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Good for Business, Good for Communities

July 20-22, 2008, Kansas City, MO

Evaluating and Articulating the Benefits of Supplier Diversity and M/WBE Programs
Monday, July 21st at 11:00 a.m.

Co-facilitators:

· Cynthia Cooper, Director, Washington Office of Minority and Women’s Business Enterprises 

· Shelton Russell, Business Development Manager, North Carolina Department of Transportation, Civil Rights and Business Development

Purpose:
To discuss how a state can measure the benefits of a diverse supply pool, of substantial procurement from diverse small businesses, and the development of minority and women business enterprises. In addition to measuring these benefits, the session will discuss how best to articulate those benefits.
Benefits of Supplier diversity efforts-State’s perspective

What are the benefits of our programs for:

· The state itself, which could be expressed in terms of fiscal impact, quality of products or services, savings in social spending, public relations, more competitive in global economy, etc.

· The diverse businesses themselves

· The communities where diverse businesses are located, in terms of job creation, community reinvestment, economic development, tax base creation, etc.

· Focus on outcomes, such as economic development. Example: Washington’s Linked Deposit Program:  Creates jobs; delivers access to capital in the communities; visible return in the dollar investment.
· Fair and competitive bidding within state agencies to provide innovation and quality and value that the state looks for

· Savings in Social Spending and Public Relations

· Focus on capable firms – increased competition leads to best possible value. The point was raised that increased competition is not always realistic because the smaller businesses cannot compete with the bigger firms in terms of volume and pricing.
· Global Economy:  Imports and exports are increased.
· Programs are good for business and good for communities, thus, they are good for the agencies that implement them

· How do you keep the program important to the government?

· One must turn the conversation to the fact that there are benefits for both the private sector and the governmental sector.  Both sectors can coexist and thrive.
· Develop capacity. Example – Ohio’s Minority Business and Contractors Assistance Program (MBCAP) program, with state funding for agencies that are locally located and can develop and promote minority businesses from within the community.

· Connected services

· Comprehensive approach

· Train agency staff (Purchasing)

· Coordination between technical services providers

· Leadership buy-in

In one word, what is the value of Supplier diversity efforts?

· Imperative

· Information – teaching the minority businesses that there are opportunities out there for the businesses and how to successfully run a business

Counting the cost of a M/WBE program
· Government Agency

· Program staff and expenses

· Time to implement program

· Perceived sacrifice of quality

· Diverse Business
· Time and bureaucracy (certification, renewal, good faith)

· Negative stigma that comes from being a DBE

· Retaliation by those who oppose programs

Benefits of an M/WBE program

· Government Agency

· Wider supplier base

· Public Relations

· Financial Gains
· Diverse Businesses

· Inclusion and participation

· Business growth and success

· Wealth creation

How to articulate the net benefit

· Ask our customers and stakeholders:
· For state agencies – efficiency and growth

· Diverse businesses – business improvement and growth

· Communities – positive impact

· Evaluate our performance:
· Not just the participation – make the business better for being in the program

· Programs MUST make businesses more competitive as a result of participating

Articulating the benefits

· Allow our customers to tell the story of how they were helped

· Make sure all the stakeholders have the information regarding the benefits of the program

· Ensure the PR is part of our strategy; make sure everyone knows that you are succeeding and that the businesses are better off because of this program

· Use all the possible methods to make sure the benefit is articulated – internet, newspaper, etc.  
· Use a balanced scorecard.
· General point, small minority businesses need opportunities and room for error because while they may make mistakes now, through experience, they may become the next large conglomerate. However, some of the risks aren’t able to be taken now that purchasing agents don’t have time to wait around.

· It’s not practical to expect top-down commitment; you must drive the point and the program from the bottom to the top and incorporate as many people as you can.

· It is unrealistic that all minority businesses can contract with a government agency.  Not every minority business is capable or willing to support a government contract. 

· Sometimes, smaller, emerging companies can outbid a larger company that has held a contract for many years now with the economic troubles in the communities.

· With all the opportunity in the world, a DBE/MBE/WBE program will fail if the companies do not have to capacity to succeed.  Therefore, the best way to approach the program is to focus the program on helping businesses to win bids by teaching them how to bid, by teaching them how to increase their capacity to operate their business.  Also, to focus on providing opportunities to the minority businesses to secure contracts that will improve the business.

· If you can show that you are not only achieving your goals, but how you are achieving your goals, you will be able to persuade the purchasing manager more easily to use M/WBEs.
· If your agency is focused too much on numbers, you cannot help the businesses because once they win the contracts, the business owners will not know the next step to take if they have not been there before or been helped.

· Include procurement staff in your training so that they feel more comfortable with you, they know what you are trying to do, and they are more able to help you reach your goals.

· Consolidate all the different arms of the programs into one body.  Ohio has a chief procurement officer that controls all facets of the program.  Everybody reports to the chief procurement officer and everybody is on the same page.
Articulating the benefits of the program

· Create an awards ceremony where the minority enterprises can come to the capitol and be seen with the governor and political leaders and receive awards for different achievements. For example, throw a huge party to bring as many people as you can and give awards to the general contractors, purchasing agents and agencies, and MWBEs.
· Publicize the success stories of minority enterprises and create MBE spotlight events.
· Utilize technology such as the internet, electronic newsletters, and newspapers to release all information that shows successful businesses through your program.

· Make connections between economic development in the community and your program.

· Work with contractors associations

· Encourage and provide the business themselves with a template for them to go out and say that they just secured such and such a contract with such and such an agency; creative positive word-of-mouth public relations. Empower businesses to conduct PR. Express to companies that it is their responsibility to go out and talk about what is happening and what they are doing in exchange for the services of your program.

· Create outreach forums - Bring in people from the community to talk about what your program is doing.

· Create an advisory council (Internal & External)

· Utilize people around you who have pull to get the word out about your program.  (Governors, president of a company, etc.)

· Partner with other agencies in the area to create friendly competition and to create more word-of-mouth public relations.

· Go to contractors and ask what they need from you for them to use the M/WBEs in your program.
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