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NMBC Calls on Mayoral Candidates to Outline Their Strategies for
Maintaining and Growing City Contract Opportunities for M/WBEs

New York, New York – October 8, 2013 – The National Minority Business Council
(www.nmbc.org) today called on the two major candidates to be the next mayor of New York City to
release their plans on how they will strengthen and expand policies that will increase government
procurement opportunities for Minority and Women Business Enterprises (M/WBE).
Under the Bloomberg Administration, procurement opportunities for M/WBEs expanded with the
passage of Local Law 129, in 2005. Furthermore, the law requires that every two years City contracts
have to be reviewed to reflect increases or decreases in the various population groups covered by M/WBE
legislation in order to adjust contract percentages and resolve and avoid any disparities.
“This was one of the most important pieces of legislation passed during the Bloomberg
administration to open up opportunities for government contracts of all sizes to all qualified individuals
and businesses,” said John. F. Robinson, president and CEO of NMBC. “The NMBC wants to hear from
both candidates for mayor a pledge that they will not roll back any of these initiatives, programs or
services. We extend an invitation to both candidates or to the Mayor-elect to meet with representatives
from NMBC to hear the main concerns and challenges that our membership faces in their attempts to not
only win government contracts but contracts with private industry. ”
According to the most recent and final 2013 FY report issued on July 30th by the Department of
Small Business Services, since the enactment of Local Law 129 more than $3.4 billion in City contracts
have been awarded to M/WBE firms. According to the report, “The City continues to make great strides
in contracting areas where agencies have most discretion and flexibility. These are contracts that are
valued at less than $100,000 (small purchases) and less than $5,000 (micro purchases). During FY 2013,
M/WBE vendors obtained over 24% of the City’s micro purchases and over 25% of small purchases.”
Michael S. Robinson (no relation), Treasurer of the NMBC Board of Directors and the founder
and owner of New York Staffing Services, added, “The next Commissioner of the Department of Small
Business Services should ideally be a person who has had hands-on experience in running a business and
meeting a payroll. He or she also needs to surround themselves with deputies and key department
managers who have the expertise, commitment and compassion to respond to the needs of M/WBE’s
community in a way that will take the Department to the next level”.
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Once again, it is our pleasure at the National Minority Business Council to bring you the
November 2012 issue of NMBC Better Business magazine. Our cover story is a very exciting
Ms. Vera Moore, founder, President, and CEO of Vera Moore Cosmetics – a women-owned
of 32 years and a supporter, member, and friend of the NMBC since 1986.

publisher’s page

John F. Robinson

Vera Moore, besides being the owner of a family-owned business, was the first woman Vic
the NMBC board of directors in 2002 and the founder of the NMBC’s Women’s Business C
To NMBC Members, Friends and Supporters:
(WBC) and its annual Women’s Business Leadership Conference, which is celebrating
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40thBetter
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siCo), a special tribute to Muriel F. Siebert, first woman to have a seat on the New York Stock Exchange and
the first Caucasian woman member of the NMBC in the early 1970s, and last but not least, “Understanding
The other
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publication
for
October
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variety
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help you do better business as an entrepreneur in this challenging economy. As always,
much
appreciate
your feedback
on the contents
of this
issue.sincere thanks to all the
Ofvery
course,
our cover
story highlights
our 41st Anniversary
luncheon.
We extend
business owners and corporations that have support us over these past decades. We are proud of what we
haveI been
able
to accomplish
with
your
help.
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also
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to thank all of the individuals who once again have h
out like
thistoissue
ofmy
NMBC
Business.
AsNMBC
always, put
I would
express
thanksBetter
to Carol
Foster, our executive editor and Nancy Kekich, our
design/layout specialist and all others who contributed to making this issue of NMBC Better Business a
reality once again.
Please let us know what you think of our latest efforts and feel free to send us via email any information
or articles
you would like us to consider for future publication.
Respectfully,
Respectfully,

John F. Rob inson

John F. Robinson
CEO
President
John F.&Robinson
National Minority Business Council
President & CEO, National Minority Business Council, Inc.
P.S. Please note that the NMBC has relocated from 120 Broadway, 19th floor to 1633 Broadway – 30th
floor, New York, NY 10019. Our new phone number is 347-289-7620 and our main email addresses are:
info@nmbc.org and john.robinson@nmbc.org
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business briefs

Cuomo announces increased MWBE participation in
state contracting

Apps for small business owners
HootSuite can schedule your messages and
tweets, track brand mentions and analyze social
media traffic. The social media manager already
has 7 million users in over 175 countries,
boasting $165 million for business expansion.
Speek eliminates dial-in and PIN numbers for
conference calls. Now, you get a simple
personal link, i.e. speek.com/john. Each caller
clicks the link with the device of his or her choice
and they are on the call. The service is free for
small groups or $10 a month for a more
complete package.
TripIt takes the angst out of travel booking.
By forwarding confirmation emails with airline
hotel, car rental information to @tripit.com and
business owners get an instant mobile itinerary.
TripIt for allows one person to organize trips for
an entire group.
Asana eliminates endless email threads and
multiple meetings to this shared task
management. Asana lets users set a goal and
then seamlessly track the progress of their
project. This digital office organizer is free for
up to 15 team members.
Square lets business owners become instant
shopkeeper with a system that gives even the
smallest business a way to accept payments
using a smartphone or tablet. Simply sign up
and receive free, one inch-tall, card reader used
for card swipes. Download the free Square
Register app and link your bank accounts.

Several initiatives have been key to
MWBE success
• Launch of a state of the art web-based contract system
• Increased pool of certified MWBE firms
• Network of opportunities for MWBE participation and
economic growth
• Establishment of a system to ensure accountability
• Creation of New York State Surety Bond Assistance Program

that the percentage of minority-and women-owned firms that
would participate in the issuance of Metropolitan Transportation Authority (MTA) Board bonds had increased to 35 percent.

FAA closer to allowing takeoff and landing
electronic use
Based on advice from its 28-member advisory committee,
the FAA is closer to letting airline passengers use their smartphones, tablets, e-readers and other electronic gadgets during
takeoffs and landings. If
the panel’s advice is followed, passengers would
have greater opportunity
to use most devices below
an altitude of 10,000 feet,
although some devices
would have to be switched
to airplane mode.

We’re Moving

Governor Andrew M. Cuomo recently announced that for
the first time, utilization of minority–and women–owned businesses in state contracts reached a record 21.06 percent. In all,
$1,488 billion in contracts from a total of 97 public agencies
and authorities were awarded to minority- and women ownedbusiness enterprises (MWBEs) in FY 2012-2013.
In 2011, Governor Cuomo established by executive order
a statewide team to explore ways to eliminate barriers and
expand the participation of MWBEs in state contracting. Two
years later, a number of key initiatives pushed forth by the team,
including an improved online reporting system, a streamlined
certification process and increased outreach initiatives, have
helped increase MWBE utilization beyond the 20 percent goal
that the Governor set in his first State of the State address.
Governor Cuomo’s announcement came at the start of New
York State’s Third Annual MWBE Forum at the Empire State
Convention Center in Albany. It also comes on the heels of news

Effective Friday,
September 27, 2013
National Minority
Business Council, Inc.
will be moving to:
1633 Broadway, 30th Floor
(The Paramount Plaza Building)
New York, NY 10019
Telephone: 347-289-7620
Sincerely,
John Robinson
National Minority
Business Council, Inc
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International

Reflections on President
Obama’s Africa trip
By Fritz-Earle Mc Lymont

P

Fritz-Earle
Mc Lymont

One African Love.
Fritz-Earle
Mc Lymont is
co-founder of
the National
Minority Business
Council, Inc.
and currently
Managing
Director of
NMBC Global.
He is also
Managing Partner
of Mc Lymont,
Kunda & Co. a
consulting firm
providing
international
trade and
business
development
services.

resident Obama made his second African
visit as president in the midst of a storm
of local and global excitement, some hilarious, some serious. The significance
of President Obama’s visit to his ancestral homeland at a time when Africa is considered one of
the most attractive investment and business destinations gives us much to ponder. The International Monetary Fund projects economic growth
in sub-Saharan Africa to accelerate to 5.9 percent
in 2014 from 5.1 percent this year, and overall
growth rate is expected to average 7 percent annually for the next 20 years.
It is not surprising that very little was said in
the mainstream media about two important announcements during his trip, the President’s Power Africa and Trade Africa initiatives. I have learned
that where there is misinformation or lack of information in the U.S. media concerning Africa, I start
listening to the drums. The first beat was in the
president’s first term when, in response to the media pushing him for a decision on something they
thought important, he said “I move with de-liberate speed.” As we say back home “patient man ride
donkey.” Obama went home and talked to his people in a language they understand which includes
equality, shared responsibility and love and sometimes must be tough. Tough enough to accept an
end to a long relationship of aid, dependency and
corruption, for one focused on investment and
trade. This shift could ultimately define this president, and possibly America’s future relationship
with the people of Africa.
The beat of Obama’s drum — Power Africa and
Trade Africa — must be heard over two earlier
programs, the African Growth and Opportunity
Act (AGOA) and President’s Emergency Plan for
AIDS/HIV Relief (PEPFAR), credited to Presidents
Clinton and Bush, respectively. The $7 billion for
Power Africa is miniscule compared to the investment by our main competitor in Africa, China, or
the budgets for the other two earlier U.S. Africa
programs. PEPFAR by comparison is a successful
program of $15 billion over five years (2003–2008)
from United States President George W. Bush to
fight the global HIV/AIDS pandemic. Through
AGOA, over 97 percent of U.S. imports from the
38 AGOA-eligible African countries entered the
United States duty-free in 2008. U.S. exports to Af-
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rica were $17.1 billion in 2010, while U.S. imports
from the region were $64.3 billion, most of which
can be attributed to the extractive industries and
the multinational corporations. Small and medium
sized enterprises, the real engines of growth and
jobs in both the U.S. and Africa, have not done well
under these existing initiatives.
The president speaks of “opportunities” for
building business relationships (that can take advantage of these new initiatives). The partnerships
and relationships we forge must be able to leverage the resources the president is recommending
for the long-term benefit of those in the U.S. and
Africa that choose to get involved. It is in how we
perceive and structure these arrangements that
will ultimately determine the innovation that the
president is seeking. This is a period for bold, confident actions in how we conduct business on the
continent of Africa. It is in this 21st century environment that the Africa Union, currently headed
by a woman, has established African Shared Values
as one of its four Strategic Pillars, and the President
of Nigeria saw fit to create an office of Ethics and
Values, also headed by a woman.
The President reminds us “I tell you, you can
measure how well a country does by how it treats
its women.” He is blessed to be surrounded by
three generations of strong black women, and I
admit to happily prejudging his daughters.
As an organization committed to the global expansion of small, minority and women-owned
businesses we are paying close attention to these
new developments as we implement our own
programs and initiatives to continue building
business relationships in the emerging markets
of Africa, Asia and the Americas. These relationships have, and will continue to be focused on
investment and trade with particular emphasis on
youth and women.  
The value of our relationship capital in the Global
African Family needs to be examined in light of the
efforts of individuals such as Congressman Charles
Rangel, D-NY, who pioneered the AGOA and Caribbean Basin Initiative and is currently engaging
young people in the foreign service through the
Foreign Service diplomatic corps. Many of us can
remember the efforts of the Harlem International
Trade Center in building relationships with African
communities and the number of African leaders

that were feted right there in Harlem. While we did fit the category of SMEs. Professionals, including
not build the edifice on 125 St. we created little entertainers and athletes, with investment dollars
Africa in Harlem, a proud symbol of African com- should also be taking advantage of the oppormerce and culture, contributing significantly to the tunities under the president’s Power Africa and
$60 billion that the World Bank estimates Africans Trade Africa initiatives. In addition, the U.S. has
sent back home in remittances in 2012. Rep. Ran- been encouraging an improved trade and investgel’s efforts and accomplishments in international ment environment through the implementation
trade over the past decades beg recognition, and of Trade and Investment Framework Agreements
his influence today heeds attention. I would ask (TIFA) with the East African Community, the Comthe Face 2 Face African generation and the young mon Market for Eastern and Southern Africa, the
professionals and entrepreneurs now lining up to West African Economic and Monetary Union, and
join the Obama African development agenda to the Southern African Customs Union. The United
study carefully the recent history of the Global Afri- States also has bilateral TIFAs with Angola, Ghana,
can family, especially in the transition from Capital- Liberia, Mauritius, Mozambique, Nigeria, Rwanist Nigger to Africapitalist (two concepts of Africans da, and South Africa.
in America).
With increasing NMBC members and collaboraPresident Obama’s focus and actions in the ar- tions in Africa, we welcome U.S. businesses and
eas of food and nutrition, healthcare and energy individuals who share our passion and vision for
as it relates to Africa is significant. These are all the global creation of jobs, wealth, social and ecogrowth industries where African SMEs are now nomic stability to help us create the 21st century
engaged commercially on the continent. Con- partnerships envisioned by President Obama and
sumption over the next few decades in these in- embraced by Africa’s new business leaders. Our
dustries by the under 25 age group of Africans challenge is to be seriously engaged in contributwill be in the trillions of dollars and jobs will be ing to the development of an Africa that had six
plentiful. His commitment to engaging the young of 10 of the world’s fastest-growing economies
people of Africa is a brilliant strategy that will pay of the decade to 2010 and is projected to claim
tremendous dividends for any post-presidential seven of 10 to 2015. BB
ambitions regarding
Africa. Young people
NMBC hosts summer interns
under age of 25 compose nearly 70 percent
of Africa’s population,
a formidable force for
an ex-President Obama
to lead in the development of a 21st century
Africa where investment, productivity and
trade are priorities.
Obama must stay focused on the enormity
of this mission and not
be distracted by those
who are more comfortable in the halls of
misinformation, fear
and ignorance or with
conflicting agendas.
The sectors being
given priority by the
president in Africa —
food and nutrition,
healthcare and energy
— represent joint venture or trade opportunities for businesses
John F. Robinson (center), president of the National Minority Business Council, Inc. is joined by summer interns, from left, German
such as we have in the
Hernandez and Stephanie Rosario of the United States and Lisa Cramer and Tom Deckl of Germany. The students learned a great
NMBC, most of whom
deal about the workings of small businesses.
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International

Women Entrepreneurship
in Africa
By Lisa Cramer

Lisa Cramer was
an intern at
National Minority
Business Council,
Inc. during the
Summer 2013.

I

n Africa, the rate of female entrepreneurship is higher than in any other region of
the world and the International Monetary
Fund forecasts that Africa will have the fastest-growing economy of any continent over the
next five years. However, exit rates of womenowned businesses are high due to the gender
gap as well as socio-cultural, political, educational and personal obstacles. Most of these constraints originate from attitudes and practices in
African society. Various conditions limit women
because of their gender although they are the
backbone of communities and the continent’s
greatest potential for economic growth.
In many cultures, women are supposed to
be wives and mothers but not businesswomen,
and certainly not successful business leaders.
Therefore, some communities have a negative
attitude towards women in businesses. Considering these socio-cultural barriers, it is not
easy for women in Africa to establish and grow
a business. They lack the support network they
need in order to be able to fully participate in
the economy.
They face gender-related discrimination accessing capital and obtaining bank loans to start
and grow their businesses. They are inexperienced in negotiating and often lack the financial
confidence to argue for what they want. Families are often not helping in financing the startup, either because of inability or unwillingness.
These frustrations and obstacles often bring
women entrepreneurs’ efforts to an abrupt halt
before they even have a chance to prove themselves in business.
Women also lack access to education and
training programs when parents believe that
women have less need to earn an income, and
hence, would rather invest in young men. Those
in rural areas especially suffer from educational
obstacles due to limited mobility resulting from
their dual responsibilities towards their families
and communities. These potential entrepreneurs lack access to the abilities that are essential for business, such as negotiation skills or
“hard” skills including business plans. The deficit of managerial skills coupled with inefficient
production mechanisms lead to a loss of productivity and income for women business owners,
according to a study by Richardson, Howarth
and Finnegan (2004) on women entrepreneurs
in Africa.
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The absence of encouragement and recognition from society and the government results in
diminished self-confidence as well as undervaluation, adding behavioral barriers to the problems of women entrepreneurs in Africa.
All these consequences leave these women
with no network of supporters and mentors necessary to advance and grow their businesses.
In order for them to break through the glass
ceiling and to close the gender gap, they require support from the government and society (including their families and communities).
Above all, however, they need help from professionals. These include organizations like the
National Minority Business Council, Inc., which
recently started to develop the “Women’s Entrepreneurship Program Initiative in Africa” to
provide women with managerial, technical and
entrepreneurship skills. The program will offer workshops and will help women recognize
their rights and realize their business potential
as an important part of Africa’s growing economy. NMBC’s initiative in also plans to establish a sustainable network for women entrepreneurs as well as support women in obtaining
bank loans.
Women in Africa need to be given the opportunity to develop and use their economic potential
and to be part of Africa’s economy because, as
Kofi Annan, UN Secretary General, has realized
“When women are fully involved, the benefits can be seen immediately: families are
healthier, they are better fed, and their income, savings, and reinvestment go up. And
what is true of families is true of communities
and eventually of whole countries.” (Kofi Annan, UN Secretary General)
Despite the obstacles, Africa is currently undergoing a process of change which has shown
its first results of women breaking through the
glass ceiling: Nkosazana Dlamini-Zuma, former
wife of South African President Jacob Zuma, is
the first woman to head the African Union Commission. Before her election in 2012, she filled
political positions in South Africa, including
Minister of Health, Minister of Foreign Affairs
and Minister of Home Affairs. She now ranks
among Africa’s most powerful women.
Nigerian minister of finance, Ngozi OkonjoIweala, was one of the World Bank’s managing
directors from 2007 to2011. A year later, she was
(continued on page 13)

Business Culture in Ghana
By Stephanie Rosario

O

n a recent trip to Ghana, we stayed in a
big, beautiful house in the city of Kumasi,
with color tiles from the gate encircling
the house. This was one of at least two
homes owned by a man with a successful construction company. He paid for the paved road that was in
front of his house. This meant that the government
actually owed him money. Our host was a business
owner who had customers coming to him. He did
not need to be on the street looking for them.  
In contrast, less successful business people must
take their business to the customers, because their
need to sell is much more urgent. Many women
carry their wares, such as chocolate, sugar cane and
peanuts in baskets on their heads. They can be seen
walking around the streets and intersections of the
roads and smaller highways, even coming up to the
windows of cars.
Other vendors sell their goods from a booth. They
want to sell you something too but they do not seem
to have as urgent a need as the others. These vendors, mostly women, sell packets of chocolate milk,
coffee drink mixes, baby products, clothing or food.
During our stay, we went to the market. Before
I get out of the van the sellers are there at the
door, asking my name.
“Hello my sistah, what is your name? Where are
you from?”
They don’t ask to be polite but so they can sew
your name on a bracelet. Then, when you return to
your vehicle later, they hope you might want to buy
it from them, or feel bad that they have gone to the
trouble of making it, so you buy it anyway. We met
with this often, but we learned while at the old palace of the Ashanti king and at Cape Coast not to give
your name unless you actually wanted the bracelet.
The leader of our team was Ghanaian and told us
how to deal with them. Don’t look at anything specific
or seem too interested, because then they’ll know you
want it. When they give a price, counter with at least
half that price and then bargain from there. They might
be stubborn, but then you should walk away and not
seem so interested and they will probably meet you at
your price. I have to say, these were good tips.
Some of us were called O’Brunee, (and to the best
of my hearing I spell it out this way), meaning foreigner. Anyone who is not from Ghana is O’Brunee,
or half-caste. And because you are O’Brunee, vendors try to sell you things at a higher price.
After all this, I started to think about other factors involved in the lives of people.
Some parts of Ghana are lush, with many trees and

green mountains like on a typical post card of somewhere far away. Then there are the parts with dusty
roads and unsanitary streams covered with green algae. Many of the roads leading out of the city are dirt
roads, with huge holes, making riding on them very
difficult. I asked the leader of the team why is it like
this — some roads paved and others not. He said the
government sometimes paves the roads and sometimes it doesn’t.
While we were in Ghana, there was a political controversy about the presidential election that was being decided by the equivalent of our supreme court.
The winning party was being challenged on the
legitimacy of the votes. I then realized that city life
was very different from country life. Many things revolved around Accra, the capital. But the further one
goes into the country and surrounding villages, conditions, such as the quality of the roads and voting
practices, gets less reliable.
I began to question whether it was possible to
have a thriving business if you are starting from a
place of little money and resources. While riding in
the van, we actually passed a couple of microfinance
institutions that could help with small businesses.
I wondered how to make things easier for these
women, who are the majority of the vendors I
saw, to expand their business. How could those
in power give opportunities to those who need
them? Perhaps if the government intervened and
sought better business conditions, things would
improve, although government cannot solve all
problems. But starting somewhere, like improving the roads so more people can have easier access to the city and to other places would help.
During my time interning for National Minority
Business Council, I realized its plan for women entrepreneurship in Africa is simple and smart. It involves
getting women connected to the resources they need
and teaching the basics of business to encourage
them to expand and make a better life for themselves
and for their families. While in Ghana, I realized how
it could work. The NMBC plan would be a bridge between those who have resources and those who do
not. It will be a small, but steady and powerful voice
over time to women who might be struggling.
If the Women Entrepreneurship Program in
Africa can succeed in adapting to the culture,
meeting their goals of having a network for these
women and transferring business skills, then it
will have a big impact on the women in Ghana.
Giving hope for a better life for them, their children and their country as a whole. BB

Stephanie
Rosario was an
intern with
National Minority
Business Council,
Inc. during the
summer of 2013.
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cover story

41st NMBC anniversary
honors those supporting
nation’s infrastructure

M

ost anniversary celebrations honor
the individual or organization who
has reached a particular milestone.
But in keeping with its tradition of
paying tribute to others who have helped sustain
it for 41 years, the National Minority Business
Council honored three major institutions, plus
a successful M/WBE small business. “All of these
honorees focus daily on supporting our nation’s
infrastructure,” said NMBC President and CEO
John F. Robinson.
The annual celebration was held in July at BNY
Mellon, 1 Wall Street (80 Broadway), New York.
“It is purely coincidental that all of our 41stst
Anniversary awardees play a crucial role in keeping our country’s infrastructure sound and secure, something most Americans tend to reflect
upon this time of year as we celebrate the birth
of our resilient nation,” added Robinson.
The nominees were recommended by NMBC
members and selected by the organization’s
board of directors. They are Turner Construction, Citigroup, Metropolitan Transportation
Authority (MTA), and Architectural Flooring Resource, Inc., New York.
“At our annual Awards Luncheon, held each
February, we specifically honor outstanding minority, women and veteran-owned businesses,
as well as key organizations that contribute to
their ongoing success. This year, awardee after awardee paid tribute to Turner Construction. Therefore, it seemed most appropriate for
NMBC to acknowledge this international building contractor at our annual anniversary observance,” explained Robinson. Turner has offices

“At our annual Awards Luncheon, held
each February, we specifically honor
outstanding minority, women and
veteran-owned businesses, as well as
key organizations that contribute to
their ongoing success.”
— John F. Robinson
10 • NMBC Better Business • fall 2013 • nmbc.org

in 24 states, as well as in Canada, Asia, Europe,
Latin America and the Middle East, employing
a staff of 5,000 who work on “more than 1,200
projects each year with $8 billion in annual construction volume. Robinson said, “Multiply that
number by the hundreds of sub-contractors
Turner relies upon to get these major projects
successfully completed — many of whom are M/
WBE’s — and it becomes all the more apparent
why this honor is richly deserved.”
In addition to getting hundreds of thousands
of people living in the Tri-State Region of New
York, New Jersey and Connecticut to their jobs,
each day, “The MTA is a critical player in the
world’s economy,” said Ben Jones, chairman
of NMBC’s board of directors. “Think about it:
What happens when the trains can’t run in New
York? Thousands of employees dependent upon
public transportation can’t get to work and their
loss of productivity has a ripple effect worldwide. Keeping the New York region’s transportation infrastructure up and running, no matter
what, is critical to our local economy and the
MTA does a stellar job.”
Donna Clancy, Esq., secretary of the NMBC
board of directors and founder of Clancy Financial Services, echoed Robinson’s and Jones’ remarks about the role that Turner, the MTA and
the third corporate honoree, Citigroup, play in
supporting small to mid-size businesses and particularly those in the M/WBE sector through its
Green Sustainability Program. “As the owner of
a financial services company headquartered in
the heart of New York City’s financial district,
I have great respect for the global presence of
Citigroup. From its tellers and bank officers who
help millions of people worldwide with financial transactions, big and small, to the back office support personnel who truly seem to never
sleep, we honor all of them with this award.
“But as the owner of a company that has been
certified by the Women’s Business Enterprise
National Council and as a New York City and
New York State certified woman-owned broker/
dealer, I especially admire the accomplishments
of this year’s small business honoree, Catherine
Leidersdorff, the founder of Architectural Flooring Resource, Inc. She is a Hispanic woman and

20-year entrepreneur providing jobs for more than 40 people. Her significant accomplishments have been recognized
by the Clinton Foundation which tapped her to mentor other
M/WBE small businesses.”
Paraphrasing a classic old New York City joke about how to
get to Carnegie Hall, Robinson added that “no doubt that it
was ‘practice, practice, practice’ that helped Catherine’s company win flooring contracts from Carnegie Hall, as well as from
a host of other nationally-known organizations. JP Morgan
Chase, AIG Insurance, Apple, The Museum of Modern Art, New
York University, apparel manufacturers and retailers Jones New

York and Nine West, and Interpublic Group advertising and
marketing agencies are just some of her company’s clients.”
“This is another infrastructure success story for none of us
would be standing here today celebrating NMBC’s 41stst Anniversary without solid footing below our feet. “Catherine is
a serial entrepreneur,” noted Robinson. “While still attending
Cornell University, she purchased and ran an exterior painting contractor franchise. By the time she graduated she had
earned the down payment needed to purchase her first New
York City apartment. That alone is an achievement that remains elusive to many New Yorkers.” BB

John F. Robinson, president and CEO, NMBC; Michael 
Robinson, treasurer, NMBC board of directors; James Garner,
chief diversity officer, Metropolitan Transit Authority, Dawn
Henning, vice chair, NMBC board of directors; and Ben Jones,
chair, NMBC board of directors.

Dawn Henning, John F. Robinson, Stephanie Burns; director
of community affairs, Turner Construction; Michael Robinson;
and Ben Jones.

Ben Jones;  Dawn Henning;  John F. Robinson; Jim 
Moreno; director and procurement CAO. Citigroup; and
Michael Robinson.

Ben Jones; Dawn Henning; John F. Robinson; Cathy 
Leidersdorff, president & CEO, Architectural Flooring 
Resource, Inc.;  and Michael Robinson.
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A TRIBUTE

Muriel Siebert
September 12, 1928 –
August 24, 2013

“Muriel Siebert, a Determined Trailblazer
for Women on Wall Street”
— The New York Times

I

f asked to edit this succinct New York Times
headline announcing the passing of Muriel Siebert, the National Minority Business
Council (www.nmbc.org) would add but
three words to describe the important role Siebert
played in advancing the opportunities for all women-owned businesses: “and Main Street”.
While Wall Street is where Ms. Siebert made millions and had a tremendous influence in opening
up this all-boys club to equally tough, sharp and
savvy women, Siebert was also a trailblazer for
women in all businesses, from women operating
Main St. USA boutiques to women commanding
the corporate corner office or a seat at the boardroom table.
As noted in the Times’ obituary, Siebert was
the first woman to be named Superintendent of
Banking for New York State. A lesser-known fact:
Of the 13 banking superintendents who have held
this position since her departure in 1982, only five
have been women and three of them were “acting”
superintendents, including the current “acting” superintendent Regina Stone.  Clearly, Muriel Siebert
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Muriel Siebert

was a tough act to follow!
Ms. Siebert embraced the National Minority Business Council in the 1970s, soon after its founding,
as an important player in creating equal opportunity for all minority-owned businesses regardless
of gender or race. She was NMBC’s first Caucasian
female member and, once again, her trailblazing
second nature was instrumental in getting Caucasian women-owned businesses recognized by the
United States Small Business Administration as a
minority classification under the SBA’s 8(a) Business Development Program. The result is that
small, disadvantaged businesses – including women-owned businesses – can more effectively compete in private enterprise and for contracts with all
levels of government. Today, NMBC’s Procurement
Luncheon series is one of our organization’s most
popular services and, frequently, our featured procurement officers are women.  
The NMBC will be establishing the The Muriel
F. Siebert Banking and Investment Award to be
presented at its 34th Annual Awards Luncheon in
February 2014. BB

(continued from page 8)
running for t World Bank president but lost to U.S. nominee Jim
Yong Kim. Still, Okonjo-Iweala is a globally known economist.
Other examples of politically successful women include
the presidents of Liberia, Ellen Johnson Sirleaf, and of Malawi, Joyce Banda. They are the only female presidents of the
continent. Sirleaf is a Nobel Peace Prize winner and in her
second term of office since 2011. Banda was vice president
of Malawi before taking office in 2012. Both have committed themselves to the empowerment of women in countries
facing development challenges and are working together to
ensure that women’s rights in Africa improve.
Africa’s economy has also recorded important progress. The
rate of women-owned businesses is growing at a much faster
rate than the one of men-owned businesses despite the genderbased barriers. Folorunsho Alakija, CEO of Famfa Limited, is
third on the list of Africa’s richest women and she is considered
the richest woman of Nigeria. Among other sectors, Alakija is operating in the oil industry, which is usually dominated by men.
African women are on the rise, and examples have shown
that they are able to overcome the limits put by society and
the government. A decade ago, Africa was dubbed as “hopeless,” especially in regards to
women. Today, Africa is on its
way to be the exact opposite; it
is the country of hope. For Africa to continue this period of
change, it is important to support and empower the drive
of Africa’s growing potential
— women entrepreneurs.

Pat Richardson, Rhona Howarth and Gerry Finnegan. 
“The Challenges Of Growing Small Businesses: Insights
From Women Entrepreneurs in Africa”. Series on Women’s
Entrepreneurship Development And Gender Equality. 2004.
Web. 3 August 2013. http://www.ilo.int/wcmsp5/groups/
public/@ed_emp/@emp_ent/documents/publication/
wcms_111395.pdf
Public Communication Division. African Women’s Entrepreneurship Program. U.S. Department of State. nd. Web. 
2 August 2013. http://www.state.gov/p/af/rt/awep/
Quachey, Lucia. Ghana Association of Women Entrepreneurs (GAWE) International Women’s Day Celebration.
Community of Women Entrepreneurs, 16 March 2009.
Web. 14 August 2013. http://www.reformsnetwork.org/
women/?p=547
Valla, Junita. Barriers Facing Female Entrepreneurs: 
A Study in the Gauteng Province, South Africa. Web. 3 
August 2013. https://ujdigispace.uj.ac.za/handle/
10210/5591 BB

Sources:
Kron, Josh. Women Entrepreneurs Drive Growth in 
Africa. The New York Times,
10 October 2012. Web. 2 
August 2013. http://www.
nytimes.com/2012/10/11/
world/africa/women-
entrepreneurs-drive-growthin-africa.html?pagewanted=all
Lupick, Travis. Africa: 
Continent’s Two Female 
Presidents Join Forces for
Women. All Africa, 9 May
2012, Web. 14 August 2013.
http://allafrica.com/
stories/201205091149.html
News Wires. Dlamini Zuma
first Woman to Head AU 
Commission. France 24, 15
July 2012. Web. 14 August
2013. http://www.france24.
com/en/20120715-south-
africa-dlamini-zuma-winsafrican-union-vote
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Supplier Diversity

What makes a good corporate
supplier diversity program?
By J. Fred Canady

A

good corporate supplier diversity program has several components, but before we discuss these parts, we need to
first answer the question: Why does a
company have a supplier diversity program at all?
This is important to ask because many companies
do not have such programs. Let’s go back to basics and remember why companies are in business and then ask why they would have a supplier
diversity program.
It is safe to say that companies, in general, are
in business to make a profit. In simple terms,
they are producing a product or service that is
in demand by a particular consumer. This product must be made to a certain standard of quality
and sold for a competitive price. The sales price
is determined by the company’s cost to make the
product and other costs such as administration,
sales, marketing and distribution.
How does having supplier diversity program fit
in with the components of running a successful
corporation?  Will this program impact a company’s costs; will it help improve its sales?  The accompanying chart shows the evolution of the supplier diversity business case. During the 1970s and
1980s (and currently, if the company does business with state or federal government) the company’s main reason for having a program was to meet
government regulations. Companies doing business with government agencies were required to
include minorities as a percentage of their supplier
base. This was very much the case for the automobile companies in Detroit. It is also the reason the
automobile industry was on the leading
edge of creating supplier diversity programs in this country. As we progressed
into the 1990s many companies developed supplier diversity programs because
advocacy groups such as Operation PUSH
(The Rev. Jesse Jackson) and the Action
Network (The Rev. Al Sharpton) and others shined a negative light on companies
that did not have minority suppliers. This
bad publicity sometimes resulted in consumers boycotting these products and
reducing the companies’ sales. During
the last decade more companies became
proactive in the supplier diversity effort
as they saw the changing demographics in America and realized that many of
their consumers were minorities. The ac14 • NMBC Better Business • fall 2013 • nmbc.org

companying chart shows the continuing trend in
the growth of the Black and Hispanic population
and consumers. PepsiCo and Coca-Cola are great
examples of the beverage industry developing sizable supplier diversity programs to help build their
public image in the ethnic marketplace.
However, the last several years has seen a new
focus on reducing costs, resulting in the dramatic reduction of supplier diversity efforts in some
companies. In those that have retained their supplier diversity focus, successful minority businesses must be more aware of providing better costs or
superior customer service.
Back to the original question: What makes a good
supplier diversity program? The quality of such programs can vary widely, but there are five basic elements of a good supplier diversity program.
1The supplier diversity program should be a
part of the company’s sourcing operation.
Many companies have placed their supplier diversity organizations within their government relations,
public relations, human resources or marketing organizations. While this may be better than no supplier diversity department at all, it is not as effective as
a program maintained within the sourcing organization. The reason is simple: This is where 90 percent
of the external spending of the company is done.
For example, PepsiCo includes the companies: Pepsi, Frito-Lay, Quaker, and Tropicana.  Each of these
very large organizations has purchasing or sourcing
departments located in different geographical locations. Each of them also spends billions of dollars

annually on the raw materials and packaging contained in each of their products, ranging from boxes to bottles and cans to paper and cartons and I/T
products and services. PepsiCo’s supplier diversity
department was located directly within the sourcing organization so decision makers could directly
understand and influence what supplies were due
for bidding that year and what the qualifications and
metrics were for potential suppliers.  
2Accountability must exist among
purchasing/ sourcing department members.
While the employees in the supplier diversity
department should be directly responsible for the
company’s program, every purchasing manager
should also have direct responsibility for seeking
out minority suppliers for inclusion in his or her
area. In an exemplary program, each of the purchasing managers would have a general target, let’s say,
reaching 10 percent of their purchasing needs with
diverse suppliers. That goal could vary depending
on the product being purchased or the availability
of minority suppliers in that industry. If direct suppliers could not be found, these managers should
be empowered to direct their first-tier majority suppliers to help achieve this goal using second-tier
minority suppliers. Each of these managers’ performance towards meeting these targets should be
reviewed at the end of each year and counted toward their overall job performance rating.
3Annual objectives are coupled with
quarterly reports.
A company cannot measure its progress towards
meeting its goals without accurate spending reports to help track progress. It should be the job
in the supplier diversity department to manage the
supplier diversity spending report process. These
results should be distributed in quarterly reports
to each purchasing manager and also created in
a summary report for the head of purchasing and
the chairman of the company.

4Enhanced reporting systems accurately capture spending by category and supplier type.
Many companies’ standard reports are not set up
to report purchasing information to that is needed
to set goals and measure progress towards those
goals. If there is no way to determine if goals have
been met, purchasing managers cannot be held
accountable. At PepsiCo, for instance, specially designed software is used that could deliver on these
requirements. A company with a good supplier diversity program will need to find a way to get this
information accurately reported.
5Senior management involvement and
executive leadership support is necessary.
Purchasing managers will be more actively engaged in supplier diversity if their senior managers
are as well. Senior management involvement and
executive leadership support creates an overall
atmosphere within the company that makes increasing supplier diversity an important goal. At,
PepsiCo, we were fortunate to have top down involvement. Many of the executives were involved
in several of the prominent supplier diversity support organizations.
We have covered the ABC’s of supplier diversity
in this discussion, but in the very best supplier diversity programs, the best practices are more involved and comprehensive. At these corporations
many other approaches are used to enhance their
programs by mentoring and developing minority
suppliers to fill the needs of their supplier base.
For example, PepsiCo initiated African-American
and Hispanic Advisory Boards to help search and
refine efforts to find qualified minority suppliers.
Along the way we targeted efforts to create joint
ventures of minority and majority first-tier suppliers to become major suppliers in our growing procurement areas. Often, these efforts were
several years in the making and required quality,
dedicated suppliers on both tiers to provide the
most cost effective products and services. The addition of mentoring from major suppliers
and retired corporate executives helped
to provide the skills needed to produce a
product that met corporate needs.
It is crucial for successful minority suppliers to offer competitive costs or superior customer service to be successful in
today’s high cost pressure environment.
While even the best supplier diversity
programs may mentor a supplier at the
beginning, eventually a supplier, in order
to survive, will be required to produce
supplies at costs which are competitive to
their overall system costs. Corporations
are in business to make a profit — as are
suppliers. Despite the challenges, today’s
minority suppliers represent the legacy of
those who have come before. BB

J. Fred Canady
J. Fred Canady is a former
vice president and director
of supplier diversity at
PepsiCo. During his 18year tenure he provided
leadership to the company
in developing strategies
covering all four major
divisions of the company:
Pepsi, Frito-Lay, Quaker,
and Tropicana. Under his
leadership the company
reached annual spending
levels with minority- and
woman- owned businesses
of nearly one billion
dollars annually. Canady
earned a master’s degree
in business administration and bachelor’s degree
in social studies, both
from Harvard University. Mr. Canady is now
the President and CEO of
CanadySource, offering business advice and
solutions to minority- and
woman-owned businesses
and consulting services to
companies seeking to create or improve a supplier
diversity program. He is
available on a limited basis
for speaking engagements.
For more information
visit CanadySource.com or
email jfjrjf@optonline.net.
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legal

Understanding the Basics of
a Business Contract
By J. Edward Waller, Esq.

A

contract is an agreement between two or
more individuals or business entities that
establishes a legal duty or responsibility.  
Developing a clear formal contract with
supplies, contractors, clients, and partners is vital
and essential to minimizing litigation risk, credit
risk, reputation risk, compliance risk, liquidity
risk, and strategic risk.  In some cases an informal
contract may be enforceable if a party to the contract reasonably relied upon a commitment
of the other party to their determent.
No one wins when you are forced
into litigation on a contract issue.
Not only is the current contract
at risk (lost revenue), your
business has the added burden of unanticipated legal
fees and reputation risk during the ensuing litigation.
Therefore, a clear formal
contract will protect you
and your business. As a general rule, a formal contract
provides an opportunity for all
terms and responsibilities to be
memorialized so there is no miscommunication, misinterpretation and
missed deadlines. Small business owners should
become comfortable and familiar with writing a
good agreement, but I recommend consulting
with an attorney before signing any final contract.

Legal Contract

What goes into developing a good contract? A
legally binding contract must include the following two essentials:
• A meeting of the minds between the parties
showing they both understand and see eye to
eye on the critical points of the deal.
• Consideration — meaning something of worth
is exchanged by each party, such as cash, material goods, labor or intellectual property.

Meeting of the Minds

The initial step in creating a good formal contract
is ensuring that each party is talking about the same
issues, subjects and deal parameters. This meeting
of the minds will usually come about after conducting several meetings or conversations. During this
time each party can communicate and establish
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what their wants and needs are for the agreement.
This is the time for negotiations and counter-offers.
The results will form the key points of the contract.
The contract will usually be written by one party,
with other party having the opportunity to mark-up
or revise the agreement before signing.
In certain situations (business who operate over
the internet) or when a business has very strict
terms, you may need a ‘terms and conditions’ document. This is a non-negotiable contract. These
are your business terms; the customer
must accept them or take their business to another vendor. The client
or customer only signs Terms and
Conditions (T&C’s) documents.

Consideration

After coming to an agreement on the key points of
the deal, each party must
exchange something of value
in order to create a contract.
This is called consideration. In
many cases, one party will exchange cash for a promise from
the other party, but consideration is
not limited to any particular form.  

Contract Dos and Don’ts

After the parties have agreed upon all essential
points and consideration, now is the time to physically write out the contract. In writing out the final
contract, I recommend the following Dos and Don’ts:
Dos
• Perform a formal cost/benefit analysis in order
to determine if your cost will exceed projected
income
• Title the document “CONTRACT” or “AGREEMENT” (they have the same meaning) so there
is no misunderstanding on the purpose.
• Use plain simple English. Using simple English
does not make your agreement any less legally
binding; it just makes it easier to understand
by all parties.
• Clearly outline each party’s responsibilities,
expectations and obligations in clear specific
language.
• Ensure that each party is correctly identified
and all names, businesses and addresses are
accurate.                       (continued on page 17)

BOOK REVIEW

Leaders Open Doors: A Radically Simple Leadership
Approach to Lift People, Profits, and Performance
By Bill Treasurer
Reviewed by Sean J Pasquali

B

ill Treasurer is the founder and chief encouragement
officer at Giant Leap Consulting, a company that helps
people and organizations live more courageously.
Treasurer is the originator of the new organizationaldevelopment practice of courage building. Since 1991 Treasurer
has led over 500 corporate workshops for clients that range from
NASA to Bank of America to the U.S. Department of Veteran Affairs and more. Organized into three sections with chapters intermittent, Leaders Open Doors is meant to simplify something
that is often muddled: how to lead effectively.
Treasurer begins with an apt anecdotal analogy to his son who
was chosen as the classroom leader for a day. Treasurer asks his
son, ‘What did you get to do as the class leader?’ His answer,
simple yet profound, ‘I got to open doors for people!’   With
that, Treasurer experiences an epiphany — there is no need
to over complicate what it means to be a leader; leaders “help
people and organizations by creating opportunities for growth.”
This book is ideal for people who are new to leadership ranks,
a seasoned executive in need of a revitalized strategy, are at the
‘give back’ stage of one’s career where helping others succeed
is especially gratifying, are confused about what it means to be a
leader, or simply want to be a better and effective leader.

The book discusses two ways
of motivating employees — fear
tactics and encouragement. Oftenboth yield the desired results
in the short run, but long term the rapport between leader and
employee may be severely strained if one leads by instilling fear.
There are always two sides to every problem or opportunity.
There is an inherent risk to taking on any challenge, but should
one face the challenge and succeed, the benefits of leading by
encouragement are numerous. Treasurer goes step by step
through Leaders Open Doors not only to describe how to effectively provide employees with opportunities for advancement,
but also to inform the reader of what kind of employee deserves
opportunities and further, how to ensure that one leads positively and encouragingly.  Counter examples are frequently provided to show what not to do.
The tone and overall flow of the book is very accessible, Treasurer writes in such a way that it feels like a class with notes, outlines and diagrams to facilitate the learning. Taken as a whole,
Leaders Open Doors accomplishes what it sets out to do: it simplifies what it means to be a leader and offers steps and practices
to become an effective one. BB

(continued from page 16)
• Use proper headings in order to simplify finding specific
contract elements.
• Number each paragraph and only include topics relative to
that subject in each paragraph.
• Define any technical terms. This ensures each party understands how these terms are being applied relative to the
agreement.
• Outline all payment or consideration terms, form of consideration, payment formula and due dates.
• Specify all deadlines including the commencement and end
date of the agreement as well as any timelines, deliverable
dates or contract renewals.
• Carefully review the use of conjunctions (“and” and “or”).
These words can have a remarkable change on the meaning
of the agreement or your intent.
• Provide for specific steps, consequences or remedies for
breach of contract by either party. This could include mediation and/or arbitration.
• Include a confidentiality provision if any issues need to
remain private between the two parties.
• Make sure the signing party has the legal authority and is
legally competent to sign a contract.
• Include signature lines for each party, printed name and
date along with an area for witness signature.
• Require that all parties sign the contact before it becomes
effective.
• Have an attorney review the final contract before signing.

• Keep a copy of the contract for your records. I recommend
scanning a final copy and keeping a copy in your business
computer filing system and/or cloud-based storage.
Don’ts
•D
 on’t enter into a contract if the cost exceeds projected income unless such an arrangement is part of your strategic plan.
• Don’t include long sentences. Sentences should be broken
down in easily understood thoughts.
• Don’t include any unnecessary legalese wording.
• Don’t rush through the contract. Take the time to read
slowly and thoroughly in order to understand any nuances
of the agreement.
• Don’t agree to any revisions of the contract without including it in a contract addendum.
• Don’t act upon any terms or implement any provisions of
the contract until both parties sign the document.
Providing formal contracts for business transactions will protect
you, your business, and ensure all of the work you have put into
building it will not be put at risk.  Contracts or agreements do not
have to be complicated or drawn out documents. The document
needs to simply and clearly communicate what you are providing
to a client or customer and what they are giving you in exchange.
Having an agreement in place will prevent any misunderstanding
and provide a clear understanding of responsibilities and deliverables for each party and an added level of trust.
Lastly, although you have been conscientious in developing
the agreement, I recommend you have an attorney review the
contract before final signing. BB
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NATIONAL MINORITY BUSINESS COUNCIL

PURPOSE

SUPPORT

The National Minority Business Council, Inc. (NMBC), a notfor-profit 501 (c)(3) corporation, was founded in December
1972. The primary purpose of the organization is to enhance
the success and profitability of the small business community
through the provision of high-quality services, programs, advocacy and networking support. The secondary purpose is to act
as an information clearinghouse for the women- and minorityowned business enterprise (MWBE) community.

The NMBC is a private sector initiative funded by membership dues and contributions from foundations and major
corporations. The Annual Business Awards Luncheon is the
NMBC’s principal fund-raising event. Each year NMBC supporters and friends gather to acknowledge the efforts of both
large corporations and small, minority and women-owned
businesses. Corporations are acknowledged for their development of effective minority business development programs,
while small, minority- and women-owned businesses are recognized for their sales productivity.

SERVICES
The NMBC is an umbrella organization that encompasses
hundreds of small businesses located nationally and internationally. Given the various levels of managerial expertise
among the membership, the NMBC strives to develop programs that are suited to the needs of the novice as well as the
seasoned entrepreneur. Current services include: an Annual
NMBC Vendor Directory, an Annual Corporate Purchasing Directory, Purchasing Exchanges, a Procurement Bulletin Service, the International Trade Program, the Export Management
Training Program, the Electronic Data Interchange (EDl) and
Electronic Commerce (EC) Training Program, the Mentorship
Management Training Program, and the NMBC Business Report Newsletter and Cable Television Show. In addition, the
NMBC sponsors networking gatherings to help members learn
from each other and gain business leads.

GOVERNANCE
The NMBC is governed by an 11-member elected Board of
Directors. To ensure that the NMBC’s governing policies are in
line with the needs of the M/WBE community, only members
are eligible for election to the Board of Directors. The officers
of the Board are: Chairman, Vice Chairman, Secretary, Treasurer, President and CEO.
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ACCOMPLISHMENTS
The NMBC’s ability to be effective is strengthened by its history of strong program initiatives, the active participation of its
membership and its relentless pursuit of opportunities for its
members. It has gained the respect and support of the corporate community by offering its members management expertise and entrepreneurial opportunities they desperately need
to develop viable businesses.
For more detailed information about NMBC initiatives,
please call the NMBC at (212) 639-5050 or visit our Websites:
www.nmbc.org.

□ New

NMBC MEMBERSHIP APPLICATION
Annual Membership Fee: $385.00

□ Renewal

DO NOT COMPLETE THIS APPLICATION IF YOUR COMPANY IS LESS THAN 51% MINORITY OWNED (MEANING
A PERMANENT RESIDENT OF THE UNITED STATES WHO IS: AFRICAN AMERICAN, HISPANIC AMERICAN,
ASIAN AMERICAN, AMERICAN INDIAN, ESKIMO OR HASIDIC JEW) OR WOMAN-OWNED BUSINESS OR VETERAN OWNED BUSINESS.

Legal Name of Company:
Address:
City:
President/CEO:

State:

Zip:

Ms./ Mr.

Additional Contact Person:

Ms./ Mr.

Phone:

Fax:

Email:

Website URL:
Ethnic Group:  African American  Hispanic American
 Eskimo

 Hasidic Jew

Is this a Woman-Owned Business?
Percent of Minority Ownership:

 Yes

 Asian American

 American Indian

 Veteran Owned Business  Other

 No

____________ %

Percent of Woman Ownership: ____________ %

Company Type of Ownership:  Sole Proprietorship

 Partnership

Year Company Established : ____________

Estimated Annual Sales for Last Year: _____________________________

Number of Employees: ________________

Main Industry: ____________________________________________

Business Type:  Service

 Manufacturer

 Wholesaler

 Corporation

 Distributor

 Construction

 Retail

Federal Taxpayers I.D. #: ______________________________
Key Products/Services:
____________________________________________________________________________________________________________
Our major business comes from:  Federal Government
Service Area:  Local

 Regional

 National

 City Agencies

 State Agencies

 Private Sector

 International

Business Description:
____________________________________________________________________________________________________________
Please Sign:
Date:
Referred By:

Company:

Please return completed application along with payment to the address below. Note: this amount is fully tax-deductible.
National Minority Business Council, Inc. 1633 Broadway, 30th Floor, New York, NY 10019

Diversity paints our world.
We value diversity in the workplace and in the marketplace.
In building an increasingly diverse supplier pool, we are able
to work toward our goal of offering priority suppliers real
procurement opportunities as they arise.
BNY Mellon is pleased to announce on-line registration
To register, visit www.bnymellon.com/suppliers
select the Supplier Profile Form and follow the directions.

2009 Regional Corporation of the Year
NY-NJ Minority Supplier Development Council

©2013 The Bank of New York Mellon Corporation.

