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Message Contents 

A r t h u r H. Rodgers w r o t e : 
> 

> I was wondering i f people had hea r d a n y t h i n g about C l i n t o n ' s APIC 
(America's 

> P r i v a t e I n v e s t m e n t C o r p o r a t i o n ) p r o p o s a l and what t h e y t h o u g h t about i t . 

> I t i s modeled a f t e r t h e g o v t ' s OPIC (Oversees P r i v a t e I n v e s t m e n t Co.) I s 

> t h e r e a good source o f i n f o on i t ? I a p o l i g i z e i f t h e t o p i c has a l r e a d y 

> been d i s c u s s e d . 

> Thanks 

I have been d o i n g e x t e n s i v e work on t h i s t o p i c , w i t h t h e Rainbow/PUSH 

C o a l i t i o n , t h e A p p a l a c h i a n R e g i o n a l Commission, and o t h e r s . There a re 6 

s e p a r a t e components t o what t h e White House c a l l s "The New Market 

I n i t i a t i v e s " , o f which APIC i s one. (My PERSONAL o p i n i o n i s t h a t t h e 

APIC d e s i g n c o u l d be a l o t b e t t e r . I t doesn't r e a l l y do what OPIC 

does.) Each has o v e r l a p p i n g b u t s e p a r a t e l e g i s l a t i v e , b u d g e t a r y , 

r e g u l a t o r y , and p o l i t i c a l i s s u e s . People a l s o have d i f f e r e n t 

p e r s p e c t i v e s on t h e p o l i t i c a l s t a t u s o f t h e package, and I would 

c e r t a i n l y welcome a d i s c u s s i o n on t h i s l i s t t o a i r these v a r i o u s v i e w s , 

and t o s t a r t c o o r d i n a t i n g s t r a t e g y . 

My u n d e r s t a n d i n g i s t h a t o n l y one o f t h e s i x i n i t i a t i v e s i s a c t u a l l y a 

done d e a l ( t h e SBIC LMI program). As a whole package, we s h o u l d g e t 

be h i n d t h e New Market I n i t i a t i v e s , and c a l l Congresspeople about p a s s i n g 

them. I've been t r y i n g t o i n s p i r e some s e r i o u s p o l i t i c a l o r g a n i z i n g 

around these i s s u e s , and am v e r y g l a d someone r a i s e d t h e t o p i c . T h i s i s 

one o f t h e most comprehensive, i f somewhat f l a w e d , a t t e m p t s t o address 

c a p i t a l access i s s u e s t h a t I can remember, and t h e r e i s a good, h i g h 

l e v e l team w o r k i n g on i t , which does seem t o be f a i r l y r e s p o n s i v e t o r e a l 

community development p r a c t i t i o n e r s - - c e r t a i n l y t o Reverend Jackson, who 

he l p e d spur t h e d i s c u s s i o n s i n i t i a l l y . I f people on t h i s l i s t have had 

d i f f e r i n g e x p e r i e n c e s w i t h t h e A d m i n i s t r a t i o n ' s e f f o r t , I would be v e r y 

i n t e r e s t e d t o hear. 

The l i s t and p o l i t i c a l s t a t u s (as f a r as I have heard) i s as f o l l o w s : 

1- -The SBIC new LMI program: t h i s i s a new c a t e g o r y o f SBA g u a r a n t e e d 

l e v e r a g e t h r o u g h t h e SBIC (Small Business In v e s m t e n t Company) program, 

c a l l e d LMI, Low-Mod Income i n v e s t m e n t s . I t l o w e r s t h e minimum 

c a p i t a l i z a t i o n r e q u i r e m e n t s f o r t h e SBA's " p a r t i c i p a t i n g s e c u r i t i e s " 

when i n v e s t m e n t s a r e made i n t a r g e t e d g e o g r a p h i e s o r p o p u l a t i o n s . T h i s 

i s a v e r y good t h i n g f o r t h e SBIC program. Only s h o r t c o m i n g i s t h a t i t 

doesn't p r o v i d e any t e c h n i c a l a s s i s t a n c e d o l l a r s f o r t h e e x t r a work t h a t 

LMI i n v e s t m e n t s o f t e n r e q u i r e . 

2- -APIC: The "American P r i v a t e I n v e s t m e n t Company" i s supposed t o be 

modeled on t h e OPIC (Overseas P r i v a t e I n v e s t m e n t Company)program, b u t 

i t ' s r e a l l y n o t h i n g more t h a n a g i a n t SBIC. Doesn't r e a l l y have t h e 



same l e v e l o t r e s o u r c e s i n terms o t i n c e n t i v e s , o r c r e a t i v e r i s k 

r e d u c t i o n programs analogous t o OPIC ( l i k e t h e i r p o l i t i c a l r i s k 

i n s u r a n c e , f o r example). APIC i s g o i n g t o be a p i l o t p r o j e c t , w i t h o n l y 

a l i m i t e d number o f l i c e n s e s g r a n t e d , and s p e c i f i c a l l y d e s i g n e d f o r 

mega-development p r o j e c t s adn p a r t i c u l a r g r o u p i n g s of i n v e s t o r s . The 

APIC name has become a s u b s t i t u t e i n some d i s c u s s i o n s f o r t h e r e s t o f 

the New Market I n i t i a t i v e s , w h i c h i s t o o bad, because i t ' s l i t t l e more 

th a n a m a r k e t i n g s p i n , and I o n l y hope t h a t i t doesn't become th e excuse 

n o t t o pass t h e r e s t o f t h e v e h i c l e s . I t does s t i l l r e q u i r e 

l e g i s l a t i o n . 

3- -NMVCC: T h i s i s a v e r y good new v e h i c l e d e s i g n e d t o p r o v i d e e q u i t y 

c a p i t a l t o VERY s m a l l b u s i n e s s e s (matching SBA l e v e r a g e t h r o u g h 

p a r t i c i p a t i n g s e c u r i t i e s ) , b u t t h e most d i s t i n g u i s h i n g f a c t o r i s t h e SBA 

matc h i n g GRANT f o r t e c h n i c a l a s s i s t a n c e . T h i s c o u l d be a v e r y i m p o r t a n t 

t o o l f o r community development--the SBA has been a d v i s e d by some o f t h e 

l e a d i n g community development v e n t u r e c a p i t a l p r a c t i o n e r s i n t h e c o u n t r y 

i n t h e d e s i g n o f t h i s program (are you o u t t h e r e Kerwin and Meg? Do you 

agree?) T h i s program DOES need l e g i s l a t i o n and s t r o n g l o b b y i n g , 

p a r t i c u l a r l y f o r t h e T.A. component. 

4- -New SBLC l i c e n s e s : The "Small Business Lending Company" i s a 

non-bank, n o n - d e p o s i t o r y l e n d e r which has access t o SBA 7a l o a n 

g u a r a n t e e s . C u r r e n t l y t h e r e are o n l y 14 l i c e n s e h o l d e r s , which were 

d o l e d o u t i n a v e r y s h o r t p e r i o d d u r i n g t h e e a r l y Reagan y e a r s . "The 

Money S t o r e " i s th e b e s t known example. Needless t o say, t h e y have n o t 

been e f f e c t i v e mechanisms f o r community development, and are n o t s u b j e c t 

t o CRA, so t h e r e has been momentum b u i l d i n g t o open up these l i c e n s e s t o 

CDFI t y p e and m i n o r i t y o r g a n i z a t i o n s . The p r o p o s a l on th e t a b l e i s t o 

g r a n t 10 new l i c e n s e s t o q u a l i f i e d l e n d e r s t h a t can demonstrate s t r o n g 

e x p e r i e n c e and c a p a b i l i t y t o do community development - l i k e l e n d i n g . While 

t h i s program does n o t r e q u i r e l e g i s l a t i o n , i t DOES r e q u i r e new 

r e g u l a t i o n s , and t h e l o b b y a g a i n s t these r e v i s i o n s i s i n c r e d i b l y s t r o n g , 

e n t r e n c h e d , and deep-pocketed. PLEASE, r e g i s t e r your o p i n i o n s w i t h 

Congress, T r e a s u r y , and the SBA. 

5- -Business LINC: A f i n e , revamped p u b l i c - p r i v a t e p a r t n e r s h i p t o 

encourage b u s i n e s s m e n t o r i n g . T h i s i s a c o m b i n a t i o n o f new and o l d 

programs whi c h l i n k l a r g e f i r m s w i t h s m a l l and m i n o r i t y s u p p l i e r s t o 

b r i n g them up t o q u a l i t y s t a n d a r d s , improve m i n o r i t y c o n t r a c t 

o p p o r t u n i t i e s , and g e n e r a l l y g e t t h e p r i v a t e s e c t o r i n v o l v e d i n these 

i s s u e s . I t s n o t s i g n i f i c a n t l y d i f f e r e n t from e x i s t i n g programs, and I 

don't t h i n k r e q u i r e s much p o l i t i c a l p r e s s u r e t o p u t t h r o u g h . 

6- -The New Markets Tax I n c e n t i v e : THE LINCHPIN TO THE WHOLE NEW MARKET 

PROGRAM. PLEASE CALL YOUR SENATORS AND REPRESENTATIVES!! T a k i n g a cue 

from t h e Canadian e x p e r i e n c e and t h e i r r e v e n u e - p o s i t i v e i n v e s t m e n t t a x 

c r e d i t s f o r t h e "Labor-Sponsored In v e s t m e n t Funds," t h i s p r o p o s a l i s 

des i g n e d t o h e l p c a p i t a l i z e q u a l i f i e d , community development i n v e s t m e n t 

v e h i c l e s by o f f e r i n g p e r s o n a l , and i n s t i t u t i o n a l t a x c r e d i t s t o 

i n v e s t o r s . I t h i n k t h e f i g u r e was 6% f o r each o f f o u r y e a r s . I hea r d 

Rubin say i t e q u a l e d 25% i n p r e s e n t v a l u e terms. I t ' s n o t r e a l l y 

enough, b u t i t ' s a s t a r t , and an i m p o r t a n t concept t o l o b b y on. T h i s 

one d e f i n a t e l y needs h e l p . 

I've a l s o seen documents t h a t d i s c u s s i n c r e a s e d CDFI f u n d i n g as p a r t o f 

t h i s e f f o r t . L e t ' s hope so. 

Some o f t h e A p p a l a c h i a n groups I've been w o r k i n g w i t h are h e l p i n g t o 

b u i l d some p o l i t i c a l w i l l around p a s s i n g t h i s package, and I know t h a t 

CDVCA s h o u l d be p u t t i n g o u t an e d u c a t i o n a l p i e c e f o r l o b b y i n g on t h e New 

Market V e n t u r e C a p i t a l v e h i c l e , b u t I don't have i t y e t . My sense i s 



t h a t the time t o r URGENCY on organizing around t h i s issue i s upon us. 
Even i f the programs are not p e r f e c t , and even i f we don't pass a l l of 
them, t h i s i s an o p p o r t u n i t y to get the issues out i n t o the n a t i o n a l 
dialogue. The SBA has been doing good outreach workshops, but they are 
r e a l l y only t a l k i n g about the new LMI investments f o r the SBICs, because 
the other ones aren't done. I'm anxious to hear everyone's feedback on 
t h i s , and whether there i s momentum to get going. 

Karen May 
VP f o r Economic Development 
Wilhelm and Conlon Public Strategies 
Chicago, I L 
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To: Sarah Rosen 

cc: 

Subject: STUDY: INNER-CITY SHOPPERS HAVE CASH, BUT STILL LACK ... 

Date: 01 /19 /99 Time: 11:29 
IStudy: Inner-city shoppers have cash, but still lack places to 

NEW YORK (AP) Despite having only a limited number of stores 
in their neighborhoods, inner-city residents still buy clothes, 
electronics and furniture more often than the average American 
household, a new study shows. 

While it 's been known that urban America is a largely untapped 
retail market, the study, which was released today, illustrates the 
significant purchasing power found in inner cities and what these 
residents want to buy. 

• Everyone is chasing after retailing in places like Beverly 
Hills, but very few are chasing places like the south side of 
Chicago," said Anne Habiby, director of research for the 
Boston-based Initiative for a Competitive Inner City, which did the 
study wi th the accounting and consulting firm 
PricewaterhouseCoopers. 

"What they don' t realize is that the inner cities have a much 
higher disposable retail dollar than almost any suburban square 
mi le." 

The study of 1,205 inner-city households was done by mail in 
October and November 1997, and the results were compared wi th an 
existing PricewaterhouseCoopers database of shoppers nationwide. 
The new report is a more detailed version of two other reports 
issued last June. The Initiative said this is the first time that 
such a vast amount of material has been collected on a national 
basis. 

The study shows that inner-city shoppers spend nearly 11 percent 
more on clothing annually than the average U.S. household. 
African-Americans buy the most, almost 30 percent more than the 
average American consumer. 

Many also spend generously on their homes. Forty-three percent 
of inner-city shoppers said they purchase furniture, compared wi th 
30 percent of all U.S. shoppers. 

Thirty-one percent of African Americans and 37 percent of 
Hispanics bought a television, VCR or stereo in the past year, 
compared wi th 25 percent of average U.S. households. 

When they shop, urban consumers have greater brand loyalty than 
the average population. They are also more apt to look for stores 
that accept credit cards and offer superior customer service. 

The study also highlights inner-city shoppers' demand for better 
prices, especially for groceries and clothes. 



While there is clearly room for growth in the inner cities, the 
market is still severely underserved. Most retail sales are 
relegated to small, specialty stops, which are expensive and carry 
only a limited inventory. 

The intention of the study is to show well-known national retail 
chains that there is a huge potential of the urban market. Only 
handful of stores, like the drug store chain Rite-Aid and Sears, 
currently operate stores in inner cities. 

The biggest push is for an increased number of discount chains, 
like Target and Wal-Mart, in urban areas. Inner-city shoppers spend 
significantly less than the average consumer at these stores, even 
though they are the biggest area of growth in U.S. retailing today. 
APNP-01-19-99 1145EST 
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and tiic coii.sunicr food prod­
ucts company is a bit more 
complex, but no less reward­
ing. Wi th the help of a third 
party, Stairsiei^ Ini t iat ive, a 
Minncajwlis organization that 
works ro bu i ld com in uni ty 
among Af r i can Americans, 
Calory foods was able lo enicr 
the highly compeiitivc frozen 
foods markel, expanding its 
established line of canned, pre-
seasoned,Southern-style veg­
etables. The alliance resulted in 
the formation of Siye/.a Inc. 
(South A f r i c a n for "We're 
coming"), the manulaciuring 
company o f Glory 's frozen 
foods, which is expected to 
generate $12 mill ion in sales 
t i l ls year, says Al l r e i l Bab-
in!;n)n-|ohnson, presidcni and 
Cl'.(.) ol die Siansicp l i i i i i , i i i \e 
CJonijianics . I IKI i h.in inan ol 
die board ui Si\ ey.i. 

" The Michc ic 1 ...ids 
( iencial Mills as.s<ici.iiuui is ihc 
sian ol .1 liend,' s:i\s C i.ir\' M . 

( lihlen, nianagmr, direcior aiul 
ijinsiiiiicr and rei.iilinv, aiciK si 
111 kiisi Alliaii)' f.iiiiiiics III Nc\'.-
Yurk. ' .Such deals will .iccclci-
.lie because CDiisiiniei markel 

iii<; has 

iiicincd. 
IC i i i o i e 

\ Ca I s . l ; ' i 

canipaii;!!. Now I lieic 
n loi e I ei'ion.i I i iiarl.;el nil 

li.i!.'_- loi mine lailored markeiin;.; lo 
I. von d i f l i ' i c i u scsMiu'iils, such as 
.11 i-.ei Al I icaii Aiiici leans. 
.1 loi I w o - p r o d n c i , oi cross-

aiid .1 branding promotional e.iin-

\ m . IM( KI. i ; ( K11N( II in tvciy l»i(o. 



paigns are not unusual in 
tlic food industry. That such 
campaigns are beneficial to 
bo th companies is evident 
in the Michele Food.s-General 
Mills as.sociation. "For Michele 
Foods it makes |)erleci sense," 
says John Renwick, a food ana­
lyst at Morgan Stanley Dean 
Witter in New York. " I t puts 
the company on the map. 
Bisquick is a product [leoplc 
know very well . They migl i i 
not k n o w Michc le ' s syrup 
very wel l , bur this puts her 
in the face o f the consumer." 
T h e idea is to create some 
excitement in die supermarket 
to get consumers' attention, 
Renwick adds. 

Small business owners like 
Williams and Moskins scekiiij', 
to f o r m pari nersh i ps w i i h 
m.ijor corp(jiailolls niiisi nci-
work, develo|i sirt)ng business 
and markcliiig jilaiis and have 
pleiily ol persisiciice lo laiul 
such deals. 

A n , A N OF AC TION 

|-ioskins' road to the alliance 
with the food giaiK is marked 
w i l h the same tenacity and 
courage that has characterized 
her rise in die business world. 
In I loskiiis, .1 divorccel 

mother of three, soKl her car 
and condo and moved in 
with iier mother wiih the goal 
o i t u r n i n g a general ions-
old secret family recipe (or 
breakfast syrup into a mar­
ketable product . Today, 
Michele Foods is an $8 million 
company whose three flavors of 
syrup can be found on the 
shelves of stores such as Wal-
Mari and Kroger's. 

Nearly five years ago, alier 
doing some research, l losklns 
discovered lhal llis<|iiick, ihe 
ballei she used in irade show 
(Iciiionsi l anoils, was one o( a 
liandlnl ol nnses ih.ii didi i i 
li.ive a svMip. Mosi paiuake 
mi.xts, she says, aie couple.l 
Willi a syiiip inaniifaciun-d l i \ ' 

the coni]5any that m;.kes the 
mix, bur General Mills didn't 
make syrup. 

"1 hat meant that every (ime 
you made a Bisquick pancake, 
you had to use a competitor's 
s)'ru|-)," she says, adding iliai 
she was "amazed" 
thar the company 
hadn't taken ad­
vantage of con­
sumers' propen­
sity to buy t l ic 
products together. 

Hoskins called 
General M i l l s 
but didn't receive 
a favorable re­
sponse, so she 
went on ro jiursue 
other accoimis, most iioiahlv 
one wilh Denny's, ilic lesi.iii-
ran i (dia i n i l i . i i in i lu' ea rl \' 
l'''.)lls W.IS laciii;; kiwsiins o\ 1.1' 
el iscri ill inaiorv pracMCes. In 

she signed .i S3 million 
c o n i i . i c i w i r l i lhc cha in , 
beeomiiii' one ol Deniiv s first 

minorir)'- and women-owned 
suppliers. 

B U I Moskins was still look­
ing for a "slam dunk," a deal 
that would get Michele Foods 
in to more retail stores. As 
evidence thai ne twork ing 

pays off, she ran into Gerald 
Fernandez, president of the 
Multicuhural Food Service 

and Hospitaliiy A l l i ­
ance for General 
Mills, while attending 
a food show fot indus-
try women. She 
broached her "fantas­

tic idea" of a relation­
ship with General Mills 

to him, and Fernandez 
suggested she attend and 
donate her syruji to a 
ueakl.isi rliat Steve 

Sanger, rhe < iener.il Mills 
laii man .iiul ( !k(_). was going 

to atieiid in Minneapolis. She 
did liiith. Inu before i;oin<;, she 
\M-oie Saiigei a letter outliiiin;; 
her eoncept. 



BUSINESS DEALS 

A t t l i c b r e a k f a s t , Sanger 

p u b l i c l y m e n t i o n e d M i c h e l e 

F o o d s ' p a r t i c i p a t i o n i n the 

event. Later, at the opening of 

a p l a n t , ' i i o s k i n s int ic jelucet l 

herself to h i n i . 

W h e n she t e t u r n e d to 

I l l inois , Moskins wrote anolh­

er l e t t e r c i t i n g l l i c b e n e l i i s 

o f a r e l a t i o n s h i p : i t w o u l d 

leg i t imize the f o o d manufac ­

turer in rhe black c o m m u n i l y 

and w o u l d give it entree in to 

the m a r k e t . " A n d the t h i r d 

t h i n g w o u l d have been 

m y slam d u n k , " says Moskins. 

" I f 1 c o u l d p a r t n e r w i l h 

G e n e r a l M i l l s o n the r e t a i l 

level, that means diat wherever 

t h e y are , I c o u l d p o s s i b l y 

be there, too." 

Ta lks starieel w i t h ( i c n e i a l 

M i l l s ' exec i i i i ve s , b i n w h a i 

p r o m p i ed the c o m pa ii y to 

gc I s e r i o u s w.i s I I os k ins 

appea i a nee List sp i i n g o n 

O p r n l i . Before i l i a t , f l o s k i n s 

had asked its o i l leials 

if she cou ld icveal 

l h e I 111 p c i u l I I I i ; 

p a r i n e i s l i i | ) bn t 

rhey refused. 

O n O p i a h , she 

m e n i i o i i c d he i 

relaiioiiships w i t h 

o lhe r c o i i i p ii i ies. 

] Ins goi the . n u n 

t l o n o l .Saiu 'e i , 

and shoi 11\ al iei 

w a r d s . 1 I o s 1; 111 •. 

sii;ned a conir. ici 

111 .u id 11 i o n I o 

the I . i -e i i \' pi ol 1 iMi IOI lal ton I , 

t h e t w o CO in p.l n ICS also 

agiced to sponsor a d o l l a r -

o l f c o u p o n i l b o i h p i o d i i c t s 

are p t i i chasc d i o g e l he i . 

Last f a l l , b o i i K s i , r . \ h . helc 

f t ) o t l s s\'i 11 [ is ca I I \ 111!', iici'l-: 

haiiiH'is lor s imi l .n disconnis 

appeaicil on store shelves. 

k ' . i i l l i M i n 1 i i . s l . - . i i i s ' p i I 

spci 11 \ c, l l ic nil isi 1111 [ M Ml .1 111 

a s p e c 1 M I 1 1 le 1 e i 1 I I M n s h I 11 

r. 11 le 1 Ml) 1 Ml I 11. 1 1 • '1 i 11 SI I u ' . 

h o I I o n 1 11 111 . I 111 • ce I n e 

r e s i i l i s 11, I ,11 r.e I 111 il . j i • i M use 

t h e leverage o f 

G e n e r a l M i l l s , " 

she says. " M y 

sales are up and 

I ' m very exci ted 

about i t . It's giv­

ing me a strength 

lhat I never had. 

W h e n I c a l l a 

buyer, and say ' I 

w o u l d l i k e t o 

i n r r o d u c e m y 

[ i r o d u c i t o y o u 

and 1 w o u l d l ike 

for you to consid­

er j i u t t i n g i t i n 

your retail chain, ' 

and then add that 

I ' m d o i n g a pro­

m o t i o n f o r 

G e n e r a l M i l l s , 

the buyer 's a i t i -

luele becomes, ' I I 

yoni syi i ip is good enough lor 

Brs i ] i i i ck , It shou ld be I'.ood 

enough toi us to coiiside'i 

. A t i i t i m n B o o s , G e n e r a l 

Mi l l s i l i i c i . i o i ol e i l i n i i 

m a r k e t i n g , . c:a 11 s the 

rela i l o i i s h i p g i o n n d -

b i e a k i i i g . " W e ' r e ve iy 

e x c i t e d abou t 

die potential of 

what this |x i r t -

ne r sh i p can 

hi i i i g bo th (OI 

Michcle 's hnsi 

tle'SS and loi the 

B 1 s I p 111; k p . 111 

.1 l-.e i i p p i II 111II 

. saws k'loos. 

W I I I iN ( M ' l ' O i ; -

r i M IA <:oMi .s 
K^<»(;Ml^(; 

. 'Mt l io i i ; ; l i W i l l i a m s 

i c h i t i o n s l i i p IS no t as 

direct .IS the l \ h i liele koods 

alli.in>_e. il li.is pro\ 'cii lo lie jiisi 

as l ina i i i lallc rewanliii; ' , . 

W i l l i a m s and two p.irincrs 

I . l i e d I ; | M | \ - k o o d s 111 I ' l ' l . ' 

a 11 i a 1111 ei • \-i a i \ ol i le\ elupii le 

.1 p 1 M l i 111 I l i n e 111.11 11 

11 1. 11 h | i , , 11 U I l.ss I I I 1 .111 

N I l l 111 s l x l e v e i ' c l a M c s 

I I I I i d 111II a i [ s I I l e ^ o l 111 la 

i l 

p r o i l i i e t s , w h i c h ; ' , enc ia led S I .' 

m i l l i o n 111 sales l.isl \'e 11 , I .111 I II 

r o u n d 111 .S.dOd s l o i i s 111 

s t a l e s l i l . A C K 1 N I ' l - K I ' U I S I 

s e l e c t e d ( i l o r \ ' I o o i Is as 

k . j m ^ j j ^ j _ m ^ ^ o l I III 

I h e CO i n |)a i i \' s I i d /.e n 

p i o d t l C t s . ( d o r \ ' k o o d s 

S o n i l i e i n Select i o n s , . i l i n e o l 

o v e n - r e i k i \ ' a n d m i e n i w a \ c a l i l i • 

l i o / . e i i en i t e e s a n d su lc d i shes 

i ; e : i i c i l t o i o i i s n i n e i s k l o k m c , 

10 s.n e 111 l ie .11 id i M o n c \ ' , \'. l i i c i i 

^^•el e 1111 I o i 11u ia I i l l [ , i n 11 ,i l \' 

] ' " ) . '< , 11 c 1 1 IC I e .1 ll 1 I ' I ,1 I 1 1,111. ' • 

en. Mil l II :a , , - ' \ l i l i M i i ; | | I Vs i l l i ii i r, 

11 a 1 1 SI II ,-1 1 1 I I I 1 1 I 1 .1 I I I M 

p r o d l U c I 1 M / f 1 1 g l ee 1 1 s l o i 

t ',li 1111 lis I ^h u l ; e i i , 1 lie I asi 

lood e 1 la 1 n, e i i i c r i I i i ; the In i / i 11 

loi ids ma rkei w .is noi p.n i ol 

I iloiA' 1 1 loijs Ini l l ic , 

"1 had no inieresi i i i img, 

1 111M 11 ri 1 .1 l l 11.1, s.u's W' 111 la 11 IS, 

I 11 1 1 1 l i s ca 11 1 e 111 l ied i M i n -

pe 1 I 1 I c c 11 e s;, , I 11 e I e l l e 

rules, N (111 (l |Bii, j ;orHeadin!' , on 

1 1 1 M I •. ' [ ' 1 . . p e I I '. , l i e , 11 1,1 s , 

l , i l l : : l i l i ; / 

I I c i l l I • c 1,, \ \ ,11, , I , I , , 

lei .a\ I . I ,1 I , | | l I i M i u I i . l i > l i l i ; l i Ml 

| i i l l i isi 111 I I I l l i c St a 11 s ie | 1 111111.1 

l i ve . W o i k i n g w i l h M i c h a e l 

I ed ' (,, tish 111 o t c, ( I en e I a I 

M i l l s s e i i i o i vice p re s iden t 

and presidenr of ( l o l d Medal , 

iio\v- leiireel. St.instep opened 

die door lo .S.ingei s o i l ice, 

( i e i i c i al M i l l s , w h i c h has 

.1 p r o g i . i i i i d e v o t e d , i n 

p a n , lo social i i ivcsi ing , had 

lu en in discussions w i t h the 

o w n e r o l a pack ing p l a in in 

N OI 1 h M i n n e a p o l IS. 1 he 

I iw tier was klokii i! ' , (oi iiwesiois 

lu l l Ins eompany's laii;esi client 

w 111 III lew lis 1 Misi luss. k,l lo i 1 s 

II I s , lK: l ia d i e C o m p . I I 1\ l a i l e d , 

liMMiic, IH l i i i i d an i.llc, (c'cOOO 

,;i | i lare d loi ku ilii \', 

I hat l a i l i i i e d i d i i I i inde i -

mine the lood inakei s l ie l i i ' l 

l ha l soniel ll 1 m; \ iahle ^ci i l ld 

d e v e l o p u s i n g the I .ict o i \'. 

,A I ter incet i i n ; wi t h Sa i i g e i , 

B.l 111 n i ; i on -1 oh nsoi i secured 

a 1 e 1 11:1 o I 1 n I c 111 (or S 1 . 

11 111 I lon I rom ( icncral Mi l l s , 

S 11 o I I I \' a I I e r I ' l i 11 e 111 d -

i ' , *^ ! hat phase oI t he 
, 11 , I •'. a 111 1111,1 o 11 • 1 1111 11 s M 11 

, 1 1 e , 1 I l l s 1 11 o 1 11 e 1 111 

lle.,^ i l l l , I I l ines: ,ee . v.-liere 

11 a 11 I 111 II p p o I I 11 11 1 1 \' 

s.1 111 p I I. I I o I y I I I O d s 

I I , m l C l e e l i s , l i e C M l l l d l l ' t 

IOS n C A C K E N T E R l ' R I S t / . I iCL 1,11): 



BUSINESS DEALS 

believe they had come f r o m a 

c a n . W h e n he r e t u r n e d l o 

M i n n e a p o l i s , he c o i i l a c t e d 

W i l l i a m s . 

- " ^ A l l h o u g h the i w o men elis-

c o v e r e d t h e y h a d a l o t i n 

c o m m o n , W i l l i a m s had some 

i n i t i a l i i i is i ' ivmi, 'S about ^ei • 

l i n g i n v o l v e e l . H e d i d n ' t 

k n o w h o w wel l G l o r y Foods 

cou ld w o r k w i t h a n o n p i o f i t 

a i u l was c o i i c e t i i e d a b o u t 

b e i n g d o m i n a t e d by i h e 

food g iant . 

B U I he saw t h e m o d e r n 

f a c i l i l y i l l M i n n e a p o l i s 

and the promise it hail for jobs 

i n l h e b l a c k c o m m u n i t y . 

T h e r e was a lso a l e t t e r of 

in ten t . Mere was a chance to 

get i n t o t h e f r o z e n f o o d s 

m.i tket, so W i l l i a m s gave his 

okaw F igh ice i i n ion rhs later, 

S i \ e z a b e g a n p r o d u c i n g 

Southern Selections. 

" B i l l W i l l i a m s IS a v e r y 

impressive bus inessman," says 

Aust in Su l l ivan, General M i l l s 

s e n i o r v i c e p r c s u l e n l o l 

co ipora ie relat ions. " W h e n a 

business is r u n by a t o u g h , 

b o i t o m - l i i i e o r i e n t e d b i i s i -

n e s s i i i . i n , y o u r c h a n c e s o l 

luu ' ing 11 succeed are m u c h , 

much greaicr. ' 

Cap i ta l i za t i on (ot the new 

company, Sivc/a, came l i o m a 

( .doi \ ' Foods i i o - i n te res i , i i o -

lerm loan (or S 1.4 m i l l i o n and 

$50,000 in equ i ry , a General 

M i l l s n o - i n i e r e s t , n o - t e r m 

loan for $1.3 m i l l i o n , and a 

' : i O ' " ' ' / 

U . S . B a n c c ; ; p p u r c h a s e o( 

$ 1 . 2 m i l l i o n 111 | i r e l e t red 

stock, ( j ene ia l M i l l s also lent 

the e x p e r t i s e o l c t i ip lo)"ees 

( rom a variety o( departments 

such as marke i i ng and ma iu i -

l a c t u n n g . S t a i r s t e p , w l i u l i 

owns 1 wo-t hit ds o l I he compa­

n y , c o i i t r i b i i r e d $ 1 0 0 , 0 0 0 , 

G l o r y Foods owns the remain­

i n g t h i r d a i u l is c i i r i c i i t K ' 

S i y e z a ' s so le c i i s i o m e i . 

W i l l i a m s is l h e c o i i i j i a m ' s 

p r e s i d e n l a n d B a h i n g t o n -

lohnson serves as us cha i rman, 

U l l i m a t e l v , t h e p l a n t w i l l 

e m p l o y 150 -175 people ani l 

l^art ia l , e m p l o y e e - o w n e r s h i p 

is also 111 .Siyeza's fu ture . 

Both W i l l i a m s and Floskins 

r e c o " 11 i zed l h a t (o i lit i i i " 

panners l i i j i s w o u l d be lucra­

t ive o p p o r t u n i t i e s l o r i h e m 

as well as General M i l l s . " Flic 

best : i d \ i c e I can g i \ ' e l o 

anyone is to i l o you r h o m e ­

w o r k , ' H o s k i t i s sa\'s. " Re-

searc l i t l u ' c o m p a n y v o n 

t eel \ 'o i i ca n le.i 11 y pa n n e r 

w e l l \s' 11 ll . K 11 o V.' t h e i r 

weaknesses. 

Floskins sa\'s m i n o r i t y busi ­

ness owners shou ld ( i i i d ou t 

what relai iot iships the con i i i t i -

i iy has w i t h o the r m i n o r i i v -

o\\ ned busmesses aiiel what it 

is d o i n g to markel to m i i i o n -

i \ ' c o n s u m e r s , " l a k e t h a i 

I i n ( o r i i i . i t i o n ) as h i g h u[) as 

y o u c a n , " F l o s k i n s a i l d s . 

"Show them where their bo t ­

tom line c m e l ia i i re . ' L l 

RESOURCES 
American Institute of Food Distribution 

28-12 Bioadv/ay 

Fair Lawn, NJO/'llO 

201-79F5570 

Issues slalistical and aiinlylical suniinniies on food 

distribution; ie|)[csciils caiiiicis, pockets, iiiotiu 

fodurers, brokcis, wliolcsnlois and rctoilcis. 

Association of Sales S 

Markei ing Companies 

2100 Rt";loii Pkwy, Snili; mo 

Reslun, VA'20191 

102 I S i 7/90 

Ropicsc'iils biokcis in lhe toiisiiiiifii ijooils 

iiiflusliy. 

Borden Foods 

Ron Coscy 

Supplici Diversity Miiiiiit|e[ 

ISOF;, BiotuiSl. 

(oluinbus, 01143215 

h^_'. b U l l ' j 

Piovidcs itifonniilioii on Wfrhi iyr \ ' i iu! s[in(i(i( 

pi iidiii I.. 

L_,. 

General Mills Inc. 

Pnul Schupnioiin 

Mtmnger of Supplier Diversity 

P,0. Box 1113 

Minneapolis, MN 55440 

Piovidcs brocliurc; certificolion fomi to cnioll on 

tlic company's dotnhase, 

McCormick & Co. Inc. 

Slicilo Dews-Johnson 

Moiuigci of Supplici Divcisity 

18 Lovcton Circle 

Spniks, MD2I152 

Mdiiiiijcs supplici diveisily (idivilii,"., tiiul moiili 

niilc. liiiyiiii| oppoiluiiitic',, 

huiioiiGl Associulion io: li ie 

Specially Food Tmde Inc. 

I2OW0IISI, 
UcwYoik, NY 10005 

212 482 6440 

Rcpiescnts food iniiniiliKluicis, piotessois, 

inipoitcis, ictoik'is otitl btokcts ol spciiiilly ond 

(|ouiinct foods; sponsois Intcinulionol fancy Food 

iiiul (.iiiilcction Shov.'s, 

Nat io i ioUood^roccssors Associulion 

1 3 5 n m i W , Suite 300 

V.'ir.liiiiijliili, l)f 2(10UJ 

2(12 ii:-;9 S9(l(l 
Hi:[!iL'Si'ills (niiiiiiiiiiKil pifiii:',|,ii||. (ll via|i;l(ililf:',, 

iii::i;ls iiiui I(inneil i|iiiiils, (iiiiilni Is KIMIIIKII ini 

Irui;! Mil'iily, iiiilnlKiii iinil iiidii'My 1 niuiair. 

Philip Morris Companies Inc. (Kraft foods) 

Shoron Ptitlcisoii 

Mnnogct ol Supplici Diversity 

3 Lokes Dt, 

Nof l l iyd, IL 60093 

Piovidcs supplici [irofile (oiin ond lilcioluic. 

The Pillsbury Co. 

Jnne Winston 

Monngei of Minority Supplier Devclopnicnl 

200 S, Sixth St,, Moil Stop 21X3 

Minneopolis, MN 55402 

iv/inston^,-"pillshuiy,coin 

Piovidcs supplici [)iolile Iniiii ond hiodiuic, 

Tho Protfci S Gnoiblc Co. 

tlov.'oid U, lllioti, Assdtiiilc Diicfloi iui 

llistoiitnlly Ondciutilizcd Bicincsc'. 

I Piodci & Gonible Pl(i7ii 

Cincinnati, OII 45202 

Pioviiles biocliuic v/ith infoiiiKilioii on then pio 

gioni ond v/liot they buy, certificolion lorin to 

cnioll on the compony's diilobosc; directs you lo 

who boys your specific [iroduct 

Snnck Food Association 

1/11 King St,, Suite 1 

AlcxnndiuiVA 22314 

/0:;-836-4500iji nUU fiVH liia l 

Ic: iiiiiiiuiiMIn:i:i•, una 

liiists (inniiiil iiiii;:;ii::iir;. 
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THE MAGAZINE FOR GROWING COMPANIES 

AMERICA'S 
BESFKEPT 
SECRET 
Growth companies are 
thriving where you'd 
least expect them—in 
our inner cities 
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ICIC Initiative for a Competitive Inner City 

lune 1999 

Dear Friends, 

As we celebrate our tive-vear anniversarv, we are proud to share ui th you an update on ICIC's recent 

activities and ask for vour help in building upon our exciting progress. 

On Thursdav, x\pril 22, ICIC hosted the first annual Inner-Cit\' Entrepreneurship Dinner, attended 

bv over 700 business and communit)' leaders, inner-cirv entrepreneurs, business school faculr\' and 

students, and media representauves. The Dinner focused national attenuon on the fact that some of 

the most attractive opportunities for business growth exist where some would least expect them — m 

Amenca's mner cities. 

S r S l I 

The highlight of the evening was the announcement of the Inner City WO Ust. This list, identified 

through a unique parmersliip between ICIC and Inc. Magazme, celebrated 100 o f the fastest-growing 

private compames in Amenca's inner cmes. Inc. featured the Inner Cily 100 List in their Mav issue, a 

sccDon of which vou wiO find enclosed. NaUonal media coverage of ICIC and the Inner Cily 100 has 

been extensive, as the attached summarv shows. 

Planning has begun for tlie next annual Diner Cily 100 List, which we beheve wiU rival this year's 
incredible group of businesses. In order to seek out the fastest-growing companies in the countr\', 
we need vour help. If you are a candidate for the Inner City 100 list, or know of a company 
that is, please return the enclosed form or forward it to interested companies. 

The ICIC depends on support f rom companies, individuals, and foundations to support its 

programs. Our only constraint today is resources, and wc hope you might be willing to help. I f you 

are interested in learning more about ICIC, please find us at \V\\AV.icic.org or caU (617) 292-2363. I f 

you would consider making a contr ibut ion or helping us solicit one f rom your organization, 

we would be most appreciatiye-rT'hank you for your belief in the future of Amenca's inner cmes. 

lael t . Porter 

Han.-ard Business School 

Founder, Chairman & CEO, ICIC 

727 Atlantic Avenue Suite 600 Boston. Massachusetts 02111 
phone: 617.292.2363 fax: 517.292.2380 web: www.icic.org 
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ICIC Initiative for a Competitive Inner City 

The ICIC - Inc. Magazine Inner City 100 

The I C I C - Inc. Magazine I N N E R C I T Y 100 
Media Summary 

Over 150 original articles: 
4 National stories - y\ssociated Press, New York Times, Washington Post, LA 

Times 
123 Major Daily Newspapers 
32 Business journals 
4 Trade Publications 
4 Major Networks 
4 Cable Stations 
4 National Radio 

"The Inner City 100 companies are succeeding — and not in spite of their location, but 
because ot i l . " 

Pbiladelphtci Daily News, April 23, 1999 

'"Tliere is no disadvantage to being in the inner city, ' said Shore.Net's C E O Lowell Gray." 
(#2 company on the Inner City 100) 

CNN Headline News, Apnl 23. 1999 

"Fact: Inner-city business works." 
Miami Herald, May 13, 1999 

"The prevalent theory about America's inner cities is that they are crime-ridden with low 
skilled work forces deployed in decaying buildings far from transportation. The theory was 
that business couldn't survive there. 

But Harvard's Michael Porter created a counter-theory and backed it up with research that 
resulted in the creation of the first-ever list called the Inner City 100. The rankings of the 
fast-growing small companies in America's inner cities boast growth rates averaging 700 
percent over five years and average annual revenues exceeding $13.8 million. Collectively, 
they have generated nearly 4,700 jobs over the past five years." 

Associated Press, National, April 22, 1999 

"'We see the Inner City 100 companies as a look into the fuuire of the American economy,' 
said George Gendron, Editor-in-Chief, Inc. magazine. 'This list shows that the inner city is 
not only a viable but also a compelling and attractive place to build a company.'" 

Usyhigeles Time.':, Apnl 2^, 1999 

"Although some executives shy away from inner-city locations, the owners of many of these 
(Inner City 100) companies say the inner cit)' has been a key to their success because of 
proximit\' to customers, low land costs and available labor." 

Cleveland Plaindealet; Apnl 23. 1999 

727 AUaril i t: Avenue Si i i le 6 0 0 Boston, Massachi i i ,et l ' j 02 11 1 
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"Recent emphasis on core cities as places ot normal business opportunity, not abnormal risk, 
explains much about the urban renaissance. The Boston nonprofit group Initiative for a 
Compedtive Inner City does more than document this phenomenon. It extends it." 

" I t doesn't require much imagination to see how abandoned properties, vacant lots, and 
street crime smother economic development. But Michael Porter, chairman of the Initiafive 
Ior a Compedfive Inner Cit}', looked past these images and uncovered 'inherent compeddve 
advantages,' including strategic locafions near highways and airports, a stable but 
underufilized work force, and plenty of purchasing power to support retail and serx'ice 
businesses." 

Hoslon Globe Edilonal Apnl 21, 1999 

"The goal ot the Inner City 100 awards is to shed light on the fact that there are thriving 
businesses that have not left inner cifies," Indianapolis Mayor Stephen Goldsmith said. 

Indianapolis Star I News, .Apnl 23, 1999 

"l.-ast night in Boston, hundreds ot business leaders from around the country gathered for a 
l-loll\'wood style awards ceremony hononng the Inner City 100. They're some of the fastest 
growing companies in America's inner cities." 

"Moming Edition", NPR. Apnl23, 1999 

"The Inner City 100 businesses have been good for nearby residents... Together these 
businesses have created forty-seven hundred jobs in the past five years. Almost half of the 
100 get at least half of their workers from the inner city, and a quarter of the companies are 
minority owned." 

'All Tbings Considered", NPR, Apnl 26, 1999 

"Low-tech, high-tech - it didn't matter last week when the fime came to announce the 
inaugural Inner City 100 list of fast-growing companies that have sunk their roots and 
staked their futures in urban neighborhoods most others have shunned." 

Bo.(lon Globe, April 28, 1999 

Sample National Headlines: 

"Tn Honor of Entrepreneurs", The Boston Cilobe, 4/21 /99 

"Inner-City Businesses Can Thrive", Associated Press, Nafional, 4/22-23/99 

"Brothers in the 'Hood' Produce Nafional Success", Indianapolis Star and News, 4/23/99 

"Inner City 100 is Fruitful for Entrepreneurs", Philadelphia Daily News, 4/23/99 

"Inner Cifies May Fiave the Inner Track for Small Businesses", Associated Press, 4/24/99 

"Fastest CJrowing Inner City Companies Flonored", Milwaukee Journal Sentinel, 4/23/99 

"The Secret is Out on 3 Inner City Businesses", The Daily Oklahoman, 4/23/99 

"Inner-City Achievers", Washington Times, 4/26/99 

"Finding Markets Near Downtown", Washington Post, 5/4/99 

"An Urban Truth: Inner-City Businesses Survive, Thrive", Miami Herald, 5/17/99 
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ICIC Initiative for a Competitive Inner City 

The ICIC - Inc. Magazine Inner City 100 

Dinner Committee 

Dinner Hosts 
Michael E. Porter, Founder, Chairman and CEO, Initiative for a Competitive Inner City 
George Gendron, Editor-in-Chief, Inc. Magazine 

Dinner Chainnan 

Chris Gabrieli, General Partner, Bessemer Venture Partners, Boston. 

Dinner Co-Chairs 

John W. Bachmann, Managing Partner, Edward Jones, St. Louis 
Mark F. Blaxill and Barbara B. Berke, Vice Presidents, The Boston Consulting Group, Boston 
Robert K. Green, President and Chief Operating Officer, UtiliCorp United, Kansas City 
Ronald A. Homer, CEO, Access Capital Strategies, LLC, Boston 
Joel Hyan, Founder, Hyatt Legal Plans, Inc. and Leaurer in Management, Stanford University's School of 

Business, Stanford 
Edmimd F. Kelly, CEO, Libeny Mutual Group, Boston 

John J. O'Connor, Office Managing Partner, Boston, PricewaterhouseCoopers, LLP, Boston 

Honorary Dinner Co-Chairs 

Kurt Mueller, President & CEO, The Kauffman Center for Entrepreneurial Leadership at the Ewing Manon 
Kauffman Foundation, Kansas Gty 

William H . Gates Family Foimdation, Seatde 
Dinner Vice-Chairs, $25,000 ^ r ^ ^ • • Olive Darragh, Principal, McKinsey & Company, Inc., Boston 

i S"* James S. DiStasio, Managing Partner, Ernst & Young LLP, Boston 
• i n I I Mark B. Fuller, Chairman, Monitor Company, Boston 

Michael G. Fisch, President, American Securities Capital Partners, L.P., Ne^' York 
Chad K. Gifford, Chairman and CEO, BankBoston, Boston 
Bernard A. Goldhirsh, Chainnan, Inc. Magazine, Boston 
Goldman Sachs & Co., New York 
Eugene A. Ludwig, Vice Chairman, Bankers Trust Company, New York 
MeUon/The Boston Company, Boston 
Jeffrey P. Papows, President & CEO, Lotus Development Corporation/IBM, Boston 
Richard D. Parsons, President, Time Warner Inc., New York 
Andrew Power, Partner, Andersen Consulting LLP, Boston 
Franklin D. Raines, Chairman & CEO, Fannie Mae Corporation, Washington DC 
David A. Spina, President & COO, State Street Corporation, Boston 
Steven C. Walske, Chairman & CEO, Parametric Technology Corporation, Boston 
J. McDonald Williams, Chairman, TrammeU Crow Company, Dallas 

Dinner Patrons, $10,000 
William A. Ackman and David P. Berkowitz, Principals, Gotham Partners Management Company, New York 
Donald L. Boudreau, Vice Chairman, The Chase Manhattan Bank, New York 
Regina M . Pisa, Managing Partner, Goodwin, Proaer & Hoar LLP, Boston 
Jack M. Connors, Chairman & CEO, Hill, HoUiday, Connors, Cosmopulos, Inc., Boston 
Dain Rauscher Wessels, Minneapolis 
David C. Darnell, President, NationsBank Mid^vest, St. Louis 
Tom Dougherty, Partner, Skadden, Aips, Slate, Meagher & Flom, LLP, Boston 
Richard J. Egan, Chairman, EMC Corporation, Boston 
PrisciUaHiQ-Ardoin. President, Southwestern Bell-Missouri, St. Louis 
Donald B. Holmes, Managing Partner, KPMG Peat Marwick LLP, Boston 
Constance N . Hubbell, President, The Hubbell Group, Boston 
Seth A. BvJarman, President, The Baupost Group, L.L.C., Boston 
L. Dennis Kozlowski, Chairman & CEO, Tyco Intemational Ltd, Bermuda averplease 

727 Atlantic Avenue Suite 600 Boston, Massachusetts 02111 
pftone; 617.292.2363 /ax: 617.292.2380 web. www.icic.org 



Dinner Patrons, continued 
Richard A. Liddy, President and CEO, GenAmerica, St. Louis 
Terrence Murray, Chairman & CEO, Fleet Financial Group, Boston 
The Open Society Institute, New York 
Parametric Technology Corporation, Boston 
Craig D. Schnuck, Chairman & CEO, Schnuck Markets, Inc., St. Louis 
Andrew C. Taylor, President, Enterprise Rent-A-Car Company, St. Louis 
Stephen G. Woodsum, Managing Partner, Summit Partners, Boston 

Dinner Sp>onsors, $5,000 
Josh Bekenstein, Managing Direaor, Bain Capial, Inc., Boston 
Richard M. Bumes, Partner, Charles River Ventures, Boston 
CitiMarkets, LLC, Jersey City, NJ 
Compensation Resource Group, Inc., Pasadena, CA 
WJliam F. Cormell, Chairman & CEO, ConneU Limited Partnership, Boston 
David Croll, Managing Partner, M/C Venture Partners, Boston 
Michael F. Cronm, General Partner, Weston Presidio Capital, Boston 
The Davis Companies, Boston 
Louis Dell'Ermo, CEO, Gateway Security, Newark 
John T. Dillon, Chairman & CEO, Intemational Paper Company, Purchase, NY 
John E. Drew, President & CEO, Worid Trade Center Boston/Seaport Hotel, Boston 
Russell L. Epker and Ann Percival, Boston 
Fairview Capital Fanners, Farmington, CT 
Carlton L. Guthrie, President, Trumark Incorporated, Lansing, MI 
David E. Hall, Director of Subsidiary Integration, Hallmark Cards, Inc., Kansas City 
Flarvard University, Cambridge 
HiU & Barlow, A Professional Corporation, Boston 
John Hancock Mutual Life Insurance Company, Boston 
Alexander C. Kemper, President & CEO, UMB Bank, Kansas City 
Robert K. Kraft, Owner, New England Patriots, Boston 
George E. Massaro, Managing Partner, Arthur Andersen LLP, Boston 
James Manzi, Boston 
Thomas J. May, Chairman & CEO, Boston Edison Company, Boston 
Hugh L. McColl, Chairman & CEO, Bank of America, Charlotte, NC 
Andrew McGinnis, Senior Vice President, TBG Financial, Los Angeles 
Joseph C. McNay, Chairman, Essex Investment Management Company, LLC, Boston 
MetLife, Boston 
Charles S. O'Connor, Principal, Fallon, Hines & O'Connor, Inc., Boston 
Gwendolyn Smith Doani, President & CEO, Smith Whiley & Company, Hartford 
Thomas G. Sternberg, Chairman & CEO, Staples, Inc., Boston 
TA Associates, Inc., Boston 
David C. Weinstein, Chief of Administration & Government Affairs, Fidelity Investments, Boston 
Barry B. White, Managing Partner, Foley, Hoag & Eliot LLP, Boston 



ICIC Initiative for a Competitive Inner City 

Initiative for a Competitive Inner City 

B\' encouraging inncr-citv business development, K ' lC strives to build healthy inner-city 
economies to create jobs, income, and wealth for local residents, 

^'our support is critical for our progress to continue. 

Fuundin^ National Partner .S250,{)0()/ycar and above 
(3 lo 5 year commitment) 

Senior National Partner $ 150,000 to .S249.999 

National Partner .S5().()()0 to $I49,()()() 

Partner $25,000 10 $49,999 

Associate $5,000 10 $24,999 

Friend $ 1,000 to $4,999 

Supporter $25 to $999 

i r s 11 

• YES, I would like lo contribute to ICIC at the following level: $_ 

I would like to be acknowledged in all materials as follows: 

Please provide the t'ollowinf> information: 

Nunu'_ 

Title 

Address 

Cily, Skile, Zip 

Fhone 

Email 

Fa.x 

Please make checks payable to the initiative for a Competitive inner City 
and mail to 727 Atlantic Avenue, Suite 600, Boston, MA 02111. 

Ynur ctMHi ibiuion l^ tlciiiicliblc lo llic lull cxlciil iillowcil hy hw. 
1 lie liiili;ilivc lo[ :i CorniUMilivc Iiiiu:i Cwy will scud you ;i coiuiilHiliuu aLkiiowlctlgmi:iu which lCLOj;iii/cs UIL- Viililt: ol youi Ldiiuibulioii. 

y,"?? AtLintir. Avenue Smtc COO Boston, rvlassac.liLi'-.ctts O:̂  1 1 1 
plioiic: (;i/.2y2.2363 fax: 6i/.i-'9L'.;_'J80 web: www.icic.org 



INITIATIVE FOR A COMPETITIVE INNER CITY Inc. Magazine 

Dear Colleague, 

We are wrifing to ask for your assistance in identifying fast growing companies for tfie 2"° annual Inner 
City 100. The list will be publishied in thie May 2000 issue of inc. Magazine. 

To qualify, a company must meet all of ttie following criteria: 

Be a for-profit corporation, partnerstiip or proprietorstiip (not a francfiise, division or subsidiary) • 

• Be tieadquartered in tfie inner city or fiave 51% or more of phiysical operations in inner-city 
areas 

• Employ 10 or more employees at year-end 1998 

• Have a five-year operating sales history that includes: 

- at least $40,000 sales revenue in 1994. 

- on increase in 1998 sales over 1997 sales. 

- sales of at least $1 million in 1998. 

• Cannot be a holding company, regulated bank or utility 

If your connpany is a candidate for the list, or If you know of one ttiat might be, please submit the 
company name(s), address(es) and telephone number(s) to us below. We'll be sure to send the CEO 
a copy of the Inner City 100 Qualification Form. 

Thank youi 

Your Nome: Tel#: 

Company Name, Address, Telephone CEO Name 

1. 

2. 

3. 

4. 

5. 


