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City of Columbus increases  
purchasing with MBEs 

 
In the largest increase in the last five years, the City of 
Columbus increased its spending with minority suppliers 
for City contracts by 50% from 2016 to 2017, spending 
more than $53 million on prime and subcontracts. A total 
of 12.5% of City contracts were awarded to minority- or 
women-owned businesses. 

“One of my goals has been to expand the use of women- 
and minority-owned businesses for City contracts to show 
our commitment to the economic growth of all business-
es,” said Mayor Andrew J. Ginther. “I want to make sure 
that the city procures the best services, while also provid-
ing equal opportunities for all qualified businesses to 
compete for contracts.” 

At the City, supplier diversity represents the promotion of 
economic inclusion for minority and women-owned busi-
ness by creating added value to the City’s sourcing and 
procurement processes.  This is accomplished through 
intra-departmental collaboration and the integration of 
diversity best practices, timely market research and con-
tinuous improvement processes.  

“Central to our success in diversity and inclusion is the 
commitment, leadership and collaboration of numerous 
partners, internal to the City and within the greater Co-
lumbus community at large,” said Damita Brown, Interim 
Director of the Office of Diversity and Inclusion. “Supplier 
diversity is evolving from a check-the-box corporate so-
cial responsibility requirement to a strategic enabler that 
makes us more competitive as a community and open to 

See MBE  on page 2 

Director Damita Brown 

Columbus Mayor Andrew Ginther 



                                                                                                                                                            Page   2 

 

OhioMBE is published  on the 
1st and 15th of each month 

and is distributed free by The 
912 Group, LTD.  The publisher 
reserves the right to edit, reject 
or cancel any advertisement or 
editorial copy at any time and 

will not be responsible for  
checking the accuracy of items 

submitted for publication.     

The views expressed in 
OhioMBE are those of the au-

thor and do not necessarily 
reflect the views or opinions of 
The 912 Group or our advertis-

ers.  

Copyright © 2019 
All Rights Reserved.   

Ronda Watson Barber,  
Editor-in-Chief & President  

www.OhioMBE.com 
rbarber@ohiombe.com 

 
P.O. Box 533  

Granville, OH  43023 
614-522-9122 

news@ohiombe.com 

OhioMBE welcomes letters to 
the editor from readers.  Typed 
letters of 200 words or less are 
preferred; all might be edited.  
Each letter must include name, 
home address and daytime 
phone number.   Some letter 
may appear on our website.
  
 
The 912 Group is an Ohio certi-
fied Minority Owned and EDGE 
business.  The 912 Group is a 
certified FBE with the City of 
Columbus. 

Twitter: ohiombe 

Facebook: ohiombe 

LinkedIn: showcase/ohiombe/ 

Hashtag: #ohiombe 

all.” 

In 2016, $45 million – or 8.4% of city contracts – was spent with minority suppliers. Supplier 
diversity has not topped 9% in the last five years. The increase from 2016 to 2017 is significant 
because it happened without policy changes or mandates. 

“I am pleased that we have seen this increase occur organically, without policy changes, 
through collaborative efforts between city departments and the Office of Diversity and Inclusion 
– and I expect this trend to continue,” said Mayor Ginther. “Once the disparity study is complet-
ed early next year, we will be able to prepare a roadmap for necessary policy changes to ensure 
minority- and women-owned businesses have a fair chance to compete for City business.” 

To be certified with the City of Columbus, minority and women-owned firms need to complete 
the certification application and supporting documents available on the City website. (http://
bit.ly/2Tl62eu) 

MBE from page 1 

Governor John R. Kasich appoints two Black women to serve as judges 

Stephanie Mingo Miles of New Albany (Franklin Co.) was appointed to serve as a judge on the 
Franklin County Municipal Court, Environmental Division.   

Miles will assume office on January 10, 2019, and must run in the November 2019 election to 
retain the seat for the remainder of the unexpired term ending January 7, 2022. Miles is replac-
ing Judge Daniel R. Hawkins who has been elected to the Franklin County Court of Common 
Pleas, General Division. 

Miles received her bachelor’s degree from The Ohio State University and law degree from Capi-
tal University Law School. She is currently the Assistant Prosecuting Attorney for the Franklin 
County Prosecutor’s Office. Miles was previously a Compliance Specialist for InHealth Mutual 
and Assistant Chief Legal Counsel for the Ohio Auditor of State’s Office. Prior experience in-
cludes private practice in which she worked with juvenile and domestic relations cases. She is a 
member of the Ohio State Bar Association as well as the U.S. District Court, Southern District of 
Ohio. 

Wanda C. Jones of Solon (Cuyahoga Co) was 
appointed to serve as a judge on the Cuya-
hoga County Court of Common Pleas, Gen-
eral Division. Jones will assume office on 
January 7, 2019, and must run in the Novem-
ber 2020 election to retain the seat for the 
remainder of the unexpired term ending 
January 2, 2023. Jones is replacing Judge 
Michael P. Donnelly who has been elected to 
the Ohio Supreme Court. 

Jones received her bachelor’s degree from 
Ursuline College and law degree from Cleve-
land State University. She is currently a Part-
ner at Axner & Jones LLP. Jones' previous 
experience includes a judicial externship on 
the Cleveland Municipal Housing Court, pri-
vate practice, and loss mitigation and credit analysis for Bank of America. She is a member of 

See Judges on page 3 

Wanda C. Jones 
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publisher’s note 
Happy New Year! New Goals, New Successes! 

By Ronda Watson Barber 

Publisher 

It’s 2019!  Just like clockwork, a new year is here.  It’s an ex-
citing time.  A fresh start.  Many people resolutions to grow 
and develop.  What are you working on?  How will you expand 
or improve your business.  How will your business make a 
difference for you personally and the overall community? 

Looking back at 2018, I am proud that OhioMBE has actively 
worked to improve the business contracting climate for Black-
owned and other small businesses.  Our advocacy has assisted 
with the City of Columbus and Columbus City Schools improv-
ing their purchasing spend with MBEs.   

OhioMBE has many milestones to celebrate.  We have estab-
lished a powerful voice in advocating for small businesses.  
Through our media outlets, we have increased the visibility of 
small businesses.  We are established strategic partnerships 
with the City of Columbus, Columbus City Schools, Ohio De-
partment of Transportation, Waste Management, Wesbanco 
Bank, ECDI, the Columbus Zoo and Aquarium, Franklin County 
and the Columbus Airports.   

The OhioMBE Procurement Fairs, sponsored by Waste Man-
agement, provides access and one-on-one connections with 
organizations seeking to be inclusive in their purchasing.  We 
traveled outside of Central Ohio and took the OhioMBE Pro-
curement Fair on the road.  We headed to Cleveland three 
times.  Participants in the 2018 OhioMBE Procurement Fairs 
had access to over $650,000,000 in contracting opportunities. 

The OhioMBE Awards is a celebration of MBEs, FBEs and Fami-
ly-owned businesses.  The 2018 OhioMBE Awards was hosted 
by our partner, the Columbus Zoo and Aquarium.  The annual 
scholarship luncheon recognizes the Frank W. Watson Schol-
ars.  The renewable scholarship assists students with post-
secondary expenses.  There are presently nine Frank W. Wat-
son Scholars receiving assistance. 

I greatly appreciate your readership.  I believe the primary role 
of a newspaper is to inform the public about the activities of 
organizations that receive public tax dollars both good and 
bad.  I take this responsibility seriously. 

OhioMBE will continue to advocate and promote Black-owned 
businesses. We will continue to work with organizations to 
foster a positive climate that includes economic  prosperity for 
all.  OhioMBE will also inform our reader about issues of im-
portance to their businesses.  

The 912 Group and it’s media outlets wish you happiness and 
success throughout the coming year. 

Just my thoughts….rwb 

OhioMBE Awards Top FBE Nominee: 
Renee Deluca Dolan— 
Contempo Design & Communications 

Product:  A full service agency specializing in visual branding, 
environmental graphic design and digital ad creative  

Business Accomplishments:  Leader in industry in creative de-
sign services with a high 
ROI for clients. Accelerated 
the market acceptance of 
'environmental design' as a 
means for companies to 
strengthen their brand 
awareness and loyalty. 
Marque clients include the 
Cleveland Indians, MCPc 
and others.  

Community Service Activi-
ties: Contempo also 
"designs" 4-6 events each 
year for the community on 
various topics through their Amplify Speaker Series and Female 
Entrepreneurial Summit (FES). These events bring timely con-
tent to the community and serve as connectors to business 
people. FES has become the largest gathering of women entre-
preneurs in the area and serves as a primary networking event 
committed to the acceleration and growth of female entrepre-
neurs.  

This year, Renee added an investment fund to the event that 
will serve to provide funding to female-owned business, there-
by addressing the access to capital gap in this demographic. 
Her leadership in this area is astounding and she has broad 
reach in setting the pace for female leadership in northeast 
Ohio. She has a strong track record of using her success and 
brand to further social injustices, as evidenced by her participa-
tion in the Adoption Network Renee has received numerous 
awards, the most recent recognition was from Kent State Uni-
versity as the Spirit of Woman of the Year . 

Contact:  renee@contempocleveland.com 

the Ohio Bar Association, the Cleveland Metropolitan Bar Asso-
ciation, and the American Health Lawyers Association. In addi-
tion, Jones is the Program Director for the Solon Alliance of 
Black Families, a Legislative Chairperson on the Solon City 
Schools PTA, and a volunteer on the Child and Family Advo-
cates of Cuyahoga County – Program Operations Board. 

Judges from page 2 

Renee Duluca Dolan 
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Get Bid Notices  
Delivered to your inbox 

1. Visit www.OhioMBE.com  
2. Click on the Advertise link 
3. Add your email address 
4. Select your desired list 

bid opportunities 
To post a bid notice, call 614-522-9122 or email news@ohiombe.com 

Columbus City Schools issues solicitations on a 
regular basis for goods & services related to 
food, construction, technology, curriculum, & 
transportation. Interested vendors should peri-
odically check our website at http://
www.columbus.k12.oh.us/rfp  

 

The City of Columbus (City) is seeking to ac-
quire and implement a Common Payment Sys-
tem (CPS) to allow users to pay for multimodal 
trips and parking options from a single account. 
This account will be linked to various payment 
media and User preferences. The CPS will pro-
vide Travelers with a single, common platform 

that integrates with the Multimodal Trip Planner Application 
(MMTPA) that provides end-to-end trip-planning across all 
modes of transportation, both public and private. The CPS will 
allow booking, electronic ticketing and payment services for 
use by the trip planner as well as for other applications that 
want to allow their users to access the common shared ac-
count. The CPS will be developed to handle payments to park-
ing providers for garages and surface lot parking. Integration 
with the Event Parking Management (EPM) Central System will 
interface with the CPS for payment processing. Travelers will 
be able to interact with the CPS system via the mobile or web 
application to pay for parking, add funds to their CPS account 
and receive reservation codes. 

Request For Proposal: RFQ011078 

Open Date: Dec 10th 2018, 6:00 PM EST 
Questions Due: Dec 31st 2018, 5:00 PM EST 
Closing Date: Jan 10th 2019, 1:00 PM EST 
 
http://vendors.columbus.gov/sites/public/
VendorPortal/ and https://columbus.bonfirehub.com/
projects/. 

The Department of Develop-
ment is looking for diverse ven-
dors and contractors who are 
licensed with the City of Colum-
bus working in the following 
areas: 

• Graffiti Removal.  Contact Eric Voorhees  (614-645-7934 
or eavoorhees@columbus.gov). 

• Grass Cutting and Solid Waste Removal.  Contact Mike 
Schwab (614- 645-7122 or mfschwab@columbus.gov). 

• Demolition and Asbestos Abatement.  Contact Mike 
Farrenkopf (614- 679-5873 or mlfarren-
kopf@columbus.gov)  or Seth Brehm (614-645-5659 or 
swhbrehm@columbus.gov). 

• Mowing, Property Maintenance, and Miscellaneous Ser-
vices.  Contact Audrea Hickman (614-645-8907 or aehick-
man@columbus.gov) 

• Construction trades including:  General Construction, 
Home Improvement, Electrical, HVAC, Plumbing, and 
Lead Abatement.  Contact Tim Tilton (614- 724-3009 or 
twtilton@columbus.gov). 

• Lead Safe Columbus has funding to train contractors for 
the Lead Abatement and Renovation, Repair and Painting 
(RRP) Program.  Contact Erica Hudson (614- 645-6739 or 
ejhudson@columbus.gov). 

 To register for notifications on upcoming bid opportunities, 
please visit http://vendors.columbus.gov/sites/public.   

Ohio History Connection is seeking bids 
for the Poindexter Village Exterior Res-
toration project. A pre-bid meeting will 
be held 01/24/19 at 1:00PM at 290 N 
Champion Ave.  Bid documents will be 
available 01/10/2019 for free on the 
OHC web page: http://
www.ohiohistory.org/hsfprojects.  

http://vendors.columbus.gov/sites/public/VendorPortal/
http://vendors.columbus.gov/sites/public/VendorPortal/
https://columbus.bonfirehub.com/projects/
https://columbus.bonfirehub.com/projects/
http://www.ohiohistory.org/hsfprojects
http://www.ohiohistory.org/hsfprojects
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Get OhioMBE and  
bid notices  

delivered to your inbox!Visit 
www.OhioMBE.com 

OhioMBE can  
announce your 
next business 
event, employment 
notice or news 
item in an exclu-
sive email blast. 

We will also post it on our Facebook, Twitter 
and LinkedIn Pages.  

news@ohiombe.com | 614.522.9122 

 

All of us every single year, we're 
a different person. I don't think 
we're the same person all our 

lives.—Steven Spielberg 

bid opportunities 

To post a bid notice, call 614-522-9122 or email news@ohiombe.com 

www.twitter.com/ohiombe 

www.facebook.com/ohiombe 

www.facebook.com/bidnotices 

www.ohiombe.com/ 

bid-opportunities 

Looking for bid notices?    
Look for OhioMBE online! 

www.linkedin.com/showcase/ohiombe/ 

$19.99 a month   

Reserve your spot at news@ohiombe.com 
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How to Write Your Business 
Plan, 2019 Style 

Are you thinking about starting a business in 2019? This is a 
good time to go over the essentials of how to write, review, and 
manage your business plan. Like so much else in business, the 
business plan has evolved with technology and changing busi-
ness standards. 

I have dealt with business planning as a main focus since the 
1980s. It’s still my main focus, but what works, and best practic-
es, are always changing. This post is about the latest in business 
planning, not the standard or traditional. 

 SMART Goals 

SMART stands for specific, measurable, attainable, relevant, 
and timely. Most healthy businesses work towards collections 
of goals. A good business plan revolves around SMART goals. 

• Some of these are obvious: sales, costs, expenses, keeping 
cash in the bank. 

• Some are specific to your business, such as, repeat custom-
ers, renewals, churn, cost of customer acquisition, leads, 
close ratio, events, trips, whatever. 

• Some are what I like to call milestones, things that have to 
happen, such as opening the new location, refreshing the 
website, reaching some number of customers, launching a 
new version, an ad campaign, filling a team vacancy, and so 
forth. 

 
I want to emphasize specific and measurable in this context. We 
business owners often imagine goals like “great customer ser 
vice” or “being the best of breed.” Those generalities are not 
specific, not measurable, and not very useful. Actual manage-
ment takes tracking, comparing results to expectations, and 
dealing with actions and causes. All of which should be part of a 
business plan and the process of frequent review and revision. 

Also, attainable. I dealt with business plans as an expensive 
consultant first, for a couple of decades; and then as business 
owner for another couple of decades. I have seen first-hand 
that unrealistic goals don’t actually work for getting things 
done. They reduce incentive. In my experience, people identity 
with goals they can reach. 

Planning, Not Just a Plan 

As you do your business plan, think not of the old-fashioned 
formal plan but rather the planning, a process of setting goals 
and tracking progress. It’s not just a single plan, but rather an 
ongoing process that starts with a first lean business plan and 
keeps that lean plan refreshed and up to date using regular 
tracking, plan review, and revision. 

This frame of mind makes the business plan easier to do be-
cause it’s always more like a latest draft than a finished prod-
uct. Don’t postpone life or business for planning. Always be 

planning. Start with a simple plan that just covers your main 
goals or what you focus on first. Don’t sweat making it perfect. 
Just get it started. There is no such thing as a perfect business 
plan, and the closest anybody comes is a plan that helps you 
manage by laying out goals, tracking results, and highlighting 
the progress and problems along the way. 

Whatever your initial plan, make sure you revisit every month. 
Review progress, analyze results, and make course corrections. 

Do Only What You’ll Use 

The web, 
blogs, business 
books, and 
business 
courses are full 
of recom-
mended busi-
ness plan out-
lines and rec-
ommended 
contents. The 
SBA site 
hosting this post has several. Common recommendations in-
clude summary, company description, product or service, man-
agement team, exit strategy, marketing, financing and so forth. 

What I recommend is that you develop your own plan contents 
based on what you are actually going to use, track, and follow 
through with to optimize your business. For example: 

• The SMART goals that drive the business. You might group 
them into goals related to different elements of the busi-
ness and the traditional plan such as marketing, sales, 
product development, administration. Call them mile-
stones if you want to, or deadlines, projects, steps … get 
them written into your plan so you can track and manage. 

• Essential numbers. You can’t manage cash flow without 
managing expectations, budgets, and actual performance 
on sales, costs, expenses, assets, liabilities, and cash flow. 
This site and the web and bookstores and online software 
offerings are full of help for business owners who want to 
understand, forecast, and manage their business numbers. 
You don’t have to know accounting or even bookkeeping to 
understand what drives your cash flow and keeps your 
business in good financial health. 

• Key strategic and tactical decisions you need to keep in 
mind and regularly review and, when necessary, revise. 
Strategy, for example, may not meet the full criteria of 
SMART goals; but strategy is focus, and focus is good for 
business. You don’t have to have pompous text in a large 
plan to summarize your business strategy. You can use a 
simple bullet-point list to remind yourself about choices 
you make regarding what you sell, to what market, and so 
forth. Similarly, tactics are choices you make to execute 

See Business Plan on page 7 
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strategy, such as price, deliver, channel, configuration, 
financing, and so forth. Find the SMART goals hiding in 
your tactics and write them out a part of your plan. Then 
you can start managing with tracking progress and review-
ing and revising as necessary. 
 

In addition, it’s important to avoid doing the traditional parts 
of a business plan that you won’t use. If you aren’t doing a plan 
to describe your business to outsiders such as bankers or in-
vestors, then don’t bother to describe in text what you already 
know. Leave out descriptions like management team or exit 
strategy and just keep the specific trackable attainable goals 
that drive those concepts.  

A Practical Summary 

• Write a lean business plan, simple bullet-point lists and 
tables, to gather together the SMART goals you need to 
track, essential numbers, and key concepts. Do only what 
you’ll use. Do nothing for outsiders unless you need to 
show a plan to outsiders. 

• Use whatever outline and contents list you like. When in 
doubt, I recommend what I call a lean business plan that 
includes strategy and tactics as bullet-point lists, plus a list 
of milestones and metrics, and essential business numbers 
including sales, spending, and cash flow. 

• Make those lists and tables full of specifics you can track. 
And then track those numbers regularly. 

• Schedule ahead to make sure you take an hour or two at 
least once a month to review progress, identify successes 
and failures, analyze results, and make changes. 

 
Source:  www.sba.gov 

Business Plan from page 6 Make the Most of Your Ultimate Marketing Tool 

There is one marketing and sales tool you always have with 
you: yourself. As a small business owner, you are the face of 
your business brand to every potential prospect you meet. How 
well are you using your personal power to promote your busi-
ness and your brand? Here are three things that can make a big 
impression. 
  

Attitude 

Your attitude determines your altitude, as the saying goes. Peo-
ple do business with people they like, so all else being equal, 
the right attitude can give you the winning edge over the com-
petition. Be: 

• Positive: be optimistic and look on the bright side of life. 
No one wants to work with Debbie Downer. 

• Polite: whether you’re stuck in traffic or someone cuts in 
front of you in line at the bank, be polite. You never know 
who’s watching.  

• Open-minded: curiosity opens doors. Always be ready to 
listen and learn about other people. 

• Friendly: take the first step. Make the first move. Everyone 
responds to being treated with kindness.  

• Persistent: don’t expect to make a sale—or even a lasting 
impression—when first meeting a potential prospect. Be 
persistent, but not pushy, to build the relationship.  

Appearance 

You should not judge a book by its cover—but let’s face it, 
sometimes we can’t help it. Does your appearance promote 
the right image to go with your business brand? Here are some 
basics to strive for. 

• Be well groomed: brush your teeth, get regular haircuts, 
keep your shoes and clothes in good condition. Good 
grooming shows respect for yourself and others. 

• Dress professionally: you don’t need to button up in a suit 
and tie (unless that’s your style). However, you should look 
put-together and professional at all times. Running out to 
do errands? Change your stretched-out sweatpants and 
stained T-shirt for khakis and a polo shirt and you’ll feel 
1,000 times better if you happen to run into a client or 
customer.    

• Remember to smile: a friendly smile makes everyone more 
inclined to like—and do business with you. 

Actions 

Actions speak louder than words. How do your actions pro-
mote a positive view of your business? Do you… 

• Reach out to others? Make the first move? Start a conver-
sation with the person standing alone at the mixer? Be 
proactive—don’t wait for others to come to you.  

• Live your brand values? Your brand has a mission and val-
ues—do you live by them every day? If your business is all 

about eco-friendliness, don’t drive around town in a gas 
guzzler. 

• Help people? Help the elderly woman at the grocery 
store reach the top shelf. Offer to connect two col-
leagues. Share your phone charger with someone at the 
airport. Do nice things without expecting something in 
return. 

• Engage with the world? On social media, don’t be a lurk-
er. Answer questions; start and join conversations; en-
gage with your colleagues and customers.   

• Prepare for anything? Make like a Boy Scout and be pre-
pared. Have an elevator speech ready you can use to pro-
mote your business. Carry plenty of business cards. Bring 
a portable phone charger. 
 

By paying attention to the three A’s—attitude, appearance 
and actions—you’ll transform yourself into your most valua-
ble sales and marketing tool. 

Source:  www.sba.gov 
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Hosting a business event?   

 

Did you know you can  

post it on  

OhioDiversityNetwork.com 

Email: news@ohiombe.com  

for login information 

OhioDiversityNetwork.com is  

sponsored by:  

Get a weekly email from  OhioDiversityNetwork.com  

notifying you of upcoming events. Sign up online! 

Ohio Diversity Network 

Tuesday, January 15, 2019 at 5:30pm 
Akron MBAC – Business Plan Writing—Canton 

Monday, January 21, 2019 at 7:00am 
34th Annual Martin Luther King Jr Birthday Breakfast—Columbus 

Tuesday, January 22, 2019 at 5:30pm 
Akron MBAC – Business Plan Writing—Canton 

Tuesday, January 29, 2019 at 5:30pm 
Akron MBAC – Business Plan Writing—Canton 

Tuesday, February 5, 2019 at 5:30pm 
Akron MBAC – Business Plan Writing—Canton 

Tuesday, February 12, 2019 at 1:00pm 
ODOT: Foundations for Success in Transportation Contracting— 
Cincinnati 

http://ohiodiversitynetwork.com/events/akron-mbac-business-plan-writing/
http://ohiodiversitynetwork.com/events/946/34th-annual-martin-luther-king-jr-birthday-breakfast/
http://ohiodiversitynetwork.com/events/akron-mbac-business-plan-writing-2/
http://ohiodiversitynetwork.com/events/akron-mbac-business-plan-writing-3/
http://ohiodiversitynetwork.com/events/akron-mbac-business-plan-writing-4/
http://ohiodiversitynetwork.com/events/odot-foundations-for-success-in-transportation-contracting/
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I treated it like every day was 
my last day with a basketball. —
LeBron James 

 

Name:   
  
  

Company:   
  
  

Address:   
  
  

City:   
  
  

State:   Zip:   

Phone:   
  
  

Email:   
  
  

One year subscription is $30.  Please remit payment and form to  

The 912 Group — P.O. Box 533 Granville, OH  43023 

I do know one thing about me: I don't 
measure myself by others' expecta-

tions or let others define my worth.— 
Supreme Court Justice Sonia Sotomayor 
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Ticket sales end  
Sunday January 6th  


