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PICTURED: Thomas W. Dortch, Jr., Managing Partner, FAD Consulting, LLC, Gwen Coleman
Winston, Project Director, US DOT Small Business Transportation Resource Center, Commissioner
John C Schroer, TDOT, Cammie Davenport Woodle, Executive Director, Civil Rights Office TDOT,
and Joe A. Jackson, Executive Director, US DOT Small Business Transportation Resource Center

On March 30, 2011, TDOT Commissioner
John C. Schroer addressed participants at
the Tennessee Regional DBE Conference
held at the Nashville Downtown Library.
DBEs from across the state were in
attendance at this one-day event, which
also included one-on-one training and a
DBE/Prime roundtable discussion.
Commissioner Schroer offered encouraging
words to the DBE business owners by
sharing examples of his own experience as
a small business owner. The conference
was sponsored by the Mid-South Atlantic
Small Business Transportation Resource

Center (SBTRC) in Atlanta, Georgia, and co
sponsored by the TDOT Civil Rights Office.
The purpose of the SBTRC is to offer a
comprehensive delivery system of
business training, technical assistance,
and dissemination of information targeted
towards transportation-related small
business enterprises within their regional
area of Tennessee, Georgia and South
Carolina. This program is funded by the
US Department of Transportation Office
of Small and Disadvantaged Business
Utilization in Washington, D.C.

MISSION: The Mission of the Civil Rights Office Small Business Development Program is to assist and encourage business opportunities for
Small and Disadvantaged Business Enterprises (DBEs) participating in federally funded projects in the highway construction and transportation industry.
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Seminars
and
Events

The TDOT Civil Rights Office Small
Business Development Program and
its DBE Supportive Services
Consultants offer a variety of training
classes designed to assist TDOT
Certified DBE firms to succeed in the
transportation construction industry.
Seminars and informational meetings
are made available throughout the
state. The primary focus of these
seminars is to disseminate industryspecific information on strategic
marketing, branding, estimating,
margin and mark-up analysis, cash
flow management, business
planning, and market research
techniques. Look for seminar and
workshop announcements soon in
your email inbox.

www.tn.gov/tdot

March DBE Training
“How to Influence Decision Makers to Make Your Deals”

Tyler Construction Engineers, P.C., TDOT’s
Supportive Services Program consultants,
recently conducted several regional
seminars entitled “How to Influence
Decision Makers to Make Your Deals.”
The focus of each session was to provide
critical elements of marketing that small
businesses could employ to effectively win
over the “Decision Makers” (those with the
power to decide “yes” or “no” in contracting
with their company) to make your deal.
Curtis Webb facilitated the meetings and
asked the audience to tap into their
imagination to visualize successful
strategies for their businesses as well as
themselves. Mr. Webb also made several
points on how the business owners could
increase their effectiveness in making
deals. For instance, he emphasized that
participants need to properly position their
business and what it is they are selling,
as he states that, “Life is a series of
selling situations.”

The goal of the seminar was to have
conversational topics that the attendees could
relate to, and to bring more success to their
present situation. Mr. Webb’s “Foundation
Statement” for the seminar was, “You can’t
give value to someone until they understand
or appreciate what you are doing or what you
have done.”
The attendees were asked to participate in the
meetings by developing answers for their own
one page marketing plan, reviewing examples
of how to shape their company’s vision, and to
most importantly focus on their overall strategy
for a successful closing. These interactive
meetings were important as they focused on
issues and benefits that matter most from a
Decision Maker’s perspective.
The seminars closed by having the attendees
respond to a Decision Maker’s most intimidating
question, “Why should I do business with
you?” This is something that all businesses
should think about on a daily basis.

TDOT DBE Supportive Services
BUSINESS DEVELOPMENT AND TRAINING TECHNICAL ASSISTANCE
BUSINESS ASSISTANCE
• Business Planning
• Financial Analysis
• Leadership Development
• Business Coaching
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ONE-ON-ONE TRAINING
• Strategic Marketing
• Accounting Software
• Construction Accounting
• Bidding & Estimating

•
•
•
•

Project Management
Contracts & Specifications
Construction Plan Reading
Project Controls
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DBE Profiles
Marcel Hill
Charles H. Hill Contractors, Inc.
MEMPHIS, TENNESSEE
Marcel Hill is the third generation owner and
operator of Charles H. Hill Contracting, Inc
(CHHC). CHHC specializes in clearing,
excavating, landscaping, and pavement/
concrete removal. As the 2010 recipient of
the DBE Contractor of the Year Award,
Ms. Hill obviously knows how to operate an
effective business.
Since taking over the company from her
father in 2003, Ms. Hill’s major focus has been
in developing and cultivating exceptional
working relationships with key business
partners across the country. In addition to
investing time with her clients and work
partners, Marcel also makes a point to spend
time with, and listen to, her own employees to

ensure that morale and production remain
high. Marcel has worked hard to bring
together a highly qualified team, with key
personnel averaging over 15 years of
experience in the industry.
Ms. Hill’s success can also be attributed to
several other factors. She consistently
reinvests in her company, pays close watch to
her cash flow, and generates a high volume of
referral business due to the relationships she
fosters with her existing clientele and the
quality of work CHHC performs.
If you are interested in learning more about
Charles H. Hill Contractors, Inc., you can
call them at (901) 744-3483.

Kimberly Danson
Kimberly, Inc.
SPARTA, TENNESSEE
Kimberly Danson started Kimberly, Inc. in
2003, to specialize in erosion control, silt
fencing, hydroseeding, sodding, and
concrete. Beginning with their first project,
Kimberly, inc. has been building its
reputation by offering superior service and
high quality products.
Ms. Danson has spent a great deal of time in
understanding contract basics, and is known
for her effort in incorporating clearly defined
contracts as a cornerstone of her business.
In addition to her exceptional contract
executions, Ms. Danson consistently invests
time, money and energy into her business
and has experienced tremendous growth as
a result. Wanting to take advantage of
additional contracting opportunities, Ms.
Danson eventually expanded the services of
Kimberly, Inc. to include catch basins,

manholes, sidewalks, and end wall
construction. All of these moves have
created a significant competitive
advantage for Kimberly, Inc.
Building solid relationships based on sound
business practices, placing her clients as
her top priority, providing quality products
and delivering exceptional service that
continually meets or exceeds client’s
expectations are the key principles to Ms.
Danson’s company. Kimberly, Inc. also
prides itself on its superior estimating and
bidding process, its strong relationships
with business partners, and is not afraid to
utilize non-traditional marketing efforts.
If you are interested in seeing just how
well Kimberly, Inc. executes contracts, you
can call them at (931) 935-2028.
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What’s Your Pricing Strategy?
By: Victor C. Tyler, P.E.
DBE SUPPORTIVE SERVICES CONSULTANT
Do you know the difference between markup and margin?
Markup and margin are terms often used to determine project pricing. Many business owners
have difficulty understanding the difference between the two, as it can be a confusing
concept to grasp.
By pricing I mean knowing the right markup to use for overhead and profit. Too many
business owners are just bidding to get the work at any price. These business owners will
continue to have difficulty running and managing their companies because they will not take
the time to understand proper pricing strategy. If the concept is understood, however, it can
make you more money than you are currently making.
To explain the difference between markup and margin, we need to examine the perspective
views of a business owner and estimator.
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Reducing
Conflict on
Construction
Projects
• Develop a Best Practice
Checklist
• Increase communications
• Attend pre-construction meetings
• Follow proper communication
channels (subcontractors should
communicate with owners or
engineers only through the Prime)

Terminology for Markup and Margin
Markup = a multiplier applied to your estimated direct job costs to cover overhead and profit.
Gross Margin = the difference between revenue (contract price) and total job costs.

• Prime must run project meetings
effectively

It is very importance that employees involved in the bidding process comprehend the use
and meaning of these terms, to ensure business objectives are consistently applied
throughout the organization.

• Designate someone to write the
minutes of meetings

To help you understand and apply the above definitions we’ll review a sample Job Bid.
Example Job Bid
Direct Job Costs
Markup @ 30%
JOB SALES PRICE

Calculation:

% of Sales
$100,000
30,000
$130,000

Mark-up ÷ Cost = Mark-up %
Mark-up ÷ Sales = Margin %

76.9%
23.1%
100.0%

$30,000 ÷ $100,000 = 30.0%
$30,000 ÷ $130,000 = 23.1%

In the example you are not making 30% as applied in the Job Bid. You are only making 23%
on your sales. To earn 30% margin, you would have to markup your cost 42.8%.
To receive the sales price that will cover your overhead and profit margin you want, you must
divide your direct job costs by the “Margin Conversion Rate” (MCR).
Calculation:

1.0 - Margin % = MCR

1.0 - 0.30 = 0.70

To make the overhead and profit margin you want, determine the final sales price by dividing
your direct job costs by the MCR as follows:
Cost ÷ MCR = Sales Price

$100,000 ÷ 0.70 = $142,857

Remember, we first calculated $130,000 to be our sales price for the example Job Bid. If you
are using markup versus margin method, you could be losing lots of money. Remember to
apply your desired margin to the total cost to determine the contract sales price.
There are various methods of markup strategy. Understanding what it takes to make the money
you want is not simple. It takes time to understand your numbers. Work at creating your own
methodology for pricing.
If you are a TDOT certified DBE and want additional information or guidance with your
markup and pricing strategy or have an interest in attending a seminar on this this topic,
contact Victor Tyler, TDOT CRO DBE Supportive Services at 1-888-345-9022 or email
dbe_supportive_services@tyler-engineers.com.

• Review minutes of meeting and
have corrections made for any
erroneous or inaccurate
statements
• Review scope before signing
subcontract
• Your project team needs to know
what was agreed upon in the
subcontract agreement
• Your supervisory personnel on
the project must be competent
and communicate well
• Always negotiate disputes
expeditiously with the intent of
achieving an equitable
agreement
• Document your phone calls,
conversations, and meetings
• Communicate project issues or
problems through in-person
interaction first – it is more
effective than starting out with
written letters
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Welcome

New DBEs
Region 1
MHJ Quality Cleaning
Services
Milton Hodges
MARYVILLE, TENNESSEE
Construction Site Cleanup Contractors and
Janitorial Services

Workforce 2000 Staffing, Inc.
Walter L. Ghosten
KNOXVILLE, TENNESSEE
Employment Placement Agencies

Region 3
CFP Group, The
Sara Snodgrass
NASHVILLE, TENNESSEE
Architectural Services, Interior Design, and
Planning

Rutledge Interiors
Mary Jenkins-Kline
NASHVILLE, TENNESSEE
Interior Design Service

www.tn.gov/tdot

EC Corporation, The

E & E Lawn Services, LLC

Orlino Baldonado

Eric Washington

KNOXVILLE, TENNESSEE
General Contractor

CLARKSVILLE, TENNESSEE
Lawn Services

Lynn Sanford
Construction, Inc.

G & J Construction Company

Mary L. Forrester

NASHVILLE, TENNESSEE
Concrete construction, flatwork, driveways,
sidewalks, retaining walls, handicap ramps

MARYVILLE, TENNESSEE
General Construction Contractor,
Hydro-seeding, Landscaping, Sodding,
Seeding and Erosion Control, Weatherization,
Tie Rebar, Concrete Construction (Flatwork,
Pour and Form), Precast Beams and
Beam Erection

Region 2
Carder and Evans
Trucking, LLC

Douglas Williams
NASHVILLE, TENNESSEE
Demolition and excavation

Sherrick Construction Inc.
Paul Sherrick

DAYTON, TENNESSEE
Trucking/hauling

Region 4

Environmental Concepts
of TN, Inc.

Cole Transports

Rita W. Lonas

JACKSON, TENNESSEE
Trucking/hauling

CLEVELAND, TENNESSEE
Hydroseeding, erosion control mat, sod,
mulching, silt fence, tree planting

J. M. Hanner Construction
Company
CHATTANOOGA, TENNESSEE
Concrete and barrier walls, building moving,
demolition, guardrail, and fence

Pec’s Construction
Timothy Pruett

Cynthia Aikins
KNOXVILLE, TENNESSEE
Industrial Safety, Supplies and Materials

Region 3

East Tennessee Geosynthetics

CD Steger Construction, Inc.

AMARC, LLC

Modern Day Wrecking

Courtney Carder

DECHERD, TENNESSEE
Asphalt Paving, Trucking and Light Concrete
Work (Concrete Curbing, Sidewalks) Silt
Fencing, Chain Link Fencing, Erosion
Control, Traffic Control, Supplier of Liquid
Asphalt and Aggregate Stone

Region 1

George & James Jones

NASHVILLE, TENNESSEE
Commercial, industrial and residential
construction

Jerry Hanner

Recently
Renewed Firms
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Willie D. Cole

L.S. Sipp Construction
Company
Lawson Sipp
MEMPHIS, TENNESSEE
Concrete curb, gutter, driveways, sidewalks,
inlets, catchbasins, manholes, and paving

Powers Hill Design, LLC
Nisha Powers
MEMPHIS, TENNESSEE
Civil Engineering Design and Consulting
Services

RJ Abstract Title and
Translation Services Agency
Ricardo & Jennifer Colon
PARIS, TENNESSEE
Real Estate Closings, Title Insurance,
Title Searches, Translations from English to
Spanish and Spanish to English

Peggy Plauger

Cliff Steger

Wendy Goldstein Design

KNOXVILLE, TENNESSEE
Sales and solicitation of geosynthetic and
erosion control materials

BRENTWOOD, TENNESSEE
General Construction

Wendy Goldstein
PARIS, TENNESSEE
Graphic Design Services
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MarkYour
Calendars!
2011 TDOT
DBE Annual
Meeting
August 30&31
Nashville, Tennessee
Additional information will be sent by email.

www.tn.gov/tdot
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Scheduled 2011 Letting Dates
April 1 • May 6 • June 17 • August 5
September 16 • October 28
November TBA (Mowing and Litter Removal) • December 9

INTERESTING QUOTE:

“

Too often, we push forward in our business growth initiatives without
realizing the cost of acquiring the wrong customers.

”

– Clate Mask, CEO at Infusionsoft

Civil Rights Office Small
Business Development
Program Team
Cammie Davenport Woodle
Executive Director

Deborah Luter
Director, Small Business
Development Program

David Neese
Small Business Development
Coordinator/Bond Guarantee
Program Manager

Elizabeth Michael
Contract Compliance Officer

Stephanie Brooks
Contract Compliance Officer

Sherri Mays
Contract Compliance Officer

Ross Webb
Contract Compliance Officer
Phone: 615-741-3681
or Toll free: 1-888-370-3647
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