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acquisition of McDonald Douglas. Boeing is
well known for its ability to build jet liners,
but has not built a fighter in 50 years.
However, by acquiring McDonald Douglas,
it instantly gained the capacity to compete
in the Joint Strike Fighter completion that it
did not have before.

Partnering
By George B. Brooks, Jr. Ph.D.
A conversation overheard in the Washington Hilton:
“I’ve got a friend who just got offered a large snow
removal contract. He really does not want it for he would
have to leave his equipment on site so he offered it to
me. I am not quite big enough for it, but I’ll just joint
venture and make it happen.”
Last issue we discussed the concept of V.C.R. (Vision,
Capacity and Resources). If you will recall, vision is part
knowing where you want to go, why you need to go,
knowing what vehicle you need to take, and knowing
the path to take to get there. Capacity is the vehicle. Is it
fast enough and/or big enough to do the job?
Resources are the gas. Do you have enough and how
much does it cost?
For this essay, we will assume you have the vision and
know where you wish to go. The question is do you
have the capacity to do the job. The gentleman in the
prologue did not have enough, and he knew it.
However, for him a piece of the pie was better than
none, so he determined to joint venture.

In today’s environment of bundled
contracts, lack of capacity is the greatest
challenge for small business to overcome.
Visualize if you would, a hungry lion on an
African plane. Spread across that plane are
thousands of wildebeest, elephant, bison
and other beasts both great and small. Your
challenge as the lion, to eat. Naturally the
better hunter you are, the better you
survive. But the environment has changed
and there seem to be more and more
animals too big to catch. Though the small
animals are still present, most are not worth
the effort to chase. So, how do you bring
down bigger prey or more prey? You could
grow bigger . You could grow faster to catch
more small prey. You could grow more
intelligent to out smart your prey. All take
time. While we wait, there is a more
immediate solution. Like the lion and the
wolf, you could learn to cooperate. As a
team, you can work together to bring down
a bison or learn to heard small game into a
trap. Intelligent minds can innovate new
solutions faster in a group, leading to better
hunting. Either way, all team members are
better off than when hunting alone. The
accepted business term for this is
“Partnering.” In my next installment, we will
explore more fully the relationship between
Partnering and business success.

Index

The use to the term “ joint venture” implies that he and
another will enter into a limited partnership likely to
address this single contract. They both will submit
resources and will divide the profits according to some
agreed upon formula. The important thing is that by
joining forces, two companies that individually did not
have enough capacity, whether it be snow plows or man
power, now have the ability and likely the resources to
win a previously out of reach contact.
Limited partnerships such as joint ventures are not the
only way to rapidly build capacity nor is the concept only
for the small business person. A case in point as
detailed on recent edition of PBS’s NOVA, is Boeing’s
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The Ebony Coast Pt2

Cover Story: Exhibit Experts

What is business really like for
African Americans in San Diego
California. To the outside observer,
there appears to be considerable
resources, but are Black
businesses getting their share of
the pie. In this second installment,
we examine this question.
(Pictured: Tyrone Moss Corporate
Yacht Club Inc.) Page 13

Susan Ratliff is an award-winning
business owner and author with
nearly 30 years experience in sales
and marketing.
Her company,
Exhibit Experts, offers dynamic
displays, innovative graphics and
unique accessories that help
businesses maximize profits at any
type of exhibiting event. To learn
more, go to page 15.
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Resources. We do this by helping to build a vision of where they
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Angienuity

Living in America

Best in Show
by Angela Miller-Brooks

Even though the old man is
strong and hearty, he will not
live forever- Ashanti Epigram
Now if ever there was an epigram to
remember this one is it. Normally
after scanning my eyes over a
morning parable I’d shrug my
shoulders and never miss a beat
with the morning routines. One
particular morning was different.
The Ashanti epigram above left no
mistake as to its meaning. I’m not
sure what you may have gotten
when you read it but, in a nutshell, it
spells “compete” to me.
Whenever you’re in a conference
room networking with a legion of
others who just happen to be extreme go getters like
yourself, especially if their in the same field as you,
do you hear the same intrepid statement “ We’re all
in this together so let’s work together”? Now, do you
also concede that although you’re all for working
together, when it’s your time to shine the words that
come to your mind are “ Best in Show.”
The season of tradeshows and conferences has
began. The economy is showing signs of recovery
and consumers are acquiescent to ration their hard
earned dollars. If you expect to capitalize on the
wandering eyes of tradeshow consumers (Don’t
forget the traditionally neglected ethnic groups:
Hispanics and Native Americans. They have
muggles of disposable income), then you’d better be
ready to show like a woman in labor. If you’re new to
the tradeshow game I expect you have a hunger that
is often lost by the seniors in your field. If you are a
senior gear up and prepare for battle. Remember,
market share is everything!
Speaking of market share, on our cover is Susan
Ratliff of Exhibit Experts. Inside this issue, Susan
shares her experiences of owning an enterprise that
assists others in looking marvelous. My personal
tradeshow advice: prime yourself for all events like
a pro. Most importantly, don’t side. Play to win like
the big boys and girls. Remember, it’s not who you
know, or how much you have . Its how you make use
of what you have. Dream Big!

Freedom
by George B. Brooks, Jr. Ph.D
While on a recent business trip, I was channel surfing
and happened upon a National Geographic special about
a circus elephant about to retire and her African
American handler. The special was about her last trip to
her new home in a reserve, never more to be chained. To
quote her keeper; “I don’t know who first put this chain on
her, but it was me who took it off! ( In tears) She’s free
now. It brought tears to my eyes as well. It was then I
realized there is no more important concept to me and
most likely most African Americans than freedom.
To be free to determine ones destiny is what our
ancestors fought and died for and why we earn Ph.Ds.,
play basketball and etc. It is what the marchers stood
for. It is the source of the dream of King, the anger of
Malcom, the indignation of Marshall and the
conservatism of Thomas.
Yet even today, we are not free. The chains have only
moved. They are no longer around our legs but instead
around our minds. This chain blinds us to all that is
happening around us. It limits our horizons. It makes us
believe that our garden is a forest and our hood, the
world. Most importantly, it blinds us to the key that would
release us which is already in our hands. Knowledge!
Knowledge can take us to greater places, give us a new
perspective. For example, remember the little girl I
discussed last time. Remember that she had been taught
that a certain future was for her and other things were
not. However, at least I hope, that my talk with her
expanded her horizons. That is, gave her the knowledge
that she could do other things is she so wished. Her view
of the world shackled her as sure as was that elephant.
She must also be free.
So, what about you? How wide are your horizons for your
business. Do you see yourself only filling one niche or
can you do more? I invite you to go to the ocean and look
out across the waves. On a clear day you can see the
true horizon. You can see the curve of the Earth. But
don’t be fooled. Don’t believe that the horizon is where
the world ends. Know that there is always more for you to
see beyond that line. Know that your world is a bigger
place if you will just try to get there. Now go down to the
water, build your boat, sail and be free. Enough for now,
on with the show.

Index
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Letters
the following letters are in response to the article written about The Ebony Cactus “Couple Means
Business” by Jonathan J. Higuera , printed in the July 29th edition of the Arizona Republic Newspaper.
To take a look at it, please point your browser to the following link:
http://www.azcentral.com/arizonarepublic/business/articles/0729econ29.html
(note: remember, for the hyperlinks to work, you must first download the magazine to you harddrive and then
reopen)

Congratulations! May God continue to bless you with success!!!! I am so happy for the both of you.
Faith, Belief, Patience, Perseverance, Drive, Motivation, Focus, etc. etc.! You make me proud!
God's Peace and Blessings Always,
Gail Knight
__________________
Congratulations--I saw that wonderful article and picture. I also learned
what a great job you are doing and the impact you are having on our behalf.
Peace
Linda Parson
________________
Hi Folks: The news article regarding your innovative business was wonderful.
Now everyone knows what a resourceful couple you two are. Keep up the good work.
Judge Jean Wiliams

Announcement
Back by popular demand, The Ebony Cactus magazine is reinstituting an advertising sale for the summer months
(June, July and August) of 2003 for the following products:
Size:
1x
Full page:
Regular price
(7 in x 9.5 in)
Sale price
1/2 page:
Regular price
(7 in x 4.75 in)
Sale Price
(3.5 in x 9.5 in add 15%)
1/4 page
Regular price
(3.5 in x 4.75 in)
Sale price
1/8 page
Regular price
(3.5 in x 2.375 in) Sale price

Frequency
6x

$880
$440
$440
$220

$800
$400
$400
$200

$220
$110
$110
$ 55

$200
$100
$100
$ 50

Index

Micro card and Micro listing prices see page 24 (click here)
No other discounts apply except for non profits (call for more information)
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Frame Phased Review

TECNews
Pre-qualification
applications accepted
Pre-qualification applications are currently
being accepted by Austin Commercial for City
Certified M/WBE Contractors to participate in
the bidding opportunities for the construction
work associated with the Phoenix Sky Harbor
Rental Car Center project.
To be considered for bidding opportunities on
this project, each subcontractor/vendor
should meet Austin Commercials “PreQualification Requirements”. City of Phoenix
certified M/WBE contractors are encouraged
to submit pre-qualification information in
advance so any additional information that may
be required can be addressed prior to bid day.
Contractors and vendors may complete a prequalification questionnaire by going on-line at
www.austin-ind.com or by contacting our office
at 602-267-1761.
Delaying the pre-qualification process could
result in missed bid opportunities. Completion
of the pre-qualification questionnaire does not
guarantee that the applicant will be placed on
Austin Commercials bid list or selected, but will
start the process of consideration for bidding
opportunities that match up with qualifications.
The following is a list of tentative bid package
release dates for potential bidding
opportunities:
GMP & Submittal Packages

Index
Continued on
next page

GMP #3 - Amendment #2:
Package A.3
Offsite Water
Offsite Streets
Communications Conduit
Traffic Controls
Site Power (for APS)
Bldg. & Central Plant
Fdn./Tunnel/UG
Plumbing & Elec.
GMP #4 - Amendment #3:
Package B.1 CSB / Garage

8

Date to DSD

8/27/03

GMP #5 - Amendment #4:
Package B.2
CSB / Garage
Onsite Roads
Landscaping

10/6/03

11/24/03

Mercedes Raffle Easter Seals
Arizona
Century 21 is sponsoring a Mercedes-Benz car raffle
to benefit Easter Seals of Arizona in order to help
individuals with disabilities to live more independent
lives. A Mercedes-Benz SLK230 or ML350
(the choice will be up to the winner) will be raffled off
on Saturday October 4, 2003. Tickets are $50 for
one, 3 for $125 or 5 for $200, all proceeds go to
benefit Easter Seals of Arizona programs.
The reason for the raffle is to raise the funds
necessary to offer therapy, rehabilitation services,
technological assistance, prevention, and advocacy,
necessary to serve children and adults with
disabilities.
One example, Michael, a three-year old boy who at
one time had a bleak outlook in having an
opportunity to go to preschool with his able-bodied
peers, is now enjoying the same experiences as any
other child his age. At only twenty-two months old,
Michael entered the Early Intervention Program at
Easter Seals Arizona. Along with having Down
syndrome, he had a number of other medical issues
that often landed him in the hospital. In 2001, a year
after he entered the program at Easter Seals, he had
a g-tube (gastrointestinal tube) placed in his belly.
Unfortunately, as a result, he suffered periodic
fevers and infections. Through the efforts of therapy
over the past three years, Michael has been able to
overcome his disabilities to the point that he is able
to interact in games and play time with other children;
he is also very verbal when prompted. Michael’s
progress would not have been possible with out the
help of Easter Seals and donors like you.
I hope that in addition to feeling like you are buying
into the possibility of winning a brand new car, you
are also recognizing that your participation in the
raffle will help provide services for a child or an adult,
such as Michael.
For more information call (480) 222-4103 or view our
website at www.eastersealsarizona.org.
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Free Web Site for Deserving
Church/Civic Group
Charlotte, NC -Drakko Designs is searching for a
church or civic organization to award a complete
website and three (3) months hosting for
absolutely free. We are looking for entries to be
submitted via our website(see below).
Our primary goal is to provide technology to an
organization that might not otherwise have access
to our products and services.
Eligible organizations will display a need to
enhance their vision thought technology. All
information and an entry form can be found at:
http://www.drakkodesigns.com/promotion/
Drakko Designs
Contact Person: Glasco Taylor
9211 N. Tryon Street 704.598.1150 (DD)
Suite #4-113 taylor@drakkodesigns.com
Charlotte, NC 28262

Africare to Honor Bill and
Melinda Gates
Technology Pioneers,
Philanthropists to Receive
Africare Humanitarian Award
Washington, D.C.– Accepting on behalf of Bill and
Melinda Gates, Bill Gates Sr., co-chair of the Bill &
Melinda Gates Foundation, will receive Africare’s
2003 Bishop John T. Walker Distinguished
Humanitarian Service Award on Thursday, October
9, 2003, at the Africare Bishop Walker Dinner in
Washington, D.C.
The award is presented each year to individuals
internationally distinguished for their service to
Africa and to world development as well as their
embodiment of the principles of peace, justice,
and multiracial harmony that were espoused by the
late John T. Walker, the first African-American
Episcopal bishop of Washington, D.C., and longtime chairman of Africare, for whom the Africare
Dinner is named. Past award recipients have
included Nelson Mandela, Archbishop Desmond
M. Tutu, Sargent Shriver, and Andrew Young,
among others.
The Africare Dinner was first held in October 1990
and is now the largest, most prestigious annual
event for Africa in the United States. Event
proceeds support Africare’s mission of

humanitarian assistance, now reaching families
and communities in 26 nations Africa-wide. The
2003 Africare Dinner will highlight the African
HIV/AIDS crisis – seeking to raise U.S. public
awareness of the epidemic as well as to generate
funds for Africare’s HIV/AIDS assistance
programs in Africa.

Continued
from previous
page

Africare will honor Bill and Melinda Gates for
establishing the Bill & Melinda Gates
Foundation, which is working to improve equity
in global health, education, and access to
technology. The Bill & Melinda Gates
Fo u n d at ion exe mp lif ie s c u tt in g -e d g e
philanthropy in the 21st century. Both the family
and the foundation have shown a commitment to
improving the well-being of people around the
world, from Africa and other continents to cities
and towns in the United States. The
foundation’s primary global health priority is to
stop the transmission of HIV. Its ground-breaking
research and prevention programs are achieving
outstanding results, while significantly raising
public awareness of the HIV/AIDS pandemic.
Through their foundation, Bill and Melinda Gates
have utilized their position as leaders in the
technology world to provide access to digital
information to all people, regardless of age, race,
income, or geographic location. Bill and Melinda
Gates are particularly committed to minority
student achievement, through scholarship
programs, including the Gates Millennium
Scholars Program, and their support of small,
rigorous schools that give all students the
opportunity to succeed.
More information about the Africare Dinner,
including how to purchase tickets and tables,
can be found on the Africare website:
www.africare.org, or by contacting the Africare
Bishop Walker Dinner Office at (202) 328-5364
or dinner@africare.org.
Africare is a leader in aid to Africa as well as the
oldest and largest African-American organization
specializing in African aid. Over its 33-year
history, Africare has delivered more than $450
million in assistance—representing over 2,000
projects and millions of beneficiaries—to 35
countries Africa-wide.
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BizNet Calendar
Arizona
Greater Phoenix Black Chamber of Commerce,
Phoenix- August 14, Breakfast Networking Forum, Location: APS Corporate Offices, 400 North
5th Street, 2nd Floor Contact: For more information contact : 602-307-5200,
www.PhoenixBlackChamber.com or info@phoenixblackchamber.com.

Able Marketing Group, LLC- Arizona Black Expo
Phoenix, August 16 10am-6pm Civic Plaza Halls D and E, Downtown Phoenix. Special
Guest Speaker- Stedman Graham of S. Graham and Associates. Other guests appear- Rebecca Bond
(Fox 10 Arizona Idol) contact: 623-478-1451 - www.ablemarketinggroup.com

W.I.S.K. (Women I Should Know)
Phoenix , AUGUST 18, 11:30 a.m. to 1:30 p.m. The University Club, 39 E. Monte
Vista Road, Phoenix (across from Heard Museum) Cost: $23.00 PP ( 26.00 after Aug. 14 or at the door)
For more information contact: M. Joyce Geyser at at mjgpc@cox.net- SAVE THESE DATES:
September 15th, October 20th , Nov. 17th, and Dec. 15Th

NAMC-AZ in association with Progressive Training Consultants, Inc.
Presents the second in a Series of " Construction Related Business
Capacity Building Program Sessions"
August 19, 8:00 am. -5:00 p.m., SOUTHWEST GAS CORPORATION
9 South 43rd Avenue, Phoenix, AZ. 85009. All aspects of Business Insurance Bonding, and
Employee Benefits Programs will be discussed to include: Entitled: Insurance and Bonding; What you
don't know may Hurt you, what you find out will Help you! Free to participants therefore space is limited
please. Register by August 11, 2003.
Please call Helen Bradshaw 602-252-6800

National Black MBA Association
Phoenix- August 23, 6:30pm , Ritz Carlton, 2410 E. Camelback,
Join the Black MBA for dinner, a silent auction, community leader recognition and a raffle. Keynote
Speakers-Kevin Johnson Retired Phoenix Suns NBA Player, President of St. HOPE Corporation and
Willie E. Gary, Attorney and Chairman/CEO of MBC Television Network.
Tickets: $100, For more information contact : (602) 735-3958

Grand Canyon Minority Supplier, Development Council “Annual
Business and Opportunity Fair”
Phoenix- August 27,Phoenix Civic Plaza, 111 North Third Street, Phoenix, Arizona 85004. For
more information contact: Joe Castillo (602) 495-9950

Index

Direct Marketing Association- Business 2 Business Marketing
Conference
Tucson, Ariz -September 8-10, 7pm
This event will be presented by the Direct Marketing Association and will be held at the Westin La
Paloma Resort & Spa. Call for more information or to register at : (212) 790-1500 or visit
www.dmab2b.org.

Continued on next page
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Exhibit Experts, Seminar: 45 Fantastic Tools for Tradeshow Success
Phoenix- September 17th. Two sessions will be held. A morning session from 8am -10am
and an evening session from 5:30pm-7:30pm. Susan Ratliff is an award-winning business owner and
author with nearly 30 years experience in sales and marketing. Her company, Exhibit Experts, offers
dynamic displays, innovative graphics and unique accessories that help businesses maximize profits at
any type of exhibiting event. Her creative ideas and hands-on experience will educate and motivate
owners and employees from the small start-up business to the Fortune 500 Company. RSVP 602-4373634.

Continued
from pervious
page

WESTMARC 11th Annual Best of the West Awards Program
Phoenix- October 17, WigWam Resort WESTMARC is looking for the best when it comes to
significant contributions made to the image, lifestyle and economic development in Western Maricopa
County in the area of cultural awareness ; one of seven categories in this highly recognized awards
program. To find out more about this event contact Lisa Glenn at (623) 435-0431 or visit our website to
download a nomination form at www.westmarc.org. Nominations are due by August 15, 2003.

Hispanic Women's Corporation 16th Annual Hispanic Women's
Conference Phoenix- October 25 - 26. Exhibitors, Sessions and More- Honorary Chair ,
Governor Janet Napolitano. This event will be held at the Phoenix Civic Plaza. www.hispanicwomen.org

California
San Diego Hispanic Chamber of Commerce Annual Convention
San Diego, August 20-23. Manchester Grand Hyatt. The goal of the CHCC’s Annual Convention is
to promote the participation of Hispanic business owners from throughout the state and from all aspects
of the public and private sector to discuss issues of relevance to this significant segment of the
community. For more information phone: 619-444-2221 or visit their web Site: www.cahcc.com.

Minorities in Special Events Conference (MSE)
Universal City, Calif., September 5-6, Sheraton Universal Hotel
The MSE is an important conference source for networking, education and exchange of information in
the Industry of Special Events. Examples of who should attend: Event Planners/Producers ,Vendors to
Event Industry, Event Marketers ,Festivals/Conventions ,Public Relations . For more information
contact: Minorities in Special Events Conference & Awards Banquet, c/o Community Chest
Productions P.O. Box 243, Inglewood, CA 90306, 310-330-0540 tel/fax, e-mail:
ccproductions@yahoogroups.com.

8th Annual San Diego Black Business Weekend -San Diego- September
19th and 20th. The San Diego Urban Economic Corporation puts together two days of informative
workshops for all small business owners, on issues ranging from franchising to financing. Join the
UBOC team as we present some of our best business practices. For more information visit
www.sduec.org.
Nevada
Professional Black Women's Alliance
Las Vegas, The group meets on the second Saturday of every month at the West Las Vegas

Index

Library. Location: 951 W. Lake Mead. For more information contact: 702-631-0000.

The Urban Chamber of Commerce (Network Meetings)
Las Vegas, Meetings are held every other Tuesday from 12:00 to 1:00 at 1048 W. Owens. For
more information contact: 702 646-4223.

THE EBONY CACTUS magazine Vol. 2 No. 14 August 6, 2003

11

Coordinating & Management Services, LLC.
A Full Service Event Planning & Management Company”
SERVICES
Conference
Conventions
Festivals
Concerts
Banquets
Meetings
Company Picnics
Company Parties
Corporate Events
Event Marketing
Soliciting
Sponsorship Workshops
“Let us help you plan your next event”
Contact: Ron Edwards @ (623) 521-4879
P.O. Box 904
1700 Thomas Rd
Phoenix, AZ 85001-0904
Phoenix, AZ 85016
An Affiliate of the

DiamondRock Entertainment Corp.
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The Ebony Coast Pt. II
Since my days in Graduate School, Huffman’s Bar-B-Q has been a favorite place to go for good food. A
classic Black business on the Black side of town, right next to one of the more popular barbershops on
one side and a music store on the other. However, an Huffman’s experience is only the beginning of a
journey through San Diego's Black business community. To best understand the potential, some
background is necessary. First some basic statistics: San Diego and Phoenix are the 6th and 5th largest
cities in the united states respectively with Phoenix being slightly larger. However, the reverse is true for
the Black population.
San Diego Population:
1,223,400
Black or African American
96,216
Phoenix Population:
1.321,045
Black or African American
67,416
Source: sandiego.areaconnect.com/statistics.htm

7.86%
5.1%

by: George B.
Brooks, Jr.
Ph.d

A good way to see the diversity of San Diego’s Black business community is to surf through the San
Diego BLAACK (Basic Link to African American Community Knowledge) pages(www.sdbp.com). This
excellent site created by Coral J. Cook, owner, Micro-Systems Solutions, provides the reader an
overview of Black San Diego. Most importantly for our purpose, it lists Black owned San Diego
businesses. As seen inside, SD supports a wide variety of enterprises representing almost every field
of human endeavor. There is no center, no Black business district though some would like to see one.
Instead as in Phoenix, Black owned businesses appear to be thriving across the city.

The People Speak
In our last installment (July 6th, 2003 ) we discussed the tremendous opportunities that exist between
the Cactus (Phoenix) and the Coast (San Diego) if one can only connect the dots. However, to truly
understand a city, you need to talk to the residents. The following are comments from three individuals
representing a broad cross section of businesses. Though widely divergent in discipline, they all come
to the same general conclusion. To survive an prosper, the Black business community must work
together.

Index

Continued on next page
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Continued from previous page
Abdure-Rahim Hameed
President Black Contractors Association (BCA)
The Black Contractors Association was created to help
correct the historical imbalances in the construction industry.
San Diego does not have a very aggressive equal
opportunity contractor program. What we have found that has
been working to the betterment and the benefit of the small
contractor is the positive relationships we have fostered with
large San Diego and nationally based contractors. With
support from the National Association of Minority Contractors
to bridge the gaps, we created a program called Working
Individual Needs where we host workshops and mixers were
small and large contractors mix to breakdown some of the
historical and stereotypical barriers.
San Diego African Americans are somewhat travelling under
the radar screen. We have a small population, only 7% or so.
We (therefor) have to assess and reassess if these
relationships are benefiting us, for we are not the dominate
culture here. What we seek to do is build economic development within this border town. To show San
Diego as a role model for success. What we are doing is meeting with some of the African American
leadership for the purpose of creating an African American wall street and mall. Imperial Ave where our
offices are, could be the beginning of this.

John Mason
Rhythms Television Entertainment
San Diego is exploding. San Diego for years and years has been a hidden gem. A lot of people don’t
know about San Diego because of its proximity to Los Angeles. But San Diego has a better quality of
living. They are right now, finishing out a brand new stadium and there are over 100 construction sites
right now working in down town. The average condo goes for over $400,000 just to start.
San Diego is a tourist type of town. Its economy is built on tourism and conventions. But it has a very
strong backbone in the the medical industry. If you want to get sick, this is the place to do it and high
tech is booming as well. A lot of this has to do with the large presence of the military. Military contracts
support a lot of businesses here in San Diego.
The African American business environment is not nearly as good as it should be. There are a lot of
reasons for that. For example, a lot of African Americans that are here are in the military. With their focus
on their jobs, there is not a lot of entrepreneurship coming from that sector. But with what is happening
to downtown and the city of San Diego, I am seeing a renaissance in Black business. There is going to
be more opportunities because the service industries are going to be quite good to be in.
Index

Tyrone Moss
Corporate Yacht Club, Inc.
There are a lot of business opportunities for anyone who has the mind set to grow and become wealthy.
It is just a matter of committing your time and dedicating yourself. It is a wide open market. There are over
600 Black owned businesses in San Diego County. If we come together we would be a force to reckon
with. We would be able to handle a lot of issues that we are having problems with by not coming
together. My particular business industry is competitive, but there are angles. It is just a matter of being
creative and finding new directions to take.
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Exhibit Experts
President: Susan Ratliff
Type: Tradeshow Exhibit
Products
Location: Phoenix, Arizona
Address: 4012 E. Broadway,
Suite 307, 85040
Telephone: 602-437-3634
Fax: 437-0955
E-mail:
susan@exhibitexpertsaz.com
Website:
www.ExhibitExpertsAZ.com
Experience/Education: 30
Years
Employees: Less than 7
Awards/Affiliations
/Publications: Author of three
books, Winner of the NAWBO
Small Business of the Year
Award, Finalist for both
Scottsdale and Phoenix Small
Business Award, One of Ten
Most Influential Women
Business Owners by Today’s
Arizona Woman Magazine,
Entrepreneurial Mother of the
Year
2003 Revenue: $500, 000
(est.)

Description:
The real
breakthrough
opportunity was
when I bought the
company from it’s
previous owner. He
took a liking to me
and literally sold me
the business for
pennies on the
dollar. I haven’t
looked back since.

Exhibit Experts provides tools for tradeshow
success. We have tradeshow displays, exhibits, graphics and
accessories for temporary vending events. Any company
participating in tradeshows, job fairs, special programs,
conventions and community relations activities; we have tools
and products to help make their tradeshow presentation a
success. We have a product that can be easily constructed up or
can be easily taken down wherever clients may be.

Background: I came about working at this 3300 foot space
location in 1994. At the time, I worked for the previous owner. In
1995 I bought the business. In all honesty, I really haven’t any
formal background in marketing or tradeshows. I was originally in
real estate and after the birth of my child I became a stay home
mom. I missed the thrill of the sale so I bought a small business
distributorship and began selling products at craft shows and at
backyard parties. Setting up and presenting for me actually
began in the trenches by making sales presentations with just a
few props and a small budget.

Index

Continued on next page
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Breakthrough Opportunity:

Actually the were two. In 1992, I won the Small Business of the
Year Award from the Scottsdale Chamber of Commerce. Directly after that award was received, there
was a trade show and I was an exhibitor. During the show and after reading my book, “How to be a
Weekend Entrepreneur” representatives from US West asked if I’d assist with their tradeshows. They
thought I might be able to supply them with useful information that would help them in acquiring new
major clients. I had never done a large tradeshow (image above) order before but, I was successful in
gaining their order. They were pleased and passed by name on. That was 11 years ago. The real
breakthrough opportunity was when I bought the company from it’s previous owner. Although I
struggled a bit as a small business owner due to other personal issues, I had built a customer base when
I came to work for the gentleman who owned the business before me. He took a liking to me and literally
sold me the business for pennies on the dollar. I haven’t looked back since.

Clientele: Our clientele is everyone who has a business. We have products for Fortune companies
as well as mom and pop store fronts.
Employees:

Index

Exhibit Experts does not have general employees. The people who work for the
company are independent contractors. Having independent contractors at Exhibit Experts works best
for me. Contractors have the ability to work around a flexible schedule that works for them and it’s just a
lot easier for me.

Motivation: I am the leader of the company and I operate on chaos. I feel at ease when there’s lots
going on. Although I work well in chaotic situations, I look at things pretty positively. I have learned a lot
from my mistakes and I have learned the value of my knowledge. My knowledge is important. I utilize
my it to increase my business creditability which motivates me to build a successful business.

Continued on page 19
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Research has shown that, compared to large
corporations, small to medium size businesses have
an 800% greater opportunity to increase profits by
simply reducing expenses. How can you make this
statistic true for you? In this installment, we’ll cover
three simple e-business strategies: Smart Sites,
Intelligent Email and Online Market Research Tools.

"Hidden Profit
Centers"
By Troy Brewster

Smart Sites Technology
How much do you really know about your
customers? Would you like to know what they’re
thinking? Smart Sites technology is a backend
statistical reporting tool that resides on the server
that hosts your website. Smart Sites technology will
provide you with important information about both
your current and potential customers-information
such as: how many customers are visiting your
website; how long do they stay; what pages hold
their attention; what their interests are; where are
they located; what search terms they used to find
your site and much, much more. This information is
perhaps the most powerful marketing tool available
to you, allowing you to optimize your website and
best serve the needs of your customers.

Bio on page 4
If you are aware that there are a variety of profit
centers within your business, then you may be
aware that the Internet can represent a
significant profit center. If however, you think
that the Internet is just about static websites
then you may want to think again. In this
month’s article, I’ll share with you several ways
to use Internet technology to your advantage
in order to increase your bottom line and turn
this valuable profit center into money in the
bank.

Index
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Intelligent Email
Far too many businesses do not use their email
effectively. Instead of allowing email to simply flow in
and out of your company, consider using Intelligent
Email technology to manage your email traffic.
Intelligent Email allows you to analyze the email
activity within your company so that you can control it
properly. By analyzing email data streams, an
Intelligent Email system allows companies to monitor
their domain and employee’s email to:
•

Ensure the proper routing of emails based
on keywords within the content;
Filter and block potentially hazardous
(viruses) email attachments; and
Maintain and expand customer service
levels.

Many companies spend a significant amount of
time and money creating and maintaining their
websites in order to establish an e-business
infrastructure. In some cases, these
companies significantly overspend on their
website and yet still end up with a fancy
electronic brochure that fails to meet their
business objectives.

•

So how can you avoid overspending to create
and maintain a functioning e-business
solution? You can incorporate web tools that
will pay for themselves by reducing your
business expenses and increasing your
bottom line. Truth is, you don’t have to spend
a large amount of money to establish and
maintain a successful e-business
infrastructure.

0nline Market Research Tools
How do you conduct market research? (Or do you?)
What do you know about your customers and the
products/services they are looking for? Because the
marketplace is constantly evolving, it is critical that
you implement market intelligence technologies to
keep your business abreast of the latest changes.
You don’t want your business to be left behind.

•

Intelligent Email will increase your company’s and
employees’ productivity as it decreases your
operating expenses.

Continued on next page
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BizTips continued from previous page
Online Market Research Tools can gather the critical
information you need, directly from your customers. By
simply adding survey tools, FAQ (frequently asked
questions) systems and regular automated email
communications, you can dramatically increase your
knowledge of your customers needs and respond
accordingly. You will be able to obtain psychographic
information on not only your customers but also your staff,
prospects and suppliers. This information will help to
improve your customer service levels and ensure the
effectiveness of your advertising. If Online Marketing
Research tools are built into your website, there is minimal
(if any) incremental cost.
This installment of this two part series highlights a few
strategies that can quickly turn a traditional company into an
e-business without requiring a large investment.
Implementing Smart Sites technology, Intelligent Email and
Online Market Research Tools is affordable and will
certainly reduce your business expenses and increase
your profits. These tools will improve your customer
service, improve the efficiency and productivity of your
employees and decrease the cost required to market your
products and services. A website can and should be more
that just a fancy electronic brochure for your business; it
should be the ultimate marketing tool for your company.

Exhibit Experts continued from page
Quality:

We deliver only the best in sales and service.
Our staff is well trained and extremely knowledgeable
about the products we sell. That alone is an awesome
selling point when a customer has little to know point of
reference about a business or it’s customer service.
Added Value: We take the time to teach our
customers how to make money using their exhibits. From
time to time we host seminars such as our 45 Fantastic
Tools for Tradeshow Success here in the show. We are
also hired by companies to give seminars.

Competitive Edge: Location, credibility as an
author, an educator of exhibit marketing and my personal
drive to make the business a success is what I’d say are the
keys to Exhibit Expert’s competitive edge. Everyone can
get similar products from anywhere. Credibility and
impeccable service is what keeps clients coming back. But,
we were not always this successful and marketing the
business was not always as easy. Another key to our
continued success is through our business affiliations.
Early on as a new business we didn’t have a great deal of
money to invest in advertising. Since this was so, Exhibit
Experts became affiliated with strong community
organizations. We joined and participated in meaningful

business organizations. I became members of the National
Association of Women Business Owners, the Phoenix
Chamber of Commerce and the Scottsdale Chamber of
Commerce. Through active participation I became well
known which has been the advantage as competition
comes to the valley.

Competition:

There’s not much other competition
here I the valley. Los Angeles, Chicago and New York are
the heavy hitters for this type of business. The competition
in those states is much more than here. In the state, there
are only about four competitors. Our specialty is portables
and what’s been a big advantage to Exhibit Experts is that
we represent one of the major manufactures (Featherlite)
in the country. Through the previous owner, we were able
to maintain a wonderful relationship with the Featherlite.

Economic Impact:

The economy has been really
unpredictable. September 11th had a tremendous impact
on this industry. During that time an awful lot of scheduled
tradeshows and conventions were canceled. Here at our
facility, we had just expanded. Our space was increased,
we bought new equipment, computers and hired new
workers. When 9/11 came about the game plan was
quickly altered. We let new hires go and the business
survived on credit cards. When an unexpected financial
change occurs a business needs to have some plan of
attack in place or at the very least have outstanding credit
that will keep the business afloat. We were never at a point
where the business was going to go under. As a matter of
fact, coming in at about $650,000 dollars, we were poised
to make the million dollar mark before the tragedy of 9/11.
We didn’t hit a million dollars that year but we did survive. A
few of our competitors were not so lucky. They didn’t make
it through.
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TECH Small Business Listings
MicroListings

Prices

No. 1 $20*
Well Done is a job search (Local and National),
clerical and proofreading agency. My motto is “if
you don’t have time to look for a job, I’ll look for
you.” Susan Morris. 602-738-0393
dbr6228741@aol.com

No. 2 $30 (summer sale $25)*
E-Zine The Ebony Cactus magazine A New
Perspective on Business. Dr. George B.
Brooks, Jr. Editor P.O. Box 24982 Tempe,
Arizona 85285-4982 602-821-819.
www.theebonycactus.com

MicroCards
No. 1

$30 (summer sale $25)*

MicroListings
Up to 200 characters
Active Hyperlink (Web Address)
$20*
Or
Up to 169 characters
Active Hyperlink (Web Address)
Single simple corporate logo.
$30 (summer sale price $25)*
Or

MicroCards
Your actual business card full color 1/2 size with active hyperlink
$45 (summer sale price $30)*
No. 2 $45 (summer sale $30)*

Or

Business Cards
Your actual business card full color full size with active hyperlink
$90 (summer sale price $45)*

BusinessCards
No. 3 $90 (summer sale $45)*

Compare: 25,000 full color business cards not including art
and distribution: $1,350 or $0.054/card
25,000 No. 1 MicroCards in TECH including
distribution and hyperlink $30 or $0.00012/card
For full information contact
George B. Brooks Jr. Editor
The Ebony Cactus Magazine
602-821-8151
Editor@TheEbonyCactus.com
Note: Payment for microlistings, microcards
or business
cards must be received with publication request

*Per Issue. No frequency discounts. Home
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LEGAL
The various incarnations of the internet
are new and exciting vehicles for the distribution of
information. Regrettably, they are still far less than perfect
and not fully controlled or secure. The Ebony Cactus
magazine is distributed only by the website, by e-mail
subscription or by direct e-mail request. The Ebony Cactus
Magazine (TECH) therefor cannot warrant that the function
or operation of The Ebony Cactus magazine Electronic
Document, autoresponder, The Ebony Cactus website or
linked websites will be free of defects, that defects will be
corrected, or that they will be free of viruses or other
harmful elements.
As a visitor to and a user of The Ebony Cactus magazine or
Website, you, in effect, agree that your access will be
subject to the terms and conditions set forth in this legal
notice and that access is undertaken at your own risk. As a
visitor to and user of The Ebony Cactus Website or
Electronic Magazine, you must assume full responsibility
for any costs associated with servicing of equipment used
in connection with use of our site or documents. The
Ebony Cactus magazine shall not be liable for damages of
any kind related to your use of or inability to access the
website or opening the TECH magazine electronic file.
We endeavor to present the most recent, most accurate,
and most reliable information on our E-magazine and
Website at all times. However, there may be occasions
when some of the information featured in The Ebony
Cactus magazine or at theebonycactus.com may contain
incomplete data, typographical errors, or inaccuracies. Any
errors are wholly unintentional. In addition, the opinions of
guest writers are their own and may not reflect the views of
TECH and thus TECH can not be held liable. Please be
aware that we present our content "as is" and make no
claims to its accuracy, either expressed or implied. We
reserve the right to amend errors, make changes to our
Website, or to update our magazine at any time without
prior notice. To the fullest extent permitted by law, The
Ebony Cactus magazine disclaims all warranties, expressed
or implied.

How to Receive The
Ebony Cactus
Published twice monthly, The Ebony Cactus (TECH) is a
100% electronic magazine, no hard copies will be available.
To receive it, you need a recent model P.C. or Macintosh
computer equipped with E-mail and Adobe Acrobat
Reader 5.0. Adobe Acrobat Reader 4.0 will work, but some
features will not be available. Copies of The Ebony Cactus
may be accessed in the following manners:
1. E-mail subscription
You may subscribe to the Ebony Cactus by either sending
a subscription request to:
Subscriptions@theebonycactus.com or by clicking the
subscription link found at www.theebonycactus.com
The latest edition will be sent to you twice monthly as an email attachment (see legal). Note, the subscription list is for
the use of TECH only. It will not be sold or distributed to
any outside parties.
There is no subscription cost.
2. Download from the web page
Archived copies of the most recent and past editions of
The Ebony Cactus will be found at
www.theebonycactus.com for download (see legal).
No cost.
3. Send it to a Friend
Knowledge is power. The Ebony Cactus magazine offers
knowledge. Empower your associates.
Tell them.

Home

THE EBONY CACTUS magazine Vol. 2 No. 14 August 6, 2003

21

22

THE EBONY CACTUS magazine Vol. 2 No. 14 August 6, 2003

