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appy New Year and welcome to the January 2006
edition of The Ebony Cactus magazine.
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Good Night Pediatrics Phoenix, Arizona : Sometimes great
business ideas are hidden in plain sight and are often the ones
that serve the pubic good (Doing well by doing good). How many
parents remember spending sad nights with babies suffering
from something simple that a physician could easily take care
of? How nice it would have been to have somewhere to take them
beyond the emergency room at the local hospital. That time has
now come with the advent of Good Night Pediatrics.
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Consultant Sourcing Inc. : The owner of Consultant
Sourcing, Inc., (CSI), Steven D. Williams, sales executive,
negotiator, business services consultant, actor, was born in
Phoenix, Arizona, USA and currently resides in Awatukee,
Arizona, USA. Upon graduation from the Carey Business
College at Arizona State University, he was recruited into a
highly successful sales career with the Xerox Corporation.
Steven has also successfully sold consulting services for the
IBM Corporation, along with founding his own business, CSI.
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John Adler is a busy man. As the individual responsible for all
of the purchases made for the State of Arizona he has little
choice in the matter. Never the less, he made some time to sit
down with The Ebony Cactus to provide some insights into the
working of the State and how Minority Business can
participate in the enterprise of serving its 5 million citizens.

ON THE AIR Podcast:

Page 24

Carole Coles Henry

Director of the City of Phoenix
Equal Opportunity Department
Recommendations from Phoenix Arizona’s recently
completed third disparity study (2004 and 2005) have
resulted in significant changes the City’s Minority Women
Small Business Enterprise (M/W/SBE) ordinance which many
fear will cripple the established M/W/SBE programs. City
officials however disagree. In the first of a series of 3
podcasts, Director of Phoenix’s Equal Opportunity
D e p a r t m e n t Carole Coles Henry details the recent
changes in the City’s Minority and Small Business programs
and how the City will continue its commitment to minority
owned business.
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Prologue
Transformational Leadership
“Leadership can be thought of as a capacity to define oneself to others in a way that clarifies and expands a vision of the future.”
Edwin H. Friedman

M

Rs. Rosa Parks passed on to Glory recently. It seems the inevitable march of time is taking all of the great civil rights leaders from us.
That is the way of life and there is no stopping it. Those who knew her however, took the time to immortalize her story in a vid eo with
details of the Montgomery bus boycott that few knew. It was inspiring and a must see if you ever get the chance.

The Rev. Dr. Martin Luther King was a transformational leader. That is the kind of leader that through his or her words can insp ire you to be
more than what you are. He had a universal dream and the ability to arouse a nation. Not everyone agreed with King. Quiet as kept, many
Negroes (that is what we were called back then) were less than happy with him for upsetting the status quo. More-ever as history has
recorded, King was a man, not an angel, with all the weaknesses of a man. Never-the-less, his eloquent articulation of the dreams of a
downtrodden people changed the nation and the world.
Dr. King was not alone. Throughout the nation there are unsung stories of people who rose to the occasion of the time to make th e dream a
reality. Some of their stories are just coming out now, yet history will never record most them. One of these histories we will soon capture in
these pages. The story of the young Black preacher in the 1960 and those with him here in Phoenix, Arizona with the business sense,
academic knowledge and courage to buck the system and dream of a day when young children could get a Head Start in life. Their d ream also
became reality for Head Start continues of flourish today and has served millions of children across the nation over the years. Now, in this
year of our Lord, 2006, what are your dreams?

By:
Angela Rene Brooks
Publisher
&
Dr. George B. Brooks, Jr.
Editor-In-Chief

Years ago when we created The Ebony Cactus, we saw it as a vehicle to move critical business information that you, the reader, could use.
Now as we look back on what we have done it appears that what we actually created was a place where, to paraphrase the Bible, re aders can
dream dreams, see visions and then be inspired by them to action. When Rosa Parks sat down, Black people in Montgomery had a dre am for a
better day. But they knew they needed the transformational leadership of Dr. King to move their dream to a cities heart and insp ire it to make
that dream a reality.
Today both Dr. King and Mrs. Parks are gone. But we their intellectual children of all races and creeds remain to continue their legacy of
leadership and inspiration. Our task here at the Ebony Cactus is to chronicle the power of our words and the lessons of our journeys. We invite
you come with us, sit for a spell and listen to what they/we have to say. We are sure it will be time well spent.
TEC
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Letters
George and Angela, thanks ever so much for the
opportunity to share information with your clientele
on the City's M/W/SBE Program. The magazine and
Podcast are great. I am honored to have the
opportunity to participate with you in providing
critical business development information to the
public.
Carole
Carole Coles Henry,
Director Equal Opportunity, City of Phoenix Arizona

I never got the chance for thanking you for the article you did on me. Thanks a lot for the interview.
You did an excellent job!

Send Your Letters and
Comments to:

Jane
Jane Nteyafas
www. Nteyafas .com

Editor@theebonycactus.com

TEC-Tip: For a more personal approach to advertising on the Internet, use a Podcast
to reach out and touch your customer.
Publisher@TheEbonyCactus.com.
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News
Steps to Becoming Rich from Inside Out and Dr. Mernory Harrison, Provost of Arizona
Sate University at the Downtown Phoenix Campus.

ARIZONA COUNCIL OF BLACK ENGINEERS AND SCIENTISTS
CELEBRATES SILVER ANNIVERSARY

The Legislative process is a constant one where bills are passed or passed over daily
that effect the lives of minorities. If minorities expect to affect the directions Arizona
takes, they must first get involved. Of particular interest to small business owners, will
be the Economic Development workshop. The purpose of this session is to brain storm
on how to Diversify the Knowledge Based Economy.

ACBES RE-LOADED - SILVER ANNIVERSARY DINNER,
Sunday, FEB. 26, Naples Ristorante, 6:00 p.m., 888 W.
Warner Rd.(northeast corner Warner Rd and Alma School)
Chandler. Cost $75.00, Keynote Speaker Kenny Harris, VP
Facilities AZ Sports and Tourism Authority.

Tentative Program

Be a part of history as ACBES celebrates 25 years of
community service and educational advancement. For
tickets call 480-430-8946.

Thursday, February 9, 2005

2006 ARIZONA AFRICAN AMERICAN
LEGISLATIVE CONFERENCE
February 9th and 10th, 2005:
Arizona State Capitol

AM
AM
AM
AM

1:00
5:00

PM
PM

Assembly
Opening Prayer/Welcome
State of the African-American Community Address
Lunch
Keynote speech
Floor-Session
Awards Banquet

Friday, February 10, 2005

Photo inset: State Representative Leah Landrum
Taylor and Candidate for District 16 State
Representative Clovis Campbell Jr.
There are aspects of the American way of
government that are just as important as voting.
However, these are beneficial only if you know how
to use them. Growing out of Delta Sigma Theta
“Delta Days,” the African American Legislative
Conference at the State Capitol February 9th & 10th, 2006, is an opportunity to bring
Arizonans of Color into the Legislative process.

8:30
9:00

AM
AM

10:00

AM

12:00

AM

Assembly of participants
Overview of the Strategic Planning Process
Mission, Vision & Values Discussion
Strategic Directions
Education
How a Bill Becomes Law
Health and Disparities
Youth at Work Initiative
Juvenile Justice
STDs. AIDS
Economic Development
Lunch/Keynote Speaker

For more information and updates on the program and activities, contact State
Representative Leah Landrum-Taylor at 602-926-5864.

Under the leadership of State Representative Leah Landrum-Taylor, hundreds will
attend this third annual event which includes a session in the House of Representative
with the Governor, as well as workshops on how the process works, the law, health and
wellness and economic development. Professional Development hours will be available
for those attending. Speakers include Farrah Gray, Reallionaire and author of “Nine
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8:30
9:00
10:00
11:30

TEC EXCLUSIVE: To learn more about the AALC, Click here to listen to
the January 2006 Ebony Cactus Podcast interview with the AALC
Committee. To hear the November 2005 Podcast of Dr. Mernoy
Harrison, Click here . TEC
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Robert

Blaney

District Director Arizona District Office (bio on pg 4)
Small Business Administration’s Surety Bond Guarantee Program Can Open New Opportunities for Small Businesses

S

bonds for construction, service, and supply contracts up to $2 million for eligible small
contractors.

Because of the protection surety bonds provide, the Miller Act of 1935 requires surety
bonds on federally-funded construction projects in excess of $100,000. Today, virtually
all states have their own statutes and now almost every public construction project
across the country requires surety bonds.

The overall SBA program consists of the Prior Approval Program and the Preferred
Surety Bond Program. Under the Prior Approval Program, the SBA provides sureties an
80 or 90 percent guarantee to issue bonds on behalf of small businesses, and the
surety must obtain SBA’s prior approval for each bond. SBA guarantees 90 percent for
bonds on contracts up to $100,000, and on bonds for socially and economically
disadvantaged contractors. Certified HUBZone contractors are eligible for the 90
percent guarantee under the Prior Approval Program. More information on the HUBZone
Empowerment Contracting Program is available at www.sba.gov/hubzone .

mall business contractors and service companies that want to become more
competitive and bid on projects requiring surety bonds, can look to the U.S. Small
Business Administration for the help they need to step up to that next level of
business success.

The SBA’s Surety Bond Guarantee Program can help small business contractors and
manufacturers overcome challenges they face in winning government contracts and
private-sector contracts, and in the process help them get that next bond and contract,
and the next.

Under the Preferred Surety Bond Program, selected sureties receive a 70 percent bond
guarantee and are authorized to issue, service and monitor bonds without the SBA’s
prior approval.

The idea behind surety bonding is simple and direct. One person, or entity, guarantees
to another that a third person will perform a contract according to its terms. Historical
records show a personal surety assuring Pharaoh that a farmer will place an agreed
upon amount of grain, of a specific quality, and by a certain date, into Pharaoh’s
coffers. Half of all construction firms in business today, however, will not be in business
six years from now, according to the Associated General Contractors, a construction
industry trade association. An economic downturn, labor difficulties, material
shortages, the death of a key employee, equipment problems, bad weather, even fraud,
can bring a project to a standstill, often causing the contractor to default and bills to go
unpaid.

The SBA charges fees to both the contractor and the surety company. Rates are
published periodically in the Federal Register. The SBA does not charge the contractor
a fee for a bid-bond guarantee.
Using the SBA’s Surety Bond Guarantee Program can open up more business
opportunities for small businesses. It could pave the way to obtaining a federal, state,
county, municipal or private-sector contract, and another, and another, and another.
For more complete information on the Surety Bond Guarantee program, go online to
www.sba.gov/osg .

When a government entity awards a construction project to the lowest bidder, it knows
that the surety bond company stands behind the contractor’s promise to complete the
job according to the owner’s specifications and terms of the contract. Often, however,
new and small businesses may not be able to obtain bonds through regular commercial
channels.

If you need to speak with someone to discuss your business situation the SBA has
partners who provide free, confidential counseling. SCORE, Counselors to America’s
Small Business, the Small Business Development Center Networks and our Women’s
Business Centers all provide counseling, at no cost, on issues facing small business
owners.

With the SBA’s Surety Bond Guarantee Program the SBA guarantees surety companies
against a percentage of the losses sustained as a result of a contractor’s default on a
guaranteed bid, payment or performance bond, making them more willing to issue bonds
for smaller, newer companies. The SBA can guarantee bid, payment and performance
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Podcasting

BizTips

by: George Brooks

Helen Keller:

You don't need an iPod to listen to Podcasts.

The most pathetic person in the world is someone
who has sight, but has no vision.

There is a popular misconception that you need an iPod to listen
to Podcasts. Not true. Most audio podcasts are in what is known
as mp3 format. This is the same format that is used for music
exchange over the Internet. This means that Podcasts can be
downloaded and listened to on:

Jonathan Swift:
Vision is the art of seeing the invisible.

• Your home computer or laptop using Windows Media Player,
Real Player, iTunes or Quicktime as long as the hardware for
sound such as speakers and sound cards if needed.
• Any mp3 player including iPods.
• Many web capable PDAs.
• Smart Phones like Treos and many newer cell phones.

James Callaghan:
A leader must have the courage to act against an
expert's advice.

So when you see a podcast button, click it and enjoy a new world of
information.

http://www.THEEBONYC ACTUS.com Vol. 5 No. 1 January 2006
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Success Stories

Good Night Pediatrics
Consultant Sourcing Inc.

Steven Williams
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Good Night Pediatrics
Sarah R. Marshall, MD: Medical Director
Trina Simpson: Site Manag e r
325 E. Baseline Rd.
Phoenix Arizona

602-824-4228
602-824-4259 Fax
By: Dr. George B. Brooks, Jr. Editor

http://www.goodnightpeds.com/

S

ometimes great business ideas are hidden in plain sight and are often the ones
that serve the pubic good (Doing well by doing good). How many parents
remember spending sad nights with babies suffering from something simple
that a physician could easily take care of? How nice it would have been to have
somewhere to take them beyond the emergency room at the local hospital. That time
has now come with the advent of Good Night Pediatrics.

What are the responsibilities of the Site Manager and the Medical
Director?

Please tell us how your business idea was conceived?

What goal did you accomplish by opening the South Mountain office?

The idea conceived by our founder Dr. Michael McQueen. It occurred to him that during
the night parents don’t have a lot of options when their children are sick. In the past, all
they had was the emergency department. If they are lucky their pediatrician’s office is
open in the evening, but they are always closed at night. He felt it would be good start a
non emergency room service to take care of children at night.

Our goals were to keep children healthy through the night and that they do not have to
suffer or go to the emergency room if it is not an emergency.

The Site Manager schedules staff, purchases supplies, fields complaints, and makes
sure the Physicians staff and patients are happy. The Medical Director manages the
Physician issues including 3.5 doctors out of the total of 7 spread between the two
Good Night Pediatrics offices.

When was it realized the concept was great and needed to be
expanded?

Why did you open the South Mountain Office?

As parents we knew it was a great thing and a majority of people in the company are
parents. We all know what it is like to have a crying baby at 1:30 in the morning with an
ear infection, and what it is like to suffer through that until 10:30 in the morning. So we
knew it was going to be a success. It is only a matter of time until people and the
pediatricians are aware of us. Many pediatricians when their help lines are called in the
night, if they feel it is something that needs to be taken care of, they will refer their
patients to us.
Continued on the next page

The first branch was opened in Avondale last year and it turned out to be a very
successful practice. The next question was where is the next greatest need around
Phoenix? The answer was South Mountain. (Editors note: Though times are changing,
the South Mountain (South Phoenix) area has been for years considered undeserved by
the medical community by many local residents.)

http://www.THEEBONYC ACTUS.com Vol. 5 No. 1 January 2006
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Continued from the previous page

Do you take the standard insurance policies?
Yes including AHCCCS.

How do you define success?
As a business I think we are successful if we provide
good, competent specialized and respectful medical
care to the community we are in. Also, if the community
is happy to have us here then we are successful. Every
night people say thank you for being up late. Its been
really validating for us.

Are you expanding your market reach?
Sarah R. Marshall, MD
Medical Director

Yes. We have visited a lot of the local pediatricians to let
them know about us. When a child comes in we make a
complete record of what we have done and fax it to the
child's pediatrician. That way there is continuity of care.
The faxes also make the local pediatricians more aware
of us. We have also just started free seminars for
pediatricians. As an example, we had our first session
last month in Avondale on asthma. This way the
pediatricians in the area get to know us and it is an
educational, teaching and learning opportunity for all. It
is great to hear from the experts and the information
helps us be the best doctors we can be. One day we may
do seminars in the schools for the general public. In
terms of the general public, a large amount of the
referrals we get are through word of mouth.

Are you developing a clientele that is
uniquely your own?
Trina Simpson
Site Manager

No, we don’t provide primary care pediatrics. We don’t do
well checks or vaccinations. Therefore, every child who
comes here needs a primary care doctor of their own. We
stress that and we help them to choose a pediatrician if
they don’t have one because follow up is critical. That
being said, we do see a lot of repeat clients.
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It is very difficult to be a primary care facility and an
urgent care center at the same time. Trying to do both
would be doing a disservice to the patients. In addition,
we do not want to be considered a competitor to the local
pediatricians. We are a service to them and are happy to
help them. Their patients are and will remain their own.

What have been your biggest challenges?
Staffing is on occasion a challenge with the medical
assistants. The night hours can be long, particular for
with those with smaller children.

What is next?
For the South Mountain office this winter we will get
busier and we look forward to serving the community. As
spring approaches, we will beginning to look into more
community services, perhaps general public seminars.
Middle school is a great place to start, particularly talking
about drug use and its prevention. We also get a lot of
questions regarding general child care, baby care and
well child care, asthma. These are good areas to start.

What are three general recommendations
regarding the care of a child?
1.

Every child should receive good well child exams on
a regular bases and vaccines.

2.

Trust your instincts, if you feel your children need
care, take them to get care.

3.

Parents should stimulate their children and be
attentive to their development and learning stages.
TEC
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Consultant Sourcing Inc.
Voice/Voice Mail: 602-295-4945
Fax: 707-897-3821
Email: csi3@sprintmail.com
The owner of Consultant Sourcing, Inc., (CSI), Steven D. Williams, sales executive, negotiator, business services consultant and actor, is a
native of Phoenix Arizona who currently resides in Awatukee, Arizona. He is the son of a retired construction business owner and banking
representative. His parents Davis and Emma Jean Williams, originally from the Midwest, chose to move and set up a home in west Phoenix
Arizona. The Williams Family traveled the US extensively and championed the family bonding activity of the “Cross Country Drive”, during
vacation times and for special family events. As an only child and at an early age Steve befriended many of the people, both you ng and old,
whom he came in contact with. He had the opportunity to pay for much of his college expense through employment as a professional fashion
model and through national television commercials. Upon graduation from the Carey Business College at Arizona State University, he was
recruited into a highly successful sales career with the Xerox Corporation. Steven has also successfully sold consulting service s for the IBM
Corporation, along with founding his own business, CSI.

Please tell us about your business and how the idea was conceived?

How do you define success?

My business, Consultant Sourcing, Inc., was founded in 2001 during a harrowing
experience where my business partners absconded with a six figure sum of revenue. I
knew then that I had to be the controlling entity for any business venture that I was
involved in.

I define success as continual development of relationships and the periodic
achievement of goals and objectives.

What goal did you wish to accomplish by starting your business?
The goal that I wished to accomplish by starting my own business was to be able to provide
business consulting services and resources to medium to large firms. This is so they could
experience successful services delivery from a MBE firm with solid business ethics as our
benchmark.

When did your business start to grow?

Who was instrumental in helping you to achieve the business
success that you have achieved so far?
The individuals who have been key in motivating me to the business success level I
have achieved so far have been many. The two key individuals have been my wife,
whom I have observed as a survivor and chameleon in her work environment, and
my father whom always states, “Your word is your bond and your are no better than
your word.”

What is your biggest accomplishment?

My business started to grow when we landed contracts with multiple Fortune 500 firms.
My biggest accomplishment has not occurred as of yet.
Continued on the next page
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Continued from the previous page

Have there been challenges?
Yes. The biggest challenges I have faced have been time management, resource management, and
financial reserves.

Are you expanding market reach?
To expand my market reach, I have decided to diversify into a joint venture that combines the consulting
services skill and experience from my firm and the PhD and technical intellect of the owner of the partner
firm.

What's next for you short term (1 year), long term (5 years)?
Next for us short term is to relocate and consolidate offices and add strategic personnel. Long term is to
establish several key client relationships with firms that are not heavily impacted by seasonal or
technological changes. These client will hopefully have needs for our services long into the future.

Your Top 3 recommendations to plan for success?
Our top 3 recommendations for planning for success are:
1.

Do not be afraid to fail.

2.

Do the appropriate level of due diligence/research prior to engaging a client so you never commit
to a task that you cannot deliver.

3.

Make sure of the financial resources that you need to run the business short term and long term.

Inventories can be managed, but people must be led.
H. Ross Perot

Steven D. Williams
http://www.THEEBONYC ACTUS.com Vol. 5 No. 1 January 2006
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Thanks for this golden moment
Natural Personal Care
Products
for Shea Butter Lovers

The mission of Chisara's Gold Products: to combine ancient African beauty secrets and methods to
natural personal care products that benefit the consumer’s well being, the environment and the
economies of developing African countries.

CERTIFIED MBE

WE MAKE BUSINESS SUCCESSFUL

Chisara's Gold Balm: is an all-natural multi-purpose balm that provides
conditioning for dry, stressed skin and muscles.
Suggested Retail $12.50

PUBLIC RELATIONS
BUSINESS DEVELOPMENT
COMMUNITY OUTREACH

Ori Gold: 100% Premium African Shea Butter
in a generous wide-mouth, 4 oz jar. Suggested Retail $8.50

BRAND DEVELOPMENT AND EQUITY
MANAGEMENT

Chisara's Gold Lotion: rich, creamy Shea Butter lotion that provides the
moisturizing, softening and conditioning of our balm.
Suggested Retail $6.50

SUPPLIER DIVERSITY SEARCH
NEED-TIME MANAGEMENT
INTERNET MARKETING

10% discount to on wholesale orders (for retailers and wholesalers with a Tax ID #)

PO BOX 24982 TEMPE ARIZONA 85225 -TEC@THEEBONYCACTUS.COM

Chisara’s Gold Products uses premium, unrefined *African Shea Butter as the primary base for all of our
products. Natural unrefined Shea Butter has nonsafonifiable healing qualities that are lost during most refining
procedures. Our products were developed over a four years. We intensely researched traditional and modern
methods to develop ways of creating quality products that maintain the natural healing and moisturizing
qualities of the Shea Butter. We are a certified Shea Butter Technician of The American Shea Butter Institute
and native to the region where Karite (Shea trees) grow naturally. We are also 2005 members of Independent
Cosmetic Manufacturers and Distributors, ICMAD and the Arizona Africa Society, AZAfrica.

2006 Ebony Cactus Advertising Rates are now available!

Call 602-821-8191
email:
publisher@theebonycactus.com

OUR PROMISE: TO DELIVER PREMIUM QUALITY NATURAL SHEA BUTTER
PRODUCTS AT MODERATE PRICES.
WE WANT YOU TO BE OUR LOYAL CUSTOMER!
Chisara's Gold Products
PO Box 5145
Glendale, AZ 85312-5145
Phone: 602-938-2207 Fax: 602-789-6962
Visit & Shop Online at: http://www.chisaragold.com

http://www.THEEBONYC ACTUS.com Vol. 5 No. 1 January 2006

20

Home | <<Previous page (left arrow key) Next page (right arrow key)>>

Procurement VIP

J

ohn Adler is a busy man. As the individual
responsible for all of the purchases made for the
State of Arizona he has little time to spare. Never the
less, he made some time to sit down with The Ebony
Cactus to provide some insights into the working of the
State and how Minority Business can participate in the
enterprise of serving its citizens.

John Adler State Procurement Administrator
State of Arizona Procurement Office
Department of Administration 100 North 15th
Avenue Phoenix AZ 85007
http://www.azspo.az.gov/

by Dr. George B. Brooks, Jr.

What are the your short term goals and long term vision for the
agency?
Governor Napolitano gave us a couple of executive orders that spell out her vision
for the State of Arizona in which she wishes us to actively recruit small, minority
and women owned enterprises. In fact, we require that we get quotes for any
purchase under $50,000 from MWBEs. That clearly says go and seek out Arizona
small business. The second executive order says go out and save money. She
established the Value In Procurement initiative (VIP) where she has challenged us
to buy smarter and cut down the costs of government. These have been our goals
and long term vision for the past couple of years.
My vision for the State Enterprise Procurement Service is to get government
agencies to work more closely together, combine requirements, create more
cooperative contracts that political subdivisions such as school districts and cities
and communities can take advantage of. I wish us also to become more customer
service oriented. We in government procurement serve the agencies that serve the
State of Arizona. My objective is for everyone to keep that in mind, that they are
buying the equipment, services and tools that our State employees use to serve
our citizens. They need to keep in mind the missions of the agencies when doing
the contracts. If we do that, we create more relevant contracts and more effective
systems.
Continued on the next page
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Continued from the previous page

How do you define success?
For me, achieving success suggests that you have reached a milestone and can quit
now. For me the road to success is a never ending journey.

For example, lets look at
homeland security. People
traditionally think of public
procurement as a long
process. We saw examples
of that with Hurricane
Katrina with delays in
getting service on the
ground. Arizona’s public
pro c urem ent
sy s t em
anticipates that kind of
disaster with contracts preplaced with the ability to get
your hands on materials
and equipment immediately.
That is one way that
procurement can be
responsive to the citizens.

To me having a successful organization means having high customer satisfaction
ratings. It means developing contracts that accomplish their purpose and achieving our
savings goals. That to me is success that we are meeting and exceeding our goals
including in the recruitment and use of minority owned and small businesses. But then a
successful organization keeps revising those goals. So as we reach one threshold we
set a higher threshold.
I define success for our business partners/supplier by how well they accomplish their
contracts. They are successful if they make my customers happy by accomplishing
their contract in an effective timely manner, accomplish the objectives of that contract
and provide services on time, and coming up to us with ideas for how to improve
government services, ideas on how to save money. We get that from our good
contractors.

What is the most important thing you have done to improve the
agency?

Another example is that
what we buy today is far
more complex than what we
used to buy. In the past, a
police car may have been
the most complex thing we
had to purchase. Today we
write contracts for very complex technology systems such as enterprise software,
telecommunication systems, emergency communication systems, security systems
and more. These are very challenging contracts. They may include financing
arrangements. It is thus very important that government procurement officers always
improve themselves to understand what they are buying. Our challenge is to create a
procurement system that will develop these skilled contracting officers. Today we must
continually bombard people with information and knowledge through all forms of media
and information delivery systems. Similar information needs to be provided to the
suppliers to maintain their competitive edges. I consider our suppliers our partners. Not
partners in the legal sense, but instead as two or more entities seeking to achieve a
common goal. The kind of supplier I look for are those who come with new ideas to make
us more efficient, productive, and more cost effective. So it is important that we keep
getting information into the hand of suppliers so they can help us over come our
challenges.

I have always tried to learn something new. I read everything I can. I research issues on
the Internet. I want to continually improve not only my procurement skills but my
leadership skills, and knowledge of the producers and services I buy. For example, I am
always trying to learn more about technology, computers and the software we use. The
same thing goes for the organization, we have to continually build on the knowledge.

What has been the effect of the executive orders from the Governor?
What has impressed me most about those executive orders is that they’ve encourage
us to focus on small minority and women owned businesses. By having to include
MWBEs to fulfill the three quotes requirement, people must now go look for them.
Before we would just get three quotes, often from the same three companies. Now you
must find someone new. This has created a focus on minority and women owned
businesses that we did not have before. Anytime you change a set of procedures, you
change how you do business. It may be good or bad, but it makes people focus again on
the process. What was routine you must now think about. It has also caused minority
and women owned businesses to come to the State. Now that they know we are looking
for them, they are looking for us and that is cool.
Continued on the next page
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If there is a requirement in the RFP that you believe is restrictive, contact the agency,
write them a letter or email and tell them that you are concerned about this particular
contract term. The worst you will get is an explanation. The best you could get might be
a correction. If there is a problem, you have the right to ask for it to be corrected.

Continued from the previous page

What would you recommend minority businesses do when they come
to the State for businesses?
1.

First, to do business with the State, register with the SPIRIT system. It is a simple
free On-Line process. When you do, you will then have a profile with the State of
Arizona, and any time we want to contract for the product and service you sell, we
will go to that system and we will find you and invite you to submit a bid.

2.

The second step is to know about us. We are 120 odd agencies with 60,000 State
employees. We have thousands of different missions doing hundreds of
thousands of things at any one time. You have to learn the State of Arizona. You
can go to the Arizona At Your Service website, to the directory of agencies and
find out what they do, who is the director, who is the procurement officer?

3.

Once you learn about us, find a niche. Find the agency that will most likely need
your services. Don’t waste your time on agencies that don’t need you.

4.

The next thing is to make contact with that agency that you want to partner with.
With 120 agencies, you need to find the one who may need your services. You
single them out and find the best way to contact them. That could be a phone call,
be by direct mail or by other means.

5.

Once you make contact, start to find out what the agency needs. You may find
out you can’t meet their needs, but perhaps you can. Then you start marketing
your services. I know that this is a lot of work for a small company, but there are
ways to market. Perhaps you can work together with colleagues in your industry
and market together. It is also important to know that most contracting officers
are generalists. They may be purchasing a car one day and a computer the next.
The more they know about what they buy, the better decisions they can make.

6.

Sometimes things don’t work right. Sometimes you may not feel like you have been
treated fairly. I always encourage business owners that if you have been wronged, you
need to get it corrected. You are entitled to an explanation as to why you did not get a
contract. Often that explanation will help you compete in the future. The majority (99%) I
feel are good decision, but once in a while you need to know what happened.
There is a strategic workshop on how to contract with the State of Arizona. You can find
out about it on the website. Besides that we do a lot of speaking.

Last words?
One of the joys of being in procurement is that I have had the chance to touch every
Arizona citizen through what I buy. I’ve been involved in building prisons, restoring
historical buildings, working at fish hatcheries, I helped with Kartchner Caverns (Near
Tucson Arizona) contracts. I’ve worked on social services contracts, health services
contracts and technology contracts. I can pretty much take any potential supplier and
show them where their niche is. Some are pretty tough however. My recommendation is
don’t look for big profits from government. Don’t look for us to be your primary customer
for there are a lot of companies looking to do business with the State of Arizona.
Instead if you come to the State and say “I want to be your business partners. I’ve got a
solution to a problem and I can help make government operate more efficiently.” If you
look at it from that perspective and if you deliver, you will become one of those go to
partners because that is what we look for.
State of Arizona SPIRIT & New Procurement Rules:

http://www.azspo.az.gov/
State of Arizona At Your Service: http://az.gov

The next thing is to find out as much as you can on what the government wants to
buy. There is information out there. For example, what did they pay the last time
they bought a particular product? That is public information. You can look at the
market and see what others are competing for the product. Look at the previous
request for proposals and see how many competed the last time. Look at the
specifications from the previous RFP and see how they have changed. Get as
much information as you can. The more information you have the more
effectively you can compete. If there is a pre-proposal meeting, attend that.
Most importantly if you get a document from the government, an RFP for example
and you don’t understand it, contact the agency and ask for clarification. Chances
are that if you don’t understand it, then likely others do not as well.
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Podcast

On The Air with Carole Coles Henry
Director City of Phoenix Equal Opportunity Department
Subject: The City of Phoenix M/W/SBE Program Pt 1 of 3
Hosted by Dr. George B. Brooks, Jr.
Click here to listen 15 minutes: 46 seconds/ 3.7mb
Click here to subscribe to the RSS feed.

S

tevie Wonder wrote “everything must change.” But change is something that
minority and women owned business enterprises (M/W/SBEs) could
sometimes do without, particularly when it concerns their livelihood. Since its
first Disparity Study in 1993, the Phoenix Arizona has operated a landmark
suppler diversity program that has done much to “level the playing field” for
M/W/SBEs wishing to do business with the City.

“The City of Phoenix
remains wholeheartedly
committed to business
diversity. It is one of our
core values.”
Carole Coles Henry

This past July 2005, the conclusions resulting from the third disparity study (2004
and 2005) resulted in significant changes in the City program which many fear
will cripple the established M/W/SBE programs. City officials however disagree.
In this edition of On-The-Air the minority business podcast of The Ebony Cactus
magazine our guest is Carole Coles Henry, Director of the City of Phoenix
Equal Opportunity Department. In this first of three interviews, she details the
history of the City of Phoenix’s M/W/SBE program, the changes that have been
made and the City’s continued commitment to business diversity. (To listen click
on the link above.) TEC
If you have questions regarding the City of Phoenix M/W/SBE program, send them to editor@theebonycactus.com
to be answered in a future podcast.
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On-The-Air is The Ebony Cactus magazine Minority Business Podcast -December 2005
http://www.cactusinternetradio.com
Contact for Carole Coles Henry: http://www.Phoenix.gov
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LEGAL
How to Receive The Ebony
Cactus

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 (TEC) 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.

Published twice monthly, The Ebony Cactus (TEC) 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 6.0. 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:

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 TEC magazine electronic
file.

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 http://www.theebonycactus.com
The latest edition will be sent to you twice monthly as an e-mail attachment (see
legal). Note, the subscription list is for the use of TEC 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 http://www.theebonycactus.com for download (see legal).
No cost.

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 http://www.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 TEC and thus TEC 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.

3. Send it to a Friend
Knowledge is power. The Ebony Cactus magazine offers knowledge.
Empower your associates.
Tell them.

Black News, Black Business News, Black Business News Podcast
African American News, African American Business News
African American Business News Podcast
African American Podcast, Black Podcast
Women Owned Business Podcast

No part of this magazine may be used for business or promotional use without a
written request and permission from the Publisher or the Editor.
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Click Here
to listen to
a Podcast by
the author

Mary L. Mitchell
from this
Important New Book
Mary Mitchell

Serenity, a heart-wrenching story of the stark
realities of child abuse, dysfunction, incest
and how one woman triumphs!
Available now! To order contact:
Mary L. Mitchell
Mitchell654@aol.com
602-565-3257
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