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MESSAGE FROM THE ADMINISTRATOR

Patricia Saiki
Administrator
L.S. Small Business Administration

It is with great pleasure that I congratulate our minori-
ty small business award winners for your outstanding
contributions to the American economy, The spirit and
dedication you have demonstrated is indicative of the
entrepreneurial zeal that makes this country great.

As outstanding business persons, and leaders within
your respective communities, you serve as role models
for other entrepreneurs to emulate. Your success not only
bodes well for your company, but also provides needegj
jobs and economic vitality.

This year’s theme, “Building America’s Future.”
underscores the vital role that minority entrepreneurs
must play today, and in the future. As evidenced by the
latest Economic Census issued by the Bureau of the
Census, minority businesses are expanding rapidly and
having a positive impact on all segments of our economy,

It must be noted, however, that America is at a cross-
roads. We are only beginning to come to grips with a
changing global economy emphasizing manufacturing
and industrial development to one focusing on lechnology
and service. Our position of prominence in the interna-
tional arena is now being challenged by Japan and the
European Common Market, with the former Republics of
the Soviet Union waiting in the wings.

For America to excel in the 1990s and beyond, it is
going to take our collective efforts to keep America great.
The quality and integrity of your efforts which are being
recognized today speak volumes about the commitment
to excellence of the minority entrepreneur.

Once again, congratulations on behalf of the SBA for
your outstanding accomplishments, and continued suc-
cess in the future.

THE SPIRIT OF SMALL BUSINESS WEEK

and the
MINORITY AWARDS BREAKFAST

Judith A. Watts

Associate Administrator

Office of Minority Small Business and
Capital Ownership Development

U.S. Small Business Administration

We congratulate you who are receiving special honors
for your accomplishments as entrepreneurs and leaders in
providing opportunities for small business development.
As we celebrate Small Business Week 1992, the theme
“Building America’s Future” brings to mind the tremen-
dous contributions you have made to your communities
and our Nation,

At the Minority Award Winners Breakfast, we take this
opportunity to express our appreciation for your sacrifices
and achievements. It is very gratifying to see minority cit-
izens take advantage of opportunities and realize the ful-
fillment of your dreams.

The Minority Award Winners Breakfast, now celebrat-
ed for the sixth year, represents a uniting of the minority
business community, the corporate sector and the Small
Business Administration to recognize a mutual goal—

that of small business development, We acknowledge the
achievements of our Small Business Week award winners
who are minorities. We also commend those in the public
and privite sectors who have made significant contribu-
tions in support of opportunities for minority small busi-
ness development.

As we continue in the mode of our theme “Building
America’s Future,” each of us will be a vital link for con-
tinued minority business development. Let us continue in
a spirit of cooperation to build on the achievements that
you represent.

You have our sincere wishes for success in all of your
future endeavors,






KEYNOTE SPEAKER

Allene S. Roberts
Manager, Public Programs
Philip Morris Companies

Allene 5. Roberts is manager, public programs for
Philip Morris Companies Inc. She is Philip Morris’ liai-
son (o business, civic, communily organizations, elected
officials, their staffs, and legislative caucuses,

Ms. Roberts has been with the Philip Morris organiza-
tion for over twenty years, and has held a number of posi-
tions of significant responsibility in sales management
and government relations/corporate affairs,

Prior to joining Philip Morris, Ms. Roberts was a pro-
fessional fashion model. She attended Bronx Community
College and Baruch College of the City University of
New York.

Ms. Roberts is a member of the NAACP, Coalition of
100 Black Women, Government Affairs Professionals,
the EDGES Group. the National Association of Black
County Officials Business Roundtable, the Corporate
Advisory Board of the Association of Minnrily
Enterprises of New York and the National Black ¢ aucus
of State Legislators Corporate Roundtable.

She is the recipient of the Harlem YWCA_ Cecelia
Cabiness Saunders Award, the Coalition of Black Trade
Unionists Harriet Tubman Achievement Award, and the

New York State Association of Black and Puerto Rican
Legislators Corporate Award.

Her volunteer activities have included work with the
Harlem YWCA Black Achievers in Industry Mentors
Program, Urban League, Black Executives Exchange
Program, and the Mid-Bronx Senior Citizens Council.

FROM THE CHAIRMAN
AND MASTER OF CEREMONIES

Clinton A. West, Chairman
Minority Awards Breakfast Committee
President, Westco Automated Systems

It is with great pleasure that I have served as the
Chairman of the 1992 11.5. Small Business Administra-
tion’s Minority Awards Breakfast Committee. | also
consider it an honor lo serve as your master of cere-
monies for this event.

The Minority Awards Breakfast, celebrating its sixth
year, was first held to provide a venue for minorities in
business to recognize their own. At the same time, it pro-
vided a much needed opportunity for small minority busi-
ness owners to say thank you to the multitude of people
within the U.S. Small Business Administration and
throughout federal government who labor tirelessly to en-
sure the success of minority support programs.

Since the first breakfast, the number of minority-owned
businesses in America has increased five-fold. Minority-
owned businesses now represent the single largest small
business sector in this country. Minority-owned small
businesses generate more than $10 billion annually, mak-
ing them a viable economic and political force.

From small, home-based companies to large industrial
and manufacturing plants, the contributions of minority-
owned business to this country are the foundation for
“Building America’s Future."
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SMALL BUSINESS WEEK
MINORITY AWARDS BREAKFAST

Master of Ceremonies
Introductions

Presentation of Colors
District of Columbia National Guard
Master Sergeant Joseph (Queen

Pledge of Allegiance

National Anthem

Invocation

Welcome

Greetings and Introduction
of the Administrator

Remarks

Keynote Address

Presentation of Awards

Closing Remarks

PROGRAM

Clinton A. West, Chairman
Small Business Week Minority Awards Breakfast
Committee

Leon J. Bechet
Director, Office of Veterans Affairs
U.5. Small Business Administration

Kendallynne Knott-Howard, Soloist

Reverend Mr. Joseph M. Conrad, Jr.
Archdiocese of Washington

Judith A. Watts

Associate Administrator

Minority Small Business and
Capital Ownership Development

U.S. Small Business Administration

BREAKFAST SERVED

Mitchell F, Stanley
Associate Deputy Administrator
for Finance, Investment and Procurement

The Honorable Patricia Saiki

All.elne Roberts, Manager, Corporate Public Programs
Philip Morris Companies Inc.
New York, New York

Pﬂlr.icilu Saiki, Judith A. Watts, Clinton West
Assisting: Mary Walker and Rawlein Soberano
Announcing: Nancy Flake

Jm.Jilh A. Watts, Associate Administrator
Clinton A. West, Chairman

1992

SMALL BUSINESS WEEK
MINORITY AWARDS BREAKFAST

COMMITTEE AWARD WINNERS






NATIONAL CORPORATE AWARD

Joan E. Larson

Small Business Liaison Officer

FMC Corporation (Ground Systems Division)
San Jose, California

Ground Systems Division (GSD) is an operating unit of
FMC Corporation, one of the world's leading producers of
chemicals and machinery for industry, government and agricul-
ture. The company reported annual sales of $3.7 billion in
1990, with international sales to more than 100 countries.

GSD is known worldwide for its manufacturing of tracked,
armored combat vehicles for the U.S. Army, U.S. Marine
Corps, and the military of allied nations worldwide.

_ In spite of reduced defense spending, supplier base reduc-
tion and mandatory utilization of source directed items — GSD
has shown a dramatic and consistent increase in small, minority
and woman owned business utilization. The increase is primari-
ly due to the active seeking of diversity solutions o unplanned
production obstacles,

. The success of GSD’s minority subcontracting program i,s
directly linked to FMC's corporate philosophy that diversity I8
a way to ensure leadership in tomorrow’s marketplace.

GSD has received numerous awards recognizing its commit-
ment to minerity business, including: the 1990 Congressional
Hispanic Aerospace Award (Stratosphere). sQutstanding”
Defense Contract Management Area Office rating of IS sub-
contracting program, selection as a board member of the
I"ﬂi_:u:lcls of Success Task Force (President’s C ommission 1
Minority Business Development, and DCMAQ's recognitio
for achieving SDB subcontracting levels in excess of 3 percent
for fiscal years 1990 and 1991,

LIFETIME ACHIEVEMENT AWARD

Robert J. Brown

Chairman, President and CEQ
B & C Associates, Inc.

High Point, North Carolina

Robert Brown has a long track record of accomplishments.
He holds eight honorary doctorate degrees and seven national
achievement awards. He is a lifetime member of the NAACP
and serves on the board of directors of Boston University,
Robert Schuller’'s Crystal Cathedral Ministries, Southern
Christian Leadership Conference, Operation PUSH and the
Martin Luther King. Ir. Center,

Mr. Brown is a well-respected businessman. In 1960, he
founded B & C Associates, Inc., a company specializing in
public relations and crisis management. Through Mr. Brown’s
32 years of hard work and determination, B & C has grown into
a thriving business serving Fortune 500 clients such as F. W.
Woolworth, Nabisco Brands and Johnson Wax,

In recognition of Mr. Brown’s superior leadership and man-
agerial skills, President Nixon appointed him as a special assis
tant in 1968. During his tenure at the White House, Robert
Brown started and developed the U.5. Minority Enterprise
Program and initiated the U.S. Government Black College
Program.

He is well known for his community participation and
believes in giving something back 1o the community and the
world. Examples of his commitment include: arranging for full
scholarships that allowed Nelson Mandela’s daughter and son-
in-law to attend Boston University, reaching out to Black col-
leges by hiring interns, giving cash contributions to organiza-
tions that help the poor, and annually sending a shipment of
clothing to South Africa for the elderly and disadvantaged.

In 1984 Mr. Brown established the International Concemn
Foundation to assist the needy, not only in this country bui
specifically in third world countries.






LIFETIME ACHIEVEMENT AWARD

Tony K. Wong

CEQ

KaWES & Associates, Inc.
Rosemead, California

Tony Wong is founding principal and chief executive officer of
KaWES & Associates. Inc. KaWES is an engineering firm per-
forming services for both private and public work projects.

Mr. Wong set his sights early on a career in engineering. He
polished his skills by completing both bachelor of science and
master of science degrees at California State University. Prior
to the establishment of KaWES in 1983, Mr. Wong completed
16 years of professional experience as an engineer with major
engineering firms in Southern California.

With this background, he has been able to keep his firm on
the cutting edge and take full advantage of the electronic age
and has computerized its engineering, accounting, and data
transmission capabilities to produce cost effective products.
KaWES offers extensive capabilities including: highway
design, feasibility studies, airport pavement design, architectur-
al engineering. and water storage and distribution systems.

Mr. Wong is heavily involved in civic and professional
organizations including: the Los Angeles Rotary Club, Asian
Business Association, Los Angeles City Department of Waier
and Power, American Planning Association, American Society
of Civil Engineers and American Public Works Association.

"y

LIFETIME ACHIEVEMENT AWARD

Juan J. Gutierrez
President and CE()
INTERAMERICA
MecLean, Virginia

Juan Gutierrez has established himself as one of this
nation’s leading business and community leaders. Even though
most of his achievements are quite noteworthy, he has received
lintle fanfare. He is often compared to Cal Ripken, Jr. of the
Baltimore Orioles—a true professional who goes about his job
without much notoriety, but continuing to post success after
SUCCESS.

In 1964, at the age of 21, Mr. Gutierrez gave an early indica-
tion of his ability by being elected to a four-vear term as justice
of the peace in Hidalgo County, Texas. His election made him
the youngest elected official in modern Texas history.

In 1968, Mr. Gutierrez, in association with two others,
established Interstate Research Associates (IRA), a not-for-
profit research/consulting firm. IRA served as a leading advo-
cacy group on Mexican-American issues.

In 1971. in association with his partners from IRA, Mr.
Gutierrez established INTERAMERICA. Eventually he was
able to purchase his partners” interests and become 100 percent
owner of the firm.

INTERAMERICA became one of the early pioneers in the
8(a) Program. Additionally, the firm established a standard of
excellence by securing contracts to operate national clearing-

houses.
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In 1983, Mr. Gutierrez purchased Kemron Environmental
Services. The firm was in bad financial condition, He was able
to turn the company around and last year posted revenues ol
%18 million with a workforce of 275

Mr. Gutierrez has been instrumental in assisting other
minority firms to get inlo business. He is also noted for admin-
istering a “youth program™ in his companies in which he
L"I'l'l'l'lll;'l_'l.'k r'I];IE'I}' :'..'Ill,llll_' I".,'l!l'lll.," RIIIHIH._' the summers o ”'I[ri"(llh‘i:

them to the business world.





MINORITY ENTREPRENEUR AWARD MINORITY ENTREPRENEUR AWARD

Hu_!.':f‘mﬂd E. Dennison b Albert R. Spaulding
President President and CEO
Amerlnd, Inc, Automation Research Systems, Limited
| Alexandria, Virginia Alexandria, Yirginia
Raymond E. Dennison has established himself as one of this Albert R. Spaulding is president and chief executive officer
country’s leading experts in the areas of minority affairs and of Automation Research Systems, Limited, The firm which
government contracting. Today, Mr. Dennison is president of specializes in high technology information management has
Amerlnd, a company conducting contract administration, prospered during Spaulding’s nine years of leadership. The
requirements analysis, and instructional systems design. He has firm has expanded from a handful of employees. to a workforce
headed Amerlnd since 1985 and expanded the firm from an ini- of over 400, Also during this period, the firm’s services have
tial staff of two and annual revenues of $78,000 to its present expanded to include management comsulting. environmental
staff of 1035 with annual revenues exceeding $6 million. engineering, telecommunications, v ideo production, and sys-
Mr. Dennison reached his current level of success through tems integration.
years of hard work and commitment. He got his start as an Mr. Spaulding has over 30 years of management experience.
enlisted Marine in 1957, and would go on to serve in the mili- He also completed a successful military career in the Army,
tary for 25 years. retiring at the rank of colonel.
During his distinguished military career he had many Mr. Spaulding has a distinguished academic background |

which includes a bachelor’s degree in civil engineering from

notable assignments including serving as an administration/per-
Hampton University and a master's degree in business adminis-

sonnel officer, flight instructor, squadron pilot, training officer
and logistics officer. This duty included four tours in Vietnam. tration from Northwest Missouri State University.

In addition, he served as a presidential command pilot in More than any of his personal accomplishments, Mr.
which he was assigned to the Military Office of the White Spaulding is noted for his contributions 1o other aspiring minor-
House and provided helicopter [mmp;}rmjm for Presidents ity entrepreneurs as well as his community serv ice. An example
Nixon, Ford and Carter as well as other high level U.S digni- of this commitment is his participation in a computer mentor
taries and visiting foreign heads of state. program at two local e:lcrj:n:'nmr}' schools designed o foster

He concluded his military career serving as the minority 1 achievement with “at-risk j.'ﬂu.lhh in grades | ll!mlsugh 5 H.'"'
affairs and equal opportunity officer of the U.S. Marine Corps- also has served as a sponsor for the annual Cystic Fibrosis
In this position, he created and implemented the Marine Corps’ Sports Challenge and assisted Central State University in pro-
first affirmative action Slan, Which was used ag® puide ' viding support 10 ils programs.
throughout the Department of Defense.

Mr. Dennison holds a bachelor of arts in human resources
management from Pepperdine University, and a master’s cer
tificate in government contracting from George Washingion
University.






PRIVATE INDUSTRY ADVOCATE AWARD

Honorable Parren J. Mitchell, Chairman
Minority Business Enterprise Legal Defense
and Education Fund

Washington, D.C.

Parren J. Mitchell has devoted his life to promoting civil
rights. He got an early start in his lifelong quest of promoting
social change. At 12 years of age he was noted for pickeng
and leading marches in his native Balumore, Maryland.

Mr. Mitchell went on to earn a bachelor's degree from
Morgan State University. Upon graduation, he applied for
admission to graduate school at the University of Maryland and
was denied. He sued the school and subsequently became the
school’s first black graduate student in 1950, After receiving
his master’s degree. Mr. Mitchell returned to teach at his alma
mater (Morgan State University).

In the 1960°s Mr. Mitchell went on to become executive
director of Baltimore's anti-poverty program. He also served as
executive secretary for the Maryland Human Relations
Commission and played a pivotal role in the enactment and
implementation of Maryland's statewide Public Accom®
modations Law,

In 1970, he was elected Maryland's first black congressmifl
During Mr. Mitchell's eight-term tenure he served as: whip-at
large: senior member of the House Banking. Finance and
Urban Affairs Committee; chairman of the House Small
Business Committee; a member of the Joint Economic
Committee; and a member of the Presidential Commission Of
the National Agenda for the Eighties.

In 1980, he founded The Minority Business Enterprise Legal
Defense and Education Fund, Inc. and presently serves iy
chairman of the board.

Parren Mitchell holds a total of 14 honorary degrees, in-
cluding five doctor of humane letter awards, five doctor of 1%
awards and four doctor of social science Awards. In ﬂ‘jdmfm‘
he has been recognized with over 2,700 other awards. including
one from the Martin Luther King, Jr. Center in Atlanta.

PRIVATE INDUSTRY ADVOCATE AWARD

Weldon H. Latham

Senior Partner

Shaw, Pittman, Potts and Trowbridge
Washington, D.C.

Weldon H. Latham is one of this country’s top legal experts
in the areas of public contract law and minority business law.
He is a senior law pariner in the firm of Shaw, Pitman, Potis
and Trowbridge.

He received a bachelor of arts in Business Administration
from Howard University in 1968 and a juris doctorate from
Georgetown University Law Center in 1971. He is a member of
the bars of the District of Columbia, Commonwealth of
Virginia and the United States Supreme Court.

Mr, Latham has been active in political affairs and has a dis-
tinguished record of public service. He has served as Assistant
General Counsel, Executive Office of the President’s Office of
Management and Budget.

He has held appoiniments by the last three governors of
Virginia, including the board of visitors of Virginia
Commonwealth University, the Regulatory Reform Advisory
Committee, and was recently appointed to the board of visitors
{trustee) of George Mason University. He served as Maryland
Legal Counsel to the Mondale campaign and on the finance
committees of Governor Wilder and several ranking members
of Congress.

Mr. Latham is active in many professional and civic organi-
zations and serves on the board of directors of several metro-
politan Washington, D.C. area institutions. He serves on both
the board of directors and the executive committee of the
Greater Washington Board of Trade and was appointed chair-
man of the Regional Affairs Committee. He is listed in Who's
Who in American Law, Who's Who in the East, and Who's Who
Ameong Black Americans.






DISTINGUISHED AWARD
OF EXCELLENCE

Elizabeth Lishoa-Farrow
President

Lishoa Associates, Inc.
Washington, D.C,

Elizabeth Lisboa-Farrow is the founder and president of
Lisboa Associates. Inc. When she started the firm in 1979, she
brought more than 25 years of experience in public relations
and marketing to the communications consulting firm, Today,
Lisboa Associates (an 8(a) certified firm) specializes in national
health, education and public sector policy.

Ms. Lisboa-Farrow has represented Fortune 500 COMPAnies,
small businesses and public sector institutions. In addition, she
has directed multi-million dollar advertising budgets and repre-
sented a wide variety of publishing, film, arts and entertainment
accounts,

In the past five years. Ms. Lisboa-Farrow has developed an
extensive list of contacts in the health field including top
researchers. psychiatrists, psychologists and their professional
Hﬁﬁf‘ﬂifill":lnh; health support and advocacy groups; and repre-
sentatives from the related corporate community {including
Upjohn, Abbott Laboratories, Bristol Meyers Squibb. and
Proctor and Gamble).

Ms. Lisboa-Farrow is proud of the fact that her company
subcontracts with other minority- and women-owned firms
whenever outside contractors are needed. The company has
also teamed up with 8{a) graduates to bid on contracts.

: Ms. Lisboa-Farrow, a member of the U.S. Chamber of
memcrce. the Thero- American Chamber of Commerce and the
Hispanic Business and Professional Women's Association. 1S
H_“E“T in Spanish and frequently communicates important poli-
cies and programs to Hispanic populations. She was appointed
Lo lh}‘ SBA Advisory Council in 1981, and has been listed in
Wha's Who in American Women from 1983 to the prﬂﬁ.‘m-

DISTINGUISHED AWARD
OF EXCELLENCE

Diego A. Suarez Sanchez
Chairman and CEQ

V. Suarez & Company, Inc.
San Juan, Puerto Rico

V. Suarez & Co.. Inc., a family-owned firm, was founded in
1943 by Vicente Suarez, father of Diego Suarez. Diego Suarez
joined the company after graduating from Villanova University
in 1950 with a degree in business administration. He initially
started out as a route salesman, and quickly rose through the
ranks until he reached his present position as CEO.

Today, under the leadership of Mr. Suarez, the company 1s
organized into four main divisions, selling beverages, food and
household goods, as well as toys, housewares and recreational
itemns. The firm has yearly sales of around $250 million and is
recognized as one of the largest Hispanic businesses in the
United States.

Mr. Suarez is a true renaissance spirit and is one of Puerto
Rico’s leading business and community leaders. He is active in
a number of civic and professional organizations. His affilia-
tions include: founder and president of Enceste, Inc.. a national
preservation and beautification campaign initiated in 1974:
sponsor of the Roberto Clemente Sports City: chairman of the
Fundraising Committee for the Olympic Village (1983-86), and
member of the Chamber of Commerce and the Puerto Rico
Manufacturers Association.

He has been the recipient of numerous awards and honaors
including: Citizen of the Year 1977/1982 {Chamber of
Wholesale Merchants), Recognition of Honor (Puerto Rican
Legal Defense and Education Fund, Top Management Award
(Sales & Marketing Executives Club), and Distinguished
Importer/Distributor of the Year (Time Magazine).






STATE/LOCAL SMALL BUSINESS
ADVOCATE AWARD

Claire E. Freeman

CEQ

Cuyahoga Metropolitan Housing Authority (CMHA)
Cleveland, Ohio

Claire E. Freeman has a long history of professional excel-
lence and commitment to the public service, A Cleveland, Ohio
native, she received a bachelor’s degree from the University of
California at Riverside and a master’s degree in urban and
regional planning from the University of Southern California.

Early in her career, Ms. Freeman served in such positions as
manager for housing and community development for the
California Association of Realtors, lay advocate for the Watls
Neighborhood Law Office, and human affairs manager for the
City of Inglewoond, California,

In 1981, Ms, Freeman served as the deputy assistant secre-
tary for Community Planning and Development for HUD. She
was responsible for the management of the $60 million
Secretary's Discretionary Fund and the Office of Program
Analysis and Evaluation.

She went on to serve as deputy assistant secretary for
Civilian Personnel Policy in the Office of the Secretary of
Defense in 1984. During that time, Secretary Casper
Weinberger selected Ms, Freeman to represent DOD on the
congressionally mandated Task Force on Women, Minorities,
and the Handicapped in Science and Engineering Careers.

In recognition of her outstanding management skills.
President George Bush named her as assistant secretary for
administration at the Department of Housing and Urban
Development in 1989,

In 1990, Ms. Freeman was named the chief executive office
of the Cuyahoga Metropolitan Housing Authority. As executive
dir_&ulnr. she manages a $100 million budget, 22,000 housing
units and a workforce of more than 700 employees.

She has been the recipient of several civic and professional
awards, including the HUD Distinguished Service Medal
(1984), the NAACP Meritorious Service Award (1987), and the
DOD Distinguished Public Service Award (1989).

FEDERAL ADVOCATE AWARD

Pat L. Hodge

Program Analyst

Office of Small and Disadvantaged Business Utilization
LS. Department of Transportation

Washington, D.C.

Pat L. Hodge is a program analyst in the Direct Contracting/
Financial Assistance Division of the U.5. Department of
Transportation’s (DOT) Office of Small and Disadvantaged
Business Utilization. She is responsible for developing and
implementing effective programs to ensure the participation of
minority, women-owned, small and disadvantaged business
entrepreneurs in the DOT direct procurement and federal finan-
cial assistance activities. She is also responsible for negotiating
direct procurement goals with all DOT operating administra-
tions and the Small Business Administration (SBA),

During Ms. Hodge's tenure, DOT’s procurement goals for
minority and small businesses have steadily increased. For
example, in 1989, the DOT's B(a) goal exceeded 14 percent,
while the national goal was just 5 percent.

Ms. Hodge has a master’s degree in teaching from Trinity
College and a bachelor's degree in Business Education from
the University of the District of Columbia with honors.

For the past several years, Ms. Hodge has received outstand-
ing appraisals for her contributions to the DOT Minority
Business Enterprise Program. The National Business League of
Montgomery County (Marylahd) recognized her initiative and
commitment at a recent awards breakfast.

In September 1991 and December 1991 she was n_w..-ng:nimd
by DOT Secretary Samuel Skinner for excellent professional
p;:rl'urmum:c. Secretary Skinner cited her :icdu;-.u_[mn and
commitment to small business and representing DOT with the
highest standards of excellence and service. Al l]'.llh aw -._mlx cer-
emony she received Secretary Skinner’s “WAY-TO-GO
Award. This prestigious award is given to only a se lect few.

I8 19






FEDERAL ADVOCATE AWARD

20

Verl Zanders

Deputy Director

Office of Small and Disadvantaged Business Utilization
LLS. Department of Health and Human Services
Washington, D.C,

Verl Zanders is currently the deputy director for the Office
of Small and Disadvantaged Business Utilization, Department
of Health and Human Services (HHS). He develops and imple-
ments policies and procedures that are designed to foster the
awareness of the small and minority business community to the
contracting opportunities available throughout HHS.

Mr. Zanders is highly regarded by the business community
as well as the federal sector as a true professional and advocate
for small and minority businesses. His tenure spans approxi-
mately 14 years, including his present four years of service as
deputy director and ten previous years of service as a procure-
ment center representative at the Small Business Administra-
tion (SBA),

During his tenure with the SBA, Mr. Zanders worked with a
wide range of federal agencies to secure contracting opportuni-
ties for small and minority-owned businesses. These agencies
included HHS, the Department of Energy, the Nuclear
Regulatory Agency and the Agency for International Develop-
ment. He is responsible for creating new procurement opportu-
nities in highly technical and specialized areas within research-
oriented federal agencies, which were previously restricted to
large businesses and in some cases “sole source.”

One of the most notable achievements of Mr, Zanders’
career has been the acknowledgement of his efforts by federal
agencies with which he has had an adversarial role. He received
a "Centificate of Recognition” from HHS for his contribution to
tiw success of HHS in achieving and exceeding the president’s
fiscal years 1983-1985 Minority Business Procurement
Objectives. The National Institute of Health also recognized
er. Zanders with its “Outstanding Service Award” for his
efforts in increasing awards made to small and minority busi-
nesses at the NIH.

Recently, he received a prestigious award from the Black

I-‘n:s..'idemﬁ Roundtable for his long-standing commitment and
dedication,

YOUNG ENTREPRENEUR AWARD

Larry N. McKenney
President

LNM Corporation
Rockville, Maryland

Larry N. McKenney has established himself as an entrepre-
neur on the rise. At the age of 29, he is president and sole
stockholder of LNM Corporation, a lawn maintenance firm
serving metropolitan Washington, D.C. The firm currently has
nine full-time employees and an additional 10-15 temporary
employees hired annually during the height of the lawn mainte-
nance season. The firm anticipates sales of $1 million for fiscal
year 1992,

LNM is an 8(a) program participant and specializes in ser-
vicing commercial and federal customers. The firm has grown
eonsistently by providing top gquality services. _

Mr, McKenney has a solid background. He is a graduate of
the University of Maryland, where he earned a bachelor’s
degree in business administration, and has taken extension
courses at the University of Southern Califomia.

With his hard work and determination, Mr. McKenney is a
role model for other young minority entrepreneurs to emulate.
The example he has set through the success of LNM demon-
strates that earning a college degree and taking it to corporate
America is only one alternative, but not the only altemative,

Mr. McKenney is active in his community and takes time
out regularly to assist other aspiring entrepreneurs,






MINORITY INSTITUTION AWARD

ek
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Alphonse H. Carter
Dean, School of Business
Hampton University
Hampton, Virginia

Hampton University is being recognized with the Minority
Institution Award for its leadership role in educating future
minority entrepreneurs, and in promoting minority entrepre-
neurship,

The mission of Hampton's School of Business is to prepare
students for managerial positions, to conduct research relevant
to the management process, and to provide continuing eduction
experience (o curment managers.

The school offers undergraduate and graduate courses in all
areas of business leading to a bachelor of science, masters of
business administration, or masters of science and management
degree. It also offers a summer program to expose high
achievement students to a praduate school curriculum.
Currently, there are approximately 1,750 students registered in
the school.

There are 41 full-time faculty, 61 percent with terminal
degrees and 29 percent with master’s degrees and industry
experience. Faculty have had additional consulting and work-
ing experience in Africa, Latin America, Southeast Asia,
Canada and the Caribbean, and are active in many professional
dss0Cciatons.,

As the percentage of minority entrepreneurs continues fo
increase at a rate greater than the overall national level, institu-
tions such as Hampton will play a pivotal role in helping
America compete in our global marketplace.

U.S. SMALL BUSINESS ADMINISTRATION

1992 AWARD WINNERS






ENTREPRENEURIAL SUCCESS
AWARD

Frederick R. Ruiz
President

Ruiz Food Products, Inc.
Dinuba, California

Frederick R. Ruiz, in association with his father Louis,
t..".‘xlilh.llhllt'ﬂ Ruiz Food Products in 1964, The company special-
ized in the production of frozen Mexican food. The “firm was
started in a 400-square-foot warehouse with 4 employees .1
small freezer, kitchen stove, and a mixmaster. -

. The initial product for the firm was frozen enchiladas, taken
from an old family recipe. Fred and Louis cooked and prepared
products every moming and Lows acted as both the salesman
and the delivery driver in the afternoons. Those first few years
were slow, but business did gradually improve. ¥5%

In 1977, with the help of a SBA 502 loan, the company pur-
chased the land adjacent to the plant and a new 5,{](}(}-5;;"“;,_.-;:.
foot dry storage warehouse was built. That year production
space doubled. SBA was also there for Ruiz Food Products by
supplying SCORE and technical assistance. These were vital to
the growth and success of the firm.

During the next seven years the company experienced
u.t.\cccpii::n.'ﬂ growth. In 1983, with 250 employees and sales of
%10 million, the firm, after having been selected as the State of
California Small Business of the Year, went on o Washington
D(- to be selected as the National Small Business of the "["E:.'!r.
This award was presented to Fred and Louis in the Ruu:
Garden by President Reagan. I
_ In 1991, Ruiz Foods moved into its current 200,000-square-
foot, $16.5 million state-of-the-art facility in Dinuba
E.’uli!'u.rnia. The new plant employs 1,050 peu;-:ltu and al.imuuj
sales for this vear are expected to be over $78 million,

Fred and Louis have built Ruiz Food Products into one of
the largest and fastest growing companies in the nation. This
year, _the company was ranked as the 24th largest Lmjn—i:;wnea
firm in the country by Hispanic Business Magazine. The firm
was ranked 29th by this same magazine in 1990, g
A“,:!l‘:;n]g: 1.lmlhltl_'m 1983 National Small Business of the Year

, Fred was honored as “Master Entrepreneur of the Year™
by !m.-. Magazine in 1990 and was the recipient of the Iuliln
American Business Man of the Year award in 1989 -

I
th

MINORITY SMALL BUSINESS ADVOCATE
OF THE YEAR

Harold K. Brown

Associate Dean of External Relations
San Diego State University

San Diego, California

Harold K. Brown's advocacy for minority small businesses
began in 1969, As a management trainee and later a loan officer
for Marine Midland Bank of New York, he worked with the
bank s minority business customers in an effort to strengthen
their businesses. In 1968, he helped to form a company,
McKissick Enterprises, 1o provide venture capital 1o minority
businesses.

As founder and president of the Black Economic
Development Task Force, Mr. Brown has been an avid
spokesperson for minority businesses, speaking and writing
extensively on the subject. As the leader of the task force, he
has made the phrase. “Black Economic Dev elopment,” a mean-
ingful and familiar term.

As a testimony to Mr. Brown's leadership as an advocate for
minority businesses, he was recently asked by Dr. Joshua
Smith. President Bush’s appoiniment as chairman of the LS.
Minority Business Development, 1o be one of

Commission on
o establish a

the principal organizers, on the national level, 1
elopment.

Program fo assist minority business dev
tion of a coalinon orga-

He was also the catalyst in the forma
Diega’s minority communities to address

nization of San
evelopment issues. The

economic development and business d
ion is Communities United for Economic

name of this organizal
rican-American, Asian,

Justice. It represents the women and Al

Hispanic and Native-American communities. Brown serves as

the organization's president.

He has been in upper man
University for 20 years. and has bec
Mr. Brown holds a bachelor of arts from
a masters of business administration
tly completing coursework toward a
at Claremont Graduate School in

agement at San Diego State
ome a pillar of the commu-
San Dicgo State

niLy. £
from Fordham

Liniversity.
University, and is curren
doctor of philosophy degree
Califorma.






ACCOUNTANT ADVOCATE
OF THE YEAR

Lester ColfTey, C.P.A.
President

Coffey & Associates
Rockville, Maryvland

Lester Coffey is president of Coffey & Associates, a man-
agement consulting firm located in Rockville, Maryland. He
holds a bachelor of science in management from Mississippi
State University, a masters of business administration in man-
agement and finance from Pennsylvania State University, and
is a certified public accountant.

Mr. Coffey also serves as president of the Greater
Gaithersburg, Maryland Chamber of Commerce. As the first
minority president of the chamber, he has led the effort which
repositioned the organization to better serve as an advocate for
small businesses. Through the District of Columbia Institute of
CPAs, he taught controllers, CFOs and other accountants how
to lead their departments and be total managers. He continues
to serve as a member of the Maryland Small Business
Development Advisory Board.

He has supported proposed health care legislation and initia-
tives to provide cost-effective coverage for small business at
county. state and federal levels through meetings with legisla-
tors and other forms of communications.

Mr. Coftey is the author of several articles, including one in
the prestigious Board of Trade News of the Greater
Washington Board of Trade, “Cash Flow Management in Hard
Times.” He is a national speaker on matters dealing with cash
flow, strategic planning. credit management. and loan packag-
ing. He has made several presentations before nationally recog-
nized financial organizations, including the Federal Reserve
System.

Pnf*-_'musiy, Mr. Coffey held financial positions with the
Securities and Exchange Commission and Gulf Oil Corporation
and completed the Manager Development Program with
General Telephone and Electronics. He is a member of the
board of directors of several non-profit organizations,

SMALL BUSINESS EXPORTER
OF THE YEAR
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Paul €. Hsu

President

Hsu's Ginseng Enterprises, Inc.
Wausau, Wisconsin

Paul C. Hsu epitomizes the American dream. He was bom in
Taiwan, and received his early school training there before com-
ing to the United States to pursue a graduate degree at the
University of Wisconsin. Upon graduation, he was employed by
the Wisconsin Department of Health and Social Services as a
social worker. While employed as a social worker, he heard a
news report about American ginseng cultivation in Central
Wisconsin. Intrigued by the report, he began a part-time busi-
ness purchasing ginseng from area growers and mail ordering it
to Chinese-Americans. Within two years the part-time business
had blossomed to the point that Mr. Hsu left his job with the
State of Wisconsin,

Mr. Hsu decided that if he really wanted to prosper in the
industry he would have to grow his own ginseng. In 1978 he
started growing Ginseng on a small scale with one-half acre
under the name Hsu ginseng Farms. The farming aspect of his
business has grown steadily. It is now the nation’s largest gin-
seng farming operation.

Mr. Hsu is now one of this nation’s leading exporters in the
Pacific rim. His company has offices in New York, Los
Angeles, and Hong Kong, and business has expanded to the
point that export revenues exceed domestic revenues.

Today the business has total sales of over 513 million with
export sales of nearly 38 million.

Mr. Hsu's exporting expertise is demonstrated by the fact
that he was asked to accompany the trade missions of Governor
Thompson as well as Congressman Obey and Senator Proxmire.

In 1985 he was instrumental in helping to get the trade tariff
on ginseng lowered in Taiwan from 35 percent to 17 percent.
Through his continuing efforts the trade tariff has since been
reduced to 5 percent.

Mr. Hsu continues to expand his business by applying state of
the art technology in cultivating American ginseng for export,
and also by participating in ongoing trade missions to mainl:_imi
China to expand exporting opportunities o American companies.





NATIONAL & REGIONAL PRIME
CONTRACTOR OF THE YEAR
(Region 10)

John H. Chapman

President

Morrison Construction Services, Inc.
Pasco, Washington

John Chapman is president of Morrison Construction
Services, Inc. He has an outstanding background of training
and experience which includes serving in the U.S. Navy and
attending Columbia Basin College, Central W:nhingmn_ﬁtale
University and Washington State University.

He has directed Morrison Construction into one of the coun-
try's leading full-service general contracting firms, with an
emphasis on mechanical design and construction, service and
maintenance of equipment installation, and energy manage-
menlt.

Mr. Chapman prides himself on being able to work with
owners, contractors, architects and engineers on projects large
and small. Working to the customer’s individual needs, the
company designs, fabricates and delivers projects that are on
line, on schedule and within budget guidelines,

Today, the firm has a management staff of 18 and utilizes up
to 100 full-time craft workers, Due to the dynamic growth of
the company, it now houses two locations in Pasco and
Richland, Washington.

The 8(a) certified company has a broad list of key federal
clients including: the Departments of Energy, State and
Interior, the Army Corps of Engineers, and the Federal
Aviation Administration.

REGIONAL PRIME CONTRACTOR
OF THE YEAR
(Region 8)

Joseph M. Aragon
President

ProServe Corporation
Denver, Colorado

Joseph Aragon founded and has successfully served as presi-
dent of ProServe Corporation, a full-service food management
company. He developed the company from stari-up status in
1984, to its present status as [ne. Magazine's 42nd and
Hispanic Business Magazine's 3rd fastest growing company.
Clients include schools and colleges, government agencies,
healthcare and hospital facilities, business, correctional, and
industrial operations.

Certified as an 8(a) firm in 1987, ProServe’s marketing
efforts resulted in the award of two major contracts in the fall
of 1989, In 1991, after one year at Lowry AFB, Colorado,
ProServe won the prestigious John L. Hennessy Award as the
U.S. Air Force's best large food service operation in the world.
The company's Buckley Air National Guard operation is the
Air Force Space Command’s top facility this year and is a
finalist for the 1992 Hennessy Award.

Mr. Aragon has clearly established himself as one of this
nation's leading entrepreneurs. He began his career by enlisting
in the Air Force where he was named Outstanding Airman of
the Year for Keesler Air Force Base. He also worked for 11
vears at the U.S. Department of Justice.

M Aragon’s training includes a bachelor of science degree
in management from Florida State University, and a master’s
degree in public administration from the University of

Wisconsin,





STATE SMALL BUSINESS
PERSONS OF THE YEAR

K. David Bover, Jr.
President

TROY Systems, Inc.
Alexandria, Virginia

David Boyer founded TROY Systems, Inc. with Felicity
Belford in 1984. The company was started with a strategic
vision and solid business plan outlining the company's path for
success. TROY Systems specializes in strategic systems plan-
ning. information engineering. network engineering, full-life
cycle support, and telecommunications management. Mr.
Boyer wanted to keep expenses down so he worked out of a
home office offering consulting services.

As the company slowly began to obtain contracts and con-
sulting engagements, Boyer decided to expand the company’s
marketing base and became certified by SBAs 8(a) Program in
[Uﬁﬁ_. At this time, Mr. Boyer also began developing a highly
qualified management team.

In 1988, TROY Systems obtained its first 8(a) contract. and
business took off from that point. Sales for 1988 were
H600,000. Today, the company has revenues of $6 million and
employs 130, It is recognized by both government and indusiry
for its quality service, technical competence and fairness in
pricing.

Mr. Boyer is noted for his commitment to helping others and
has provided guidance and leadership to young minority entre-
preneurs.

He is an active participant in the DC Works minority intern-
ship program, and supports a local minority youth group,
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Priscilla “June” Chaco Terlaje
Executive Director

Island Wedding Service
Tamuning, Guam

June Terlaje established Island Wedding Service in 1985. After
years of using her expertise in cosmetology and small business
operations as an employee of other firms, she decided to start
her own business. The firm specializes in complete wedding
arrangements,

_ I:ii;c most new small businesses, Ms. Terlaje encountered

difficult times, When Island Wedding Services commenced
operations on Guam, she had stiff competition from three other
Finns all owned by men. As she strived to establish the credibil-
ity of her business, finances were stretched to the limit.
Initially the firm was only able to average two weddings a
month, and neared bankruptcy. With nothing to lose, Terlaje
added other services, eventuall ¥ providing a complete wedding
puckuge including attire for the bride and groom, transporta-
tion, t.lemr, reception, and photography.

Aft_er years of struggle, in 1988 the company began to show
a profit. Instead of averaging two weddings a month, the firm
Was now averaging forty and, during peak time, sixty weddings
4 month,

Today, Island Wedding Service is g thriving business. It is
the ngmber one wedding service company on Guam. Terlaje
has nine full-time and several part-ime employees. Terlaje
cn:nfnaISB,-‘ﬁ.‘s SCORE volunteers in the dm-ein%}menl of her
Enlerprise.

Tn ufir\fi[inn Lo operating a business, Ms. Terlaje is very
active in civic and international business s:ruup.v-.. She is a
renowned speaker on the topic of women in business.

STATE SMALL BUSINESS PERSONS
OF THE YEAR

Leonard Tanaka, President
Suellen Tanaka, Vice President
T & T Electric, Inc.

Hilo, Hawaii

Suellen and Leonard Tanaka are the epitome of teamwork.
They are joined together not only as husband and wife, but as
pariners in business. Together they form the management team
of T & T Electronics, Inc.

T & T Electronics was established in 1983. The company
was formed when Leonard Tanaka, who had served as a lead
electrician for eight years at Volcano Electric, was informed by
the owner that he was going to close the business. Leonard
Tanaka had a difficult decision to make, either seek employ-
ment with another firm or start his own business. '

Suellen and Leonard Tanaka went forward and started T &
T EIECITTDni::s. The firm started out with two full-time employ-
€es. with Suellen handling the bookkeeping at night after her
full-time day job.

By 1990, the firm had grown to a total of 57 employees.
RF"-’FI‘IUE&. have increased from about $274,000 in 1984 to $6.5
million in 1990, with T & T averaging a 75 percent growth rate
between 1987 and 1990, £ ,

The firm's client list has grown to include the state and
county of Hawaii. Hawaiian Tel and several observatories atop
Mount Keq,

Th:;rll'lfml‘jnfk‘aﬁ‘::rc involved in numerous civic organizations.
‘s in.:tug pnc!u in their participation with local chari-
. orking with students.
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Cheryl A, Cwiklinski
President

CCB Services, Inc.
Rolling Meadows, Hlinois

Cheryl Cwiklinski worked with personal computers and
word processing software for 21 years al various companies,
From the time she was in high school, she dreamed of one day
owning her own business. That dream became a reality when
she established CCB Services, Inc. in 1982,

In starting CCB, Ms. Cwiklinski saw an opportunity 1o cou-
ple her high-tech skills with industry’s need for customized
training for personnel. She lumped together her savings 1o
obtain needed equipment and marketing materials.

Ms. Cwiklinski's idea to develop customized training pro-
grams reaped early dividends. By 1989, revenues exceeded §2
million. Today. CCB is a multi-dimensional corporation offer-
ing high-tech services. including office automation consulting,
desktop publishing, and PC/WP training. The company s client
list includes such industry giants as Quaker Oats, Xerox, IBM,
AT&T, and Ameritech.

Ms. Cwiklinski is a well-respected member of her local
community. She serves on numerous community and business
boards. : :

She has won many awards, written articles for various busi-
ness publications, up-pe:trcd on television and radio broadcasts,

and is an accomplished speaker.






STATE SMALL BUSINESS PERSONS
OF THE YEAR

Hector M. Reves
President

H.R. & Associates
Guaynabo, Puerto Rico

Hector Reyes started H.R. Associates in 1963 afier a 20-vear
career in the Army. The business was launched with the assis-
tance of a 515,000 loan from the SBA.

In developing H.R. Associates, Mr. Reyes decided to diver-
sify and formulate several divisions of the company. The initial
division was Caribbean Wholesales and Services Corporation
(CWSC) which specialized in providing automobile radios.
CWSC became the representative and distributor for a leading
radio manufacturer.

In 1986 Mr. Reyes added a second division, Supreme
Electronic Distributors, Inc., to market Magnavox electronic
products and Fedders air conditioners,

In 1990, Mr. Reyes added a third division, H&H Sales, Inc.
lo market large screen projection systems to the Puerto Rican
marketplace. Also in 1990, HR. & Associates moved into a
larger corporate headquarters, and established a network of ser-
vice centers.

Today. H.R. & Associates has 45 employees and has
increased its sales from $150,000 in 1963 to $10 million. The
future of the organization looks bright and Reves continues to
seek new products to market.

In addition to being a successful businessman, Mr. Reyes is
well known in Puerto Rico for his commitment to helping chil-
dren. He contributes to a number of sports activities, especially
Little League.

Elizabeth R. Coker
CEO

Minco Technology Labs, Inc.
Austin, Texas

In the beginning, there weren't many prospects for financial
success for Elizabeth Coker. She dropped out of school with a
ninth grade education and began milking cows and picking cot-
ton. Eventually she was able to land a job as a production line
worker at a Texas Instruments plant.

While others complained about the drudgery of working on
the production line, Ms, Coker seized the opportunity and took
basic electronics courses offered by the company. Her dedica-
tion paid off when, in 1963, she became the first female engi-
neering technician at the plant.

In 1976, Ms. Coker co-founded a semiconductor firm. As
general manager she turned the company into a $14 million
business within six years,

In 1981, Ms. Coker decided that she wanted to own and
direct the operations of her own firm. She established Minco
Technology, Inc. The firm was an immediate success. posting
:riulE‘i of 51.8 million in 1982, Today, the company has grown
into an $16 million operation, providing more than a million
semiconductor devices to medical. space and military programs
each month,

The success of Minco Technology Labs led Ms. Coker 1o
establish three spin-off companies: Austin Semiconductors,
Technalysis and LRC. Minco has received four “Admin-
istrator’s Awards of Excellence” from SBA and a nomination
for “Subcontractor of the Year” in 1951

STATE SMALL BUSINESS PERSONS
OF THE YEAR

Virginia Mathieson
Owner
VM, Inc.

Evanston, Wy oming

_ Virginia Mathieson established VM, Inc. in 1985. From its
inception Ms. Mathieson strived to make VM an employment
dgency which was a cut above other firms in the area.

To make her firm stand out from the crowd. Ms. Mathicson
decided 1o offer services previously unavailable in Evanston,
She_ took the approach of not Just providing warm bodies for an
assignment, but carefully matching each employee to the
assignment, This approach not only keeps clients happy. but
keeps employee morale hi gh.

Tfld-'!}. VM provides both direct and temporary placements,
“Pecializing in clerical, technical and professional employees.
"'1\ Mathieson also operates Paragon Properties, a shared
nﬂu.;e suite that offers individual offices, a shared receptionis,
“OPIer, fax, central phone system and other amenities for local
small business ow ners, [
anhpzrizgipany_ has shown substantial growth, rising from a
i Ur?fl:rdtmn with sales of $13,000 to a firm employing

nual sales of $431,000.
Sh:i[j.-::::::jumn .i.x; very .la'!ix{c in the Evanston |_'nr11rT'|L.4r1i!:.-'.
LI tber of a number of boards and committees. She is

3]\'01.'“--~ . T, E
Ery actively involved in the local chamber of commerce.
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FROM THE CORPORATE COMMITTEE

It has been an honor for us to work on the planning and development of today’s program. We are indeed
pleased to have played a role in recognizing the minority Small Business Week award winners for 1992, These
award winners, representing both the public and private sectors, demonstrate a commitment to hard work and
superior performance.

The role of the minority small business entrepreneurs expands with the passage of each year. Small Business
Week gives us the opportunity to reflect not only upon the individual achievements of minority entrepreneurs,
but also upon the collective achievement of the minority small business community.

Charles Mathis, Honorary Chairman Clinton A. West, Chairperson
Corporate Administrator President
Martin Marietta Corporation WESTCO Automated Systems

Co-Chairpersons

Dr. Rawlein (. Soberano Mary Walker
President, Soberano Associates International President, Expanded Technologies

Corporate Committee
Nancy A. Flake, Treasurer

Director, Small Business Development Center
Howard University School of Business

Pedro Alfonso Penelope G. Anderson

President, Dynamic Concepts President, The MARA Group
Cluin H. Cameron Phyllis Ford

President, Information Data Systems WESTCO Automated Systems
Luz Hopewell David Rice

President and CEO Executive Vice President

Latin American Management Association National Business League

Ronald Tigner Clemon Wesley and Yolanda Weslev
Minority Counsel Texcom, Inc. :
Committee on Small Business

U.S. House of Representatives Paralee White

Cohen & White

SBA Coordinators

Judith A. Watts, Associate Administrator, Office of Minority Small Business and Capital Ownership
and Development

Bernita M. Kane, Director, Division of Minority Small Business Outreach
Doris R. Roseborough, Program Manager, Division of Minority Small Business Outreach

1992 SMALL BUSINESS WEEK
MINORITY AWARDS BREAKFAST SPONSORS

CORPORATE SPONSOR

Martin Marietta Corporation

PATRONS (Partial list)

Accurate Information System, Inc.
Amerind, Inc.

Automated Research Systems, Limited
B&C Associates

Cohen and White

Dimensions Intemnational, Inc.
Dynamic Concepts

Executive Resource Associates, Inc.
Good Food Service, Inc.

Howard University Small Business Development Center
Information Data Systems, Inc.

Jones and Wood, Inc.

Lisboa Associates, Inc.

National Business League
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R.O.W. Sciences, Inc.
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Steve Tillman

Westco Automated Systems and Sales, Inc.
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MESSAGE FROM
THE ADMINISTRATOR

Throughout our history, small businesses have played a key role in the vitality of our
nation. Weathering the hard times and prospering in the good, they have, as a group, been
the top employer and trainer of our work force and the mainstay of our economy. Today, their
reach is global, with exports to every comner of the world.

A business is only as good as its people, and here again, small businesses lead the way.
Because it is in small businesses that we find most of the innovators, the open, creative minds
that are on the cutting edge of every field. Here are not only brilliant minds, but also men
and women with a dream and the determination to make it a reality. Here are people
achieving success by sheer will and hard work, often overcoming great odds and taking greal
risks. And here are leaders, inspiring those around them 1o go the extra mile, to reach for
SUCCESS,

Here are also generous people, who give back to their communities far more than they
receive. Small business people give, per capita, more than large corporations. And they are
the ones actively involved, giving freely of goods and services, time and talent to everything
from boards of education to Little League, from fund-raisers to environmental action groups.
They are the backbone of our society, and their caring, their involvement and their generosity
are an inspiration to us all.

You, the small business people of America, are our constituency at SBA. We are
privileged to serve you as an advocate, investor and counselor, helping you build Amernica’s
future. Faced with tough economic times, we are doing our best to loosen credit, to make
much-needed money available to small businesses. And how it 15 needed — since September,
the demand on our loan guarantee program has soared 30 percent. In hardest-hit New
England, our economic recovery program is helping viable companies stay alive, and the
demand is tremendous. But we are determined to find a way to meet these needs, to face the
challenge and win the fight. Together, the SBA and small business have weathered economic
crises before, and we will again,

This week, we take time to pay tribute to some of the brightest and best small business
people from across the nation. You, our winners, come from every walk of life, but you are
bound by a common thread: you are making your dream come true, and in doing so, are
providing job opportunities and stimulating the economy. We are proud to honor your
achievements and we thank you for your immeasurable contributions to the nation and the
world.

As Administrator of the Small Business Administration, 1 want to personally congratu-
late each of you — I am proud of you, 1 support you and I salute you.

[t Suks

Patricia Saiki
Administrator





INTRODUCTION

he U.5. Small Business Administra-

tion is a small, independent agency of

the federal government. As enacted by

Congress in 1953, the SBA's purpose
is to aid, counsel, assist and protect the interests of
small business. Today, SBA offers financing,
training and advocacy for small firms and works
with lending, educational and training institutions
nationwide. SBA's programs are delivered at
agency offices throughout every state, the District
of Columbia, the Virgin Islands, Puenio Rico and
Guam.

The American economy is affected greatly
by its 20 million small businesses. They produce
40 percent of the gross national product and
provide jobs, technological innovations and
opportunity for entrepreneurial self-determina-
tion.

The SBA provides procurement and technol-
ogy assistance to insure that small businesses get
a fair share of government purchases and con-
tracts for property, services, and government-
sponsored research and development.

To help improve the management skills of
small business owners, potential owners and
managers, SBA offers management assisiance,
providing technical and product assistance as
well as management training and counseling.

SBA financial assistance provides better access
to capital through a variety of loan programs,
surety bond guarantees and small business in-
vestment companies. Financial assistance is
provided to start-up and existing small business
concerns, to victims of natural disasters and
economic injury, and to state and local economic
development companies.

To protect the interests of small businesses,
SBA advocares their cause before Congress, the
executive branch and state governments as well

as with financial, educational, professional and
trade organizations,

The SBA puts special emphasis on its assis-
tance to veterans, socially and economically dis-
advantaged minorities, women and the handi-
capped.

Each year, the President of the United States
designates a week in May as MNational Small
Business Week, leading the nation in a salute to
the small business men and women who contrib-
ute so0 much to America’s economy and society.
The SBA presents awards to small business
owners or managers in each state, the District of
Columbia, Puerto Rico/Virgin Islands and Guam,
whose achievements best exemplify the Ameri-
can entrepreneurial spirit.  These prestigious
awards are presented during special ceremonies
at the state, regional and national levels, culmi-
nating with a White House announcement of the
Mational Small Business Person of the Year.

The awards presented are:

* Small Business Person of the Year
* Minority Small Business Advocate
of the Year
* Women in Business Advocate of the Year
* Veteran Small Business Advocate
of the Year
* Accountant Advocate of the Year
+ Financial Services Advocate of the Year
* Media Advocate of the Year
+ Small Business Exporter of the Year
* Young Entreprencur of the Year
+ Entrepreneurial Success Award
* Federal Government Small Business
Prime Contractor of the Year
» Federal Government Small Business
Subcontractor of the Year,
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James N, Mvers, President
James Myers Drug, Inc
3604 University Boulevard
Tuscaloosa, AL 35404
(205) 556-3800

After 23 years of working for someone clse,
Jim Myers opened his own drug store in 1975,
His philosophy of providing as much service 48
he could 1o his customers has served him well—
and gained the attention of major drug chains.

The first “extra” Myers offered was free
hlood pressure checks. 1f he found a problem, be
sent the customer to a doctor. Then Myers
recognized that sick people don't want to go out
if they can have prescriptions phoned in. Home
delivery was added, and Myers began looking for
other ways 10 help.

The next service took an SBA loan 1o accom-
plish, a loan that was granted, according 1o the
loan officer, “on a wing and a prayer : MF:F
expanded his inventory and added durable medi-
cal equipment — hospital beds, braces, crutches,
portable stools, ete. — that could be |eased 10
eas¢ a transition from hospital to home.

He established a close i!-‘-*“‘-"miim_"“m .
nearby hospital to supply drugs they didn tstock,
and was able to further increase his mve.ntuﬂ'-
With another SBA loan in 1983 — this m‘lt
granted in just a week — Myers added to b
delivery fleet and durable equipment.

Today. Myers Drug can immediately fill f’lj
percent of all prescriptions at any of three -
tions. Registered nurses on the staff ]:'ml'lld: e

i atients 10
home intravenous services, allowing path |
is even cholesterd

go home much earlier. There
screening
ition from large
Muvers has withstood compebiion rml :
meeting customers n
v well by allowing
) ignity of living
qursing home:

chains by secking and
He has served his communit
many, especially the elderly, the d

at home instead of a hospital or I
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Joseph R. Clark, President (right)
Alfred L. Mills, Secretary/Treasurer
Pioneer Door, Inc.

6514 Greenwood St.

Anchorage, AK 99518

(907) 344-2212

In 1984, Joe Clark and Al Mills decided that
the time was right for them to start their own
business. So, with two other partners, they left
the door-manufacturing company they were
working for to form Pioneer Door, Inc. An
equity investment of $50,000 and an SBA direct
loan of $150,000 financed the fledgling manu-
facturing and service company. “We would not
have been able to start the company without the
SBA loan,” says Al Mills, “"SBA provided the
capital to get us off 10 a good starl,” SBA also
provided bonding assistance through the Bond
Guaranty Program.

The company prospered and Clark and Mills
eventually bought out the other two stockhold-
ers, Then, in the late 1980s, a deep recession hit
Alaska. By diversifying its markets and careful
management, the company not only survived the
recession, it managed steady growth.

Today, Pioneer Door maintains the largest
inventory of door pars in the state, and is the
major supplier of commercial and residential
overhead doors in Alaska. The company em-
ploys 20 people, has expanded into wholesale
and retail sales and recently opened a new outlet
in Prudhoe Bay. Sales have risen from $362,000
in 1985 to more than $3.4 million in 1990,

Joe Clark and Al Mills are both very in-
volved in community service, Joe is on the board
of the company-sponsored Little League team
amd Al is a Boy Scout den leader. The company
also helps support a local food bank and a shelter
for battered women.

William G. Orinski, President
Vanguard Automation, Inc,
10900 M. Stallard Place

Oro Valley, AZ 85737

(602) 297-2621

Bill Orinski started Vanguard Automation in
1984, initially consulting on techniques of auto-
mation and the design of integrated manufactur-
ing equipment. Originally operating out of his
home in San Bernardino, Calif., he rented a small
space in 1985, hired his first employee and began
manufacturing as well as designing custom ro-
botics and hard automated assembly systems. In
1986 the business was incorporated with Orinski
as the sole shareholder.

By the end of 1989 Vanguard employed 15
and had annual sales of $1.5 million. Because of
dramatic growth, the company and seven key
employees moved last vear to Tucson, Arizona,
Orinski’s home town, where costs were lower.
Today Vanguard is a $7 million, 75-employes
company with more than $5 million in orders for
delivery in 1992, Orinski recently put together a
new management team to take Vanguard well
beyond its present size.

Vanguard's hallmark is the creation of flex-
ible and reliable customized equipment to meet
companies’ needs, often designing and building
the equipment while the customers are still de-
signing their products. Customers include Hewlett
Packard, IBM, TRW, AT&T, General Dynam-
ics, and Hughes Aircraft.

Orinski's interest and generosity to others
has always been rewarded by the loyalty of all
who know him, Active in forming Oro Valley's
first chamber of commerce, he also encourages
employees to be civic-minded and supports their
efforts. Vanguard has established a fund to
support employee involvement in charity evenis,





Julian C. McKinney, President
American Cedar, Inc.

190 Extension Place

Hot Springs National Park, AR 71901
(501) 262-1303

The story of Julian McKinney and American
Cedar is, quite simply, miraculous. Afier work-
ing for Mid-America Products, Inc, since 1980,
McKinney took over in March 1986, just after a
fire had destroyed much of the equipment and
inventory in its 10,000 sq. fi. facility.
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An SBA loan helped repair the fire damage,
replace equipment and buy new cedar inventory.
MecKinney renamed the firm and refocused it to
produce finished cedar lumber for manufacturers
and closet accessories (rather than closet lining,
as it had before), He designed new products and
began aggressive marketing both here and abroad.
To better control both finances and pricing, he
avoided large retailers who can be slow to pay and
often set pricing.

Since then, American Cedar has, like a phoe-
nix, risen out of the ashes and flown, realizing a
nearly 600 percent increase in sales in just four
vears, In 1987, sales were $188,425, reaching
$1.3 million in 1990 with a projected $3 million
for 1991, In 1990, employees numbered 10:
loday more than 60 employees eamn wages well
dbove the average in the state, They are offered
cross-training and are encouraged to submit ideas
0 managemen.

In 1988, the company moved into a 40,000 sg.
fi. facility, which was later improved and bought
with another SBA-guaranteed loan. A third loan
recently helped add new equipment.

McKinney has also steered American Cedar
into community service, including a state Adopt
4 Highway program and donating seconds to a
firm which employs individuals with disabilities.

Rachel Perry, President
Rachel Perry, Inc.

9111 Mason Ave.
Chatsworth, CA 91311
(818) RBR-3881

What do actresses Teri Garr, Charlene Til-
ton, and Kelly McGillis all have in common?
Rachel Perry natural skin care & make-up.

Back in 1972, Rachel Perry was cooking up
natural cosmetics in her kitchen. By 1986,
Rachel Perry, Inc. had grown to fill 95,000
square feet of lab, warehouse and office space.

While pursuing a career as 4 talented singer
and songwriter (she has a gold record for a song
she wrote), Perry began doing facials in Beverly
Hills salons. She developed her own Il.';l:hlzli‘:lfl’-"s
of skin care and rejuvenation and began teaching
them to a small class of women. Unable to find
a facial scrub made with natural ingredients, she
went to a health food store for sea kelp, sea sall
corn meal, almond meal, rye flour, honey and
herbs, combined them in her kitchen sink, put
them into little jars and gave them to her sl
dents. They raved.

One woman's husband owned a health food
store and insisted she sell the scrub there. 50
armed with $1,200 which she borrowed, Perry
formulated three products, used a garage asd
warehouse and her kitchen as a lab. :

From the start, Perry bucked traditional
wisdom and did things her own way. It worked
— today, Rachel Perry, Inc, is the number o
natural skin-care and cosmetics company I the
world, with a sales staff of 400 that generales
%5.4 million in sales.

In 1979, she put her techniques into & h':":‘}':
Reverse the Aging Process of Your Face, an
now she ieaches how o start a business. Hers

k A En-
was the cover story for the first 185UE Eﬁnuei
trepreneurial Woman magazine, She ¢of tal

pyironmern

to write music, is dedicated to & i
issues and her cosmetics are made Wik
mal testing.

put ani-

THE STATE SMALL BUsINESS PERSONS OF THE YEAR

Edward W. Morton, President
The Denver Salad Company
102 Inverness Terrace East
Englewood, CO 80112

(303) T90-7706

In September 1987, when Ed Morton opened
the first Denver Salad Company restaurant, there
was only one competitor in town, Since then, six
have opened, but from its first restaurant with 10
employees the Denver Salad Company has grown
to 4 locations with 75 full-time and more than
400 part-time employees. This expanded soup
and salad bar made just under 5311,000 the first
year, but today has $1.4 million in annual sales
per store, grossing more than 53 million.

Morton's concept is to keep it simple, al-
though simple here is a relative term: the restau-
rants offer 70-item salad bars plus homemade
soups, potato, tostada and pasta bars, fresh fruit,
hot breads, signature deli sandwiches, desserts
and drinks. His key is offering the freshest food
al an excellent price.

Morton allows his general managers 1o run
their own stores, describing his own role as
guiding, monitoring and cheerleading. But ac-
cording o his employees, it is his unique man-
agement style that makes it all work. Manage-
ment meelings are apt to be a brown-bag lunch in
the park and a walk, a book discussion, seminar
or ficld trip. The Denver Salad Company seeks
out “can do” people and then trains them — there
are 10 to 15 trainers per store. Employees are
encouraged to be self-motivated and are offered

an instant reward if they create a “Moment of |

Magic” for a guest or fellow employee. And a
fresh, hot chocolate chip cookie is passed out to
each customer.

Morton's company supports the community
generously, from donating surplus food to a food
bank and muffins for a bike race to fund drives
and donations to a number of charities,

Mervyn D. Lentz, President
The Brescome Distributors Corp.
£5 South Satellite Road

P.O. Box 4

South Windsor, CT 06074

(203) 289-6081

Mervyn Lentz and his father founded Brescome
Distributors in 1949. That first yvear, the com-
pany's 30 employees supplied 10 lines of wines
and spirits and had sales of $2 million. Today,
Brescome employs 135, supplies 107 lines and
has sales of $40.5 million. Of the six major
wholesalers in Connecticut, it is one of four
statewide distributors and one of two independ-
ents.

Since Lentz became president of the com-
pany in 1968, the firm has experienced rapid
growth, and won a reputation throughout the
country as an aggressive and innovative whole-
saler. The level of sales activity has frequently
exceeded the industry average, and the firm has
won several national awards.

Although an aggressive participant in the
alcohol beverage industry, Lentz devotes a lot of
time and energy to promoting responsible drink-
ing programs. His 20-year effort includes being
appointed twice to the Connecticut Alcohol and
Drug Abuse Commission. He has also been
honored with Time Magazine's Distinguished
Wholesalers Award for his business perform-
ance and his community service.

Lentz is very involved with civic activities
on the local, state and national levels. He serves
on the boards of directors for several organiza-
tions, including the University of Hartford Asso-
ciates and the Homeward Bound Foundation,
and has served on numerous other boards. He
was president of the Mi. Sinai Hospital Assoc.
and is a life officer of the Greater Hartford
Jewish Community Center. In 1982, four schol-
arships were awarded by the National Distillers
Scholarship Foundation in his name.

Sally J. Mayhue, CEO
Wings to Go, Inc.

1256 5. Little Creek Rd.
Dover, DE 19901
(302) 734-5512

In 19835, Sally Mayhue's husband was trans-
ferred from Buffalo, N.Y.. to Dover AFB in
Delaware, Mavhue and her two sons quickly
found to their dismay that the spicy chicken
wings famous in Buffalo were unavailable in
Delaware. Knowing what a sensation the wings
had been in Buffalo, Sally started Wings 1o Go,
a simple carry-out specializing only in “Buffalo
Wings.” She set up shop across from the Air
Force base, advertised in the base paper and
offered free samples. Her idea quickly took
wing.

Mayhue's success has been extraordinary,
Wings to Go now employs 32 and has sold 18
franchises in Delaware, Pennsylvania, Mary-
land, New Jersey, Rhode Island, Florida, Wash-
ington, D.C., and North Carolina. From $120,000
in 1985, the company's gross sales are up to §1.2
million.

From the onset, Mavhue knew that her con-
cept could be franchised and that was the way 1o
open more restaurants quickly and increase buying
power. The franchise fees and rovalties would
increase the cash flow and net worth.

In order (o keep costs down, company execu-
tives worked for small wages, with an eye on the
future. Mavhue integrated computers into the
operations, offered employees health insurance
and a chance to grow with the company and kept
the franchise prices low, allowing owners an
excellent rate of return. The formula worked;
Wings to Go is two vears ahead of its planned
growth.

Mayhue was recently honored with the Blue
Chip Enterprise Initiative award by Connecticut
Mutual, but despite her success, she keeps a low
profile. Her sons Chris (company president) and
Jim Tisack, both active in the business, serve as
spokesmen.





K. David Boyer JIr., President & CEOQ

TROY Systems, Inc,

1199 North Fairfax St

Suite M)

Alexandria, VA 22314

(703) 683-2100 [
!

TROY Systems, Inc. was founded by David
Boyer and Felicity Belford in 1984, At first, they
worked out of a home office as subconiraciors
and consultants, but in 1988, they got their first |
8(a) prime contract with the Navy, and the busi-
ness took off. Sales that year were $600.000,
Today, TROY is a multi-million dollar company |
remgnized by both government and industry for |
its technical competence, quality senric:.‘and
faimess in pricing.

TR_DY specializes in strategic systems plan-
ning, information engineering, full life cycle
suprﬂ. network engineering, and telecommu- |
meations management. It is a minority-owned
and operated small business with revcm;e:; of $6
million per vear, and now has 130 employees,

. During the period between TROY s obiain-
ing its B{a) centification in 1986 and the award of
its first contract, Boyer and Belford identified |
and recruited most of the current management
team, As the firm began 1o acquire more con-
tracts, TROY was able 10 hire each of these
individuals on a full-time hasis, : |

Boyer is keenly aware of ihe difficulties
encountered by many firms on leaving the SBA'Q
Iﬂia} Program, and is already ageressively pursy-
ing other competitive ang non-8(a) work, Lasi
year the company won its first non-8{a) contract
with the Virginia State Lottery.

Boyer provides Buidance a.mi mentorshi
young I‘ﬂ?]‘lﬂ]"tl}' entreprencurs and studen:j e
rommunity, participates in the DC Works mi-

nority internship program, and sy
ity 4 rs a |
minority youth group, s e

in the
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SMALL Business WEEK 1992

Richard M. Turkel, CEOQ
Master Packaging, Inc.

6932 South Manhattan Avenue
Tampa, FL 33681

(813) 837-1575

Master Packaging and Richard Turkel go back, way back, to 1958, Turkel got his first job afier
college there, when it was a division of National Linen Corp, Eventually, he became manager, (e
huugﬁt the company, sold it, worked as president and finally resigned and dabbled in other husinesses.

F?:g!!l }'E:a.rs later, he was back. Afier passing through several hands, the plastic packaging finn
was in financial trouble, and Turkel was able to buy it for less than a third of its assessment. Since
then, he has turned the faltering company around and made it the 67th-ranked business in the indusiry.

The company was making about $800,000 in sales when Turkel and five other employee:
stockholders bought it in 1986. By 1988, gross sales were $11.5 million. With a more than 180 percent
sales growth since 1987, sales reached 5135 million in 1991,

 Master Packaging now supplies such companies as J.C. Penney, Arrow Shirts, Krispy Rreme,
Winn Dixie, Fruit of the Loom and Dole. They also make the packages for Little Debbie snack cakes
and Moon Pies,
" Whtlm he hnu;ht it, Turkel committed Master Packaging to reemploying and supplying !}encﬁlﬁ
many of the skilled workers who had lost their jobs under the previous management. In six years
the employment rolls have swelled to 137,
A JI"-::Isrtl:r Il’_ackaging also recognizes its responsibility to the community, recycling its plastic Wasie
e Er:.l ing w.aslc snllrcnlr.. Turkel, the company and its employees fund and participate I3 iiildﬁ
e Drrflmuml},r_ projects and organizations such as the Tampa Children’s Home and the Paint-
art-0ut project in which employees paint a sponsored home.
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D. Ray Sosebee, Chairman of the Board
Sosebee Auto Supply Co., Inc.

190 South Clayton Street
Lawrenceville, GA 30245

(404) 963-2408

When Ray Sosebee opened his aute supply
store in Lawrenceville, Ga. in July 1958, it was
a one-man operation. A month later, Sosebee
Aute Supply Company, Inc. became a family
business with the birth of Ray and Jimmie Mag’s
first son, Daniel. The store made sales of 3777
that first month, and $9.381 the first year. Then
Sosebee hired his first employee.

Today, there are two more businesses in
addition to the auto supply store: Sosebee Dis-
tributors, Inc.. an AC-Delco wholesaler, and
Soscbee Investment Co., which finances auto-
motive and lawn and garden equipment. Sales
last year were about $2 million.

Dan and his brother Jim have joined the
business, which has more than doubled in size 10
18,000 sq. fi. with a staff of 18 full and part-time
employees. Muost have been there for more than
10 years, many for 20 or 30 years,

As a Diamond Distributor for AC-Delco
(having the largest percentage of increase over
quota), Sosebee and his wife have traveled to
New York, Florida and Paris, with all expenses
paid. Sosebee earned a degree in business ad-
ministration from the University of Georgia on
the GI Bill after four years in Korea. Then he
went on to fulfill his childhood dream of owning
his own business. Both loved and respected in
the community. he gives credit for his success to
his family, his employees and his customers.
Sosebee is o past president of the local Lions
Club, is a Mason and a Shriner, has served as
church treasurer, chairman of his church's dea-
cons, Sunday school director and teacher, and
music director.

P. June Terlaje

Executive Director

Island Wedding Service

275-H Farenholt Avenue

Ocean Pacific Plaza

Tamuning, Territory of Guam 96911
(671) 646-8057

In 1985, with a background in cosmetology
and small business operations, June Terlaje opened
Island Wedding Service. The firm makes com-
plete wedding arrangements for Guamanians,
LS. military personnel and Japanese tourists,

who go to Guam for “Westem™ or American
style weddings

Averaging only two weddings a month m
first, Terlaje struggled to break into a very tight
market dominated by three other firms, all owned
by men, Facing bankrupicy, she added services,
eventually providing evervthing from complete
attire for the bride and groom and coordinating
the chapel ceremony to transporiation, decor,
reception, and photography. Even her children
helped s ring bearer, flower girl and usher

By 1988, the business began to show a profil
with an average 40 weddings a month — and as
many as 60 during peak periods. Terlaje’s warm,
personal care has helped make her Island Wed
ding Service number one on Guam, with annual
gross sales exceeding 5250,000. She has nine
full-time and several part-time employees plus
many subcontracts with florists, caterers, pho-
tographers, bakeries, tailors and musicians. Ter
laje graciously acknowledges SBA's SCORE-
ACE program volunteers as partners in her busi
Ness management.

She s also active in local civic and intema
tional business affiliations, speaking on behall
of women in business and her beloved Guam
She is a foster parent and helps with the elderly
and the handicapped.
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Suellen M. Tanaka, Vice President
T&T Electric, Inc.

456-A Kekuanaoa Sireet

Hilo, HI

Leonard S. Tanaka, President
T&T Electric, Inc.

456-A Kekuanaoa Street

Hilo, HI 96720

(BOE) 935-9029

Leonard Tanaka had worked as lead electrician at Volcano Electric for eight years when, in 1983, the
owner decided to close and relocate. Leonard and his wife Suellen decided to start an electrical company
of their own, T&T Electric, Inc. With Leonard and two employees working full-time at T&T and Suellen
doing the bookkeeping at night after her full-time day job, the company started 1o grow.

By 1988, they employed 25 full-time workers. That number more than doubled in three years, with
a total of 57 full-time, part-time and temporary employees in 1990. Many of these jobs are skilled labor
positions that require various levels of training and a commitment to the elecirical profession. T&T
encourages training and development of its employees, and is licensed in seven different areas of
| construction. The company has gained an important advantage by being able 1o offer a varietv of
electrical and related services. :

Among T&T customers are the state and county of Hawaii, Hawaiian Tel. and several observato-
ries atop Mauna Kea. Revenues have increased from about $274,000 in 1984 10 $6.5 millicn in 1990,
with T&T averaging a 75 percent growth rate between 1987 and 1990, while maintaining respectable
net profits.

The Tanakas are very civic-minded, regularly donating equipment, supplies and services gener-
ously to a variety of community functions and charities. They work with students at the local schools
and support many community service activities.

Bob . Jensen, President
Jensen Lumber Company, Inc.
P.O.Box 6

Owid, ID 83260

(208) B47-0889

Jensen Lumber Company, Inc, was started in
1972 by Bob Jensen and his late father, The
company milled oversized timbers used mostly
in the mining industry, something most larger
mills were unwilling to do. Today, under Jensen’s
guidance, the company is also expanding into
other niche markets.

In 1983, Jenson Lumber began making wood
fuel pellets as a way to use waste. Traditionally,
sawmills burned sawdust, sold slab wood for
firewood, and lost a lot to waste. Now, Jensen
buys sawdust from other mills to keep up with
demand. Bark is sold to nurseries and land-
scapers for mulch,

A small-diameter lumber and laminating
plant, being developed with the U.S. Forest
Service, will use small, “waste” timber to pro:
duce laminated hoards for export to Japan. The
new plant, which employs 15, is part of a three-
phase expansion that will add as many as 100
jobs to the area. § ne of many novel ideas

future. He and his f3
€mployees; today the!
n 10 yvears only one has!
UP 10 just under $2
million by 1997,
Now owned and operale
IJ.!II'A‘:E sons, the Cormpany
tally toward the stability

eConomicg]] 1 s
embe ¥ troubled ¢
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Cheryl A. Cwiklinski, President/Owner
Comprehensive Computerized Business
dba CCB Services, Inc.

1701 Golf Road

Tower 2, Suite 109

Rolling Meadows, IL 60008

(708) 228-1801

Since age 17, Cheryl Cwiklinski has wanted to
have her own business. After 21 years of com-
puter experience, which encompassed all aspects
of the personal computer/word processing indus-
try, Cwiklinski saw an opportunity to couple her
high-tech skills with the industry’s need for on-
going, customized training for personnel. With
only 316,000 in savings and five accounts,
Cwiklinski started CCB Services, Inc.,in 1982, A
year later, she offered all her major assets as
collateral for a modest $20,000 expansion loan,
and the risk paid off. By 1989, revenues exceeded
$2 million and today, CCB is a multi-dimensional
corporation which offers a myriad of high-tech
services to Fortune 500 clients.

CCB offers full-service personnel placements,
PC/WP training, complete office automation
consulting, secretarial support and deskiop pub-
lishing expertise. The company’s client list reads
like a Whe's Who in corporate America —
Ameritech, AT&T, First Card, IBM, Quaker
Oats, and Xerox to name a few,

Cwiklinski is one of the most highly re-
spected experts in the information systems in-
dustry. She has won numerous awards, appeared
on major television and radio broadcasts, written
articles for various business publications, and is
an accomplished speaker and lecturer. She also
serves on numerous business and community
boards. Cwiklinski and her staff reflect the
company's motto and philosophy “Different by
Design,” with a commitment to excellence.

James W, Fleming, President
Acero Metals, Inc.

402 Darlington Street
LaPorte, IN 46350

{219) 326-1976

James Fleming is the quintessential entre-
preneur. His investment casting business has
evolved from a start-up operation in his base-

[ ment to an international $15 million company

with 250 employees. Aero Metals, Inc. provides
quality components for a variety of industries
including aerospace and defense, automotive,
agriculture, military, computer and many others.
Among its better-known customers are Sears and
Snap-on.

Much of Fleming’s success stems from &
sincere desire to develop a rapport with all of his
employees, He is both willing and able to roll up
his sleeves and provide hands-on assistance for
any task. A humble man who credits his employ-
ees with his success, he has cultivated a real team
atmosphere.  Unions have tried and failed 10
organize his shop.

One of Fleming's first major accomplish-
ments was the design of the equipment line to
produce Jiffy Pop popeorn. He worked with MIT
professors and top surgeons to design innovative
medical equipment used in hip replacements and
has several patents on the market for medical
equipment. He also designs his own equipment.

Aero responds rapidly to technological ad-
vances by investing in equipment and employ-
ees, Fleming strongly emphasizes education,
and the company pays for work-related tuition.
Fleming also teaches a variety of classes 1o
improve skills and half of his employees are
involved in training.

He devotes valuable time and money to
various community and educational projects and
serves on the executive committees of numerous
civic boards. He is chairman of the Partners in
Education committee of the chamber of com-
merce.

| companies in the U.S.
| years of sales growth, with 1992 sales estimated

Richard W. Stewart, CEO
Frontier Cooperative Herbs
Box 299

Norway, 1A 52318

(319) 227-7996

Richard Stewart was supposed o become a
diesel mechanic. At least, that was his ambition
when he decided 1o sell natural herbs and spices
as a hobby in 1976. By the fall of 1977, Frontier
Cooperative Herbs had so many customers, Ste-
warl went to work full time in the business.

In 1981, with sales over 1 million, he at-
tended an SBA cash-flow seminar, prepared his
first cash-flow statement and finally got his first
bank loan. In 1983, he started night school and
over the next eight years eamed a degree in
business administration (with a 4.0) and numer-
ous awards. He has done just as well at Frontier.
The company has become America’s largest
supplier of bulk herbs, spices, natural oils and
extracts, and gourmet coffees and teas to the
natural foods industry, dominating this market
niche with an estimated 80 percent market share.

Sales grew from $18,000 in 1976 to over $2
million by 1983, when the company was named
by Inc. as one of the 100 fastest-growing small
After 15 consecutive

at $16 million, Frontier soon expects to be one of
the top five manufacturers in the industry.

Frontier is the largest private emplover in
Benton County; 165 people work at its plant,
which offers a national model child care facility,
gymnasium, weight room and full-service cafe-
teria. It has developed its own unique machinery
and processing and, with improved productivity,
has increased benefits to its employees. The firm
also supports development projects in Peru and
Mexico. Stewan is on the boards of several
cooperatives and the Cedar Rapids chamber of
commerce.
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Frank A. Meyer, President
Custom Metal Fabricators, Ine,
Vacu-Blast International

Highway 77 North

P.O. Box 286

Herington, KS 67449-0286
(913) 258-3744

From humble beginnings in 1977, Frank
Meyer had the foresight to see opportunity,
capitalize on it and put together an organization
that is well-funded, skillfully managed, and on
the leading edge of technology in its fields,
Custom Metal Fabricators, Inc. (CMF) has ETOWT
from a two-employee operation 1o a substantial
custom manufacturer, marketer and exporter of
heavy industrial machinery and fabricated metal
parts for handling equipment.

Acquired in 1991, Vacu-Blast International
(VBI) manufactures a closed circuit pollution-
frec blast system used in naval shipvards as well
a5 mobile blasting systems, blasting cabiners,
and blasting rooms.

While Meyers'company has been growing in
sales, number of employees, and physical facili-
ties, it has also grown in reputation worldwide
and is sought out by others to research and des; g
new and different technologies and products,

: The company has survived tough economic
times which brought significant financial losses
anc.t employee layoffs. However, CMF managed
10 Increase its customer base in proprietary pr;bd-
ucts and custom built machines, hring'mig more
sales, jobs and the need for expanded production
facilities. Custom Metal Fabricators/Vacu-Blast
International now employs 61 people and has
sales of over $4 million and is stil] Erowing,

Frank Meyers contributes his time and tal-
enis (o a number of community and civig organi-
ations, and continues to be a positive foree for

growth. He is currently president of the Board of
Education,
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(5. Alan Bernard, Presiden
Mid-Park, Inc.

1021 Salt River Road
Leitchfield. KY 42754
(502) 259-3152

Two decades ago, Nelson Bernard started
Rough River Metal Products in his bam. He had
one part-time helper and $20,000 in sales, but the
mcg.wiun in 1972-73 was too much for the tiny
business and he shut it down. Four vears later,
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when he and his son Alan considered 2oing into
business together, a friend said that if they'd
make hardware for farm gates, he'd buy from
them. The friend happened to head a top farm-
gate manufacturer, and soon Rough River was
back in business, making farm gate hinge pins.
By 1977, they had outgrown the barn, and a move
to Mid-Park Industrial Park sparked a name
change to Mid-Park Metal Products, later Mid-
Park, Inc.

In 1984, Alan bought out his father and, with
the help of an SBA-guaranteed loan, moved the
business into a 41,500 square foot facility in
1986. By then there were two spin-offs, Leiich-
field Machining, Inc. and Highway Specialty
Steel, and 20 full-time employees.

Today, the company has grown to 50 full-
time emplovees. That first order for 10,000 fam
gate pins has rocketed to a production of 7.5
million pieces of gate hardware and | million
feet of concrete joints last year, There is also s
third company, K'Y Fabricating, Lid., foanded in
1990 to make highway guardrail products. Gross
sales have grown from $31 1,000 in 1978 to more
than $4.5 million in 1991,

Bernard has been a significant foree in the
civic affairs of Grayson County. His involve-
ment includes Little League, the chamber of
commerce, Lion’s Club, and various boards.
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Randolph McCormick Sr., President
Dixie Glass Manufacturing, Inc.

730 West Landry St.

Opelousas, LA TO570

(318) M42-6536

Dixie Glass Manufacturing, Inc., traces its
roots back to 1946 when Randolph McCormick
Sr. opened a two-man glass shop in Opelousas,
La. It was in that little shop with dirt floors that
McComnick's dedication to quality and service
began. Today, Dixie Glass offers a full range of
automobile, residential and commercial glass
services 1o the consumer, and is planning an
expansion that will soon double its operating
space to 265,000 square feet. Sales in 1990 were
nearly $11.5 million.

Just as quality and service have been the
Dixie Glass motto, being on the leading edge in
the glass industry has been its goal. The Opelou-
sas facility, which incorporates manufacturing,
wholesale and retail sales, specializes in high-
tech insulating, silkscreening, beveling, compu-
terized robot cutting and tempering.

Drixie Glass has grown to include locations in
five states with over 300 emplovees. This was
the result of a slow, calculated business plan put
into motion by MceCormick to build a network of
businesses in the Southeast. Today, the Glass
Master Network, Inc., encompasses 30 locations
— all owned or partly owned by McCormick —
with Dixie Glass as their manufacturer and sup-
plier. And in 1988, the Dixie No-Glare Corp.
was created, one of only three makers of non-
reflective glass for the picture-framing industry.

MeCormick has been instrumental in saving
hundreds of local jobs and spurring new growth.
He also helped establish a college scholarship for
a local child whose father died prematurely.

Thomas M. Chappell, President

Katherine C, Chappell, Vice President, Research and Development
Tom’s of Maine

P.O.Box 710

Kennebunk, ME 04043

(207) 985-2944

In 1970, Tom and Kate Chappell began making personal care and health products derived from
natural ingredients. Today Tom's of Maine is known nationwide. At first marketed through health
food stores, sales to supermarkets and drugstores have recently helped put Tom’s in “an enviable
financial condition,” with sales over $17 million.

Much of their success is the result of inclusive, interactive problem-solving with their 5“.
employees. Company-wide retreats and gatherings, and family social events flm"ll:T a sense :.rt
teamwork and give rise fo innovation and creativity. But while the Chappells’ product line is
successful, their ultimate focus is the common good. Employees are encouraged to donate 5 percent
of their work time to non-profit groups. For more than 10 years, Tom’s has contracted work 1o a Irxal
non-profit organization that integrates disabled people into the workplace, .'.md recently hlre_d a client.
In addition to other donations, Tom’s contributed more than 10 percent of its gross pmﬁn.tm l';."élth o
local non-profit groups and made some 80 grants to local Native American projects. Tom's radically
reduced its own waste, uses 96 percent recycled paper, contributed $25.000 to Kennebunk to suppor
a curbside recycling program and funded recycling training in the elementary sr.:hm.l_

Tom’s EarrIiI\-' benefit palicies are rated among the best-suited to the needs of working mothers aI.mI
the firm has won national recognition for “putting ethies first.” The Ehgppcl]s believe in treating
people with respect, acting in their irl:eres.is. improving community life, building up the human spint,
and acting to protect and sustain our environment.
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Robert J. Cirincione, M.D., Founder
Mid-Atlantic Orthopaedic Specialists, P.A.
1120 Professional Court

Hagerstown, MD 21740

(301) 739-7900

It would have been casy for Dr. Roben J.
Cirincione to open a solo orthopaedic SUrgery
practice in 1984, but he had a vision of a special-
ized practice, including physical therapy, with a
focus on sports injuries, treatments and preven-
tion. With that in mind, he founded Robert J.
Cirir_u::'une. M.D., P.A., as a medical and surgical
service, and the Sports Injuries Clinic, Ine, 1o
provide physical therapy treatments, with an
emphasis on the care and treatment of injured
athletes,

Since then, both the medical practice and the
physical therapy practice have survived adver-
sity and undergone tremendous change, A badly
fractured wrist kept Cirincione from operating
for four months in 1986, With 90 percent of
revenues suddenly not coming in, the practice
struggled to survive — bur it did, and without
losing any employees,

Cirincione took on the first of three partners
in 1988, and the name was changed to Mid-
Atlantic Orthopaedic Specialists, P.A. At the
same time, The Sports Injuries Clinic, Ing. devel-
oped into a full-range physical therapy practice
and was renamed Mid-Atlantic Physical Ther-

apy Center, Inc. Employees have increased from |

6 in 1984 10 27, and revenues from $85.500 1o
more than 52 million.

The unique aspect of this practice — a kind
usually seen in large, metropolitan areas — is
that it was founded in, and expanded to, more
rural settings in Maryland, Pennsylvania and
West Virginia. Dr. Cirincione feels thar patient
is patient, and that what is good health care in the
city should be available in the rest of the country.
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Donald E. Benoit, President (right)
Donald R. Irving, Treasurer

Data Guide Cable Corporation

104 East Broadway

Gardner, MA 01440

(508) 632-6805

With initial financing from SBA, Benoit and
Irving started Data Guide Cable Corporation
(DGCC) in 1983, DGCC, which manufactures
m{:tcd wire and cable products, capitalized on its
unique capacity to provide highly engineered
Frmutypc cable for new items to become a leader
in the industry. This capacity enabled the firm o
manufacture cables in four days for use during
Desert Storm,

Inl the beginning, Benoit and Irving leased
space in an old furniture mill. Most of their start-
up Iunsts Went to purchasing state-of-the-art
cquipment. Instead of hiring skilled workers
from outside the area, employees were hired
fmr_n the local labor pool and trained. When they
decided to purchase and improve the building,
SBA again provided financial assistance. There
now are 42 employees — 70 percent of whom are
dx.splaced workers from the fumniture industry,
Suteeln percent are single mothers,

thersif)'ing inte other products, DGOC is
exporting cable to Ireland and negofiating 1o
send cable to the Baltic nations, Sales have
gﬁ:;n:;gT $646,000 in 1984 10 $5.7 million in

DGCC is committed 1o saving the environ-
ment and has reduced generation of hazardous
waste by 80 percent and recycles cooling water
wl'uchl r.edur.ed city water usage by 75 percent

leng health care costs prompted the cun;-
pany to nlanemem a self-insured program. First
year savings enabled DGCC 1o provide paid
Prescriptions, $15,000 of life insurance and dis-
ability surance to their employees free of charge,
ni;yﬂ?r;?l~m‘j Irving are active in the Commu-

. Lompany sponsors a youth ice hockey

team and annually donates (o the Speci
: : cial Olym-
Pics and various local charities, 57 &

Boyd Berends, Chairman/CEO
Progressive Technology in Lighting
dba ProLight, Inc.

581 Ottawa Avenue

Holland, MI 49423

(616) 396-6722

Just eight years ago Boyd Berends was
employed by a major lighting company, devel-
oping applications for their lighting systems. A
company acquisition resulted in the dismantling
of his division, but what could have been a great
misfortune for some turned out to be a lucky
break for Berends. Rather than transfer to an-
other position, he asked for permission to leave
the company to develop, manufacture and mar-
ket the product he had been developing, and
ProLight was formed, The company manufac-
tures and markets highly cfficient fluorescent
lighting products designed to replace incandes-
cent bulbs (just one 60-watt equivalent bulb can
save, over its lifetime, 528 Ibs. of coal, a ton of
carbon dioxide air pollution, 21 Ibs. of sulfur
dioxide — and more than $30). .

Since 1983, ProLight has mushroomed -LTJW
a $10 million corporation that is rccos“m':d
throughout the world as one of the leaders i
energy-efficient lighting systems. [t is the larg-
est producer of these bulbs in the US. and
expects to double its sales during 1992 for the
sixth consecutive year. ProLight plans to expand
into more U.S., Canadian and Mexican markets
and is already operating a joint venture in Shang-
hai. While its current market is aimed at com-
mercial and industrial use, the company 15 ELP’_G
structuring to enter the residential market (his
year,
Berends serves on the local zoning appeals
board, has served on various civic and chi
boards, and is a director for the Holland Youth
for Christ.
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Dennis J. Tursso, CEQ
Tursso Companies, Inc.
223 Plato Boulevard East
5t Paul, MN 55107
(612) 222-8445

When Dennis Tursso hears those beeps at
the supermarket checkout, it"s music to his ears.
His Tursso Companies, Inc. has established
itself as a leader in the booming market of bar
code labeling.

Actually, Tursso Companies is a holding
company for six subsidiaries, including a state-
of-the-art printing plant. Other companies sell
computers, software packages, ribbons, print-
ers, typesetting and design, labels and scanners,
all primarily geared to the same niche market.

The company started in 1971 when Tursso
bought an unprofitable printing business, He fi-
nanced the deal with personal assets and by
selling a couple of antique cars and some insur-
ance policies. Considering he had four young
children, this was risky, but the risk paid off
handsomely. Tursso bought several more un-
profitable companies and tumed those into a
profitable venture within four years with only
five employees. As the company grew, Tursso
targeted niche markets, such as the field of
pharmaceuticals, which involves stringent FDA
requirements. An emphasis on quality, service
and fast turn-around soon built the firm’s repu-
tation and today Tursso Companies, Inc. pro-
vides jobs, training, pension plans, profit shar-
ing and incentives for 125 employees.

In 1986, Tursso recognized the need for a
management team to oversee the continued
growth of the business. He now serves as CEO
and also commits time to the community, serv-
ing in a number of civic, business and charitable
organizations. He is chairman of the $3 million
St. Paul Seed Fund, that assists in start-ups and
growth of local businesses,

David T. McMillen, General Manager
Hall-McMillen Company, Inc.

1112 Wesson Tate Drive

New Albany, M5 38652

(601) 534-2181

In 1980 David MecMillen and Charles Hall
opened the doors of their “dream,” a custom
machine shop that would provide a local alterna-
tive for the development of custom automated
machinery for the manufacturing industry. Start-
ing with only basic equipment, Hall-McMillen
has become a state-of-the-art machine shop, with
a computer-assisted engineering depariment and
a sales force covering the southeastern United
States.

McMillen bought out Hall in late 1987. Since
then, he has turned the company around from a
net loss of over $73,000 in 1987 1o a net profit of

| more than $129,000 last year. Gross sales in 1980

were $153,000; today, sales top $2.5 million.

Contracts for the company’s custom machin-
ery, automation systems, industrial controls and
information systems, range from 350,000 to
750,000, and each is designed and built specifi-
cally for the customer’s individual needs.

Started “on a shoestring,” the firm has often
faced problems of under-capitalization. But eight
SBA-guaranteed loans have provided the work-
ing capital to fulfill contracts of increasing size
and complexity and have financed an expansion.
With investment in the best equipment and tech-
nology available, the Hall-McMillen Co. now
finds itself on the leading edge of industrial tech-
nology.

Starting with just three employees in 1980,
the company now employs 40 highly-skilled
workers. Its annual payroll is more than $1
million and per employee, Hall-McMillen is the
highest-paying company in the county. In a
small, rural town of 7,000 (and a county of just
22.000), the firm has had a major, positive eco-
nomic impact,

Robert J. Carter, President
WEBCO Engineering Co.
711 N, Prince Lane
Springfield, MO 65802
(417) 866-7231

Since 1977, Robert Carier's WEBCO Engi-
neering Company has successfully designed and
manufactured custom air handling equipment,
air conditioning and energy recovery equipment
for the food and drug processing industry, medi-
cal laboratories, power plants, research facili-
ties, hospitals, military installations and others.
Part of the company's success is due 1o its ability
to produce custom environmental equipment for
its customers while its major competitors mainly
provide a standard product.

This, coupled with a highly motivated and
well-trained technical staff, has helped WEBCO
Engineering grow from a company with four
employees and sales of a few hundred thousand
dollars to one with 61 employees and $9.5 mil-
lion in sales in fiscal year 1990, And, despite a
10-12 percent downturn in construction spend-
ing. WEBCO did $6.14 million in business by
September 1991. Gross profits have increased
from 25.2 percent in 1988 to 32.9 in 1990.
WEBCO's customers include St. Jude’s Chil-
dren's Hospital, Anheuser Busch, IBM, Goodyear,
Goodrich, Quaker, Bristol-Meyers, Toyota and
The Limited.

SBA has twice helped WEBCO with Joans
and lines of credit that enabled Carter to become
sole owner of the company in 1988 and to finance
its rapid growth in 1990.

Carter contributes time and money o com-
munity and school projects and is very interested
in the well being of his employees. He received
the Missouri Merchants and Manufacturers
Association’s 1988 Sweet Success Award for
achievements in sales growth, employment
opportunities, company stability and commu-
nity involvement.
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Douglas B. Richardson, PhD, Presidemt
GeoResearch, Inc.

2815 Montana Avenue

Billings, MT 359101

(406) 248-6771

Doug Richardson started GeoResearch (GRI)
in 1980, with himself as the sole employee.
Shortly thereafter, he and his wife decided to
move the business from Washington, D.C., 1o
Billings, an area they liked and which offered a
number of natural resource-based industries that
would complement the new firm’s work,

In spite of a severe economic downturn in
Montana in the late 19805, GRI, an environ-
mental science and computer mapping firm, has
grown to number 38, expanded into the historic
Elacl‘.ril::Eui:ldlngindmtownBillingsmrdDg.'k.‘:md
a branch in Helena. Employees include com-
puter scientists, geographers, environmental
hydrogeologists and meteorologists who have
developed advanced programs in environmental
monitoring, hazardous waste management and
compuler mapping. Among their many custom-
ers are a number of govemnment agencies, uni-

versities, Indian tribes, Guif, major oil compa- |

nies and the governmenits of ltaly and Moroceo,
Revenues in 1990 were over $1 million, and
reached $2.4 million last vear.

Richardson's careful planning and wvision
have paid off with the development of GeoLink

and GRI's new computer mapping and cario- |

graphic production center, GeoLink is a new
computer mapping software that combines two
advanced mapping technologies — Global Posi-
tioning System (GPS) satellites and Geographic
Information Systems (GIS) — and has won the
firm international attention,

GeoResearch has also established itself in
the community through its involvement in em-
ploying interns, funding graduate research assis-
tantships and contributing to college research
programs. Richardson has also been active in

supporting the revitalization of the old town
Arca.
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James M. Blackburn, President
Blackburn Manufacturing Company
P.O. Box 86

Neligh, NE 68756

(402) 887-4161

In 1953, Blackburn Manufacturing Com-
pany was started in the basement of a farm
homestead with one flag machine made by James
Blackbumn’s father, E.A. “Bud” Blackburn. In
1973, his son Jim took over management and
today, the company is the leader in the field of
marker flag production, with 39 employees and
over 54 million in sales throughout the U.S.,
Canada, South America, Belgium, Spain, Tur-
key and other countries,

; The original Blackburn flag made of vinyl,
wire and adhesive was introduced to replace the
lath and rag markings used by road crews and
surveyors for markers. The current version is
lightweight, less cumbersome and is available in
three sizes, nine colors and four staff lengths,

B]mfkhum‘s primary customers are utility
companies, the Soil Conservation Services and
highway and county road depantments, In recent
years llhe.cnmpmy has opened new markets with
Ia-u.rn_ irrfigation systems installers, lawn care
providers, gardeners and farmers, In 1974, the
Blackburn Printing Co. was added 10 silk-screen
names, logos, warning messages and other infor-
mation on flags. The company has also recently
bought Neligh Plastics and opened a California
plant to handle business west of the Rockies

Ililackbum credits his success 1o the lc;p-
quality labor of a loyal work force, and says that
most who leave either retire gr die. The com-
pany never has to advertise for help.

Blackbum has served Neligh with bath money
and time, A member of the volunteer fire depart-
ment, he was also director of the chamber of

commerce and active in economi
A ic de
projects, velapment
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Robert C. Dickinson, President
Construction Notebook, Inc.
Polaris Printing & Publishing
dba Dickinson Printers

3131 Meade Avenue

Las Vegas, NV 89102

(702} 876-8660

In 1978, after 20 years in the college text-
book publishing field with Houghton Mifflin and
McGraw-Hill, Bob Dickinson bought Construc-
tion Notebook, Inc., and became the publisher of
Construction Notebook News, the industry “bible™
for construction information in Southem Ne-
vada,

Dickinson has co-owned {with his wtfc,ﬂhﬁ‘jla}
Construction Notebook, Inc. and Dickinson Prink-
ers for over 13 years. Dickinson Printers prints
the Norebook and is a full-service commercial
printing company, printing everything from forms
to full color work. Dickinson has kept the
Notebook the predominant construction infors
mation and news service, fending off competi-
tion that included former employer McGraw:
Hill. He boosted Notebook subscriber circula-
tion from 840 to 1,500, and the combined staff
grew from 6 to 19 employees. Gross revenues
increased from $165,000 in 1978 (o more than $1
million annually today. .

A spokesman for Nevada small business.
Dickinson received a 1991 Best Editorial f’t“’ﬁl:d
from the Nevada State Press Association for his
editorials explaining and promoting small busi-
niess issues and positions. Among his c1Vic £
professional services, Dickinson is president °
the Nevada Association of IndEpe-DCfC"‘_B“st'
nesses, is active in the National Federation of
Independent Businesses, the Las Yegas Char-
ber of Commerce, the Nevada DC“"-'-WI
Authority, the Nevada Council for E,mm:ll?iﬂ
Education, the Rotary Club, and fundraising o
the American Heart Association. He 153
member of the SBA National Advisory COm
tee.

it-
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Clarke C. Nickerson, President
Nickerson Assembly Company, Inc.
P.0. Box 276, Route 132

Tilton, NH 03276

(603) 286-4366

“Casey” Nickerson started Nickerson As-
sembly Company just out of college, and made
an early decision to find a niche for the company.
MNickerson Assembly is noted for producing wiring
harnesses and cable assemblies for original equip-
ment manufacturers (OEMs) in the fields of
medical technology and mechanical, testing and
welding equipment manufacturing. This year
the firm expanded into assembling printed cir-
cuit boards.

MNickerson Assembly was one of the first in
its industry to compuierize, and it constantly
innovates and upgrades, The company also
credits an SBA loan for a new plant and SCORE
counseling as being instrumental in ils success,

From one employee in 1976 (she’s still there)
to 37 in 1991, the company has had extremely
low turnover in a high-turnover field. In 1991,
Nickersonestablished a new division which resulted
in 11 new jobs, Sales in 1977 were 518,000, and
10 times that in 1991, with projected sales in
1992 at 33 million.

In the 1980°s, contracts from Wang Labora- |

tories constituted 80 percent of the company's
sales. Nickerson diversified and was able to
survive after Wang cancelled their contracts
with just two weeks notice. Six competitors went
under.

Casey Nickerson is active in a number of
civic and business organizations, but his biggest
involvement 18 as a supporter of vouth programs,
He not only helped with fund-raising for a com-
munity-built playground, but worked six days o
see the project completed. A sailing enthusiast,
Nickerson was a crew member of the Coura-
geous in the 1974 America’s Cup race, and pays
for children to attend a youth sailing program.

Edward J. Quinn, President
Worldwide Educational Services, Inc.
374 Clifion Avenue

Clifton, NJ 07011

(201) 340-3703

Worldwide Educational Services, Inc.(WES),
provides training and employment services io
the unemployed and skill improvement services
and workshops for exccutives, managers and
support staff in business and industry. Edward
Quinn started the company in 1971, offering
reading improvement classes for youth. In 1973,
he adapted his methods for adult education.
Today, the company provides diversified serv-
ices at its headquarters and 15 branches in six
states and the Virgin Islands and serves as a
marketing agent for a number of training and
consulting agencies.

WES has grown from one full-time and one
part-time employee to 90 people, In 1990 the
company made nearly $2.5 million, trained nearly
2,000 for employment and improved the organ-
izational skills of more than 200 executives.
Over the past seven vears, it has placed 75
percent of its graduates, increased their eaming
power by $220 million and reduced their welfare
payments by 348 million.

WES has changed its curriculum to reflect
the changes in technology and the employment
market. Its skill training courses range from
typist and data entry to food service, cable tele-
visioninstallationand copy machine repair. Among
its clients are the Travelers Insurance Company,
Exxon, the New York/New Jersey Port Author-
ity, and American Cyanamid.

; Quinn has served as town chairman of the
United Fund. chairman of the citizens’ advisory
committee, vice chair of the North Jersey Cham-
ber of Commerce, a Foster Parent Plan sponsor
and a contributor to scholarship funds. He is also
the author of a book, The Techniques of Effective
Reading.

Dale H. Fox, President

Fox Manufacturing Company, Inc.
dba Aumwmn Wood Furniture
5105 Williams, SE

Albuguerque, NM 87105

(505) 873-1432

The call came at 4:30 in the morning; the
factory was on fire. By the time Dale and Luana
Fox got there, it was clear there was no hope of
saving anything of the furniture manufacturing
business they had started in their garage in 1973,
All that was left were a few singed and soggy
files and the backup computer disk that Luana
took home every night with the accounts, payroll
and a master customer list on it.

For many, that would have been the end. But
the Foxes were meeting with bankers and real-
tors by day’s end and the next day were looking
for a new location. Four days after they found it,
their bankers had pushed through an SBA-backed
loan and employees were cleaning and painting.
Dale Fox bought machinery at auctions while
workers reconstructed paperwork and master
blueprints. A computer and phones were set up
in their Las Cruces store (Fox's southwestern,
contemporary fumniture is retailed through their
Autumn Wood Furniture stores in Albuguerque.
Santa Fe and Las Cruces) and letters were sent 1o
customers promising to fill the $1.3 million in
orders. Almost all the customers were willing 1o
wail and one even sent her balance.

In two months, Fox was back in business: the
company’s fiscal 1991 sales volume was $2.5
million. almost even with 1990 revenues, and a
10,000 sg. fi. expansion is planned. All 100
employees are back on the job. and 25 more were
hired to caich up. Today, the company, a recent
Blue Chip Award winner, continues to be one of
Albuguerque’s most successful businesses and
make significant economic contributions to the

ared.
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Arthur J. Crandall, President
Standard Copy Products

18 Avis Drive

Latham. NY 12110

{518) 785-6616

At Standard Copy Products, each year is
“The Year of the Customer,” Art Crandall
initiated the slogan for Savin copiers one vear
and has made it a standard for his c:nrnp;m}'.
Standard, a Savin dealer, sells, rents and services
photocopier and facsimile equipment and sup-

plies. It has grown from three employees in 1968 |

to 116 today, and, at an average rate of 16 percent
a year, sales have increased to nearly $15 million
in the last decade.

Much of the success stems from the fact that
people love to work for the company, and with
good reason. It offers a tremendous benefits
package rarely seen in small businesses gs well

4s generous incentives, and holds numerous annual |

family and community events, The goodwill
generated among staff and the community is

tremendous, and the firm was named one of the |

10 best places to work in the Albany, N.Y., area
by the Capital District Personnel Association,
Standard treats its customers with the same
enthusiasm, with an automatic supply shipment
program, flexible payment structures, an annual
hus'..mc.x.-. show and charity golf tournament, and
invitations 1o view events from the company
suite at the Knickerbocker Arena, :

Although pinched by the recession, Crandall
F:I'I.:]df a decision to purchase 60 truckloads of
inventory in 19940, This allowed the company (o
offer savings to the customers which paid off in
increased orders. This kind of good business has

led to Standard winning the Savin Presidential |

Award in 1989 and 1990 as the top dealer in the
U.5. The firm, noted for its commitment to the
community, contributes to over 100 charities
]:rrm'l.df:i jerseys for local Litle League ttam::
and is a major sponsor of the Empire S[H[E;
{I_";ames.. And on request, Crandall will even give
free haircuts,
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Bryan Grimes Jr,

Mildred Anne Briley Grimes, Owners
Harvest Time Foods

Route 2, Box 76

P.O. Box 9%

Ayden, NC 28513

(919) T46-6675

With a conviction that her destiny Jay with a rolling pin and dough, Anne Grimes quit her job as
a deli manager for a grocery chain and opened a pastry shop in 1981. Beset with problems {most
notably a leaky laundromat next door that continually flooded the shop), the business didn't flourish
until a customer persuaded Anne to make pastry — a kind of wide noodle or “flat dumpling” traditional
to boumm cooking — to use in her chicken dishes,
> 'i:;ll:;hum, rlrj:::n pastry was all the shop was making. The Grimeses bought a machine to make
i emmpr;mu]: o ; r:lfm-cd the operation to their garage and Bryan quit his job. His many years ’
i F|:|lﬁu E .'md. soon they wv.?re: s_upplying supermarkets and then warehouses with Anng
it Jumplings and rolling in the dough. Second year sales of $79,000 more than
occupies an |1 ui?“’ s, and by 1991, sales in I5 states were $1.5 million, Harvest Time Foods now
ol o st . T o D compuy s €S
B ;r::::f:]ag v.'::;k for .[he dj:qadtantagcd 15 part of the Grimeses' philosophy. Deeply religious, -
i mmpnn}’l .;EJ: : I::i 1I'I.[h?I!I' outreach cffnn.s. and successfully mix good works with good |:.m5m655-
etr, ﬁ::’ - ; ces a Seripture verse with each package, and a telephone number for their prayer
ey nne Grimes are both respected community and business leaders in Ayden, N.C. The¥

In & number of civic, business, religious and charitable organizations.
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Alvin W, Leingang, Presiden
Leingang Siding and Window

North Country Thermal Line Windows
Homeworks Supply

Twin City Continuous Guiter

2605 Twin City Drive

Mandan, ND 58554

(701) 663-1832

Al Leingang was just 18 when he answered
an ad to install steel siding in 1976. He soon
became aware of how overpriced siding was and
how shoddy most of the installation was. Lein-
gang knew he could do it better for less and
opened his own business in 1977, making sales
of $22,000. The next yvear, sales were $250,000,
and he had his own building. Soon he added
Homeworks Supply to wholesale. Other con-
tractors still buy from him, their competition,
because his products are good and because he
does all he can to help make them successful.

In 1984, Leingang added vinyl replacement
windows — and built a market for them. Soon he
was manufacturing them and North Country
Thermal Line Windows was profitable the first

year. The equipment to make specially shaped |

windows was costly, s0 Leingang and his team
invented their own, They also patented a device
to reduce tendinitis among some of the workers
that is now being marketed intermationally.

Today, a gutter company has been added |

and, with the help of three SBA-backed loans,
Leingang s products are sold in seven states and

Canada to the tune of 36 million annoally. The |

company employs 100 during the busy season,
including the first three employees Leingang
hired. He believes they are his co-workers, not
employees and are the reason he is here. He's
right, in more ways than one — they nominated
him for this honor.

Generous 1o his employees, Leingang also
has deep pockets when it comes to the commu-
nity. A former chamber of commerce president,
he employs the handicapped and supports and is
involved with a number of civic, business and
charitable groups,
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Cameron D, James, President
Mills«James Productions

1545 Fishinger Boulevard
Hilliard, OH 43026

(614) 777-9933

Kenneth P. Mills, Vice President/Treasurer
Mills=James Productions

3545 Fishinger Boulevard

Hilliard, OH 43026

(614) 777-0033

'Jj:-.- video industry is one of the fastest growing industries in the United States, and Kenneth Mills

and {'uml:ri?n James are aking full advantage of all the opportunities that this grlcm-[h affords ¥
: Started in 1984 with a few thousand dollars in personal funds, a small bank loan and !hl

Mills=James Productions has become the largest video production company i;l ccﬁtr:lugrl:'p UYFI"::‘
company specializes in electronic media production, including corporate videota 5, tel '“ g g
radio commercials, and business theater presentations, o o

Mills«James has experienced steady growth from the be
its second year, the company was billing more than $1
production facilities from another comp
approximately 34 million in 1990, with
helped build a 22,000 sq. fi. e

ginning and has always shown a profit. By
. million annually. After acquiring video
any in 1988, it experienced rapid growth. Revenues were
ks 55 million projected for 1991. A recent SEAahacka.d loan
xpansion housing two s
including an Emmy and an '.IWI'.IFd from the NZL“:’;:L”;‘TI;“?:MT‘E i e g
Mills=James currently employs about 50 people, i
videographers, computer graphics designers and suppo
high school and college students studying communications, advertisin md
James and Mills have frequently donated thousands ufd{. R
non-profit groups. Both are involved

including writers, directors, video editors,
r personnel. It also provides internships for

e 5 _ il]:.lrh worth of services and facilities to area
in a number of professional and civie organizations,

Amelia B. McCoy, CED

Handmade Rainbows and Halos by Amelia, Inc.
Route |, Box 12

Lamar, OK 74850

(405) 379-7272

In 1978, Amelia McCoy made some hair
bows for her infant granddaughters and some
friends. Before long, she was making them for
participants in pageants, dances and other spe-
cial events, In 1983, the business had eight
employees and a new building, and by 1985,
demand was so great that McCoy organized the
cottage industry. Today, what started as a hobby
with a $7.78 investment and one simple bow
design has grown into a successful multimillion-
dollar business. Now local women assemble
bows and other items in their homes and sell
them to Rainbows and Halos, which in tum
markets them to department stores, sUpermar
kets and children’s stores.

Rainbows and Halos provides jobs — in an
area with high unemployment — for nearly 430
cottage industry workers, who eam approxi-
mately $ 100,000 for production work each month.
The firm also employs eight full-time """m?‘m'
30 sales representatives and 12() merchandisers.

Major success began when McCoy convinced
local Wal-Mart stores to carry her bows By
1985, Rainbows and Halos was selling to 100
Wal-Marts. The company is now a mandatory
vendor and is in the 1,275 largest Wal-Mar
stores im the U.S. ;

Today, the Rainbows and Halos product line
includes nearly 500 designs created o SUPEr
vised by McCoy, with a line of compatible
products in development. Sales in 1991 were
projected at $5 million.

In addition to economic growth and EF!"F’“-‘F'
ment opportunities, McCoy participales 1 &
generously supports numerous other cIvIc,
community and charitable activities.

e et
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Isabel L. Hendricks
President/Owner
Hé&H Electric, Inc.
P.0O. Box 30868
Portland, OR 97230
(503) 253-0425

Isabel L. Hendricks started an electrical
contracting firm with a partner in 1982 in Bend,
Ore. In 1986 she bought out her pariner and
relocated H&H Electric, Inc.. to Portland. By
1988, she had 13 employees and by 1990 had
added three more.

As with any business, Hendricks had to
prove that H&H could do the job, and do it well,
Construction has traditionally been a “man's
business” and it has been a real struggle to prove
to the trade that H&H Eleciric is a viable electri-
cal contracting company. A non-union shop (she
prefers to call H&H an American shop), she has
also been up against union pressure. But Isabel
Hendricks has earned the respect of the contrac-
tors in the business by handling each project in a
professional and competent manner. Today,
H&H is a growing electric company with 1990
revenues of $2 million,

Hendricks is a board member of the Joint
Apprenticeship Training Committee through
Associated General Contractors, She has been a
speaker for Project Independence and the B-Fit
Program, (Building Futures in Industry and Trades),
WO Programs supporting women's alternate career
choiges in the construction field. Two young
women from the B-Fit program completed their
course by spending two weeks working at H&H
Electric for their cooperative education credit.

Hendricks is also the president of Women
Construction Owners & Executives (WCOE),
Oregon chapter, and the Northwest senior direc-
tor for WCOE, national chapter. This is a net-
work for women in the construction industry to
share their experiences, and to provide a source
through which women can be heard in the politi-
cal arena.

William E. Adams, President
Adams Manufacturing Corporation
P.0. Box 1

Portersville, PA 16051

(412) 368-8838

Bill Adams was on the verge of financial
collapse in 1976 when he pulled into a gas station
and noticed a station attendant scraping lape
from a window that was full of signs, all taped in
place. Adams had quit his job as a librarian and
was trying — unsuccessfully — to market win-
dow insulation secured by suction cups. As he
pulled up to the pump that day, inspiration struck.
Suction cups with a few thumbtacks would do the
job a lot better. Adams traded two boxes of
suction cups for his tank of gas that day, and sold
more on the way home. Before long, he and his
family were attaching hooks to purchased suc-
tion cups while they watched TV, Soon, they
were making suction cups in the garage. Then,
customers discovered the suction cups were great
for hanging Christmas lights on their houses, a_nd
the business really took off. Major retailers like
Wal-Mart and Ames further boosted sales and
today Adams heads a $6 million husin::iﬁ that
makes suction cups, clamps and magnetic and
adhesive-backed fasteners and hooks. To b-Ef:it
cheap foreign competition, he makes sure his
products are the besl quality, and [0 Overcome a
seasonal cash-flow problem, a line of plastic
outdoor folding tables was recently added to the
line. The business employs between 102 and 150
people, plus 85 temporaries who work six.w
eight months a year on Christmas I'I‘lf'ﬂfhﬂﬂ-l:']ﬁﬁ
__ a third of the business. Adams credits much
of his success to his employees, and he shares the
rewards: one-third of the profits are sphit among
them. :

Adams is involved in eivic and professional
organizations, is on the boards of the sclhnu]
district and the chamber of commerce and is an
announcer for the local Midget Football team.
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Hector M. Reyes, President and CEO
H.R. & Associates

P.O. Box 3968

Guaynabo, PR 00970-3968

(809) 782-0200

In 1963, after a 20-vear career in the Army
and two years as a civil servant, Hector Reves
founded Caribbean Wholesales and Services Corp.
{WSC), the first division of HR. & Associates.
A 515,000 SBA loan helped him start the auto-
mobile radio and accessory business, and at the
time, he was the firm’s only employee. Today
there are 45 in three divisions and sales have
grown from $150.000 in 1963 to $10 million,
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That first year, the WSC also became the
representative and distributor for a manufacturer
of radios which, in two years, became a leading
brand in Puerto Rico.

By 1976, the business turned from retail to
wholesale and continued to expand to new lines.
In 1980, IVC, a world leader in electronic equip-
ment, was added, requiring a larger warchouse,
and in 1985 Litton microwave ovens became the
firm's top-selling line. In 1986, Reves started
Supreme Electronic Distributors, Inc., to market
Magnavox brands and later added Fedders air
conditioners
By 1990, the company had to move to new,
larger quarters to accommodate their growth,
and a network of service centers was established.
That same year, the third division, H&H Sales,
Inc., came into being to introduce Hitachi large
screen projection systems to the Puerto Rican
market,

Coming from humble beginnings, Reyes is
generous to those less privileged, especially
children. He contributes to a number of sports
aclivities, especially Little League, and for sev-
eral years has sponsored the “Liga Jibara José
Mercado.” He is also a sponsor of the Sym-
phonic Choir of Puerto Rico, Teatro del Sesenta
and many other organizations.

Robin M. Dolan, Director of Rehabilitation
Kim M. Havunen, Administrator

D&H Therapy Associates

100 Smithfield Ave.

Pawtucket, RI 02860

(401) T25-9666

Robin Dolan and Kim Havunen started D&H
Therapy as a partnership in April 1985, Starting
with four contracts to provide physical therapy at
long-term care facilities and an arrangement
with a local group health association, they oper-
ated out of Dolan’s basement. By August, five
new contracts and an arrangement Lo provide on-
site therapy at a local industry meant hiring
additional personnel, D&H also contracted with
a management firm to provide general office,
bookkeeping and accounting services.

By the end of the year, D&H had four em-
ployees and $63,153 in sales. A year later, that
figure had nearly tripled, and in 1990, billings
were for nearly $1.5 million.

As the number of contracts grew, 50 did the
variety of services D&H offered and by 1987,
growth was significant enough 1o require hiring
a business staff. Af the same time, it Wis
discovered that Rhode Island requires stock-
holders and directors of a pmﬁ:s.ﬁmnal corpord-
tion to be licensed, but the state did not license
physical therapists with associate degrees. T.hlﬁ
disqualified Havunen, so a separate corporation
was set up to handle business services for .DﬂH-'
and Havunen began devoting more of her time 10
administration.

In 1988, D&H moved to a leased space, DU
outgrew it in just six months. Then, after #
careful assessment, D&H decided 1o expand

outpatient services, which meant buying # buil :
ing and equipment. Persuading the bank 1°
as a chal-

invest in a three-year-old company W
lenge, but with SBA backing, it came through

Taoday, in spite of a tough economy, D&H
maintains a steady fow of business and pTﬂ‘-‘l'-I'f::
jobs to 35 employees and a broad range ©
services to the community.

TuE STATE SMALL BUSINESS PERSONS OF THE YEAR

Lawrence F, Yuda, President

Compact Air Products of South Carolina, Inc.
2424 Sandifer Boulevard

Westminster, 5C 29693

(803) 647-9521

Larry Yuda got laid off from his job as
manager of research and development at a large,
international corporation in 1974, In his work,
he had often needed a compact and easy-to-
mount air cylinder (a piston-type device that is
used in vises, hospital beds, animated figures,
manufacturing, etc. to push or pull an object back
and forth). He had an idea of how to make one
and the time had come to develop his idea.

The next two years were spent designing the
original cylinder (which is actually square on the
outside, a major innovation and one of seven
patents), marketing, setting up shop and building
five of each product in his catalogue. To keep
food on the table, the Yudas — including wife
S:"‘“d':'- her father Raymond Card, and the three
ids, Lance, Lois and Tracie, aged seven to 14 —
designed machines and made parts, In 1976, the
first cylinder was sold, and by 1978, with 11
employees (counting the kids), it was time to
MOVE to a larger location. A customer in South
Carolina invited Yuda to visit. The warm wel-
come, beauty and economics of the area per-
suaded the Yudas to leave Cleveland and head
south,

SWIETZ?:::Z::-I Jﬂl:l:ﬁl{??‘:i Today, Compact is a
almost 100 FE;-I: i jqu:_!'ﬂl 58y ;““-l c!TTPiU_}IH
ey Spnusz .{;:q. u mhgl the _un!m.: l;!.nnl;.-
gy m_-"-n : ‘?I .:1 ird of the staff has
MOt of the map IIJ-.n}. t.m.. or more years, and
Pk gers have come up through the
o i";::g?;ul‘-‘:‘:m _EEIll:mu:-\I.}' to .-;nmrnurmg.-'
s T :KELBJ;H to aun:hllnln:n 5 Imn.m and
Yudy iﬁﬂl-‘il:}invn]-.-éd ilI:T.g:.qt.d.:t m;.]u.?uk .L'I'uldrcn.
civic. organizatior several professional and

5.

Leroy R. Knuths, President

Shelly A. Knuths, Director of Administration
Rosco Manufacturing Company

1001 Southwest First Street

Madison, SD 57042

(605) 256-6942

In 1979, Leroy Knuths left the Minnesota
office of Arthur Andersen & Co., the accounting
firm where he had become a partner. He and
Robert Englestad purchased Rosco, then a fam-
ily-owned construction equipment business lo-
cated in Minneapolis. The construction industry
had boomed during the "70s, so a 90 percenl
leveraged buyout was easy. But in 1980, the
bottom began to fall out of construction. and by
April, $2.5 million in back orders haq tztecn
canceled. This required significant negoliations
with the lender, and a total restructuring of the
debt.

With the help of an SBA loan, Rosco relo-
cated to larger facilities in Madison, S.D., in
1983. Products and engineering were improv ed

and new products developed. Five years later,
Leroy and Shelly Knuths bought out Englestad
and .‘:-ihell}' became more active in management.
Computerization, improved management tech-
nigues and excellent relations with the employ-
ees have continued to build Rosco’s efficiency,
quality and reputation, The company, which
specializes in the manufacturing and distribu-
tion of highway construction equipment, now
has 33 dealerships across the U.5. and two in
Canada, and their products are in use on six of
the seven continents. Exports make up & quarter
of sales. Sales volume has risen 32 percent since
1988 while sales for the industry have H[Ea\jﬂ}"
declined. In 1991, Rosco had sales in excess of
%11 million.

Matching the donations of its employees
makes Rosco the largest United Way donor in
the area. The Knuths are both widely in'.'n!';.ed
in their community, serving in 4 variety of civic,
business and charitable organizations.





Ronald T. Cooper, President
Southern Machinery Repair, Inc,
1545 Airport Circle

Union City, TN 38261

(901) B45-8052

Ten years ago, Jim Cooper and his sons Don |

and Ron started Southern Machinery Repair
(SMR), in a tractor repair garage. The company
repairs heavy metal-forming machinery and
rebuilds and reconditions presses used to form
parts for goods such as cars, cookware and
furniture.

They made 50,000 in sales that first year,
and hoped to be able to draw full paychecks in
five years. By then, they were doing $3 million
in work, and in 1989, the figure was more than $6
million. Today the multimillion-dollar business
occupies a 68,000 square-foot facility, has 68
employees and clientele that include Goodyear,

Tupperware, McDonnell Douglas, Stanley Tools, |

Whirlpeol and a host of others. Two years ago,
Jim decided to retire and Don, a minister, left 1o
further his religious education and devote more
time to his ministry and his ranch. Ron is now
sole owner of the business.

With the help of two SBA-guaranteed loans
{one in 1983 and one in 1986 totaling over
5375,000), SMR has grown to be one of the
largest machine shops in the mid-south, and will
take on any job, regardless of size. Known for
efficiency, a “can-do™ aftitude and quick tum-
around time, teams are scheduled around the
clock when necessary to meet customers' needs.

The company has also developed an innovative |

tracking system to monitor each job and control |

COSIS,

Cooper is involved with several civic, pro-
fessional and service organizations, and SMR
supports numerous high schools, charities, pub-
lic television and local scholarship funds,
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Elizabeth R. Coker, CEQ
Minco Technology Labs, Inc.
1805 Rutherford Lane
Austin, TX 78754

(512) B34-2022

Liz Coker found working on a production
line at Texas Instruments (TI) a lot easier than
milking cows and picking cotton in her native
Tennessee. With a ninth-grade education, she
started taking electronics courses offered by TI
and became the first female engineering techni-
cian there in 1963, In 1976, as co-founder and
general manager of a new semiconductor firm,
she helped build a $14 million business in just six
years.

Coker started Minco Technology Labs, Inc.
in August of 1981 with $100,000 and four em-
ployees. Within three months, Minco was prof-
itable and sales were $1.8 million in 1982, Today
it is a 516 million operation with 130 team
members, providing more than a million semi-
conductor devices to medical, space and military
programs each month.

Minco has also produced three spin-offs:
Austin Semiconductor, Inc. with 74 team mem-
bers and 37 million in sales, Technalysis, which
develops and sells medical equipment, and LRC,
a sales and representative organization. Minco
has received four “Administrator's Award of
Excellence” from the SBA and a nomination for
“Subcontractor of the Year” in 1991, It has twice
applied for the Malcolm Baldrige National Quality
Award and finished high in the ranking. Coker
plans to win it.

Part of this success can be attributed 1o
Coker's belief that team members are the most
valuable asset of any company. In 1986, she
offered one dollar to any team member who
heard her call them “an employee.” Her philoso-
phy is expressed in the company slogan: “Qual-
ity People - Quality Products — Quality Future.”
Coker is active in several organizations and is
often called on as a speaker,
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Richard L. Shipley, President and CEQ
Shipley Associates

390 North Main

Bountiful, UT 84010

(801) 205-2386

Effective communication is critical in busi-
ness, yet most business people don't know how
wr write business and technical documents. To
overcome that, 42 of the wop 50 Fortune 500
companies rely on Shipley Associates, the world
leader in writing training. Started in 1972, the
company had just 13 employees and $298,000 in
sales in 1978, the year the firm established its
focus on writing training. Sales the next year
nearly doubled. Today, Shipley Associates is the
largest writing-training firm in the country, eam-
ing more than 39 million in 1991. It employs 147
at the Bountiful headquarters (built with the help
of an SBA-backed loan) and eight at its Be-
thesda, Md., branch.

Roughly 23 000 people attend Shipley pro-
grams annually, and the firm tailors each writing
and presentation training session to fit the unique
needs of each client, integrating the training with
actual work, The company also developed an
award-winning interactive videodisc version of
their business writing course to meet the demand
for self-paced, instructorless training.

The firm started in Richard Shipley's base-
ment — and in his car, on which he put 100,000
miles a year. Today, travel is still a major part of
the work the firm does: many employees — a
large number of them PhDs — travel more than
half their time, When they are home, there are
company picnics on Fridays, a park and even a
vegetable garden for their use,

Shipley Associates offers financial rewards
to scholars from local universities and offers its
expertise and materials free to teachers. It is a
major participant in the Utah Writing Project, a
program of summer institutes for language arts
teachers,
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Edward W, Castle, President
Rhino Foods, Inc.

73 Troy Avenue

Colchester, VT 05446

(802) 655-7436

In 1984, while he was assistant hockey coach
at the University of Vermont, Ted and Anne
Castle opened an ice cream stand for extra in-
come. But the custard ice cream popular back
home in Rochester, N.Y., didn't sell well in
Vermont, 50 they invented The Chesster, custard
Ice cream sandwiched between two homemade
chocolate chip cookies (and named after their
dog).

When Castle was passed over for head hockey
coach, he made the painful decision to become a
full-time businessman and Rhino Foods was
born. Not wanting to be dependent on a single
pmdulcl, Castle persuaded Brueggers Bagel
Bﬂkt_ﬂts. 8 45-store chain, to create a section of
tookies and bars from Rhino. A success, it led to
Ben & Jerry's asking Rhino to provide cookie
and brownie batters 1o the ice cream maker.
That, plus contracts 1o make Vermont Velvel
Chﬁ{::secnlkc and other products resulted in ex-
pansion, in 1990, with the help of an SBA loan.

That year, Rhino passed the million dollar mark
n sales,

mh Ben & Jerrv's =
Cookie Iy ¥'s and Rhino developed

ugh lee Cream — in an often comedic
m“’:y :‘Lt;ednn:w flavor was a sensation and
Sitetn emand more than doubled, Rhino
myﬂ* 4 company, to accept the challenge.

Fﬂlﬁ@d.ﬂlmﬂm‘emighi.andsaies!n'p!ed,

but the comy
pany has managed :
tremely we||. ged the growth ex

Caﬂlf has bu”t a
com y . .
Work hard, haye fi FE e oyl i

i - tun and get what they want from
?Ez:lirsi::}:ndﬂm 30 employees have a say in
g 10 start € - profits. Castle is work-
laged chihh-mm]] ?mk'ﬂ Dough for disadvan-
help - not iyst getting other local businesses to

Just give money. He and his company

SUppon i
i a m.j.mbcr of organizations, especially
Involving children,

Hans de Koning, President
Blueprint Automation, Inc.
5723 S. Laburnum Avenue
Richmond, VA 23231-4431
(804) 226-1100

Hans de Koning is president of one of the _r'ew
firms in the world that manufactures machines
that automatically pack flexible bagged pn_mj-
ucts, such as potato chips, frozen french fries,
candy, rice or cookies into shipping cases. The
concept is a new one; 95 percent of food produc-
ers use manual labor,

Blueprint BV of the Metheriands wanted to
sel up a sisler company in the 11.5. to better serve
their American and Canadian customers, and de
Koning and his wife Monik were sent 1o Rh:hmnnd
{0 establish the firm. It was difficult with no
credit history. De Koning also found that to suc-
cessfully market here, the imported machines
had to be altered to inches rather than mii]inlw-
ters. He decided to make them here, but machine
parts arrived from a subcontractor so badly: made
that de Koning set up the facilities 1o build the
machines himself on a very tight budgel. Th_Ls
change allowed Blueprint 10 make a profit in
1988 and to pay back the £250,000 startup tuarl.
to Blueprint BY. The next year, all empln}':esf
received substantial profit-sharing bonuses. Sales
in 1990 were nearly $4 million.

Atfirst, de Koning wasengineer, sales manager
and vice president, and Monik was bookkeeper.
In 1988, the first of eight engineers Was hired.
Another 30 employees work in other depart-
ments and there is no staff wrnover al all. C“f'
tomers include Quaker, McCain, Keebler, Herr's,
Snyder's and Heinz,

" De Koning and Blueprint play an ac
in the community, working wit]'lp schools, ap1
prenticeship programs and chanties, pmmntmb.
business development and donating compuiers

to schools.

tive role

Edmund O, Schweitzer 111, President
Schweitzer Engineering Laboratories. Inc.
N.E. 2350 Hopkins Court

Pullman, WA 99163

(509) 332-1890

Ed Schweitzer, a professor at Washington
Siate University, began designing digi.ml protec-
tive relays in 1976 while completing his ducmr?l
studies. By 1982, the first prototypes were in
wrial use and two years later, Schweitzer Ich. the
university to devote his efforts to Schweitzer
Engineering Laboratories, Inc. :1..ml to the auig.
religble and economical operation of electric

/or SySIEms. :
m;:nsc:: introducing the industry’s !'l.rﬁ.l micro-
processor-based digital distance relay in 1984,
Schweitzer Engineering Luhnmtnﬂes, Ine. has
become the leader in its ficld, sening the ulan;
dard by which the industry mca:.urcf digita
relaying function, performance and cns'l.EI =

Started in Schweitzer's basement, 5 L b
grown to fill 2 74,000 square foot facility i
Pullman, Wash., and is currently :u.Ldmg na..[:m
square feet for training, manufacturing .1r.|:! mg|ﬂ
neering. SEL has grown from a staff of sev ez:':d
1984 to employ 84 people from .E’uliminw S
surrounding communities. Sales |.n.19?.i qfu
170,000 and approximately S]ﬁ@llmn in 1 r. .,_1

SEL recognizes the contribution of satishie
employees in fulfilling its goals. The c:ﬁ;r]nmw
pm'-'id:es 4 gencrous hxdru.ﬁ:] E.;;t:ﬁfm :“m_
: Gt sharing and & e
;LL::?F‘ }F;;nm;'lpsnsitim‘m are ﬁll;:u; fn:-r: :Lh':ﬁ ;‘s

i o skills and scek T .
Eml"JD}f':[ﬁn Liirr::fr;: to keep all pcm:ml'lc.l in-
performance and activities,
ing lunch each Fn.da}'..

Schweitzer has been hﬂl.'lfl.l'ﬂd n:-f;:zla::;ﬁ
. 1eo work and is active in CIVIC & "
:;rg:rl;:a:iuns. He and SEL suppor a.nurntn:n f
educational and charitable endeavors.

lenges.
volved in company
the entire staff meets dur
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David . Hofstetier, CEQ
Parkline, Inc,

PO, Box 65

Winfield, WV 25213
(304) 586-2113

In 1973, the decision by a large, billion-
dollar conglomerate to eliminate its metal build-
ing division provided an opportunity for David
Hofstetter and a group of investors to establish
Parkline, Inc. Today, the company is a major
manufacturer of pre-engineered metal building
systems for non-residential applications, rang-
ing from 4 to 32 feet wide. The company also
manufactures metal canopies and natural gas-
flow metering equipment.

*arkline was the first company in the United
States to design and produce metal self-storage
buildings for rentals. They have developed
state-of-the-ant hazardous material storage build-
ings, including the mechanical systems to pro-
tect and control the stored materials designed
exclusively for each customer’s needs,

Recognizing a need for flexibility in educa-
tional facilities, Parkline designed and manufac-
tures mobile ¢lassroom units that can be utilized
al permanent sites and then relocated intact to
other locations when necessary. They can also
substitute as housing units and municipal facili-
Les.

From an original employee base of 25,
Parkline now employs a work force of 112, includ-
ing engineers, salesmen, draftsmen, skilled trades-
men and office staff. They occupy, at two plants,
nearly 100,000 sq. 1.
than 38 million.

Hofstetter is quick to credit the talent, loy-
alty and strong work ethics of his closely kr;it
group of co-workers for the company’s success.
The company is committed 1o its employees’
growth, offering responsibility, bonuses and even
scholarships. Hofstetter is recognized as a
community leader, and serves in g number of
cvic and business organizations,

and have revenues of more
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Otto J. Rusch, President
Washburn Iron Works, Inc.
112 E. Bayfield Street
Washbum, W1 54891
{715) 373-2661

Otto Rusch's parents taught their children to
be positive and to believe they could do or
become anything they wanted. Otto learned his
lesson well. A bom entrepreneur, he trapped
frogs as a boy, selling them to cducational labs
for as much as $100 a day and paid for his own
ficeds 5o as not to burden his parents. At 15, he
sold his champion steer to buy the 40-acre farm
across from his parents” and stocked it with dairy
calves be bought from them. He also bought a
marsh where he trapped mink and muskrat.

Rusch began his foundry career in 1949 with
Brillion Iron Works. Later, he joined two co-
workers in founding the Waupaca Foundry. Finally,
In 1976, Rusch acquired his own foundry, a long-
Hme godl. He bought it in a foreclosure with an
SBA loan and renamed it the Washbun Iron
Works, Inc,

Continual modernization and improved effi-
Slencies produce quality products at a reasonable
Price.  Washbum Iron Works produces both
fiumg._a Ton (a type that bends before it breaks)
and Erly iron. The ductile iron demand has
i;mm“d A nationwide customer base. And the

m, already exporting to Canada, will soon be
I‘F.ﬂducing '-'iiﬁl'iﬂgﬁ for
Washbum also played g p
M9 Armoreq Combat Eq
in essential role

Employees 4

a Belgian company.
art in building the new
rthmover which played
in Operation Desert Storm.
vl tonnage of iron poured have
Steadily increggeq over lhf years. 'I'Eda)'. Wash-
;im”"i;"l’g':é?ﬁ r4h1 Peaple with sales of $2.3 mil-
related bugines ¢ company has also helped three
SIMCSSES et started.
mw-“‘:::lkl:aa contributed much 1o his commu-
cdllcal.iurmlnag dw:fih Sy er}fE“mnal‘ CIvic,
s Racmeq n Lh'nll_TCh organizations. He was
ed to the Wisconsin Rural Development

Virginia Mathieson. Owner
VM, Inc.

1575 South Highway 150, Suite J
Evanston, WY 82930

(307) 789-6317

Virginia Mathieson's love of helping people
has helped build her '.'-ycar-nld.empiu}-mcnl
agency from a one-person operation to a firm
with an average of 25 employees. VM, Inc. deals
in both direct and temporary placements, Spe-
cializing in clerical, technical and professional
employees. From firsi-year sales of 51 SW:;:;T
company has grown to sales of 543 1,(]9[] in 1. .

Mathieson offers services previously un-
available in Evanston, and does so with style .a“
her own. She doesn’t just provide warm bodies
for jobs; she carefully matches each Em]'rl.n::{eeftu
the assignment, a phi]nsnphf- that makes for

¢ clients and happy employees. L=
mplﬂamicmn also operates Paragon .Pr_upemca,
a shared office suite that offers individual o!’-l
fices, a shared receptionisl, cOpIer, fax, m-“mti
phone system and other amenities fior ]Um.t.b;:.a 1
business owners, This environment ullu}mli Fnl
to run a full-fledged office without the c.l..an
expense and overhead it would take to do it
‘M. ;
[hﬂr.-‘h:;hicsnn is commuitted to serving hcf:lae.nts,
on sheer willpower and determina-
She has occasionally had (o fill a
sorary assignments at one
il while waiting 30 di_l:r'h
m her clients, causing
But she has survived

somelimes
tion alone.
large number of tem]
time and make the payro
or longer for payment fro
a real cash-flow crunch.
extremely well, and continues to grow. Az

Mﬂl]";iesun is actively involved in the “ﬁf
munity and is currently a mcmh.::r of over a : ;
dozen boards and committees in the E-w?ﬂth:-
arca, including the board of directors 0
chamber of commerce.
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THE ENTREPRENEURIAL
SUCCESS AWARD

Frederick R. Ruiz, President/CEQ
Ruiz Food Products, Inc.

501 South Alta

Dinuba, CA 93618

(209) 591-5510

In 1964, Louis Ruiz and his son Fred started
their Mexican frozen food business in a A400-
ﬁqu_mr:-ﬁ_mt warehouse. They had an ancient
refrigerator and upright freezer, a simple kitchen
stove. and a food mixer. An old family recipe for
enchiladas combined with fresh ideas, determi-
nation and a lot of hard work formed the back-
bone of today’s multimillion-dollar Ruiz Food
Products, Inc. In the early days, shortage of cash
was a never-ending problem, with each week
bringing new worries, Yet every problem was
solved with creative solutions. [t was not un-
!Jh'l.liil to find Fred and Louis cooking and prepar-
ing products in the moming, and selling and de-
livering them in the afiernoon. Indeed, much of
the amazing success of Ruiz Food Products
comes from their innovative production and
marketing technigues.

The nature of their product required a great
deal of specialized equipment for mass produc-
tion. Because this equipment was nol available
commercially, Louis designed and built much of
it himself. The company was also the first 10
develop*see-through” packaging for frozen foods,
in 1964,

As business increased, so did the Ruizes'
But greater sales meant
nsion of their ter-
company had no

desire for more sales.
increased production and expa
ritory into other states, and the
capital with which to expand,

In 1977, Ruiz Food Products received help.
An SBA loan enabled the company 10 purchase
land adjacent to the plant and build a 5,000-
square-foot warehouse. In 1979, the company
obtained another SBA-guaranteed loan of $125,000

to purchase additional inventory. Meanwhile,
Fred and Louis continued to develop their busi-
ness skills with help from SCORE and other SBA
technical-assistance programs.

By 1983. Ruiz Food Products was really
cooking, with 250 employees and sales of $10
million. In 1990, the compary moved its 1,050
employee operation 10 @ 200, 000-sguare-foot
facility. Annual sales were mOFe than $78 mil-
lion.
President and CEQ Fred Ruiz has received
many awards in recognition of the extraordinary
growth of his company, including SBA's 1983
award for National Small Business Person of the
Year, the 1989 Latin American Business Man of
the Year, and Inc. magazine's 1990 Master En-
treprencur of the Year. Last year, Hispanic
Business Magazine ranked Ruiz Food the 24th
largest Latino-owned firm in the country.

Ruiz Food Products is also highly respected
for its work with community Eroups. “Ruiz 4

Kids" is a group of employees that volunteers
re than 33 Children's

fime 1o raise Money for mo
Hospitals throughout the United States, and an
annual Ruiz Tnvitational Golf Tournament has
raised nppmximnte]}- $48,500 during the past
five years for college scholarships in the San
Joaquin Valley ared.
Ruiz donates muc
community, He is on [
munity prganizations Suc
Sequoias, the Business Advisory Council of the
California State Univ. at Fresnd, valley Chil-
dren’s Hospital and the steering commitiee of the
Tulare County Drug and Aleohol Abuse Pro-

h of his own time to the
he hoard of several com-
h as the College of the

gram. b :
Ruiz took a favorite famnily recipe, blended it

with the right combination of hard work, creativ-
ity and determination and created 3 major sup-
plier of frozen Mexican foods gerving markets
from Texas o Canada. Indoings0. he also served
his community and its people.
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ACCOUNTANT ADVOCATE

OF THE YEAR

Lester Coffey, CPA, President
Coffey and Associates

611 Rockville Pike, Suite 205
Rockville, MD 20852

(301) 670-6337

Lester Coffey is president of Coffey and As-
sociates, a full-service management consulting
firm located in Rockville, Md. Clients, primar-
ily large businesses, learn how 1o maintain con-
trol of their financial destinies through Coffey's
emphasis on strategic focus, streamlining opera-
tions, improving cash flow and obtaining fund-
ing.

Coffey makes sure that the company's motro,
“We help you implement success,” is applied to
small-firn entrepreneurs as well. This often
means providing services to those unable to pay
for the expertise.

Coffey and Associates offers an array of
seminars that help participants understand and
anticipate the effects of ransactions, events and
actions on the cash flow and value of their firms.
“Maximizing Your Firm's Cash Flow and Value™
i5 & particularly unique presentation developed
by Coffey that may become a national standard.

Coffey is a recognized and much sought-

after speaker. He's not out to impress the audi-
ence with what he knows about cash flow marn-
agement; he’s interested in “cutting through the
fog” to help the audience follow and understand
the processes and principles that are so important
o their businesses” success. His recent presen-
tations have included a March 1991 kevnote
speech on current economic conditions and a
June 1991 presentation entitled “Win-Win Ex-
aminations and Followup: An Industry Perspec-
tive." Maryland Congresswoman Constance A.
Morella was so impressed with the “Win-Win™
presentation that she requested permission to
distribute it to attendees at her 1991 CONgres-
sional forum on the “credit crunch.”

Between counseling sessions, conference
presentations, and keynote addresses, Coffey
authors articles on business management. “Cash
Flow Management in Hard Times” was pub-
lished in the Greater Washington Board of Trade's
prestigious Board of Trade News,

Coffey’s commitment to advancing the in-
terests of business and the community at large is
also evident in his service on key planning and ad
hoc committees formed by and in conjunction
with the Montgomery County government. While
serving onthe Upcounty Citizens Advisory Board,
he was effective in articulating business's agenda
and showing that it was consistent with commu-
nily needs. As president of the Greater Gaithers-
burg Chamber of Commerce, Coffey led the
effort that repositioned the chamber to serve as
an aggressive advocate for small businesses,
including accountants, He serves on boards of
several not-for-profit organizations, such as the
Maryland Small Business Development Advi-
sory Board, and is an active member of Suburban
Maryland Fair Housing, Inc.

Coffey’s recent Maryland legislative activi-
ties have included his support of proposed health-
care legislation and initiatives that provide cost-
effective coverage for small businesses, a re-
quest that an economic development Ccorporation
be formed to financially assist very small firms,
and support for creation of new SBDCs in Mary-
land.

Through continuing-education programs such
as those offered by the Educational Foundation
of the District of Columbia Institute of CPAs,
Coffey has taught controllers, CFOs, and other
accountants how to be total managers. He is also
founder and chairman of Champions of the Fu-
ture Foundation, Inc., which teaches junior and

senior high school students business- and life -
management skills.

FINANCIAL SERVICES ADVOCATE

OF THE YEAR

William C. Enloe, President
Los Alamos National Bank
P.O. Box 60

Los Alamos, NM 87544
(505) 662-5171

Educated as an economist, Bill Enloe’s pro-
fessional career has been focused around bank-
ing. Beginning as a loan officer at the Los
Alamos National Bank (LANB) in 1971, Ihe
advanced to president and chief executive offi-
cer by 1978, In that position, Enloe has made
every effort to lend to businesses prcsemtngl red-
sonable business plans and market strategles.

Many of the loans made by Enloe's bank are
to early-stage and start-up businesses, the so-
called “risky” borrowers that many banks shy
away from. As of October 1991, Enloe's bank
held $54 million in loans to small bu.ﬁincl-,-s_es -
about 26 percent of the bank’s loan pﬂntol!_u.

Enloe frequently meets with venture capital-
ists to encourage investments in local small
firms. He has made key introductions b::lm::n
equity investors and local small cnj:mpnmes. m:at
have led to millions of dollars of investment “.I.
those companies. One of Enloe’s "matchmaker
efforts resulted in & multimillion dollar nvest-
ment by a Dallas venture capitalist and other in-
'-'L'RI{!FSEEIH a local high-technology company that
now provides about 100 jobs for northern New
Mexicans. _

Enloe believes changes in the financial serv-
ices industry are NECessary if the industry 15
going to support small firms, and h?lﬁ heen an
advocate for such changes at the national, state
and local levels. Nationally, he is an nf:m'f
member of the American Bankers Association
Community Bankers Council, through whu;h.he
mects with members of Congress and Paﬂklﬂg
regulators about legislation and regulations af-

fecting, among other things, the cost of lending to
small businesses. He is a member of the Full
House Banking Committee and has presented
testimony before Congress.

At 1I'[=: state level, he is president-elect of the
New Mexico Bankers Association (NMBA) and
helpscarry the NMBA platform to support changes
that would benefit small business. :

Locally, through the holding company of his
bank, he is working 1o establish a Small Business
Investment Company (SBIC). .

Enloe has served as president of three busi-
ness and economic development organizalions in
Los Alamos and continues 10 Serve on the boards
of directors of all three. Heisa mcm.hcr of the
Governor's Business Advisory Council and also
serves on the advisory board for the Los Alamos
hranch of the University of New Mexico.

Tharks to Enloe, Los Alamos County n:k
ceived its first community development [b;-hr.:
gmnt{CDHG:lfmnuhef:dem gmcmm:nt! h:r:c
identified a local small business that l;n-ull;I -
fit from a new faclory- Becaus..r it v.u-.:.l h;,.rc;m
primarily low and moderate m.ﬁ.'ﬂm:. ;n (_jjl_-;g{_-,
factory qualified to be constructed with
t“ndf:.:.-n'lnr:nmrerEnh:nz achievement is the Los HT,;::
gmall Business Center. After the Ir.:me of Iac..-..
Mexico and venture capitalists TI:TIJ-‘iL‘L.‘ ,;;:dt.-m',
.:aider investing in the center, Enloe n.r;::-.L o -,h,;
estate and operational lpans rha1l.-r|1d D.,-. o
incubator facility to be l..'clnh?ructed & ; :mim
The Los Alamos gmall Business C entl:r s
one of relatively few in!.'uhamrs in 1 :a:L )
financed largely with private debt Fn?lm;. o7

Bill Enloe has purtured the newest e
Eiﬂzr;::l:'?f‘":;? .;..u:cm,s of these businesses.
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MEDIA SERVICES ADVOCATE

OF THE YEAR

Murray L. Feldman, Business Editor
WIBK TV - WW] Radio

P.O. Box 200

Southfield, M1 48037

{313) 552-5262

Mumay Feldman's timely and in-depth re-
ports on current and pertinent financial and
economic topics have consistently proven help-
ful — and popular - to small business owners. His
balanced reporting acknowledges small busi-
ness's status as the foundation of the American
economy.

By focusing on entrepreneurs and small
businesses and the issues that face them, Feldman
has significantly increased awareness of the
importance of the small business community,

He began doing his business reports in 1980,
As the business editor for WIBK-TV 2 and WW]
Newsradio 95, Feldman writes and produces the
daily TV business reports that air during news-
casts as well as the radio spots which are aired
four times a day. Through his profiles on entre-
preneurs in his special radio series “Quality in
Business,” Feldman displays his commitment to
the entreprencurial small business.

Feldman's 15 years at TV 2 are an indication
of his exceptional qualities in a highly change-
able ficld. In one recent series, “How to Survive
a Recession,” Feldman addressed cash manage-
ment, avoidance of bank foreclosures and bank-
rupteies. His weekly TV show “Moneywise™ is
the only show that provides an m-dupih. inside
perspective on what's happening with local
businesses,

How does the audience feel about Feldman?
“Moneywise” used to be on twice a month: dye
to its popularity, it now airs every Sunday.

The SBA named Feldman its Media :%dw.u-
caie of the Year for Michigan in 1989, In 1988,
he was honored with a first place UPI and AP
award for his individual reporting excellence. In

1987, he received a first place UPI Individual
Achievement Award for his coverage of the
stock market crash. The Investment Company
Institute presented him with the American Uni-
versity Television Award for the best economic
coverage of any television station in the nation in
1987,

Feldman was one of a select group of jour-
nalisis, business editors, and economic represen-
tatives invited to talk with President Ronald
Reagan and Cabinet members about the eco-
nomic state of the nation. He has covered all of
the major candidates on the local, state and
national levels and is known for his probing
questions,

It has been said that Feldman’s work ethic is
second 1o none and that he produces his shows
like someone who runs a business. Feldman does
all of his own research, which usually means
working weeknights and weekends. His contacts
are some of the best in the business and include
Wall Street analysts, local economists and chief
executive officers of major corporations. They
don’t hesitate to answer the phone when they
learn it's Murray Feldman,

“A good business editor must do his or her
homework,” he says. “Today, more people are
interested in retirement, how to invest money,
how to save and how to live well. Business
reporters must do relevant reports. The secret is
not only to keep up with the trends but to go
below the surface for facts. Always be accurate
and always be fair. Most important, remember
that behind every statistic, there's a human being.”

MINORITY ADVOCATE

OF THE YEAR

Harold K. Brown, Associate Dean
San Diego State University
College of Business Administration
Office for External Relations

San Diego, CA 92182

(619) 594-6437

Hal Brown's mission is to bring people fo-
gether —especially minorities and women wm:k-
ing on economic issues, He considers this unify-
ing effort the most important part of his role as an
advocate working to advance minority and small
business development interests. _

Brown's leadership as an advocate for mi-
nority businesses in San Diego is widely recog-
nized. In 1968, he helped form McKissick En-
terprises to provide venture capital o minorily
businesses. but his advocacy efforts really got
underway in 1969 when, as a loan officer for a
bank, he worked with minority business custom-
ers,

A tireless, dedicated leader, Brown recom-
mended at a 1987 economic workshop that a task
force on economic development be created; he
then went on to create one. As a founder and
president, Brown has helped mold Ehe Black
Economic Development Task Force into a dy-
namic and articulate voice for minority business.

Recognizing the need for research +.Ifau| on
minority communities to assist in their eco-
nomic development, Brown rm:ﬂmmeqdad that
the task force form a center for economic devel-
opment and research, then supervised and hdpeld
write the proposal for funding. He also dn.w. 1
oped the conceptofa black economic .apmmn.h ml
annual event sponsored by the task TIGI‘CE‘. t. i
includes an “expo” for minority busingsses [3
showcase products and services. 51“‘“*‘3”‘. ‘I""r
seminars on topics important 10 the success O
these businesses are also a part of the s.urnmﬂ.-_

Brown's efforts to integrate minority busi-
nesses into the San Diego airport — where Thf"'-'
had only been a shoeshine stand hlefurc — If:t l:.;
St amlmd o te mimarily groups an

women to address economic and business devel-
opment issues. Communities United for Eco-
nomic Justice (CUEJ) now serves as an advocale
for small minority- and women-O% ned busi-
nesses, with Brown as president.

For the past three years, Brown has also
worked on a specialized Small Business ].m esl-
ment Company to provide expansion capital for
minority-owned businesses. In 19940, h{' served
an the boards of directors of three organiz ations
and chaired their eCONomic dﬂh.'li'l]'l-[tl.fl'ﬁ. ..-urn-.
He also served on the C ity fCounty
Task Force in San Diego, 8 group
formed to enforce the Community Reinvestment
Act. As amember of the _"-Ia:.'nr.'s Black Adv |-I
sory Board, he chairsthe economic developmen
committee, and was recently asked 1o be :I.F:r:,l-l;
cipal organizer of a national program {0 &
minority business development. bl

With his banking experience and keen inte
.c1 in husiness management, Brown volunleers
i | many start-up and existing
) as well as minoriy
He is often

mitiees.
Reinvestment

his time 10 counse
bhusinesses in need of help,
gpudents interested 11 business. I
called on to participate in seminars pro -. i et
formation for minerity usinesses
successfully raised the | S
ness among minorities and aboul m“:;-.h- I
ness achievements and was TL.‘\['MI}\ Lo
local proclamation of Minority Busine:

i _ -
Brown has won the support of mfpur.umu1|~ i

ro : I e Ravdon.
the city 10 assistthe efforts of economic develop

ment for minority hunln;,:::ir_'h.[ e
3 ac Associate Dean 10T E I
day, as Ass0dl
o l[‘ lege of Business Administration
e Colleg : 8 :
Brown develops anc
wong the college and
¥ rested

small b
evel of ecONOMIC FWar:
1l

tions for th
of San Diego Universit,
maintains relationships & N
the business cOmMUMILIES and «

srpanizations. e S iE
Q ch has received many gwvards TLIH o
: il QAR
lades. July 22 1967 was declared Harold .
> in San Dieg his many awari
i and among his man}
in3 a3, anid aTMONE e
Pay in San Dieg 008 paisiond
s © s service 15 (e £ .
for his commUnity .
3

Distinguished Service Award, present -

L —






OF THE YEAR

Paul C, Hsu, President

Hsu's Ginseng Enterprises, Inc.

T 6819 County Highway W, Box 509
Wausau, W1 54401

(T15) 675-2325

For most people who think about it at all,
ginseng conjures up images of the Orient — cer-
tainly not Wausau, Wisc. So it might surprise
them to know that Marathon County, Wisc., pro-
duces 95 percent of the nation’s ginseng and
almost 200 percent of the global supply, and Paul
Hsu grows more ginseng than anyone else in the
U.S.

Hsu began mail-ordering American ginseng
to Chinese Americans in 1974 and opened Hsu
Ginseng Farms in 1978, growing on just half an
acre. The company now has 33 full-time, four
part-time and two seasonal employees. Four na-
tionalitics American, Chinese, Hmong, and
German — and five languages are represented on
the staff. Many of Hsu’s workers in the ginseng
fields are Hmong tribesmen who have emigrated
1o the arca from Laos, and Hsu is proud to provide
social and economic stability for 11 Hmong families,

In 1990, they harvested 18 acres, with a total
of 68 acres planted and more than 500 acres for
future growth. That year the gross sales from the
roots produced by the farm exceeded $1.5 mil-
lion.

But according to Hsu, “Americans mainly
buy Korean and Chinese ginseng. They think it is
steeped in Asian mystique and so regard it as
better than American ginseng.”™ The herb, re-
nowned for its ability to increase overall vitality,
has been used in the Orient for centuries as a tonic
to balance the body's physical and emotional sys-
| tems. The American preference for Asian gin-

seng means that most of the domestically grown
herb is exported.

Sensing an opportunity to sell aggressively
overseas as well as market new products domes-
tically, Hsu founded Hsu's Ginseng Enterprises,
Inc. in 1981 to expont directly to his native Taiwan

Ab

SMALL BUSINESS EXPORTER

and other Southeast Asian countries. He also
developed products such as ginseng tea, extract,
combinations of American ginseng and Chinese
herbs and a non-alcoholic, carbonated apple drink
spiced with ginseng called “ShangPagne.”

The Asian market now imports about 90 per-
cent of its American ginseng from the United
States, and 63 percent of that comes directly from
Hsu's Ginseng Enterprises, “Wisconsin ginseng
will be the ginseng of the 21st century,” Hsu says.

Concern about competition from countries
with cheaper labor led Hsu to develop a harvester
that saves four to five times the labor cost in
harvesting ginseng root. His company also helped
develop the first semi-automatic ginseng harvester,
By using state-of-the-art technology to cultivate
American ginseng for export, Hsu has enhanced
his company’s competitive edge to meet interna-
tional competition,

Hsu is recognized as the representative and
spokesperson for the American ginseng industry
because of his efforts at advertising, trade shows,
and consumer education. His promotion of Ameri-
can ginseng was recognized by the U.S. Depart-
ment of Agriculture, which since 1987 has granted
annual assistance of $30,000 w help pay for pro-
motional costs of exporting value-added ginseng
finished products,

Hsu is active in a variety of community efforts
and advocacy activities. He volunteers his fime to
speak to students and civie groups about the Chi-
nese culture and was nominated to serve on the
Govemnor's Advisory Committee on International
Trade,

Hsu worked successfully with legislators to
engineer a change in tariff rates o the Taiwan
govemnment in 1985 and also proposed and partici-
pated in the development of a sister statehood
relationship with Taiwan,

Because of Paul Hsu's hard work and dedica-
tion, Wisconsin ginseng has become well known,
both domestically and internationally, His efforts
provide an example of excellence for all busi-
nesses inlerested in exporting,

VETERAN ADVOCATE
OF THE YEAR

William R. Carey Jr., President
Corporate Resources Development, Inc.
300 Galleria Parkway

Suite 850

Atlanta, GA 30339

(404) 953-8016

“Max" Carey was a golden boy: always a
winner. he'd been an All-Ivy defensive halfback
in college, graduated first in his clas_s in Navy
flight school and was the first in his class to
qualify for high-risk missions. He came home
from Vietnam a decorated hero, and started a
business. When it didn't do well, Carey single-
handedly saved the business from going Lmdc'r._

In I:t;u process, he buried a lot: the hf.rrrnrsl of
the war and the fear of not being able to provide
for his family. His greatest fear, though, was
being found out, that he was not the guldc.n oy
everyone thought he was. F;t!lurr".l. was not some-
thing he knew how [0 deal with, and in hl:
attempts to be perfect, he alienated those aroun
hunl-ﬁvent1lull'_-.-', it all caught up with Carey and
forced him to take an unsparing look at who he
was. With the support of family and the help of
a friend who was a psychologist, Carey realized
that it was okay not to be a superman. He u]:m.v
came to understand that didn’t mean he was

: it meant he was real.
Wta:ﬂ':ieﬁnmg weakness was a hmakthnmgl1
and Carey was able to tap into the power ?he?
collegial support and friendship could provide.
0 ht, his company underwent dn

Imost ovemig il
e i Today, it is the

amazing transition and took off.
success he dreamed it would be.
Carey began writing about his pcfsm.'liil ET
PL‘ria:m:ﬂ wﬂ;h war-related emotional ‘?“f":!Jf'_
ties as a means of helping other veterans identify
their own distress, One story, “The SIJP':C!'I:?::
Complex,” was published in Inc ﬂlé:ig.ﬂf.l.l'l 2
1988 and is still distributed to veterans as part

i -e55,  Carey
the confrontation and healing process.

believes that it's important for other veterans o
know that the golden boy went down and came
back up. “They can identify with ymnr:_lllfulr.
me. To know you're not alone is a great relief.
Carey’s experiences made him the advocate
he is today. “The large gray mass of vets who
came back from Viemam without my I»ulnd. of
credentials, who wers branc!e‘li ‘losers .:fuJ
‘druggies’ — they're the ones I'm fighting for
m“f:iim‘e 1983, Carey has served asa "'“1“!"'@
seminar leader for the small business rrmn::g
initiative of the Georgia ‘v'gta:r.n.n_\ L::m.jm |1p
Program (GVLP). During this time he has mj .
ducted 16 seminar presentations, recorded ﬂ
audio- and videotape seminar Emwm"ﬂ:n‘-:ﬂ\
held private business consultations “.-IE n:w_
100 veteran entrepreneurs. At le.m. Ilu‘ru.r :ﬂ i In;
Carey presents a “Sales Sirategies’ semi S
the GVLP at Georgia State Umw:rs:l}.l : uu_-r..
seminar has proven invaluable in ru.*lp;;;._.l‘:mm
ans construct sound business p]a?nr 311;-:1.- i
funding. Carey also serves s a '--:?l!un i
and training consultant to L‘c!e‘nﬂ'!h. 7 bond
Although his commitment 10 xfl@. -
with assistance to Vietnam vels, L.m']: :;m! 2
butions reach the Persian Gulf returmee: 5
the World War Il community.
his work with veterdn entre-
o are search-

(imes, even
In addition 1o o
prencurs, Carey helps veterans T
ing for jobs, those nccdmgl .hl: p1d ke
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WOMEN IN BUSINESS ADVOCATE

OF THE YEAR

Thomasine M. Tarsell, President
Tomeo Insurance Corporation and
Tomco Money Management Corporation
22 West Road, Suite 202

Towson, MD 21204-2304

(301) 821-5252

As founder and president of Tomeco Insur-
ance Corp. and Tomco Money Management Corp.,
Tommie Tarsell provides a full range of com-
mercial and personal insurance services, includ-
ing bonding, claims investigation, third party ad-
ministration, pensions and investments, In addi-
tion, she runs marketing and finance for 7-Serv-
ices, Inc., a retail firm that provides consumer
services to the general public, and is chief finan-
cial officer of Cells America, Inc., distributors of
steel modular buildings.

Tarsell is also a highly visible advocate for
women and all small business owners. She
served as a member of SBA's National Advisory
Council and as committee chairperson for the
1986 White House Conference on Small Busi-
ness. She is active in numerous other associa-
tions and boards as well,

Tarsell's hard work has increased business
and financial opportunities for women, Through
the National Association of Women Business
Owners (NAWBO), she has provided advice on
the availability of financing and free or inexpen-
sive legal or accounting expertise. As NAWBO's
Baltimore chapter president, Tarsell launched 3
campaign 1o identify women business owners,
then published the first comprehensive statewide
directory of women business owners. It drew
n.'.t.liunul media attention and spurred similar
efforts in other states. In 1981, Tarsell estgh-
lished the first “Woman of the Year Award "
Now in its 11th year, the award was adopted
nationally three years ago by NAWERO,

Tarsell lobbied hard to get women business
owners included under the Baltimore City Reso-
lution 610 (the MBE/WBE Program), ra:rquir'mg
contracting agencies to ensure that women and

minorities “have maximum opportunity to par-
licipate on city contracts.” And, in 1984, the
Maryland legislature passed House Bill 1336,
designed by Tarsell, which waived the require-
ment to post a bond on any contract with the state
of Maryland up to $30,000, affording more op-
portunities to women business owners,

Az co-chair of an all-woman CEO trade
mission to London, Frankfurt and Madrid in
May 1985, Tarsell fostered an increased aware-
ness of expanding international opportunities
for women entrepreneurs and also helped change
the federal government s attitude toward women
in exporting.

Hoping 1o establish an international net-
work, she traveled to Europe and met with presi-
dents of women's business organizations in the
United Kingdom and Germany, NAWBO, along
with women business owners from 34 other
countries, celebrated the first World Congress
June 17, 1987, in Denver. Women from 45
countries now participate in the network.

For the past six years, Tarsell has spoken 10
an average of 100 women and minority business
owners per month on how to access public sector
funds. She has provided on-site counseling to
existing and prospective women business own-
£r5, reviewing procedures, marketing and public
relations.

Tarsell is an advisor 1o several projects,
including a training program to help low-in-
come women develop their business ideas into
viable enterprises and a resource-sharing pro-
gram that helps startup businesses lower over-
head by pooling resources. Another project is a
loan fund that helps beginning businesses meet
their financial start-up and expansion needs.

Tarsell looks out for women business own-
ers, whether on the legislative, financial or
educational front. She has improved the envi-
ronment for the creation and expansion of their
businesses and her hard work has helped make
them key participants in the national and inter-
national small business community,

YoOUNG ENTREPRENEUR
OF THE YEAR

Ted W. Waitt, President
Gateway 2000

601 Gateway Drive

Morth Sioux City, SD 57049
(605) 232-2000

Ted Waitt, president and founder of CGate-
way 2000, attributes his company s success o its
value-oriented philosophy. Gateway 2000 manu-
factures and markets its own brand of IBM-
compatible personal computers. The company
has experienced extraordinary growth because
Waitt continually strives to offer customers the
best price-performance value, superior suppor
and outstanding service.

Waitt sold computers for a short time affer
majoring in business at the University of lowa
and was only 22 years old when he started Gate-
way 2000 with Mike Hammond in 1985. Texas
[m;numems had marketed a we.ll-rcg:uﬁﬂd per-
sonal computer (PC) but stopped selling soft-
ware for it. Owners became desperate for add-on
devices that would allow their machines !{: run
the many programs written for IBM P{_"q ‘h:"-urk-
ing out of a farmhouse owned by Waitt’s t:11her:
Waitt and Hammond started a Texas InF:thmﬂﬂL‘-
user’s club, charging a $20 membership fee.

The company no longer sells Texas Instru-
ments products, but instead dcslgrfs and Tnam;-
factures eight models of fully configured, .]B}[!-
compatible PCs. Gateway 2000 I:Lln'r.‘l-"!”}' selis
more computers through direct marketing ‘]““'f
any other PC manufacturer in the country. 5_aln.j.-
amZ{ shipments have increased each guarter SINce
the company's inception. E'rrn.wm_has bfen
phenomenal: sales topped $1 million for the nr.\j
tirme in 1986; 1991 sales were expected tue.m.'e:
5600 million. In 1988, Gateway 2000 hat %
employees; there are now more than 1,200. ‘*I 1-11Iu“
plans to build a new 250,000 square fool r!nzi';]m-
1'm:luring_dmn'butmn.-mdcusmnlerrulpptm actiily

in 1992.

Th.e:nmpﬂn}-'smlﬁﬁgurer-mimrmisgmmh:
for the guarterly period ending September 30,
1991, the company shipped maore than T{I'.ff'll
systems for $174 million in revenue — 8 121-
percent increase from the $79 million posted for
the same quarter in 1990, and a 38-percent -
crease over the $126 million revenues from sec:
ond quarter 1991,

Gateway 2000 was named the fas .
ing privite company in the United States by ::m
magazine, and was rated number one on the In

500 annual listing of the fastest growing pri-

i + held firms in the United States.
vately held st

Gateway 2000 maintains | :
thin profit margins, partly by selling uru! T“T-,]I:...
ing over the telephone. The company .1:~_~r..- rape
its machines entirely from components :!u.:r o3
suppliers and works on profit margins of 100 12

percent.
Creative ad
v systems and dependahle
Gat 2000} an industry leader.
his company's adverusing
v brainstorming with his staff
" He considers this crucial

because of the fast-paced, rapidly c.h:tng:n?h:t
re of the busimess. Thu. u.-.‘:.u aim 1 ,: !
Gateway's value — 2 -;nmhma.lmn of FT’-kh“,h
factors such as componerk quality and reliablity.
" ‘;'L;[]:LIE:{:EH that dedication 1o customet -: :_*
ason why 50) percent of Lmi‘:“ ;_!h
are from repeat |1urch.;:.~u:rj_ :T: ::,::ha;
 tne relied on his instincls 10CIESEE 2R
L]‘-!l:"u::::!:;:}ihf\'ilﬂl. Essentially, I-.|e 5.\13..-..,11111 ‘LI.!:'I:-\
:!n.v.-.-n (o this: “The PC busincss 15 “DE:,L. mrmﬁ_
R "_“.]“"h'-:': I::::l:"“ ‘:‘:’Tit:‘und-:munds
3 c:r-auTI |:u.\[0n-1|.:r:~' on his uun'lrmr!}_ .:
ined with low-prices,
nd image. appeals 10
ers. 1he

[est grow-
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ualit SErVICe “hlrn-:;
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campaigns, regular
fo credte NEW ads
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NATIONAL SCORE CHAPTER

OF THE YEAR

SCORE Chapter 40 of Omaha, Neb., has
been named this year's SCORE Chapter of the
Year by the National SCORE Office. SCORE,
the Service Corps of Retired Executives, is
composed of retired business owners from all
walks of life who volunteer their services as
counselors for small business people, especially
those just starting a business. Last year, SCORE
held more than 3,100 training events attended by
nearly 100,000 people and individually coun-
seled 173,000 business owners. MNearly 12,300
SCORE counselors at almost 390 chapters offer
first-hand knowledge in a wide range of business
matters.

The Omaha chapter sets itself apart by being
especially responsive to the needs of its commu-
nity and putting extra efforl into innovative pro-
grams. It not only realizes it has a responsibility
to its immediate locality, but also to smaller
chapters in the state with fewer resources. Chap-
ter 40 also recognizes that as an important hub in
the nation’'s breadbasket, it has a responsibility
to help small communities overcome serious
economic problems that have been plaguing
them for many years

The Omaha chapter's workshops and out-
reach cover a wide base of needs from recruitment
of women counselors to on-going contact with
youth and veterans’ organizations. The chapler
developed a metric workshop, then put together a
package based on the workshop and made i
available o all chapters in Nebraska. Bringing
together some of the nation's top experts in rural

development, Chapter 40 produced its own train- |

ing video called “Survival of the Small Town.”
Funds for the project were raised locally, and the
tape was distributed 1o all Nebraska chapters and
many small towns throughout the Midwest.

The Omaha SCORE chapter’s on-going media
campaign provides outstanding publicity for the
chapter with the equally imporiant aspect of in-
forming the public of SCORE’s services. The
campaign uses billboards, radio and TV public
service announcements, and articles in area
newspapers (o get the word our.

Receiving runner-up honors are SCORE
chapters in Siowx City, fowa, and Howston, Texas

GrADUATE TEAM WINNER

California State University at Fullerton
Management Department

Small Business Institute

Director; Michael D. Ames, PhD.

Advisor: John T. Emery, PhD.

Team: Dena Heathman, Margaret Holden,
Joseph Mayo, Evan Privett and Robert Tinkham

This student team counseled a small busi
ness that installs fences on commercial and
residential properties. Despile being well es-
tablished and somewhat profitable in their niche,
the business owners asked for much-needed
guidance in expanding their operations to ac-
commodate their full market potential.

UNDERGR&DL:‘.TE TeEAM WINNER

l..nh'ersily of 8t. Thomas

St. Paul, MN

Divie: :

: IVision 0.1 Business Administration
mall Business Institute

Diirector: Dr. David Brennan

Team: Ude Kan

' £, Daniel Jensen and

olfram Nimmerrichter

ll1a[;£1;1:;‘:?:\_!::']“ ":”“n""{tﬂi a small business
small busingeqgas {Thﬁtmummg i other
develop 4 hl..jhi]'.;l 1 L_te.‘ln_-' helped .1h|k company
Customer ].Hiu._: I:.::h P_!d!‘l ammed at Incre.minl: its

' 30 to 200 regular clients.

01m

SMALL BUSINESS INSTITUTE
CASES OF THE YEAR






PrRiME CONTRACTOR SUBCONTRACTOR
OF THE YEAR - OF THE YEAR

Morrison Construction Services, Inc. Gordon-Piatt Energy Group, Inc.

1990 Saint St P.O. Box 650
Richland, WA 99352-2102 winfield, KS 67156-0650
John H. Chapman, President James P. Salomon, President and CEO

The Gordon-Piatt Energy Group, founded in 1949, enjoys worldwide prominence in the field of gas

Morrison Construction Services, Inc. is a full-service general contractor that emphasizes and oil combustion bumers. But in 1979, a desire to diversify their product line and stabilize

mechanical design and construction, service and maintenance of major equipment installation, and employment prompted them 1o pursue subcontract manufacturing for the aerospace industry. Today,

energy management and environmental services, Glar du}: Piatt is the major subcontractor of aircraft chair frames for two major aerospace companies
Morrison works with owners, contractors, architects and engineers on projects large or small. “'nd has built over IEU.dift'crem models to customer specifications.

With complete in-house capabilities, Morrison provides its customers with competitive pricing, The company has eamed a reputation for excellence through its superior quality, delivery and

flexible scheduling and workmanship meeting individual expectations. Working 1o the customer’s | competitive pri:l;‘l-l'tg. .prnduut lead times are minimized through the electromic interchange of CAD/

individual needs, the company designs, fabricates, assembles and delivers projects that are on-line, CAM drawings, and value engineering is 4 0P priority. The Gordon-Piat Energy Group has utilized
- a . a | Sl By (=3 - - &

o schedule 400 Wit et gUIETC, its most Jmpm.'mm resource — 202 skilled and dedicated employees — to elevate it from a small local

Jomi 255 1 a global competitor.

Nominated by: business into a global compe

Durie N. White, Operations Director Nominated by:

Office of Small and Disadvantage i i

of § i D ged Barbara Reeves, Small Business Liaison Officer
Business Utilization | o
Department of State B-:.i::;h .-\m'!.ﬂh Corp.
Washington, DC Wichita, K3

and

Victoria M. Pederson

Division of Construction
Bonneville Power Administration
Department of Energy
Vancouver, WA
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CONGRESSIONAL COMMITTEES
ON SMALL BUSINESS

U. 5. Housk oF REPRESENTATIVES
SmaLL Business COMMITTES

John J. LaFalce, New York (Chairman)
Meal Smith, fowa

ke Skelion, Missouri

Romano L. Mazzoli, Kentucky
Micholas Mavroules, Massachusetis
Charles Haicher, Georeia

Ron Wyden, Oregon

Dennis E. Eckart, Ohio

Gus Savage, [linais

Norman Sisisky, Virginia

Esteban Edward Torres, California
Jim Olin, Virginia

Richard Ray, Georgia

John Conyers, Jr.. Michigan
James H. Bilbray, Nevada

Kweisi Mfume, Marviand

!"i'n}'-.l H. Flake, New York

H. Martin Lancaster, North Caroling
Bill Sarpalius, Tevas

Richard E. Neal, Massachiserts
Glenn Poshard, Hlinois

Eliot L. Engel, New York

Jose E. Serrano, New York
Thomas Andrews, Maine

Calvin Dooley, California

Robert Andrews, New Jersey

Bill Orton, Ltah

Andy Ireland, Florida (Ranking)
Joseph M. McDade, Pennsvivania
William 5, Broomfield, Michigan
D. French Slavghter, Jr., Virginia
Jan Mevyers, Kansax

Larry Combest, Teras

Richard H. Baker, Louisiana

Joel Hefley, Colorado

Frederick S. Upton, Michigan
Melton D. Hancock, Missouri
Ronald K. Machtley, Rhode Island
Jim Ramstad, Minnesota

Dave Camp, Michigan

Gary Franks, Connecticuf

Wayne Allard, Colorado

John Boehner, Ohio
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U.5. SENATE
COMMITTEE ON SMALL BUSINESS

Dale H'IJI'IEIK‘I\_ Arkansas (Chairman)
Sam Nunn, Georgia

Max Baucus, Monrana

Carl Levin, M higan

Alan Dixon, Hflinois

Tom Harkin, lowa

John Kerry, Massachusetts

Barbara Mikulski, Marviand

Joe Lieberman, Connecticur

Paul Wellstone, Minnesota

Robert W. Kasten, Jr., Wisconsin {Ranking)
Larry Pressler, South Dakota

Malcolm Wallop, Wyoming

Christopher Bond, Missouri

Conrad Bums, Montana

Ted Stevens, Alaska

Connie Mack, Florida

John Seymour, California

SMmALL BusiNEss WEEK
PATRONS

American Bankers Association

American Express Small Business Services
American Institute of Certified Public Accountants
American Small Business Association

Jane Applegate, Author and Syndicated Columnist
AT&T Capital Corporation

Connecticut Mutual Life Insurance Company
Council of Smaller Enterprises

Dun & Bradstreet Reports Magazine

IBM Corporation

Independent Bankers Association of Amenca
Microsoft Corporation

National Association of Government Guaranteed Lenders
Mational Association of Manufacturers

National Association of the Self-Employed
National Business Association

National Federation of Independent Business
Mational Restaurant Association

Mational Small Business United

National Society of Public Accountants

Pacific Bell Directory

Penguin U.5.A.

Small Business Foundation of America

Small Business Legislative Council

Sprint

The Coca-Cola Company

U'SA Today

11.S. Chamber of Commerce

US West Communications






Sunpay, May 10
2:00 - 4:D0 p.m

4:00 - 6:00 p.m

MonNDAy, May 11

R:00 - 930 a.m.

1000 -11:30 a.m

12:00 - 1:30 p.m.

1:30 - 2:30 p.m

2:45 - 4-(0) p.m

330 - 7:00 p.m.

Tuespay, May 12

T:30 - 9:00 a.m

10:00 - 10:30 a.m

12:30 - 2:00 p.m,

6:00 - 7:00 p.m.

To00 - 12:00 a.m.
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SMALL BUsINESS WEEK
TENTATIVE SCHEDULE

Registration

Winners Exhibit Area Open
Welcome Reception

Registration Continental Breakfast
and Winners® Exhibit Show
Presidential Ballroom, Capital Hilton

Small Business Issues Forum
Capital Hilten

Luncheon Honoring the State Small Business Persons of the Year
Presidential Ballroom, Capital Hilton

Pictures of the Winners taken with the Administrator

Small Business Issues Forum
U5, Chamber of Commerce

Reception
USA Today, Gannett Building

Minority Small Business Awards Breakfast
Presidential Ballroom, Capital Hilton

Announcement of the Small Business Person of the Year
Congressional Luncheon Honoring the
Advocates of the Year and Special Award Winners

Dirksen Auditorium, Dirksen Senate Office Building

Reception for Winners and Invited Guests
Congressional Senate Rooms, Capital Hilton

Dinner-Dance
Presidential Ballroom Capital Hilton

OFFICE OF PROCUREMENT ASSISTANCE

PROCUREMENT CONFERENCE*

WEDNESDAY, MAY 13

4:00 - T7:00 p.m.

THURsSDAY, MAY 14

7:00 a.m. - 7:00 p.m.

#:30 - 9:30 a.m.

10:00 - 12:00 noon

12:00 - 2:00 p.m.

12:30 - 4:00 p.m.

6:00 - 7:00 p.m.

7:30 - 10:00 p.m.

* Special events honoring small bu

TENTATIVE SCHEDULE

Registration for the Procurement Assistance Conference
Crystal Gateway Marriott

Registration
Crystal Gateway Marriott

Breakfast, and Presentation of the Eisenhower Award
Cryvstal Gateway Marrion

Presentation of Administrator's Award for Excellence certificates
Crystal Gateway Marriott

Capitol Hill Luncheon :
Honoring Procurement Award Winners
{/.5. Capitol, Mike Mansfield Room 85207

Procurement Fair
Crystal Gateway Marriott

Reception
Crystal Gateway Marriott

Banguet and Presentation of

the National Prime Contractor of the Year and
the National Subcontractor of the Year Awards

1 ' car
siness Prime Contraclors and Subcontractors of the Ye
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ATel

Capital Corporation

Thomas Wajnert Room 3150

President & Chief Executiva Officer 44 Whippany Road
Morristown, NJ07362-1983
201397-3010

Dear Small Business Week Winner:

Congratulations! Your success serves as an example to millions
of present and future small business owners throughout the nation.
You are proof positive that an entrepreneurial spirit, paired with
hard work and determination, can make the American Dream
come true.

ATA&T has been serving and meeting the needs of small
businesses like yours for more than a hundred years, and we
understand the importance of your business's continued success
in a challenging economy.

Seven years ago, AT&T Capital Corporation was formed as an
alternative source of financing to a host of businesses. Today,
with more than 400,000 small business customers, AT&T Capital
provides financing for telecommunications equipment, computers,
office equipment and other general-purpose equipment to help
small businesses grow and prosper.

Now, in a continuing effort to serve you better, we have become a
licensed participant in the Small Business Administration’s 7(a)
Lending Program. We are extremely pleased about this
opportunity to wark directly with many of you in the near future.
We are especially proud to support Small Business Week 1992,
honoring the entrepreneurial spirit that is so much a part of what
makes this nation great.

Again, congratulations and best wishes on your road to success.

Sincerely,

ma/é/m-











