing $55 million over the next year in

the city of LA alone, i/ncl ding new and remodeled stores throughout the inner city areas -
of South Centy, s Angeles, East Los Angelcs, the harbor district and the San Femando V
alley. The company is also slated to open two new stores in the City of Compton,

represcating an investment of $4.5 million in that city. Other urban regions of Southern

California to be served by new or remodcled Rite Aid stores include, Long Beach, Santa

Ana, Huntington Park, Baldwin Park and Gardena.

(more)
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Commitment 1o emploving San Francisco welfare recipients

Ritc Aid 1s planning a partnership with San Fraucisco Works, a program that
helps provide valuablc employment opportunities for San Francisco vesidents. Led by the
Chamber of Commeree, the Committee on Jobs and the United Way, San Francisco
Works was chartered in 1997 to prepare 2,000 men apd women 1o transition successfully
[rom welfare to work through proven screening, taining, placement and retention support
programs. Within the acxt 90 days Rite Aid will open three new stores in San Francisco
and will be hiring from the local communijties.

Rite Aid redeveloping entire block in Tacoma Hilltop arca

Ritc Aid will soon break ground on a $4 million project that will help revitalize
the Ililltop, 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 future economic developments. The 16,000 square (ool store will employ
Hilltop neighborhood residents.

Partnering with co ity constructio irin in Philadclphi

Lo mid-1996 Rite Aid reaffirmed its commitment to urban retailing by partnering
with a community development group to relocate a store in inner-city Philadclphia. The
relalionship with the Greater Germantown Housing Development Company (GGIIDC)
cnsured local hiring of all subcontractors, architccts, engincers, and other construction
consultants. In addition, the GGHDC handled all phases of the construction process and
assisted in the hiring proccss for in-storc positions.

Also, in Janwry of 1996 Rite Aid leamed with the Jefferson Manor Community
Development Corporation and the Girard Avenue Business Association. A statc-of-the-
art Rite Aid phammacy was opened in a depressed North Philadelphia neighborhood,
where mare than a quarter of the residents were unemployed and the nearest drugstore
was blocks away. Most of the 18 store employees were hired from within the
neighborhood. Community lcaders commended Ritc Aid saying the storc serves as a
building block to help revitalize their neighborhood.

Ritec Aid parmering with New Yark City as a foundation for urban development
Recendy, Rite Aid CEO Martin Grass commiitied 10 a project sponsored by New

York Mayor Rudolph Giuliani called “Jhe ANCHOR Pro .’ Developed in
conjunction with the New York City Partmérship, the program is dedicated to the

(mare)
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deveiopment of commercial properties in economically challenged neighborhoods in
which residential housing also is being developed. Last October, Mayor Giuliani
announced Rite Aid’s participation in the first “Parmership Plaza,” 20,000 square-foot,
$3.4 million commercial plaza in Bedford-Siuyvesant, Brooklyn. Rite Aid will anchor
the plaza and create 15-20 new jobs in a neighborhood desperately in need of them. All
of the hiring will be done on-site and Rite Aid will work collaborativcly with the NYC
Partnership’s job training component to ensurc that acighborhood residents have access
to these jobs.

In addition 1o its 142 storcs operating throughout New York City’s ‘
neighborhoads, 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 joins with Citv of Buffalo to reclaim blizhted sites

Working together, Rite Aid and the City of Buffalo have already made significant
prograss in changing blighted areas into attractive, lax-paying neighborhood drugstore
locations. Rite Aid is the only myjor retail drugstore firm solidly committed 1o building
new stores in every area of Bulfalo. In 1993, Buffalo Mayor Jimmy Griffin and Rite Aid
undertook this ambitious program, which is continuing with the solid encouragement of
Mayor Anthony Masiello. In the past five years, Rite Aid has constructed | | drugstores
in the city’s blighted areas at a total project cost in excess of $15 million. Each store
employs abour 20 full-and-partstime people. Rite Aid plans to add five more stores in
urban Buffalo over the next two years.

Commitmen ing i ices in

On June 11, 1998, Rite Aid CEO Martin Grass will host the grand opening of the
first of ten new stores planned for Detroit. The storc serves an urban, low-incomce '
neighborhood without easy access to a full-service drugstore. While other retailers are %%
only just discovering the opportunitics Detroit offers, Rite Aid Jeads the pack in its
commitment to Detroit and its investment in the city. Rite Aid has earmarked
approximately $25 million for the planned rollout of ten new stotes in Detroit. Rite Aid
has also committed more than $3.5 million for the renovation and remodeling of an
additional five storcs in Detroit this year.

Commitment to Cleveland's inner-city neighborhoods

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. Ritc Aid’s Cleveland initiative started in
mid-1996 with the opening or its first prototype store in the Five Points area of
Collinwood. Each new store represents an investment upwards $2 million into the
neighborhood,

(more)
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Rite Aid built its first Empowerment Zotie, statc-of-the-art prototype store in
Baltimore in 1996. With the opcning of that store Martin Grass announced plans 1o
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 was honored by
Baltimore’s Inner City Community Development Corporation with a community
development award for his commitment to creating a network of acighborhood
pharmacics that offer customers competitively priced, quality health-care and
convenience shopping services.

id makes a

Rite Aid announced in mid«1996 an investment of more than $10 million to
develop six new pharmacics in Newark. Mayor Sharpe Jamcs commended Rite Aid at
the Grand Opening of a Clinton Avenue store for creating over 100 ncw Jjobs for local
Newark residents.
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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 $18 billion (net
$6.7B after depreciation) —

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

[y

e 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.

e Locations are: Albany, Ga.; Paducah, Kent(Gna/elﬁllle,’RAIiss.?Orangeburg, S.C
Total employment: 400 this year, 600 next.(

BellSouth Support of Education

e Through edupower3 program, BeliSouth is continuing its investment in integrating
technology into public schools

« Every superintendent in our territory 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 newboms 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, rural 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.

e 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
information 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 ambutance
transportation. Parents also know instantly the diagnosis of their children via
telemedicine. Other telemedicine pragrams in Mississippi towns of Collins,
Bay Springs, Waynesboro and the South Central Regional Medical Center in
Laurel

#2: Distance Leaming 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 award-
winning science teacher Peggy Carlisle 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 Murrah 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 mail 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 McWillie 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

e 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.

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

kk TOTAL PAGE.BA4 *x*
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New Amarica Strategles Group
EW ERIEA 40 West 23rd Street

New York, New York 10010-5201
8 E l Tel: 212-727-5118

Fax: 212-727-5164
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To:  Jay Dunn, The White House
From: Al Schreiber

Re: The President’s July 6, 7, 8 Tour )

Jay, here’s the outline of what we believe could be a terrific “event” as part of the
President’s minority tour.

The White House 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/T'V outlets are the “drumbeat” of the minority community and
according to research, enjoy an 80% - 100% higher “trust” level among minorities than
the “‘general market” media.

And because of the 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 number has increased between 200% - 300%.

Their support comes from both 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 mvited 100 or so of the outstanding minortity media outlets --- along with a
cross-section of their key local and national advertisers.
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And because they 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 position, working with the White House t5 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.



.

Ci0 L

4rb

NV

Advertising |sws: s

True North takes the lead in aiding agencies and

media owned by members of minorities.

FFORTS o increase the con-

sideration given o mullicul-

tural consumiers are gainjig
D momentum as one of the 10 largest
T, 8gency companies, True North Com-
_ munications in Chicago, takes two
Npig steps 1o embrace media aullets
Jand agencles specializing 1n adver-
tising almed al members of mwor-
~iltes,

True North, the world’s No. 7 agen-
Cy coropany, with billings estimated
at $11.6 billion, is scheduled to an-
Dounce lhe steps al a wews ponfer-
ence this ntorting in Washlaglon un-
der (he aegis of the American Adver-
bistng Federation. Olficials of the
federation are among the industry
Nigures acceleraling Lhe search for
ways o increase diversity in re-
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aclivist organizallons and the Clin-
1on Administration.

*The leadership of True North
shows us that the greatest music is
made with many votoes,” Vice Presi-
denl Al Gore said in a stalement
released bedore the news conlerence.
‘'l encourage other campanies to [ak
low suit and sign on.”

Executives of True Norih are o
announce their endorsement of a vol-
bnlary code of canduct (o insure thal
agencies and medis owned by minor-
lttes gel what is deemed Lheir fair
share ol atleatinn when ad dollars
are spent. True North, which owns
agencies kike Foole, Cone & Belding
and Bozell Vorldwide, would become
the first large ageocy oompany to
eadorse the equal opportanities code,
known as the Kennard Principles for
Fairness in Communications after
Wililam E. Kennard, chaicman of the
Federal Communicatrans Cornmis-
sion

Mr. Kennard has taken an active
role in this issue since the comrmis-
sion released a stedy in Jamoaty
concluding that radlo stations with

ences drew less ad revenue per lis-
terer (han maimy(ream stations —
even in markets where they enjoyed
higher ratings.

“I'm delighted o sep the advertis-
Ing industry moving to address these
issyes,” Mr. Kennard satd In an In-
terview last week “It's a great Hrst
slep.”

.

The commissian has calted for ad-
ditlonal research an adwvertiser
spending patierns in radlo becanse
Lhe study did not specily the arigin of
the revenue discrepancies between
statiena. But owners of stations with
programming slmed al members af
minorities camplained about what
they termed “dictates" 1o agencies
{rom clieats calling for "'minority
discounts”™ — paying lower rales for
commerclals oo their statlons — and
ibe avoidance of siatians with Span.
ish-language or “urban" — black —
formars,

“Those practices are pernicious,”
Mr. Eeanard said, “based on misin-
lormatien and sterectypes. The way
Lo solve such problems is o shine a

ADDENDA

Top Executive

Becomes Consultant

Charles Taney, a longtime 1p ex-
ecutive ar the New York office of
Foote, Cone & Belding, a unit of Teue
North Communications, is leaving,
lhe agency said yesierday, » join a
consulting campany, effective an
April M.

Mr. Tarey, 5], has beea chairman

at the New York oHice of Foote, Cone
<mre Nocomhar  and  hefnre that

1897, the council reported yeslerday,
feeled by large peroentage Ealns |n
several media categories.

The council, which conrdinates Lhe
ad industry's pyblic-service effarts,
reported that medla outlets danated
an estimated $1.2 billion In commer-
clal lime and ad space in 1938, vp 21
peccent rony §995.8 million in 1987,

Radlo was the most generous do-
oor, providing $714.8 milllon worth of
commercial Hme, according to lhe
councll, a 24.6 percenl increase Irom
1097 Radin was Pl -4 v -

True North's endorsement af the
code is impartant, Mr. Kennard said,
because it represents sell-regulation
rather than Government imterven-
tton

“We want to work with them,” be
sald, referring 1o agencies and ad-
vertisers, "as opposed to diciating to
them.”

Wally Snyder, president and chief
execulive of the federation In Wash-
ington, agreed with Mr. Xennard.

"This is 8 marketptace solulian,*
Mr. Snyder said in an Interview last
week, “not 8 Govemmenl solution.
Clieats are golng tn act an their own
best tinancial interests, not on 2 po-
litieal agenda.”

Mr. Snyder also praised True
North, whose agencies create cam-
paigns for advertisers Jike the Bapk-
America Corporation, the Dalmler-
Chrysler Corporation, Levi Strauss &
Company and 8. C. Johnson & Son.

“This is the turing point we've
been waillng for,” Mr. Sayder said,
adding: ‘'We've been eacouragiog
agenctes and clients o reslly go af-
ter this molticultural audience be-
cause | is gne with 2 great deal of
ecangiic clost Now I think olher
agencles will follow True Norlh”

The True North execwlves alsp
plar o anncunce the tormation of a
media services agency dedicated to
helping  mainstream  advertisers
with planning and baying ad space in
ethnic publications and commercial
time an elhnic televisian and radio
networks aod stallons.

“I's right for the tmes,” said
David Bell, who was recently named
chairman and chiel executive al
Troe North. “We have a tapesiry In

N THE MEDIA BUSINESS _
spanse (o intensifying pressure from  black and Spanish-speaking eudi- lght en them. America, and markedng needs (o

address that "

The media services initiative, (o be
called New America Meadia Graup,
will represenl a partnership between
two units of True North based in New
York: TN Medis, which bzndles me-
dia planning and boying for accgunts
with billlnigs estimated at awre than
$2.6 billton, and New America Sirat-
egies Group, which offers muliicul-
tural marketmg consulting services.

"“This market has reached critical
mass, with buylrg power greater
than ever,” said Mike Drexler, chair-
map at TN Media “It can no lenger
be ignored or given short shrift.”

“We believe wa can make a big
contribution to helping advertisers
apalyze multicultaral markets for
thelr products and services,” be add-
ed, “and then |0 place their ads to
reach those markets b the most
effective way.”

The new medla group will be led
by three media diteciors from agen-
cles under the New Amertca Sirat-
egles umbrella: LaTanye Juntor, 335,
&t Stedman Graharo & Parmers, spe-
ciallzing in campalgos aimed at
black coosumers; Caleb Windover,
34, at Sibaney HSA, for Hispanic con-
suroers, aud Khaoh Kach, 28, at a
True North affiliate, Imada Wang
Communications, for Asian-Amert-
can consymers,

“Ethnfc media have always been
the extra guest at the party,”’ said Al
Schrefber, managing partner at New
America Strategies. “Now they'll be
the guest of honor as adverlisers
move [rom tokeg budgets to budgers
that reflect the reality of today’s
markelplace, where mulbcultural
cansumers are (e growth market.”
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' Midwest auto dealer-

His success gained recognition fromn the
Carter administration , which appointed
him the volunteer president of the Overscas

RT JOHNSON

WALL STREFT JOURNAL
yn savs his firm’s rise
lly of the largest biack-
reflects the best and

Private Investment Corp.. an agency that

on in sales last year.

4 ewe]]m owes his ascent  arranges insurance for the overseas opera-
o:4lie | rggent shrinkage of  tions of many U.S. companies. There fron
_. mpany, TLC Beatrice 1977 to 1981, he raised his identity nation-

wide among the white business community.

inNewYork.a 0
Banking resources he had never

“ ! Company Business (in millions) .
- i mu;un-]n dreamed of began to open. Says Mr.
American business in 1 Philadelphia Coca-Cola Soft drink and water bottling $389 ; gﬁlf‘w.Ierellyn Llewellyn, “1 regmember gvalking y“p the
1, 1 have been around a Bottling Co. . - hiscontempo-  stairs of one guy's club in Atlanta, passing
yasic business, bottlin Johnson Publishing Publishing. broadcasting, TV 372 2 - ;',il;ganledlomn a big 51 statue gf Robert E. Lee, and lhmls_l_ng.
t indicates stabilit 2 Co., Chicago production, hair care and cosmetics ; wgd;_@e;lgp'any partic- Okay, he’s welcome here but so am 1.
| owner of closely held ; ——— In 1985, he borrqwed heavily to pur-
Sola Bot(ling Co/“But 3 TLC ?eatrice International Manufacture and distribution 322 chase the Philadelphia Coke plant. Soon af-
‘Gee. there's gothing Holdings Inc., New York of grocery producls -~ ter he acquired majority ownership in an
up at the top/of that Active Transportation, Hauls cars and trucks 250 ABC television affiliate in Buffalo, N.Y.,
list.'” 4 Louisville, Ky. 10 retailers and in Garden State Cablevision Inc. in
Yet, with 1,700 - New Jersey. “I owed nearly $500 million
employees and $389 5 Bing Group. Steel processing and stamping 232 - there for a brief time.”
million in gales last Detroit % Now he has sold his interests in all but
\ vear, Mr. World Wide Technology Dislributes information- 201 - the Coke bottler, which he expanded by in-
+ adds: “I make solid 6 Inc., St. Louis technology products and services vesting heavily to quadruple his plant ca-
profits. So p —— = paclty and buying up distribution rights in
I'm not on thk inter 7 FUCI Metals USA Inc., Raw materials importer 200 ris of neighboring states. He is less in-
' pet?” Northbrook, il wolved wlthhd:ldyi -o- (rlarglwloaeratigns llrmn he
' That mighb not Granite Broadcastin Seller of commercial 194 once was—holding forth these days Irom a
bother hinﬁ. ut 8 Corp.. New York s air time h-rise office in New York. A heart oper-
some in the bla - last year has left hitn on doctor’s or-
business  commu- 9 H.J. Russell & Co., Construction, real estate 4 5
Atlanta development and airport concessi ecllned to attend the Black En-

nity say there is loo

magazine-sponsored banquet Sat-
nlght in Orlando, where he and other
black business owners were hon-

little high-tech 1 BET Holdings Il Inc., Cable TV programming 178
presence on the Was] -B- and publishing e
ranking of the Top -

can-owned industrigl S P tensg apaine

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 ruse 23% 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-tech is
rapidly becoming the malnstream,” says
Don Barden, chief executive officer of Bar-
den Cos., a Detroit-based company with in-
terests in casinos and real estate. He does
expect younger entrepreneurs to move in
that direction, he says. “It won't be that
long hefore a high-tech company Is at the
top of the Black Enterprise list.”

On the horizon may be people like
Kendric Bryant, the 27-year-old founder of

ses, annually prepared
magazine. Just 6% of
es come from technol-
nies—compared with
st U.S. corporations.
rprise Top 100, an-
night at a conference
:ine in Orlando, Fla., is
* businesses that have
for black ownership:
wod companies, beauty-
ninority-targeted pub-
Dow Jones & Co., pub-
aper, was a sponsor of

‘thing away from what
s accomplished, but we
admittance to Silicon
G. Graves, chairman

25511 leave it to younger ones to cele-
(e'3the says. “I expect to see great

a Nashville-based start-up called g from them.”

Solutions. "I think a lot of us mistakeplyZ
believe it's too expensive to get slarled.
he says. Trying to get exposure for”higZ
business, Mr. Bryant mingled at a conf
ence cocktail party last week with an ¢
laptop computer in hand to demonstrs
his commercial Web site-building capabil
ties. “You really don't need much eq
ment; it's more about your skills.” -2
Front and center now Is Mr, Llewel
the only African-American among the;}0
or so U.S. bottlers of Coke. His firm is Coc
Cola Co.'s fifth-largest American bo
Taking into account car dealerships, v
Black Enterprise ranks separately,
one black-owned business actually ecl
Mr. Liewellyn's in the U.S. It's led by
Please Turn to Page B4, Column §,
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Eiimbing to the Top of Black Businesses

By Rosrrt JOHNSON
Staff Reporter of Tit12 WaLL STREET JOURNAL

J. Bruce Llewellyn says his {irm's rise
to the top of a new tally of the largest black-
owned companies reflects the best and
worsl about African-American business in
the late 1490s.

"On the one hand, [ have been around a
long time in a very busic business, bottlin
soft drinks, so that indicates stability,”
says the Tl-year-old owner of closely field
Philadelphia Caca-Cola Bottling Co/ “But
you could also say, ‘Gee, there's gothing
really new and lot up at the top/of that
list.”"

Yet, with 1,700
employees fand $389
million in &
vear, Mr.
- adds: "I me
profits. So

bother him,
some in the bla
business  commu-
nity say there is too
little high-tech
. presence on the
{M ranking of the Top
100 African-American-owned industrial
and service businesses, annually prepared
by Black Enterprise magazine. Just 6% of
the list’s overall sales come fromn technol-
ogy-related companies—compared with
20% for the 100 largest 1).S. corporations.

The 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-
lisher of this newspaper. was a sponsor of
the conlerence.)

"Not lo take anything away from what
Bruce Liewellyn has accomplished, but we
need o gain more admittance to Silicon
Valley,” says Earl G. Graves, chairman

Ranking Afri

Black Enterprise

erican-

Last Yesr

Company Business (in millons) Ranking
Philadelphia Coca-Cola Soft drink and water botting $389

1 Bottling Co. .
Johnson Publishing Publishing, broadcasting, TV 372 2
Co., Chicago production, hair care and cosmetics

3 TLC Beatrice International Manufacture and distribution 322 1
Holdings Inc., New York of grocery producls

4 Active Transportation, Hauls cars and trucks 250 4
Louisville, Ky. to retaiters

5 Bing Group, Steel processing and stamping 232 5
Detroit

6 World Wide Technology Distributes information- 201 11
Inc., St. Louis technology products and services .

7 FUCI Metals USA Inc., Raw materials importer 200 22
Northbrook, .

8 Granlte Broadcasting Seller of commercial 194
Corp., New York air time

9 H.1. Russell & Co., Construction, real estate M/rﬁ 8
Atlanta development and airport concessi '

BET Holdings il Inc.,

Cable TV
nd pub!

178 7

programming
ishing

Source. Black

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 23% to 70,400.) ;
Some blame difficulty raising capital
for the shortage of black-owned technology
firms. Bul whatever the reason, the short-
age “should be a wake-up call. High-tech is
rapidly becoming the mainstream,” says
Don Barden, chief executive officer of Bar-
den Cos., a Detroil-based company with in-

terests in casinos and real estate. He'does .
expecl younger entrepreneurs to move in -

that direction, he says. “It won't be that.

long before a high-lech company Is at the

top of the Black Enterprise list.” " . ~:""
On the horizon may be people.like

Kendric Bryant, the 27-year-old founder of 3

=

Solutions. “I think a lot of us mistakenly
belleve it’s too expensive to get started,”
he says. Trying to get exposure for his

business, Mr. Bryant mingled at a confer-

ence cocktail party last week with an open
laptop computer in hand to 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
-or s0U.S. bottlers of Coke. His firm is Coca-
Cola Co.'s fifth-largest American bottler.

e g Into account car aealerships, which
Black Enterprise ranks separately, only
ne black-owned business actually eclipses
~Mr, Llewellyn's in the U.S. It's led by for-
: Please Turn to Page B4, Column § .-

¥

a Nashvllle-based'slarl-up called Exposure'

Continued From Page Bt :
er Detroit Lions football star Mel Farr
Sr., whose chain of Midwest auto dealer-
ships posted $546 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 that has been
divesting units in a restructuring. '

Still, the tale of how Mr. Llewellyn
achieved the top spot among his contempo-
aries Is instructive. "I wanted to run a big
business, but I wasn't wedded to any partic-
ulay industry or technology and I didn't in-
ventanything,” he says. “The {irst business
I ever owned was a liquor store. It taught me
to watch the books, pay everybody on time
and/not to think of yourself as a black busi-
nesgsman. I'm a businessman, that's all.”

A newspaper printer’s son, Mr.
Liewellyn joined the Army Air Corps at 16,

coming a pilot and comnmissioned officer
tationed in Germany after World War II,
n 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 Harlem. Dur-
ing the next decade, he earned an MBA
from Tclumbiz Unlversity 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 world beyond Harlem.”

From 1960 to 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 the U.S. Small
Business Administration. “You learn a lot
about the realities of what works and what
doesn’t in a position like that," he says.

By-1969, he was ready to tnake a big bet.
“I mortgaged my house and sold just about
everything I owned to raise seed money to
buy a grocery chain in a devastated part of

.the Bronx that most investors and entre-

preneurs were avolding,” he says The com-
pany,:Fedco Foods Corp., had 10 outlets
and annual sales of $18 million. He gradu-
ally ‘built Fedco into the nation’s largest
black-owned supermarket chain—with 29
outlets and revenue of $100 million.
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MEMORANDUM

TO: JAY DUNN - DEPUTY DIRECTOR, OFFICE OF BUSINESS LIAISON
SUBJECT: NEW MARKETS IN[TIATIVE '

DATE: JUNE 8, 1999 ‘

oC SHAWN KAHLE; FRAN WAKEM

Thank you for sharing the information on the President's new Americs’s New Markes
Initizte. It is 4 very exciting concept, and one that Kmart would be very interested in
exploring,

Kmart Corporation hay, especially for the past several years, been increasing development
and expanding its presence in 2 number of urban area commuaities, induding cities such as
Detrait, New York (Queens and the Brorx), Philadelphia and Chicago, The Corporation
has remodeled and updated older stares, converced acquired properties to Big Kmare stores,
and built new, modern stores in these communities, We are very excited about the new
Super Kmart recently opened in Detroit. Kmarr is proud to be the first majot retailer 1o
build in the city in many years, and we hope our commitment wil encourage other
businesses to reinvest in the City and help bring it back 1o prosperity.

Floyd Hall, Kmart’s Chairman, President and CEO, is interested in joining the President,
Mesubers of Congress and other business leaders on 2 portion of the President’s “trade
mission” to these untapped domestic markets,

! I'd very much like to discuss further with you the comrmyniries tour details. I'd be happy to

| meet with you in Washingtan, or ﬁ z:elephone, at your carliest convenience, I will ask
oy assistant t:a]k. conract your office is week to confinn a convenient date and time for
us 1O meet Or

Dale ],

B
. P (]

Kmayt
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Midstate
investors
make ﬁrst

| Slzable buy

Fund is concentrating
on telecommunications

Saff Writer -

.An - investment fund recen
formed byseveral Midstate busmeg
men has completed its first acquisi-

ion, joining senior managers of a
entucky-based maker of telecom-
unications equipment in‘an $8 mil-
on buyout of the ‘company.

Tennessee
 Valley - Ventures

has raised $105
“million to invest
‘in management
buyouts of South-
east firms, such-
as  Lexington,
Ky-based Muiti-
Link Inc,, said in-
gesmxen(tir:xecu-
. “tivée Andrew W.
BYRD i " Byrd,. the fund's
_ managmggeneralpammr
. EManagement buyout groups, such
as Tennessee Valley, join the man-

agement team of a company to buy
the business.

TUESDAY, JUNE 1, 1999

. Making acquisitions, often fi-
nanced through borrowing, the funds
-infuse expertise 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-
Lians, including sale of the company.
~ “The private equity business has

jeen a very profitable investment ve-
icle,” said Byrd, head of the invest-
ment firm bearing his name.

- Companies unable to tap the pub-
lic markets often turn to private
‘gources such as investment funds.

Tennessee Valley Ventures will fo-
‘£us on joining buyouts of small- and
medium-sized firms with a focus on
the telecommunications business.

- The industry focus reflects the
presence of investors on its advisory
+hoard, such as John McDonald, for-

mer presxdent and chief executive of

$Brtel Finance Corp., and George
livan, | former president of A+

-__? Q municatmns and Northern

plecom International.
; Investo,r Ortin H. Ingram II, co-

Kyley Jr., chau'man and pmdent of
Mley Brgs.-Aintree Capital.

#Debt financing for the acquisition

BPMulti-Link, which makes devices
hat allow telephone lines to handle
Imultiple transmissions such as voice,
Idata and fax simultaneously, was pro-
'v1ded by Bank of America. ®

A
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TENNESSEE VALLEY VENTURES’ INVESTMENT BOARD

Andrew W, Byrd .

Andrew Byrd is Chief Manager and President of Andrew W. Byrd & Co., LL.C.
Before founding the firm, he was a Principal, Director and Exccutive Vice Pre31dent 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 funds. He holds a Masters
degree in Taxation from Georgetown University and J.D. and B.A degrees from
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 instrumental 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 from Duke University.

David W, Wiley, Jr.

David Wiley, Chairman and President of Wiley Brothers-Aintree Capital, L.L.C. is
highly respected as a leader m the investment ficld. He has served as a director of
NASDAQ, Inc. and as a member of the Board of Governors of the National Association
of Securities Dealers. Mr. Wiley holds J.D. and B.A. degrees from Vanderbilt University.

John Cooper

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

Charles G. Sell

Charles Sell, who serves as Director of Acquisitions for Andrew W. Byrd & Co.,
has long experience 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 California, a venture capital company, and with the Treasurer’s office at Stanford
University. Mr. Sell holds a B.A. from Brown University, a J.D. from Vanderbilt
University and an M.B.A_ from the University of Chicago.
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TENNESSEE VALLEY VENTURES’ ADVISORY BOARD

Orrin H. Ingram 11

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. from Vanderbilt 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 billion in Fortune100 companies as well as small, independent firms.
He also served for eight years as Chicf Financial Officer and Vice President of Finance for
Northern 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 successful companies in
the telecommunications field. Most recently, he was Chairman and President of Ring
Mcdical, Inc., a provider of communications services to the healthcare industry. He also
has served as President of Northern Telecom International and was President and Chiet
Operating Officer for A+ Comnumnications. He also has served as President of Rockwell
International’s worldwide commercial telecommunications group. He holds a B.S. from
Boston University.
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ANDREW W, ByrD & Co., LLC
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FACSIMILE TRANSMISSION

DATE: May 3, 1999

To: Cherie Carter 456-6218

Fron: Ginger Lew (202) 253-8840, ext 237
FAX: (202) 293-8850

TXLEPHONE: (202) 293-8840

No. OF PAGEs:  (including this cover page) 6

Message:
Cherie — Let me know if I can be of any further assistance.

Ginger

The infonmation contained in this facsimile transmission is privileged and confidential information intended only for
the use of the intended recipient(s) named above. If you are not the intended recipient, you are hereby notified that
any copying of this communication or dissemination or distribution of it to anyone other than the intended
recipient(s) is strictly prohibited. If you have received this communication in error, please immediately notify us by
telephone and destroy the original message. Thank you.

2020 K Street, N, W., Suite 375
Washington, DC 20006
+ Volce: (202) 293-8840 e Fax: (202) 293-8850 e e-mail: ingyirjes@tdfund.com ¢ www.tdfund.com +
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By Barbara Solomon

Something

Venture

Something

Gaine

A Guide to Venture Capital Funds for Women

STRUGCLING TO FIND MONEY TO EXPAND
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 2 percent of
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?
One reason: Women entrepreneurs have historically operated service businesses,
which typically dom't offer the fat profits investors want. Even women who have
e oved imho jazier industries, such as communications, bealth care, and technology,
O e ramming small businesses and looking for less than $2 million of fresh

capital—chump change for most venture capital funds, says Anita Drummond, direc-
tor of communications at the Small Business Administration’s Office of Advocacy.

Story conrinues on page 64.

60 WORKING WOMAN MAY 1999
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Where the Money Is

1 the leading venture capital firms that favor women-run businesses

Women's Growth i Capital Across
Capital Fund 1 America

ft
o

Phone: 202-342-1431; fax: 202-342-120

info®@womensgrowthcapital.com

$30 miltion, including leverage from the Smatt Business Invest-
mant Company program, which is & paringrship betwesn the
SBA and venttira funds in the private sector. Venture funds that I
are licensed SHICs can significantly incraase the size of theirin- I
|

yestment poal with govemmant funding up to two times the pn-
vate capital already raised.

Companias that menufactute ot distrbute products. such as
plastic-injoction malding: also, servics businesses such as
fuman fesources, insurance, or printing

Institutional investors auch as Bank of America, FrstUnion
Corp., BankBoston, and private investors — 70 porcent of whom
are women |

l Institutional investors such as BankQna, First Union Corp..
NationsBank, and individus! investors, including same women

D [REE LRI £1 P
You must be able 10 define or explain your business plan even it A campelling executive summary. preferably both written

you hired someane to help preparait. Also, yau mustinclude a and oral
strong financial executive amang yous top managers-

MAY 1999 WORKING WOMAN 61
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: A G
Phane: 415-391-8950;
fax: 415-391-8337

b $50 raillion

©

Technology-based companies, including communications, elec-
tronics, and software firms. Also, health care firme, especially
those involved in biotachnology research or madical davices.

.

Institutional investors, including Bank of America and Institytignal investors, primarily pengion funds and banks:
Welis Fargo Bank. as well as four individual invastors, some individual investors
threa of wham are women

Company should have tecsived a patent ar filed & patent
application, if appropriata.

y whia $pent 12 years [n mergers,
vilapment in the telecommuriicd-

AN MAY 4999
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Money

Black Enterprise/
Greenwich Street
Corporate i

Telecommunications .
Development Fund ! Growth Partners Isabella Capital LL.C

s

Phene: 513-721-7110;
fax: S13-721- 715

Phane: 202-293-8840;
fax: 202-293-8850

$60 million

I Technology anabled market-driven companies,
l l primarily in the Internst, health care, and
consumer industries
* Sl’ﬂ'- i l_
dly

l $500,000 to $3 mﬂhon. usually

$250,000 to $1 million
| in more than one round

Bell Atlantic, Black Enterprise magazine, Citigroup,
and other targe companies and pension funds

Interast payments eamed on deposits for
applications ta the Fadaral Communications
Cummusmn during spectrum aucuon:

nks;

Saeg Attachmant “A” an the application
{or a checklist of what toinclude. I

s Edwmlqwtl,!asmo?eﬂun 10 '_APanWVanthasq'm ha
. anceinfinx tand H‘i‘b@,?
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Moreover, venture capital firms tend to avoid gambling on
an outfit run by someone who has not previously raised
money in their market.

“[c’s like women trying to get credit 10 years ago—iC's
very difficult when you don't already have credit,” observes
Patty Abramson, managing partner of the Women's Growth
Capital Fund in Washington, D.C. Another significant prob-
lem: Women simply don'c know how to get in the door.
“This is a relationship businesa” says Christine Cordaro,
managiog partner of Viridian Capital in San Francisco.

(¥4 .
In the past, there'sbeena
disconnect between who has the
money and who needs the money.”

“Unless you are plugged into the referral network, it’s hard
to get the serious attention of an investor.”

But take hcart A handful of venture capital funds
have been launched in recent years to provide expansion
money to companies owned or run by women. The majori-
ty of these funds are managed by women, who are in
tune with the business owoers’ 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 exclusively, 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 you 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
cxpertise in management recruitment 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 venturc capital
funds. “In the past, there’s been a disconnect between who
has the money and who needs the money,” says Johns.
“We're reaching out to the guys who are already in the sys-
tem and bringing them to the table.”

While each fund has its own investment criteria, most
will only provide capital to companies that can show they
are “well beyond a seribble on a napkin,” says Cinger 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 ane of
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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 pechaps already making money.

The primary playérs among the funds listed here—
Capital Across America, Viridian Capital, and Women's
Growth Capital Fund—make average invesuments that
range from $500,000 to $2 milljon. Ocher funds, such as the
newly formed Black Enterprise/Creenwich Street Corpo-
rate Growth Partners in New York and Inroads Capital
Parwters in Evanston, IHinois, are willing to
put up $3 million to $15 million. Most ven-
ture capital funds seek a 30 percent to 4o
percent annual return on their money.

The key to carching any venture capital
fund’s attention is putting together a top-
notch business plan. People in the industry
figure th?t out of every 1o investments,
5 will be total failures, 4 may barely break
even, and only 1 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 of the
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 are being just as diligene about
choosing the companies that are in our portfolio as any
other venture fund would be—we don’t lower the barrier.”
stresses Abramson.

Uanfortunately, fund executives say, womer's business
plans often lack convincing long-term financial projec-
tions, sound marketing analyses, evaluations of the compe-
tition, and realistic exit strategies. So, in putting your plan
together, you might want to seek help from a mapagement
consultant or an organization such as the Center for
Women & Enterprise based in Boston or Women Incorpo-
rated based in Los Angeles.

Lucipda Duncalfe, who has used venture capital for two
rounds of expansion financing 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 exper
enced team becomes cspecially important. “You're not 8
shark, and you're swimming with sharks, so you'd bettef
buy a shark cage,” she advises. “Otherwise, you'll geteaten.

Finally. you should be prepared to give up equity n
your business to the fund. Many women balk at chis, no mat-
ter how badly they need the cash, says Lindsey Johnsor
Suddarth, co-CEQO of Women Incorporated. “Womcn 2ré
often too mindful of how hard they have worked to build up
their compaaies,” she says. “But there’s no other way they
can raise the venture capital they need to grow.” ¥
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May 14, 1999

Mr. Orson Porter

Deputy Assistant to the President
The White House

1600 Pennsylvania Ave., N.W.
Washington, DC 20500

Dear Orson:

As discussed earlier this week, I 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 with a neighborhood organization to take
people off welfare and into jobs, bring kids off the streets and into the classroom and attract new busimess to
a once deserted neighborhood. This 15-year partnership has been extremely successful and can casily be
replicated in other communities nationwide.

Eaton-Navy Controls Division (NCD), a leading supplier of power and controls systems for the U.S.
Navy fleet, is located on Milwaukee’s northwest side, which once was crime-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.

N The partnership between the NWSCDC and Eaton has had many accomplishments. including the
following:

e 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 businesscs, including Eaton-
NCD, support student internships. '

e  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.

o 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.

735 NORTI WATER STREET SUITE 628 MILWAUKEE, W1 532024104 PHONE: 414.276.6237
Fax: 414.276.2322  E-MAIL: zeppos@zeppos.com - www.zeppos.com
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May 14, 1999
Mr. Orson Porter

The business results of this partnership include a four-year, 170-percent growth in Eaton-NCD's
business and a 50-percent increase in the company's workforce since 1994, The neighborhood benefits of
this emerging market are even more outstanding with the revitalization of a once-downtrodden
neighborhood, stepped up neighborhood scecurity and safety, successful company-sponsored neighborhood
watch programs, new housing cfforts and more. Enclosed is additional information on the effort.

I urge you to consider Milwaukee’s northwest side and this partnership for a stop on the emerging
markets tour. We can visit the middle-high school, tour the neighborhood, attend a block watch meeting,
meet with the job trainces and more. 1 will follow up with you, or please feel free to contact me at
(414) 276-6237.

Sincerely,
Evan N. Zeppos, APR

Enclosures



