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THEN LEARN FROM OTHERS WHO ARE.

T

he economy is delivering
winners and losers daily.
It is interesting why
some businesses can be
successful when times aren’t so great
while others shrink or fail. If your
business operates in the engineering
and construction industry, you recognize
that it is a crowded field. So how does a
business win?

Deborah Luter
Director, Small Business
Development Program

For growth to take place, business
owners have to continually learn and
try new things. You must differentiate
your business from your competitors.
Growth is directly related to what the
market thinks of your offerings. Growth
requires investment in new services
and people, training, better technology,
better marketing, new offices, and
acquiring other businesses.

DBE Supportive Services
Tyler Construction Engineers, P.C.
1-888-385-9022
DBE_supportive_services
@tyler-engineers.com

There are market differentiators and
niches that keep some businesses
growing and making money. The
benefits of pursuing a niche are higher

John C. Schroer
Commissioner of Transportation
Cammie Davenport Woodle
CRO Executive Director

prices, less competition, and a better
ability to withstand downturns in the
economy. How do you find these
differentiators? You observe. You talk
to your customers to find out firsthand.
And you can also attend seminars and
meetings, such as, the 2012 TDOT
DBE Annual Meeting to be held
September 5 & 6 at the Marriott Airport
Hotel and Conference Center in Nashville.
There, you can learn from other business
owners who are succeeding.
Additionally, while learning from others,
it’s your opportunity to showcase your
business to your colleagues, prime
contractors, and other state and local
agencies. Attend this valuable meeting
to learn from others what they do to
succeed. You will not regret it.
Much Success!
Victor C. Tyler, P.E.
Program Manager
Construction Business Specialist
DBE Supportive Services

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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Contractor Pre-Qualification,
Licensing and Surety Bonds:

It’s Your Competitive
Advantage.

I

n today’s competitive marketplace,
a contractor's ability to acquire
work is becoming more and more
limited if he or she has not been
listed as pre-qualified, licensed or
approved for surety credit. Construction
in the public sector where the above are
required by law is a way to protect
taxpayer dollars. In fact, prime
contractors are now frequently
requiring subcontractors to obtain bonds.

The intent of project owners to require
contractor pre-qualifications and state
licensing is to be able to do business
with quality contractors. This identifies
such contractors through a uniform
system of rating bidders to obtain
the best quality construction for the
lowest price practicable under the
stated specifications.
In the State of Tennessee, the
Department of Transportation
(TDOT) requires:
• Prime contractors and
subcontractors to complete the
department’s pre-qualification
questionnaire process before they
can bid on a contract or perform
work on a contract let by the
TDOT. The process requires the
contractor to complete an
application that collects information
about ownership, insurance,
company financial statements,
equipment ownership, contract
award, and revenue history.
• Prime contractors and
subcontractors that deal with
domestic or foreign corporations,

limited liability companies, limited
partnerships, or limited liability
partnerships to have a valid
certificate of existence/authorization
from the Secretary of State.
• Effective Aug. 3, 2012, prime
contractors must have a
Tennessee contractor’s license
before bidding or offering a price,
for projects $25,000 and up.
With the above information in hand,
the TDOT staff is tasked with verifying
the information submitted. Again, it is
a way to protect taxpayer dollars.
Regarding surety bonds, before
the surety underwrites a bond, the
contractor typically undergoes a
rigorous pre-qualification process. This
process is an independent validation
of the contractor's capabilities and is
viewed favorably by project owners
and banks as potential customers.
The surety underwriter assesses the
contractor's financial strength and
ability to meet current and future
obligations, and verifies if he has
a good reputation, has experience
meeting the requirements of the
projects to be undertaken, and has
(or can readily obtain) equipment
necessary to perform the work. The
surety also looks for contractors who
run a well-managed and profitable
enterprise, keep promises, deal fairly,
and perform obligations in a timely
manner. Having a surety bond tells the
owner that an independent third party
believes in the contractor’s ability to
perform the job.

The Benefits
In today's construction market, the value
of pre-qualification and bonding
capability is high. Not all contractors
can qualify. The ability to obtain prequalification and contractor licensing
provides contractors with a clear
competitive advantage over unqualified
competitors. And the ability to provide
bonds sends a message of credibility
and trust to the project owner; thus,
affording you increased bid opportunities.
Valuable resources for contractors:
• The Surety Information Office
(SIO) – Visit www.sio.org
• The Surety and Fidelity
Association of America (SFAA)
– Visit www.surety.org
• The National Association of
Surety Bond Producers (NASBP)
– Visit www.nasbp.org
• Local surety associations – Visit
www.sio.org/lsadirectory.html
• SBA Surety Bond Guarantee
Program – Visit
www.sba.gov/OSG
• TDOT Bond Guarantee Program
– Visit www.tdot.state.tn.us/
civil-rights/bdp/default.htm or
call DBE Supportive Services
at 1-888-385-9022
Victor C. Tyler, P.E.
Program Manager
Construction Business Specialist
DBE Supportive Services
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Employee Engagement:
Can Your Business Succeed Without It?

W

hen was the last time you
conducted an assessment
of your work environment
to determine the level of
employee engagement within your
company? Many of us tend to think
of such a concept as “employee
engagement” as a nirvana that can
never be reached…so why try?
The reality is that those highperforming companies such as
Southwest, Caterpillar, Nike, or
Apple are constantly focused on
their employees’ satisfaction levels
and on finding ways to create work
environments that enable their staff
to be highly engaged, motivated,
and productive.
So what does employee engagement
actually mean? Employee engagement
demonstrates your employees' ability,
willingness and level of commitment to
contribute to your business’s success.
So if employee engagement is an
essential element of your business
health, as a DBE owner, it is critical
that your strategic initiatives are also
designed to improve employee
attitudes and retention in your
company. Ways to accomplish this
may include: conducting employee
engagement/satisfaction surveys, focus
groups, developing an employee
reward and recognition program, such
as “employee of the month,” as well
as leadership training to encourage
managers to adopt a more
collaborative, engaged and employee
focused leadership style.
To help you visualize this concept, the
following model developed by Talent
Keepers Research illustrates the main
drivers of employee engagement.
The four drivers (in blue) of employee

engagement are essential to creating
an engaged workforce, while the
bottom elements of the model (in gold)
show the outcomes of developing and
maintaining an engaged workforce for
your business.

As a small DBE, it is so easy for us
to write off these human resource
practices as being good for larger
firms but not for smaller ones. But
that is a myth which needs to be
debunked. There are many small firms
who have successfully created highly
efficient work environments because
their owners have devoted time and
energy to investing in their people’s
assets by creating a culture that is
highly engaged, motivated, customer
service driven, employee focused, and
results-oriented. When we consider that
higher levels of employee engagement
are linked to employee commitment,
a high performing workforce, satisfied

and loyal customers, and a productive
and profitable organization, can your
business really succeed without it? The
answer is an emphatic no! But with it, a
DBE owner can then expect to realize
much success because a highly

engaged workforce
leads to a profitable
financial bottom line.
Engagement +
Profitability = LongTerm Business
Success.

Marie Y. Williams
Human Resource Specialist
& Leadership Development
DBE Supportive Services
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products. BDN also provides installation of
lighting retrofit technologies within existing
commercial and industrial buildings.
As an alternative for unplanned purchases,
BDN gives customers the ability to satisfy
last-minute requests through their GSA
contract. The company services small,
medium and large sized businesses.

Brighter Days & Nites, Inc.

With today's market, every company is
looking for ways to cut costs, and lighting
consumes a significant portion of revenues
from your bottom-line! BDN prides itself
in maximizing your energy savings and
improving light quality with the least possible
disruption to your operations.

NASHVILLE, TN
Services Include:
Brighter Days & Nites, Inc. (BDN) is a
certified 8(a) minority and women-owned
wholesale distributor managed by
President & CEO, Dorothy Sinclair.
BDN specializes in energy-efficient lighting
systems and quality parts from the industry’s
top manufacturers with strategic alliances
to supplies of IT-Data Cabling and MRO

Retrofitting Existing Building Lighting:
• Lighting System Audit
• Project Analysis & Design
• Light Level Verifications
• Project Installation
• Experienced Project Management
• Roadway Lighting
• Parking Lot Lighting
• Traffic Signal Installations

has a satellite office in Northern Kentucky
and has worked on projects in USA
ports and abroad with construction costs
totaling more than $7B.

Connico Incorporated
MOUNT JULIET, TN

Connie S. Gowder, a Fellow Certified Cost
Consultant and Associate Value Specialist,
established Connico Incorporated in 1990
as a consulting firm specializing in cost,
scheduling and project management.
Headquartered in Mount Juliet, TN, Connico

Connico has developed a solid reputation
for consistently meeting or exceeding
client expectations by completing jobs on
time, in a professional manner, and within
budget. A significant number of firms,
both in the public and private sectors,
have chosen Connico as their “expert
alternative” on multiple projects
throughout the years. Many of those
in the private sector are ranked by
Engineering News-Record as being in
the top 100 A/E firms in the nation.
Connico provides a full spectrum of
construction consulting services,
customized to meet the specific needs
of each client for any type of project.
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Licenses and Certifications Include:
• TDOT Certified DBE
• SBA 8(a)
• Women-Owned Business
• NMSDC – TN Chapter
• GSA Schedule GS07F0482U
• DOT Certified Disadvantaged
Business Enterprises
(seven states)
Some of Our Clients:
• Tennessee Department of
Transportation
• Shelby County Government
• Memphis Light Gas & Water
• Shelby Electric
BDN gives you a great way to cut
energy cost and to earn possible tax
incentives related to your upgrades! BDN
provides same day FREE local delivery
and, yes, they do accept credit cards.
For additional information, contact:
Dorothy Sinclair
901.775.1902
Fax: 901.775.1905
E-mail: dlsinclair@bdnllc.com
Website: www.bdnincorp.com

Services include:
• Cost Estimating and Management
• Scheduling
• Project and Program Management
• Construction Administration
• Resident Project Representation
• Project Observation
• Constructability Reviews
• Record Keeping
• DBE Plans
• Value Analysis
With more than 200 years of combined
professional expertise among the staff at
Connico, our goal is to add value to the
success of a project. Our expertise is known
in the transportation, aviation, health care,
educational and public sectors, among others.
For more information about how
Connico Incorporated can assist you with your
next project, please visit www.connico.com,
or call the office at 615-758-7474.
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Five Tips to Manage Stress.
Apply this same idea to your weekly errands
or times when you need to stand in line. Go
to a restaurant a little early (or late) to avoid
the busiest times. Go to the grocery store
during the week instead of on Saturday.
Doing this for 10-12 errands per week
will save an hour a week or more. Combine
that with the time you’ll save in rush hour,
and you could save as much as three hours
a week using this idea. Even if you can apply
this idea to only one or two days a week,
you’ll still be ahead of the game.

emember the old adage “time
is money”? Does it seem like
you need to accomplish more
in less time than ever before?
When it comes to time, it is quite common
for small business owners to feel
overwhelmed with everything they need to
do. Many factors are contributing to this
feeling: new technologies, increased
government regulation, a need to market
more, and less access to capital are just
a few examples.

R

Is there truly a way to find an extra hour
each day? Yes, there is, and here are five
tips you can put in place to reduce the
feelings of being overwhelmed, free up time,
and feel more in control of your business.
1. Get stuff done by prime time.
Most people drive to work between 7 and 9
and come home between 4 and 6. Save
yourself 15-30 minutes per day or more
by coming in before or after the rush.

2. Delegate clerical or personal tasks.
Make a list of all the tasks you are doing
that a minimum wage earner could do,
and hire a college student for a few hours
a week. You’ll benefit from systematizing
the tasks you delegate; these tasks will
get done more efficiently, and you will
have freed up a few hours a week once
your worker is trained.

Likewise, if you need to spend time on social
media, set a timer before you start. When the
bell rings, that’s it! Get back to work.
5. Nail your time wasters.
The only real way to determine where your
primary time drains are is to track your time
minute-by-minute for a couple of days.
When you review the log, you’ll be able to see
what’s going on and what you can do to prevent
time from slipping through your fingers.
When you can use your time wisely, you’ll
not only get more done, you’ll get the things
done that matter to you…$$$.

3. Practice Power Hour.
Carve out one hour a day to complete the most
profitable task for your business. This might be
making sales calls, meeting with a power
partner, or designing a new service or product
to offer clients. It’s best if it’s the first hour in your
day. In any case, the time should be sacred,
with no checking e-mail, no answering the
phone, and no texting or tweeting.
Your business will really accelerate when
you make Power Hour a regular practice.
4. Check e-mail and social media
less often.
Turn off automatic send and receive in your
Outlook or e-mail application. Instead, close
(yes, close!) your e-mail application for
most of the day. Check it only at 8am, noon,
and 4pm. When you can break the addictive
cycle, you will have fewer interruptions, be
able to focus, and do higher quality work.

Jay B. Mercer
QuickBooks Pro-Advisor & Tax Specialist
TDOT DBE Supportive Services
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JOIN FRIENDS AND COLLEAGUES AT THE

2012 TDOT DBE ANNUAL MEETING
BUILD YOUR BUSINESS FROM LESSONS LEARNED

SEPTEMBER 5 & 6, 2012
AT THE NASHVILLE AIRPORT MARRIOTT HOTEL
The economic climate has changed, and so has the way many companies are now doing business. To address these changes,
this year’s TDOT DBE Annual Meeting will focus on an open collaborative approach to discuss lessons learned in operating small
businesses successfully.
This two-day event will present crucial information and insight that will be a key to the success of any DBE that wants to experience
growth and sustainability in today’s market. Key events at the meeting will include an update concerning the DBE program, FHWA
programs, small business leadership development, discovering your niche, and improving your cash flow.
DBEs and prime contractors are invited to participate in the Marketplace Hall. Marketplace Hall is available to all who are interested
in displaying and marketing their business or organization to annual meeting attendees.

ANNUAL PROGRAM HIGHLIGHTS
•
•
•
•

Leadership Transition
Discovering Your Niche
Improving Your Cash Flow
Subcontractor Bonding
Updates

• Banking: Strategies for
Growth
• Matchmaker Session
• TDOT Commissioner’s
Breakfast Meeting

• FHWA Update
• DBE Program Update
• Procurement Marketplace
• Networking Reception

• TDOT DBE Program Update
WHO SHOULD ATTEND: DBE small businesses, prime contractors, vendors, procurement officers, small business advocates.
Be sure to bring your brochures, business cards, and capability statements.

REGISTER BY AUGUST 31, 2012
FOR MORE INFORMATION: http://www.tyler-engineers.com/Pages/2012DBEAnnualMeeting.aspx
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Welcome

Region 2

New DBEs

Civil Engineering Services

Region 1
G2 Engineering &
Management, Inc.
Michael Twine

Lauren Shibakov

Landscaping Services, Site Preparation, Sod
Delivery and Installation

Telforce Group, LLP
Rondal A. Deese

Region 3
Crowder’s Trucking, LLC

Temporary Manpower Staffing for Construction,
Trades Unlimited, Technology Solutions, and
Communications Industry

Richard Crowder
Flatbed Transport Services, Local and
Long-Distance Trucking

EvCo, LLC

Siler Excavating, LLC

Fabricate and Erect Structural and
Miscellaneous Steel, Provide and Erect
Pre-Engineered Buildings

Highway, Street, and Bridge Construction, Poured
Concrete Foundation and Structure Contractors,
Site Preparation Contractors, General Freight
Trucking (Local), Landscaping Services

Sod Works
Victor M. Garcia

Lauren Engineering Services

Construction (Site Excavation, Prep Work, Utilities
and Management), Facilities Management,
Technical Staffing

Tammy Siler
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Kristina Everingham

Fox, Kolb & Associates, PLLC
Jan Kolb
Full-Service Accounting Firm

Region 4
Burdine Transportation
Prentis Burdine
Poured Concrete Foundation and Structures
Contractor, Highway and Street Construction,
Earthwork and Trucking

Rucker Realty, LLC
LaQuita Rucker
Full-Service Real Estate Firm, Buy and
Sell Real Estate

Recently Renewed Firms
Region 1

Thomason Company, Inc.

Modern Day Wrecking

Judy Thomason

Douglas Williams

Clearing, Grubbing, Tree, Bush and Brush Removal

Demolition and Excavation

Region 3

Region 4

Cherokee Porcelain Enamel
Corporation

BridgeSpan, Inc.

Airfield, ETC., Inc.

Vicki C. Helms

Lindsay Maxwell & Whitney Hood

Stephanie Poole

Supplier of Precast and Concrete Products,
Pre-Stressed Concrete, Reinforcement Steel,
Rebar, Wire, Stay and Place Metal Decking,
Metal, Plastic and PVC Pipes

Highway, Street and Bridge Construction, Traffic
Control, Concrete Work, Electrical Contractor

ALH Construction Company
Annetta L. Hall
Concrete Flatwork, Structures, and Underground
General Construction, General Freight Hauling (Local)

Manufacturing of Porcelain Enamel Over Steel,
Porcelain Signage

ES&H, Inc.
William Garibay
Construction, Demolition, Asbestos, Lead Based
Paint, Environmental Safety, Industrial Hygiene,
and Regulatory Training

MCH Corporation
Michael P. Hamilton
Information Technology Products and Services
and Custom Computer Programming Services

Region 2
American Custom Manufacturing
Lee Otis Burton
Manufacturing and Supplier of Steel Pressure
Vessels and Handrails

Shrop Construction Company
James Shropshire
General Contracting (Residential,
Commercial/Public), Building, Moving and Demolition

Damron Trucking, Inc.
Lee Damron

G & M Associates

Trucking/Hauling, Rock, Gravel, and Asphalt

Greg Rice
Masonry/Structure Contractor and Concrete
Foundations, Steel Rebar Reinforcement, Steel Bar
Reinforcement End Walls, Shoulders and Ditches,
Furnishing and Spreading Topsoil, Construction
Stakes Lines and Grades, Clearing and Grubbing,
Temporary Silt Fence, Concrete Sidewalks,
Concrete Driveway, Concrete Handicap Ramp,
Epoxy-Coated Reinforced Steel, Erosion Control
Blanket, Placement of Concrete I-Beams,
Trucking-local, Paving

Jerry B.Young Construction, Inc.
Jerry B.Young, Jr.
Water and Sewer Line; Highway, Street and Bridge;
Poured Concrete Foundation and Structure
Construction; Site Preparation Contractor;
Demolition; Hauling

Payne Steel Erectors
Geoffrey Payne
Concrete Flatwork, Painting, Trucking/Hauling
and Steel Work

WMC Contracting Co., Inc.
Dennis Garcia
Concrete (Driveways, Sidewalks, Curb, Gutter,
Catch Basins, Inlets, Median Barrier Walls and
Parapet), Erosion Control, Fencing, General
Freight Trucking (Local), Rip Rap, Aggregate,
Base Stone, Liquid Asphalt
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TDOT DBE Supportive Services
BUSINESS DEVELOPMENT AND TRAINING
TECHNICAL ASSISTANCE

Scheduled 2012
Letting Dates
• Aug 3
• Sept 14

BUSINESS ASSISTANCE

ONE-ON-ONE TRAINING

• Business Planning

• Strategic Marketing

• Financial Analysis

• Accounting Software

• Leadership Development

• Construction
Accounting

• Oct 26
• Dec 7

• Business Coaching

• Project Management
• Contracts &
Specifications
• Construction Plan
Reading
• Project Controls

• Bidding & Estimating

INTERESTING QUOTE:

“

The No. 1 predictor of success is learning agility. In other words,
knowing what to do when you don’t know what to do.

”

--Gary Burnison, CEO of KOM / Ferry International, as quoted by USA Today

Civil Rights Office
Small Business Development
Program Team

DBE Supportive Services Team

Cammie Davenport Woodle
Executive Director

Deborah Luter
Director, Small Business
Development Program

810 Dominican Drive, 3rd Floor
Nashville, TN 37228

David Neese

Phone: 615-469-5398
Toll free: 1-888-385-9022

Small Business Development Coordinator/
Bond Guarantee
Program Manager

DBE_supportive_services@tyler-engineers.com

Elizabeth Michael
Contract Compliance Officer

Victor C. Tyler, P.E.
Program Manager – Construction Business Specialist

Stephanie Brooks
Contract Compliance Officer

Curtis Webb

Sandra T. Webb
Accounting Software Trainer

Sherri Mays

Strategic Marketing
& Business Development

Contract Compliance Officer

Ross Webb

Ericka L. Hayes, CPA
Jay B. Mercer

Accounting – Business Organization
& Information Technology
QuickBooks Pro-Advisor & Tax Specialist

Contract Compliance Officer

Marshall Tabb

Marie Y. Williams

Phone: 615-741-3681 or Toll free: 1-888-370-3647

Financial Management
& Leadership Coaching

Human Resource Specialist
& Leadership Development

