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INSIGHT







Session Name:
Best Practices, Innovations, and Challenges in State M/WBE Procurement, Finance, and Business Development Programs
Session Time:
1:45 to 3:00 PM, Monday, July 21

Co-facilitators:

· Sharon Smith, Manager, Office of Management and Technical Services, Minority Business Enterprise Division, Ohio Department of Development
· Richard Speights, Director, Mississippi Minority and Small Business Development Division

Purpose:
To hear from each state MWBE development/procurement director or manager regarding their program, highlighting best practices, innovations, and the challenges in their program.

Overview of Various State Programs:

Sharon Smith:  Ohio – The Minority Business Enterprise Division (MBED) doesn’t do certifications, but we stay in close contact with the 4 certification staff in another department.  We fund ($1.3 million) a network of Minority Businesses and Contractors Assistance Program (MBCAP) centers.  Most centers are run by local nonprofits and must have match funding.  Each center has a plan room with the bids and specs.  Can help MBEs read blueprints and with their estimating or bids. Have a database of 22,000 businesses. Most (80%) are start-ups and they are routed toward training. The more viable, long-term firms – about 20% of database – receive more intensive services. MBED also coordinates the federal PTAC (Procurement Technical Assistance Centers) network in Ohio – state also provides funding.  Have 8 PTAC centers.  The PTAC centers can refer companies back over to the MBCAP network. 

The state has an office of minority finance and a capital access program - $41 million in loans.  In addition, the Minority Business Enterprise Division offers a direct loan program to state-certified MBEs. Also have bonding assistance for certified MBEs.  Also work closely with the state small business office. Recent Executive Order to establish a chief procurement office and to have each agency set a MWBE procurement goal and a have a MWBE procurement coordinator. For certain contracts there is a 15% MBE set-aside. Ohio also has a race neutral contracting program called EDGE, mainly for professional services related to construction funded by state dollars, with a 5% mandatory goal. The strength of Ohio’s programs is our comprehensive approach to service delivery to our minority business community.
Richard Speights:  Mississippi – One of the first things Richard did was to take the PTAC program into the Economic Development Department. Opened 5 centers throughout the state, combining PTAC and state dollars.  Use technology, so that each center can connect with the Econ. Dev. Department.  When the state offers incentives to companies to locate in Mississippi, the Mississippi Minority and Small Business Development Division (MSBDD) institutionalizes the process of how the large incoming company will utilize MWBEs. For example, Toyota needed an MWBE plan before it could come in.  All federal, state, and local agencies send all bids to his office. Each bid is categorized by relevant industry (NAICS) and product/service codes. All bid announcements are sent to all qualified MBEs for the relevant industry and product codes. Have focused on the financing process – have a matrix of all state small business finance, including MBE loan program.  An MBE can request a mobilization loan for up to 75% of value of state contract and the contract itself can be used as collateral. The check goes to a nonprofit organization and the firm can draw down money from that nonprofit, little by little. The MSBDD will guarantee a bond for up to 90% of the value of the contract. Question: How did you get the legislation passed that requires that all federal, state, and local bids get channeled through your office?  Answer: It was passed in 1991.  The legislative bodies were convinced that having all federal bids forwarded to the state PTAC system would help the state to get larger PTAC grants.
Kansas – Dep’t of Commerce – Four weeks ago the Governor passed an Executive Order for MWBE certifications. Now want to know how to link in the Dep’t of Purchasing. There are no MWBE procurement goals. How do you influence the process? Need to convince procurement agents to work with the MBE Director to maintain and reach aspirational goals.
Missouri – Have centralized procurement.  Don’t have mandatory MWBE goals, but have targets. Had a meeting with all the procurement officers – ‘come to Jesus’.  Now they are nearly meeting their target – did $283 million in procurement to certified MWBEs in 2007. 
South Carolina – It is important to understand the procurement system – MWBE development staff may need to take a course if they do not have that background.  It is hard to change the procurement code – easier to put in stipulation that they must coordinate with the MWBE office and provide outreach and training to MWBE vendors.

North Carolina – It is important to make the MWBE office a stand-alone division, like the HUB office in North Carolina, which is at the executive level. The MWBE office can then work with all agencies and this gives it more standing than needing to report to an agency division head. Just went to a North Carolina-wide Universal Certification Process, with new legislation. North Carolina has a vendor database that generates autobid notices to HUB firms.
Wisconsin – The MBE development office is within the Dep’t of Commerce.  Do a lot of the same things for MBE development as Ohio, Mississippi and others have mentioned. Have MBE financing program, educational assistance, and a MBE vendor outreach network. Wisconsin has a bid sunshine law.  Have equity financing program and micro-loan programs done through chambers of commerce. Need to create an interest or advisory group – don’t have an organized minority business community that they can go to and which would advocate on behalf of MWBEs. Where do the businesses go to?  The National Minority Supplier Development Council (NMSDC) is an example. 
Wyandotte County, Kansas – There are several MBE groups, but they are not always tactful. Can create a lot of confrontation. 

Florida has a business (MWBE) advisory council which monitors the M/WBE office. Director of MWBE office is Governor-appointed.
Wisconsin – Yes, that’s exactly what we want to create. Created the WI Entreneurship Network – all the university and nonprofit centers are part of the network.  The state did an RFP for a coordinator of that network.  
Kansas City – The state is creating reciprocal relationship with cities.  City creating ordinance but the one being voted on is different from the one drafted. 
Asian American Justice Center (AAJC) is a resource for advocacy and for passing legislation – whether it is federal or state.

Utah will send out bids of all contracts to MWBEs and will help companies fine-tune their definition, such as defining their industry (NAICS) codes.  Will do outreach events – invite large primes – and prospective MWBEs.  Will do a round-robin with sub-contractors which helps to foster relationships. Fred’s office plays a match-making role. Their bid match program is cross-referenced by a third party outside the program as a double-check.
Florida has a diversity report card.  The Governor gets a diversity report card each month on diverse hiring and MWBE procurement. 

Question: How do you measure success in terms of outreach?  For example, by who got contracts?  How do you report on it?
The outreach will drive the number of MWBE firms who get prime contracts and sub-contracts.  For example, in Maryland, each agency sets aggressive MWBE goals on each contract.  The state also tracks the payments, validated by the subs. Keeping people accountable with payments is important. 
Missouri – Every contract through executive agencies is checked by one person in their office for MWBE subcontracting.  Now the next phase is penalizing firms that do not followup on their subcontracting promises. All contracts get sent to the subs to congratulate them on their sub-contract, so that they know they were included in the prime’s bid.
Maryland passed legislation that makes all prime contractors detail out their sub-contracting plan. They also audit the sub-contracting process to ensure that sub-contractors are paid what they are supposed to be paid.
North Carolina also tracks the dollars paid to sub-contractors on a monthly basis, comparing to the original signed contract.

South Carolina paid a business school professor to do a study of the impact of the state’s outreach events. He did a survey of all participating businesses, measuring what the impact was – did the firm get a bid, for how much, etc. Incorporating the survey findings has added value to their process.
Tennessee uses an online survey form and got a 10% survey response rate. Do the survey quarterly. It is simple – only ask three questions:
· If they have made a bid 
· If made an appointment

· If they have been awarded contract or subcontract
North Carolina does outreach to vendors to help to cultivate relationships – need to create networking opportunities for MWBEs to get in front of purchasing managers and agents. They do a lot of outreach events. Always getting requests, such as how to do business with a school or university, etc. 

Maryland is trying to consolidate the outreach process; getting purchasing agencies together thematically – for example all health related agencies, all construction related agencies. Try to cut out insincere outreach. They bring live procurement opportunities to the outreach events. 
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