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>> Good afternoon, everyone and welcome to the Accessibility and Disability Policy Webinar series.
My name is Randi Turner.  I'm the accessibility and disability rights coordinator with the Governor's Committee on People with Disabilities.
Today's focus is traveling towards a level playing field, tips for pursuing disadvantaged business enterprise certification.  And in a moment I will turn the session over to Kelly Spillane from the Governor's economic development division.
Some quick housekeeping before we get started, participant microphones will be off during the session.
Please take note of the webinar tool bar that you will see a Q&A icon.  This is where you will submit questions and Kelly will be monitoring those questions during the session.
We do have several panelists today, so some may be answering questions during the session and then there will be some questions I'm certain that will be held off until the end of the session.
The webinar will be recorded and posted to the Governor's Committee on People with Disabilities YouTube channel.  Training materials and the realtime captioning transcript will also be made available to participants after the session. 
So in a moment you're going to hear me repeat a little bit of this introduction and because I'm going to start recording. 
>> Good afternoon and welcome to the Accessibility and Disability Policy Webinar series.
My name is Randi Turner and I'm the accessibility and disability rights coordinator with the Governor's Committee on People with Disabilities.
Today's focus is traveling towards a level playing field:  Tips for pursuing disadvantaged business enterprise certification.
I'm going to turn it over to Kelly Spillane with the Governor's economic development division.  Thank you, Kelly. 
>> Great and thank you, Randi and thank you, everybody for joining us in our audience.  And then also our panelists.  And so as Randi said, I am the small business advocate at the office of Governor Greg Abbott.  In our office we take a particular interest in disadvantaged businesses and it's part of our remit to help disadvantaged businesses to get ahead.
I'm honored and delighted to be here today to facilitate this event.
We have an expert panel, we're delighted to have them.  We have two very large public procurement agencies.  They are transportation companies.  We have VIA, VIA Metropolitan Transportation from San Antonio and also with Ingenuity consulting and contracting, Alyssa Martinez.  And so we have a lot of people to give information to our audience who are hopefully are disadvantaged businesses who want to learn more and how to compete for public procurement transportation‑related contracts in this case.
So thank you to everybody.  I'm going to move along and more formally introduce you to our three panelists like I just said their names.
>> Suppose.  But you can see them there on the screen.  We're going to start out with Alyssa Martinez, she's the president of ingenuity consulting and contracting.
Alyssa also was a certification person in one of those agencies previously and now has her own business training small businesses to do this successfully for themselves.
The second person we're going to talk to is Michael Bryant, the director of the civil rights division at the Texas Department of Transportation. 
And then we'll talk to Maurice Bridges, he's the director of business and supplier diversity in VIA metropolitan transit.
So thank you to our three panelists.  And we are going to move along now and I'm going to kick off by talking to Alyssa.
And we have a couple of questions for Alyssa.  I'm going to ask her the questions and she's going to answer them.  But we're going to have plenty of other opportunities today to talk to Alyssa and directly ask her questions which you the audience can ask.
As Randi said, you can click on that chat and type in your questions and hopefully I'll be able to get to them all in the second half of this webinar.
So thank you for joining us, Alyssa.  You're very welcome.
>> Thank you, Kelly, for having me.  I was going to mention my name is my name is Alyssa Martinez.  I am the president of ingenuity consulting and contracting.  We are a certified small business that provides technical support to agencies for contractors and small businesses.
I'll be discussing the different types of certifications in Texas, where you need to get certified for local, state and Federal certifications.
Some of the certifications in the local area are small business enterprise, minority business enterprise, there's women, veteran, business enterprise and different ethnicity certifications such as African‑American, Asian, disabled, Native American and Hispanic and also emerging small business.
So those are in the local aspect, quote unquote, the SMWBE certifications.
They also have the Federal program here in the State of Texas, which is the disadvantaged business enterprise and the airport concessionaire disadvantage business enterprise.
We also have the state certification, which is the historically underutilized business, also known as the HUB, so depending on the local certification and which ones you apply to be considered for any of these certifications, a firm must be independent and for‑profit owned by the majority and be U.S. citizens or legal permanent residents.
In regards to the DBE, the business must be a for‑profit small business where the 50% majority ownership is socially and economically disadvantaged and who also control daily matters of daily operation of the firm.
>> That's great information.  That looks like a lot of potential certifications.
So with your experience, and I know you have lots of experience here, what certification do you recommend a firm apply for first? 
>> So based on the business plan of the firm, it really depends on the opportunities and the contracts the firm is going after, but the ‑‑ each agency has a different process regarding separate applications, but you ‑‑ if you want to start a local area, you can, but also the DBE is ‑‑ depending on the agency again and what opportunities you're going after, definitely can apply for both or all three.
But also the state certification is reciprocated amongst some of the local certification agencies in which you can potentially have to do nothing besides meet the requirement and they will automatically stream that for you so you can obtain the HUB certification without having to do another application. 
So it really just depends on the business plan overall and what the firm is targeting.
>> Okay.  That's great advice.  So also seeing that there are so many certifications, would you recommend a firm considering applying for?
>> As many as a firm can.  51% majority ownership whether that's one or two or three, four individuals, however many they exist... [Audio drop] 
The majority of 51% ownership can qualify for as a whole.
>> Excellent.  So with that in mind then, to maintain those certifications, how often do they need to be renewed? 
>> So each certification agency has a different time frame regarding the local, Federal ‑‑ the local, I should say, because the local certifications, some agencies require a two‑year renewal, some require a three‑year renewal.
Regarding or specifically for the DBE and ACDBE certifications that certification needs to be updated annually through an affidavit, and that one regardless of the agency, that's going to be consistent across the board throughout the State of Texas.
>> Okay.
>> So here are the jurisdictions of the agencies where you can apply for, so this is the jurisdictions for the Texas certified ‑‑ Texas certified [indiscernible] program.  There is the City of Austin, city of Houston, Corpus, the north central is in Dallas, also the south central located here in San Antonio, and also TXDOT.
So depending on where the firm is headquartered in, that's where you'll need to submit your application, to that agency. 
>> Okay, that's great advice.  I'm going to leave this slide ‑‑ let this slide stay for the moment and I'll also mention I see audience members raising their hand.  If you could put your question in the chat and we'll be able to address that through the chat mechanism, okay?
So thank you.
And so thank you, Alyssa.  I think we're going to come back to you at the end of this panel discussion.  So I'll see you shortly.
I'm going to move along now and I'm going to invite Michael Bryant to come forward and we're going to ask Michael a couple of questions.
Michael, like I said, is the director in the civil rights division of TXDOT.  Michael has lots of experience in dealing with disadvantaged businesses, getting certified and hopefully becoming successful in winning contracts or subcontracts.
So Michael, you're very welcome.
>> Good afternoon and thank you for having me here today.
The Texas Department of Transportation is primarily known for the state highway system, building roads, maintaining those roads.  We are also involved with all of the general aviation airports across the state.  We also work with transit agencies across the state.
So we do a little bit of everything.
As Alyssa mentioned, we are primarily focused on the disadvantaged enterprise program as it relates to Federal funding.  So [Garbled audio]. 
The HUB program or historically underutilized program is a state program that's administered by the comptroller's office.  But as Alyssa mentioned, TXDOT when we certify, because of an agreement with the comptroller, we're able to get you certified as a DBE as well as a HUB should your business qualify.
We do work as the map shows on the screen, we go from Brownsville to Amarillo, El Paso to Texarkana, but even in those areas where other certifying partners are the primary certifiers, if purr solely looking to do work on TXDOT projects you can certify with that certifying agency that TXDOT take over your certification.  And we will work with those certifying partners to help speed up the process.
And usually that occurs when a business is in the process of ‑‑ or seeking to get certified and has the potential of some opportunities for which that certification will be critical to getting that contract.
At TXDOT we believe in the principle that big opportunity starts small.  Small businesses of all types are important to us.
We are happy this year that our spending with HUBs, with the state program, approached $970 million for the fiscal year.
And with our Federal program, the DBE program, we exceeded our statewide goal of 14.4% and hit a goal of 18.1%, and we saw spending over one billion dollars with DBEs during the fiscal year.
The opportunities that we have, I think there will be a link shared later.  We have a BOSS guide, that identifies various opportunities within our department for which you can seek opportunities.  And in some instances, such as with construction and maintenance, if you want to be a prime contractor, there's a separate process that applies to all businesses big or small for prequalification in order to bid as a prime contractor.
And there are some two different levels for that, as well as with professional services firms, primarily design, engineering, surveying and some others.
There's an strafings qualification for those contracts as well, and that's working with our procurement engineering and professional services division.
Again, the opportunities are vast.  Most of our money comes from the Federal highway administration, but our aviation division receives funds from the Federal aviation administration.
Our public transportation division receives funds from the Federal transit administration.  And with those programs we administer the DBE program and in the case of larger airports, most of the commercial airports that most of us fly in and out of or hopefully we'll get to fly in and out of soon more regularly, when you see vendors in the airports, you see rental car companies and other services provided at the airport, there is one additional certification the airport concessionaire disadvantaged business enterprise certification.
That one is unique for us and can get off a little bit from the larger discussion, but certainly happy to talk about any of these things as we move forward with this discussion today.
>> Excellent, thank you so much, Michael and congratulations to TXDOT for those successful metrics having been met.  That's really great to hear.
And obviously I know you will want to be building on that power and strength for next year and moving forward.  Ideally wanting more and more small businesses to come forward to compete.
So just you mentioned a lot of really good information there.  I want to clarify one or two things.  First of all, I'm certain of the answer of this, but let's just ask the question anyway:  Do I have to be certified to work with TXDOT? 
>> No, and that's unfortunately a misconception that people believe that the only way they can get work is if they have a DBE or HUB certification.
Those are meant as tools.  They are legislative in nature, both on the Federal and state levels, to help address past discrimination and eliminating barriers in opportunities for small minority owned businesses and women owned businesses as well.
But there is no need to be certified.  If you're good at what you do, which even if you have a certification we want you to be as good as you can be and what you do.
If you have those skills then the opportunities are there for you with or without the certification.
>> Okay.  That's a really important piece of information.  Thank you for that.
And again, I know that I'm just really reiterating by asking this question because you've covered it, but does it really matter which certification I have?  I think it's a good question to ask. 
>> Some of it depends on your field really, and so for TXDOT if you told me that you were a construction firm and you were looking to work with TXDOT, I would tell you to get the DBE legislation, however owe the HUB program is not directly to comply with TXDOT in the transportation code.
So I have told people you don't need the HUB certification if you do hard‑core construction, but depending on where you are and other things that you may do ‑‑ and again because in your situation we are automatically get you certified if we certify you as a DBE with our program, I would absolutely tell you to get both and it helps us to track the numbers so we can advocate for the program and identify the successes, not just at TXDOT, but all state agencies to show what the benefits are of these programs and how it helps the question of Texas, not just individual businesses, but it really trickles down into local communities as well as to the employees of all these companies. 
>> Okay, that's fantastic.  I know, Michael, you have provided us with some links and I'm going to publish them in the chat when we get to the second half of this.  And you mentioned the BOSS guide, and I will be publishing that shortly if anybody wants to cut and paste from the chat.
We'll get to that once I stop sharing my slides and we do the live Q&A.
So moving along I would like to welcome Maurice Bridges.  Thank you for joining us, Maurice. 
>> Thank you. 
>> Maurice is the director at VIA metropolitan transit and I have a few questions for you, Maurice, although would you like to take a few moments to say a few words?
>> We can go right into the slides.  I think I have a couple of slides.
One of the things that is uniquely different about this particular approach, so Mr. Bryant mentioned the Federal DBE goals.  So on the left side would be our Federal program, on the right side.
So as it relates to we establish contract‑specific goals on each project.  So Michael talked a lot about the Federal program.  These are dollars coming from the state transportation agencies USDOT assisted.
The thing about our program that is very unique is we'll find those on every project.  So for example, on the DBE side, Michael covered that.  Let's talk about what's different about the SBE.
The SBE plan is really a race conscious goal.  So that means ‑‑ it's not race conscious.  It's an SBE goal that is race neutral so that it doesn't matter where you are, it's based on a size standard.
So for example, all of us could go into business today and we could have an SBE certification.  It's based on the size of your business as opposed to race or gender.
So when you look at the map, our service area SBE as opposed to a local program.  So that's a point of difference.  So when you look at the certification and the funding and ‑‑ and when you look at it and you ask what type of certification you apply for or if it's Federal funds, it has to come out of the DBE portion of the budget.
So we have two different programs just for clarification. 
So if that's a point of difference.
When Alyssa talked about all the various local certifications, this is very unique for our SBE plan.  So just keep in a in mind. 
I'll start at the very top.  We do a lot of outreach, primarily in Bexar County, but because the SBE program is a race neutral program, basically we're looking all over the State of Texas for opportunities.  So the very first thing we would want you to do is to register on the VIA web portal because one of the things that that does is every opportunity that comes up, that goes out for solicitation, you will actually get a innovation in your inbox. 
So you can opt out of it, but that's the first thing we'd like for you to do and I think we have that information to share with you as well.
The second thing we do is we're finding a lot of businesses out there, they're at various stages, so we actually, once we get you registered on our web portal, then we spend about an hour with the firm to determine what their readiness and what that consists of is we want to talk about how long you've been in business.
We want to know a little bit about who you are, what you've done, so some of the questions we may ask is, you know, how long have you been in business.  What is your scope of ‑‑ what are your areas of expertise?  We want to know that because really the whole time we're trying to match you with opportunities.
So once we go through that assessment and we end up doing a SWAT analysis, strength, weaknesses, opportunities, then we talk about what type of training we can provide to help you increase your chances of winning an award.
So once we go through the assessment, what that allows us to do is ‑‑ I'll just use it ‑‑ it will even put you in a level one.  That could be a sole proprietor or a company that just started, maybe been in business for less than 12 months.  That's level one.
Next is level 2.  Maybe been in business for more than a year, I've completed some small contracts, perhaps served as a subcontractor.
So we're recording all that.
The level 3 would be the firms that may have been in business for awhile.  They have working capital, they have bonding insurance and all the necessary things.
So they would be ‑‑ and perhaps they served as prime contractors in some instances.
So what we're actually doing is really being very objective so that we're not using subjectivity to determine whether you can compete.
We decided to go a step further because once ‑‑ what we're finding in our assessments that a lot of the firms are in business, but they still need technical assistance.
There's one or two myths out there where they think well, I've gone through all this, why should I do all this?
So we want to be able to guide them and we provide technical assistance in helping them determine, you know, what their shortcomings are and that allows us to work with some of the service providers throughout the area to provide that type of support. 
For an example, there may be ‑‑ some of the types of technical assistance that we provide would be assistance with bidding and estimating.  A lot of the small firms, especially the very small firms, they have the technical expertise, but lacking the back office support.
So they might need help with accounting, bookkeeping, marketing.  So all those various areas that we provide help in.
What we've added to the mix here most recently is all of those certifications that Ms. Martinez talked about, we're providing assistance with completing the application.
So we can't certify you.  There are six certifying agencies in the State of Texas, but what we can assist them with is putting the paperwork together, making sure that everything is in good order so that we're trying to increase their chances of winning a contract.
Now, what we're really doing is sort of getting you ready for the party.  So now if I go to slide 5, all the upcoming bid opportunities as we test your readiness and we have a record of what those strengths, weaknesses, opportunities and threats are, as the bid opportunities come up then we can better able to steer you to the right contract opportunity.
And when I say the right contract opportunity, if we've done an assessment and the largest contract that you've ‑‑ [Audio drop].
So we want to help firms grow at a modest ‑‑ we're trying to set them up for success.  So as we identify those bid opportunities, then we're coming back and we know exactly what their capabilities are.  We have a database in the ‑‑ just within the south Central Texas certifying agency.  We have about 3200.  Right over 3,000 firms.
So those are the individuals that are on the bid platform.  We have about 325 or 30 firms we're working with on a regular basis and these are the firms getting all of our upcoming contracts, opportunities, what have you.
And now we've gotten you together and now what we want to do is we're looking for opportunities that are in your ‑‑ I would say in your ‑‑ that builds capacity.  So we're looking at all the informal contracts that we may have where perhaps we have to bid it out to three informally.  Not a solicitation.
We're also looking for prime contracts that we can tie you in with and do some match making.
So that sort of gives you some idea of what we're trying to do with the firms to get them ready, and we believe that with the training, management, development and the technical assistance that we're providing, they're in a better position to become prime contractors.
And then a much better position to enter into a subcontract opportunity with a prime contractor.
When we talk about capacity building, we're doing it from the grassroots level.  So by the time they get up to TXDOT or at one of the airport authorities, then we feel like they have a much better chance of succeeding.
And so that's sort of ‑‑ that's our little made up contract opportunity to take you from beginning to end to actually being awarded a contract.
And just to reemphasize something that Mr. Bryant said, you don't have to be ‑‑ you don't have to be certified.  You're free to bid on all the solicitations that VIA puts out.
And the best way to do that would be to sign up for our ‑‑ on our web portal so that you can be notified of everything that comes up. 
>> Excellent.  Sorry, didn't mean to talk across you there.
>> No, you're good. 
>> Excellent.  I just wanted to say how comprehensive that slide is and all the different steps that you're prepared to work with businesses on.
I think it's excellent and I think it's really important that any businesses that are interested reach out and connect and try to take advantage of the support that you offer.
I have a couple of small questions before we move along if you don't mind.
So the first of the small questions would be if a company is successful and say they become a subcontractor, how long does it take them to receive a payment from a prime contractor? 
>> VIA has a prompt payment policy of 10 days.  So once we ‑‑ the check actually is written to the prime contractor, then the clock starts.  And from a contract compliance standpoint, that is falls in our area of responsibility, we're ensuring that those subcontractors are paid within that 10‑day period.
It doesn't happen all the time, but the purpose of that is to ensure that those smaller contractors actually need the cash flow.
So we have a very strong contract compliance team, and occasionally we ‑‑ and we have a system in place that allows us to notify the program.  We get notified and then that subcontractor can go in and record that payment.
And occasionally what we tend to do is we may have to give some of the prime contractors a friendly reminder, but that's the whole point of that.
So‑‑ actually, it's a 10‑day payment that we have.
>> Okay.  And like you said, that's really important for the cash flow of small businesses.  So that's great to hear.
And then one final question, for companies that are thinking about getting into public procurement and competing for contracts, they may hear the term NAICS codes and may wonder what that is.  Maybe you might share with us what that is.
>> In short it's a five or six digit code that is set up to identify the type of work that you do.
And once ‑‑ when you fill the application out ‑‑ you can have as many NAICS codes ‑‑ I think we ask for five or six.  Sometimes, facially, we may run into ‑‑ sometimes, occasionally, we may run into contractors who say they can do all things, so we look at the question of look at your tax returns for the last two or three years, tell us where did you make your money, and focus on those NAICS codes.
The example that I use that my ‑‑ I love, my staff hates it, so the NAICS code would be equivalent to if you had a fire at your house and the fire truck was coming and you don't have your address visible, so if your NAICS code is 12345 for painting and we have a contract and we're sending it out trying to identify you, I would not get a hit if you don't have actually your NAICS code.
And that's one of the things that we do with the ‑‑ as we do our assessments, we're making sure that those NAICS codes are directly tied to what the true capability is.
And often times it may get overlooked or perhaps maybe they've been in business for five years and five years ago they were just a painter and now they add construction or concrete work or what have you.
So that gives us an opportunity to sort of double‑check that before the actual bid comes out. 
>> Okay.  In a way it's sort of like giving the businesses an opportunity to code the strengths that they have so that they can then be matched to potential contractors.
>> Well, yes, yes.  That's really the ‑‑ that's a very important point because the connection would be ‑‑ and we have instances where ‑‑ I'll give you an example.
I won't call his name, but I tease him all the time.  He's a general contractor.  We've had a lot of concrete work.  So I met him a couple of years ago and he's like, well, I see y'all are doing all the ‑‑ VIA is doing all the bus stop improvements.
Why am I not being notified for the concrete or the passenger amenities?
So I said come to my office and we'll sit down and see if we can figure it out.
So in that assessment that we conducted, we found that he is a general contractor, but concrete is a different NAICS code.  So he made the assumption that because I'm a general contractor that would cover everything.  So ‑‑ and that's how we clear it up sometimes is because once we identify the NAICS code and aligned it with what his true capabilities are, it was probably six months later he was awarded a prime contract to renovate a project we had.
So it was just a matter of having that discussion and providing that feedback to him.
>> Okay.  That's a great example.  It shows how interactive VIA is with potential partners and the importance of getting those codes right so that you can compete and win more contracts that are relevant to your business.
Thank you for that.
I'm going to move on and come back to Alyssa in case you've heard some things you want to elaborate on or add something to before we go to the live Q&A.  Alyssa, anything you would like to share?
>> Yes.  Key things about the certification process, since I went through the process myself, a small, woman owned minority business, we understand it can be overwhelming, tedious, but identifying who you would like to do business with and what are they requiring you to have as a firm regarding the certifications is really a good start and has a good sense of direction of what you would need initially.
And kind of go from there.
>> Listen, I have the live questions open now.  And we are going to work our way through them.
I see we have a good number of questions.
I'm going to kick off and ask this quizzer question out loud and as I'm reading it I'll figure out who I will field it too.
If anyone wants to come in, feel free.
The question is where do I apply for veterans business enterprise, please, an AABE?  And so why don't we ask Alyssa since she's here?
>> Yes.  So at this moment regarding the six certifying agencies, the south Central Texas regional certification agency are the only one right now that has the African‑American business enterprise certification.  And also the veteran business certification.  So that would be a good agency for you to apply for.
>> Okay.  Great.  And the next question ‑‑
>> Can I add one thing real quick?  The other thing is with the state's HUB program, the only sort of veteran is qualified for service disabled veterans and I believe it's a 20% disability that has to be verified by a doctor.  But that's the closest thing for a veteran with the state or Federal program.
And there's nothing currently, and only because I saw this question earlier, there's nothing currently that is directed just for people with disabilities at this point, but I have seen some legislation that is being proposed as we head into session that may change that. 
>> Okay, great.  Thank you, Michael.
So this next question ‑‑
>> Excuse me, before you go?  Can we go back to the one with all the different certifications.  I think it's Alyssa's slide?
>> That slide, sure.  When I share my screen then I can no longer see ‑‑
>> Don't worry, but let me just say this.  There was a slide where all of the local AVBE, HABE, WBE ‑‑ you don't have to go to the slide.
So one of the benefits of having a race neutral program ‑‑ so I could literally take everything that Alyssa has on that particular slide and they would fit under ‑‑ all those categories would fit under the ‑‑ VIA's SBE program. 
Okay.  All right.  So everything over on the left side, because it's race neutral, every category on that slide would be considered or eligible to get a small business enterprise certification.
So that's just a point of difference.  So SBE, that's the advantage of having a race neutral program.  So I just want to make that point.
>> Okay.  I'm going to leave that up.  I figured out how to share and look at the chat at the same time.
>> You are very good.  I watched about 10 of your videos over the weekend, everything you've done since May of this year.
>> Thank you, sir.  Thank you very much.
>> And make sure you check the Q&A, not just the chat. 
>> You're right.  I'm looking at the Q&A, you're right.
Sorry, that's what I'm focused on.  If anyone wants to ask a question, put it in the Q&A, not the chat.
So thank you for those answers.
I'm going to leave that slide up because there is so much great information on it, and I'm going to actually ask a question that I will field to Maurice.
How do we apply for technical assistance, which is one of the important things we're talking about today, technical since tense, how would you recommend?
>> That's the way you would apply.  What we're doing is we look at technical assistance on a case‑by‑case basis.  We really have ‑‑ I've reached out to Michael Bryant.  There's a big need for technical assistance, so one of the things that we found ‑‑ we look at it on a case‑by‑case basis because we don't have a huge budget.  But we wanted to get a real sense of what the needs are.
And for example, once we sit down with the firm, you know, we start with ‑‑ forget about how good you are.  Tell me what you need help in.
So after we get past the this is who I am, this is what I do, so the technical assistance would be what we're finding is there's a huge gap not just at VIA, but across the universe for technical assistance because a lot of the firms, they have misconceptions.  If I get certified it will automatically guarantee a contract.
That's not the case.
We also have technical skills, but they don't have the business savvy to say, okay, it's 100‑page contract, okay, because we're dealing with Federal money in some cases.
So we need someone to help them with that.
They don't have their ‑‑ when they do bidding and estimating, we try to ‑‑ we try to do a lessons learned and look‑back on why didn't you get the contract.
So for example, if you are the lowest responsible bidder and your bid was 100,000 and the second company was at 150, in essence you left $49,000 on the table.
So we have to teach them that.
And the third thing is when we look at even just in with COVID and the application ‑‑ that we saw where people needed the PPE loans, a lot of them just didn't have the infrastructure.  They may be writing checks out of their personal business account.  So they might have ‑‑ they don't have the necessary infrastructure in place.  So what we're trying to do is to help those ‑‑ and we probably provided technical assistance to 20 or 30 firms, and there's a greater need out there.
And it has to do with it has to identify some additional funding sources.  And that ‑‑ the other thing that we've gone into is, okay, you're in business, so you don't have your tax returns, so when it comes for bonding, insurance, things of that nature, they have to have tax returns done by a CPA as opposed to my daughter just graduated from UTSA and she's doing my books.  Or my son.
So those are the types of things that we are actually looking at and what we try to do is to ‑‑ you may have taken ‑‑ you may get a contract.  We try to teach our firms to look at the same standards that you will have to bid at the prime level, and if we can go in and fill in all those things.
So the other thing that we do at our office is five of us ‑‑ we reach out to every service provider in the city and the county to determine, okay, what do you have?
Well, if I have somebody that needs bidding and estimating, then we send them over ‑‑ it might be the Maestro center, it may be the PTAC or whatever is the sponsor.  But there's no one place to go to get what exactly they need.
So we tend to take a customized approach.
>> That's really important to address the needs of those particular businesses because there seems to be solutions for everybody.  It's just a question of finding out where the solution is.  And so thank you for that.
Now I'm going to ask Michael Bryant this next question and it's going to be a composite sort of a question.
So Michael, there's a few questions asking about the definition of a disadvantaged business.  And then one of the questions is probably asking how does a disabled business owner fit into this?
So if you could speak to the definition of a disadvantaged business and maybe talk to ‑‑ speak to how disability is wrapped into that. 
>> Okay.  The basics of the definition of what is a disadvantaged business enterprise and typically this definition will also apply to the historically underutilized business program as well.  First of all it has to be a for‑profit.  If you are a non‑profit, these certifications will not be applicable to you.
But if you're a for‑profit small business with ownership and control of at least 51% of the business is by a person who is considered socially and economically disadvantaged.
And again, has some control or has control and management and is involved in the daily business operations, you can get certified.
There are income personal net worth implications with the DBE program.  It's about 3.12 million.  There's a three‑year evaluation or average of your gross receipts, which can exceed just under $24 million on average over the three years.
There are some differences, depending on those NAICS codes, the North American Classification System that Maurice talked about earlier where different codes may have slightly higher or lower gross receipt numbers.
And so for persons with disabilities, the area where this really is applicable is explaining sort of social and economic disadvantage if your disability has impacted you in that way.
There is I think a misconception about the program as well that it doesn't ‑‑ it isn't possible for anybody to be in the program.
So because of that social economic distinction and requirement, you know, people have to address that in their application in order to get certified.
There are groups, African‑Americans, Hispanic, Native American, Asian‑American and subcontinent, are proven to be socially and economically disadvantaged so that's created to address historical discrimination and eliminate those barriers.
That's not to say that the barriers haven't existed in other areas, they just come with the presumption.  But anybody can apply for the certifications with an opportunity to be certified.
>> Great.  That's great information.  Thank you for that.
>> It's just another important point why ‑‑ so as you look at the ‑‑ and we're speaking of SBE.  Anyone with or without 1.3 million, with or without a disabled, with or without any of the above qualifies to be a certified small business enterprise.
So that's a key point there so what we've actually done is if you go back to the absolute grassroots level, all of those ones that are on the local slide ‑‑ so what we're trying to do is say, okay, if you were in any city throughout Texas, go to your local city council or municipality, figure out what programs are available.
Apply for them, but also at least apply for the SBE because that will get you across the State of Texas.
If you are an SBE, small business enterprise for the new people listening, if you are a certified small business enterprise, then talk to us and let's go through the model to see if you are eligible to be the DBE.
And just to give you a little bit of feedback, someone called just recently and said, Maurice, should I ‑‑ I want to go into business.  Should I get a DBE or WBE or MBE?
I said what do you want to go after?  He said I want to go after Federal contracts.
I said okay, you need a DBE for the Federal contracts., all the stuff that Michael talked about.
Then as we were having the discussion, so I'm really getting excited because I'm getting ready to send him a link to get the application and get someone to help him and he said, well, what are the requirements?
So when we said that $1.32 million he's like, okay, forget that because I don't qualify.
So that's one of the things that we would give him that advice on front.
So what we ended up with is this person has a very high net worth.  He and his wife are going in business together.  They live in the San Antonio area so what we walked away with was in my opinion you should go to the city or the county and apply for WBE and SBE.
So that's what ‑‑ sometimes we go from bottom up and then for those high net worth individuals, that's why ‑‑ that's why the assessment is very important because quite frankly, you really wouldn't want to go through that entire application process to get to the very end.
Oh, my net worth is too high.
So that's an advantage of that.
>> Great, thank you, Maurice.
I'm just going to take a moment to say that people are asking questions about getting a copy of the recording and a copy of the slide deck.  And yes, everybody will have access to the recording.  It will be posted on YouTube and you will be emailed a link.
And also the slide deck will be shared or a link to where the slide deck is hosted so that you can see everything.
And the slide deck when it's pulled up will include additional resource links that have been discussed during this event.
Don't worry, everybody, you will have access to it.
I'm going to ask a question now and it is seeking clarification and it's looking to find out if you go to ‑‑ it's interestingly worded.  It's can you go to any one of the several certification agencies and apply for one or two certifications and does that mean that you don't have to go to, say, a local agency and apply for additional local ones?  So I think it's possibly seeking to find out are there some certifications that cover other local certifications to save you applying for multiple?  And I'm going to ask Alyssa that.
>> Yes.  So my understanding of the question is if you can reciprocate your certifications throughout the agencies.
So my understanding is the one that reciprocates with others regarding local certifications is if you are certified with any other agency besides the SCTRCA, you can reciprocate that into the SCTRCA's certification.
It's still a process, but you don't have to go through the full extended process since they do have a reciprocity certification process with the other agencies.
Regarding the DBE certifications, once the firm is certified with one agency in the State of Texas, there is no need to reciprocate because the certification is valid throughout the whole State of Texas.
>> Okay.  That's great.  Great to know that.  Potentially same task for people.
A couple of questions about specific definitions, and I might field this to Michael Bryant.
Are there certifications prohibited for ex‑felons, and in not which certifications would you suggest? 
>> I'm not currently aware of anything that would prohibit an ex‑felon from pursuing certification.  So I don't have any direction to put them in other than if there's a certification that you feel is relevant to you or someone you know that might be in that situation, I think researching what it is, what kind of business you're into.
Certainly if the business requires a license that you would have to go like through the Texas Department of Licensing and Regulation.  There are some limitations, but I think they've been working to make some things easier for people to get on with business.
And so again I think everyone would sort of agree, I hope, is reach out to the agency that you might apply to for certification and just, you know, talk to somebody and kind of walk through those steps.
Ultimately it's about getting as many people certified who would be certified and qualified.  And again, trying to remove any limitations or misperceptions that you can or can't be this or that.
So if you're in business and certification might help you talk to whatever agency, whether it's TXDOT, STCCRA or any other certifying agencies in the state.
>> Super.
>> Can I add to that, the ‑‑ I don't know what the criteria is, but I think it's much more relaxed because we've worked directly during the PPE loan, that process, I know there were some issues that came up about whether a certified firm qualified for some of the ‑‑ were an ex‑felon or something, some kind of record.
And we work with SBA and they actually relaxed the standards to accommodate that.  So I think that was very useful.
>> Okay.  Super to know.  Thank you.
I'm going to ask this question because myself and my team get asked this question a lot and I'm very interested to hear what you guys think.  Feel free each of you to say something if you care to.
I'll read the question and I think I'm going to just give you a head's up there, it actually mentions TXDOT so I'm going to field this to Michael, but I would like to hear what the other panelists have to say.
The question is:  I am a one‑person minority firm.  Would it be beneficial to apply for a DBA and then be able to work on small jobs for TXDOT as a consultant to other firms?
So really I think a summary of that question is are there opportunities for one man bands, opportunities to be consultants to bigger contractors?  Go ahead, Michael.
>> I'll just say absolutely.  If you are good at what you do, you know, you're going to have services that are going to be beneficial to somebody and it's a matter of getting you connected to the people that can utilize the services.
So whether you're one person, 10 people, 50.  It's really just kind of dependent on what you do.
So that's where our BOSS guide helps.  We hope to get it updated in 2021.  But it really comes down to what you do and what you want to do with your business.
And just being connected to the right people to showcase what you can do.
>> Great.  Alyssa, anything to add?
>> Yes, I'll add to that.  Since I am a certified small business, certified business, I do utilize it as a subcontractor or I can go after opportunities as a prime as well.
So I definitely encourage firms to go after both, both options.
>> As a small business owner yourself, I presume the importance in success there is your marketing strategy, your reach‑out to potential prime contractors to let them know what you can do and how you can add value.
And would say an organization like your own be able to advise small businesses on that kind of marketing strategy?
>> Yes.  One thing right off the bat that I do encourage is attending prebid meetings.  There is a lot of opportunities that you can find a prime contractor that may need your assistance and just by attending a prebid meeting and just building those relationships within.
So definitely, That's one advice, but yes, there's multiple others.
>> Excellent.  Okay.  Actually on this very subject, another question is asking about information about where the money goes basically.  I'm summarizing this question.
It says the question says please direct us to studies, reports and charts that summarize and access or assess the ratio of bid awards to African‑American companies in particular.  But I imagine that the same information is available to other disadvantaged business types.
Where is a good place to go to have a look at that information?  Because that can inform small businesses, you know, the kinds of contracts they should be targeting, the kind of prime contractors they could talk to.
And I'll go to ‑‑ I'll field that to Maurice first and then maybe Michael.
>> I'll answer both questions.  Okay?
As it relates to a one‑person show, I bring about my team lead are from last year or 18 months ago, they were out at an outreach session.  They met an individual, all he does is power washing.
So we take him through the process, we take him through step one.  We met him.
Step two we have to register on the portal.
Step three, we did the business assessment to determine his readiness.
At the same time we encourage them to get his DBE certification.  He's in ‑‑ he's in step four now.
We reached out to our procurement team to see what policies are available for an individual that just started a power washing.  We contracted the procurement, they awarded an informal contract just to get him going to do the power washing on the windows.
And just to get them started, we in turn reached out to all of the other taxing agencies, CPS, all 12 of them, and he actually ended up getting a contract at the port authority.
So that actually ‑‑ that system works.  You know, starting from beginning going all the way around.
So that supports my point.  A lot of times you start out as just a sole proceed pry tore.  You just have yourself because you can't afford to put someone on the payroll.  So that's where we want to take you through that process, but at the same time we're providing the technical assistance, but looking for some small opportunity that would create some cash flow.
As it relates to the spin, the question that is asked about what contracts are awarded, we haven't published it yet, but in ‑‑ I'll invite anyone to come to VIA and we'll be happy to sit down with them because we know exactly where our contract awards are.
We can tell you exactly how much of that is in the U.S.  We can tell you how much of it is in the State of Texas, of the State of Texas.
We can tell you how much is awarded to ‑‑ because we live in Bexar County and the Bexar County surrounding areas.
We can take it a step further and dissect it by city council, county Commissioner precinct.  We can also award it ‑‑ all those acronyms that Alyssa had on her slide, we can break it out and give you that information.
And we encourage anyone that is interested in that.  I was about to say 1‑800‑Maurice but you have to use the official email address.  We will be happy to sit down with anyone and kind of go through that.
>> That's great, Maurice.  I actually have your email address up there and I'm sure anyone looking at their screen can see it.
And like I said, we'll share the deck so she can access it that way too.
And Michael Bryant, do you want to add any information about where people can get this kind of data? 
>> I was trying to find the question in the Q&A.  Because it specifically ‑‑ well, the part about bids, that's probably the more difficulties.  The comptroller on their website for the HUB program, you can look at HUB reports for every state agency and you can see how much money that agency spent and which groups they spent that money with that are in the HUB program.
And I think they have information going back currently from 2016 or 2015.
For our DBE reporting, it's ‑‑ we're measured slightly differently, we are measured on the DBE program based on awards and commitments.  So it's really the front end of the contracting process whereas the HUB program is really judging us on our spending.  So really the back end.  After you've gotten the contract, which I ultimately think is the more important aspect because if a company isn't making money, then we're doing something wrong because that business won't be around.
If we can't get them more contracts and actually get them paid on those contracts.
>> Okay.  That's great advice there.  The HUB information on the comptroller's office is really, really good and it really does facilitate people understanding how the money is being spent and who is winning those contracts.
It's a great place to look.
I'm going to move along and ask a fairly straightforward question now and I will ask Alyssa this.
Somebody is asking:  Are the city of Houston's certifications for DBE and SBE accepted ‑‑ actually, this is for Maurice.
Are the DBE and SBE certifications for the city of Houston acceptable to VIA? 
>> The answer is yes, but I have to talk you through the process of how to get it.
So for an example, if you have certification from any other agency other than the south Central Texas, which is where we live, the only thing we have to do is you have to apply through south central and they basically will ‑‑ it's reciprocity ‑‑ they accept that.
The same occurs for out of state because we're dealing with Federal funds.  If there's a firm in any other state other than Texas that have the DBE certification, then they apply through south Central Texas and make that ‑‑ include the home state certification and then we ‑‑ that's basically there's some questions that probably is asked, but we accept those as well. 
>> I'll just add on to that as well.
So whenever ‑‑ I saw another question in the Q&A about if you were an out of state DBE, I'm assuming it's a DBE.  If you're out of state, a certified DBE firm, then you can apply for an Interstate DBE with any of the certifying agencies.  So you can obtain a Texas disadvantaged business enterprise certification.
Which it's kind of reciprocity.  The property term is the Interstate application for that.
So yes, you can apply for ‑‑ from different agencies to Texas as well. 
>> Okay.  Great information.  And a quick question for Maurice.  Somebody is asking, Maurice, if the program that you've spoken about to help businesses get to winning contracts I suppose and get them ready to apply is that program free? 
>> Everything we do is free.  That's why ‑‑ and quite frankly, that's the beauty of it.
All of the technical support, imagine the regulations.  We have a staff, so we basically ‑‑ we are advocates for disadvantaged small businesses, so therefore all the work that we do is just to ‑‑ we're basically campaigning on your behalf to get you contracts.  So when I look at the technical assistance, the application, even the technical assistance that we've gone a step further to help with the DBE and SBE certifications, then that's no cost to you.
And that brings me to another point, because the need is so great then ideally TXDOT, if you're listening, we could use a million dollars.
But we're trying to find ‑‑ we're trying to find some additional funds because ideally what we would like to be able to do, it's five of us and we'd like to be able to perhaps award a supported service contract with maybe a task order where we could have three or four consulting professional firms that are working with the small businesses.
And we ‑‑ when you look at the span of control, we'll probably end up working with 40 or 50 businesses over the next 12 months, but the need is so much greater.
So it is free to you, but I had to give you the Maurice version.
>> Thank you for that, sir.
I'm just going to pause for a moment and ask Randi, how are we doing for time?  How many more questions do we have time for? 
>> You still have 15 minutes.
>> Super, great.
>> We're scheduled until 2:30.
>> Moving swiftly along I have a straightforward question and will ask Alyssa this.
Does a DBE subcontractor need to be bonded? 
>> That would be depending on the opportunity that they're going after.  So some of the opportunities require different requirements, insurance, bonding.
So I'm assuming maybe Maurice and Michael can elaborate a little further on the opportunities and the different requirements on that.  But it really depends on the opportunity.
>> I think that in proceed ‑‑ procurement will correct me if I'm wrong, but I think that for being bonded for less than 100,000, it is my understanding that VIA will waive that bond.
What some contractors have done or what they will do is they may include that subcontractor as part of their bond, but what we're trying to do is with the technical support that I just mentioned, we're basically trying to teach them to get all of the back office and all of the information in place so that they can be bond ready.
And that's just simply I have all the information in a package, it's put together.
If I win a‑million‑dollar contract, then I can just go out and apply for a bond.
And speaking of the bond readiness, the USDOT also has a bond program whereby once we complete the technical assistance to help them, I think the USDOT may guarantee 75% of that bond.  So that makes it much more easier for them to win the ‑‑ to be able to get the bond, but we have to find the money to help them to get to that point. 
>> Good to know, so thank you.
I'm looking at further questions.  And somebody is asking for contact information for these panelists.  I'm showing it at the moment in the slide, but again you will be able to access the event after the deck so no problem for anybody here.  You will be able to get that information.
A good question actually fairly straightforward one, again, where can we find the list of NAICS codes that qualifies or disqualifies a business from obtaining a DBE.  I'll ask Alyssa that.
>> There is a website that has a list of all the NAICS codes and it has the description and the standard for that.  I can definitely send a link so if you want to send it out as well.
And it's really ‑‑ it was not about disqualifying specifically.  It really just is whatever the average gross receipts over the last three years of the firm is, then each code has a size standard and you can't exceed that size standard based off your gross receipts.
So it really depends on how much gross revenue the business is obtaining over the last three years.
>> Okay.  Great to know.
And so I'm looking at a question here which is an interesting one.  I'm going to adapt it slightly.
They're asking the question is can you apply as an SBE if you are out of state, but already certified as a DBE in Texas?  So is that an indirect way of asking can you apply to compete for contracts as an out of state company?  How about that, Michael Bryant? 
>> Well, for TXDOT, we do have our own SBE program and so we do give that to any DBE typically automatically.
But our SBE program is one without gender or race, so it falls under that category.
Perhaps Alyssa can address this, there may be some distinctions with some of the local SBE programs in terms of granting that reciprocity for an out of state DBE because there may be some local requirements for that business.
Perhaps you can answer.
>> Yes, Michael, you're absolutely correct.  So there are agencies that will accept that and do a reciprocity and so you can obtain the SBE, especially if you are already a certified disadvantaged business enterprise.
So yes 
>> Excellent.  So I have a question about veteran certifications and the questioner is saying they're based in North Texas and it appears to them that only the south central agency offers the qualification.  And they're asking should they go directly to the Federal government to get veterans certifications.
So if I could actually ask Alyssa, actually each of the three of you has something to comment with with veterans' certifications and where shun in North Texas might go to get certified as a business owned business.
>> As Michael mentioned earlier, the Texas comptroller also ‑‑ when you're applying for the HUB, they do accept ‑‑ I want to say the disability, but my understanding is it might be a veteran as well.
The certifying agency that they know that has a veteran certification is definitely the south Central Texas regional certification agency. 
>> Okay.  Great.  Thank you for that.
I see there's a couple of questions around looking ahead.  And are there cases to be made aware of what's coming down the tracks in terms of new contracts and so on.
So this current question I'm looking at is are there current publications that project and discuss future trends for services, inventory supplies that may become more important for bidding opportunities in agencies.
So it's just really looking ‑‑ looking at the future and pondering whether there's information businesses can be looking at about what's to come.
>> So Kelly, I can answer that.
Let me just give it to you from a community standpoint.
So Wednesday of I think ‑‑ day after tomorrow we're doing an outreach with the Hispanic contractors of San Antonio right here.  If you talk about upcoming opportunities.
VIA also has something planned whereby I think it probably would be late December, early January where we're actually going to talk about ‑‑ we're going to show the world all the projects that we have coming up for the next 12 to 18 months, pretty much e.
The second part of it is because VIA has ‑‑ we're required to submit a three‑year goal to the Federal transit administration, every three years you go to our website.  It's right there.  It basically has ‑‑ we've broken out ‑‑ we're going to get $68 million of Federal funds over the next three years.  And we've actually made it available to you and we've broken it out by NAICS codes.  You can go to that, download it.
You have to sign up it our site first, and what they will tell you is it won't tell you exactly what the award is, it just would break out how ‑‑ the six to eight million dollars ‑‑ just from memory, I know we have about two million dollars' worth of concrete work that we'll have over the next three years.  We'll have over a million and a half of electrical work, so you can go directly to that report and see exactly how that particular 68 million is broken out. 
So that should be helpful.
And the other thing that what would do for you is if we try to look ahead and provide that information, so if I were probably in business and I had to choose between painting and concrete, if you look at that particular project and you see that VIA is going to be awarding over the next three years two million dollars of concrete work and 100,000 dollars' worth of painting, then perhaps I think I would say I'm going into the concrete work.
So that's just an example of how you can use the NAICS codes.
That's just for VIA.  You have to do that same kind of homework as you go around to the other agencies.
>> Excellent, thank you.
Any other comments on that, Michael or Alyssa? 
No? 
Well, so I see a couple of questions about non‑profits.  And so with respect to the people who are interested to find out about that, I'm going to ask the question of any of the tree of you, are you aware of opportunities for non‑profits to do business with, say, VIA, TXDOT or other public procurement agencies?
Does anyone have any knowledge about that?
>> Well, up until last year I think maybe for the last three or four years, Lighthouse for the Blind in San Antonio has held the office supply contract for VIA.  So that's just one example.
>> Okay. 
>> I would agree.  A non‑profit can certainly work with TXDOT just like any other business.
The only difference is a non‑profit would not be eligible for one of the certifications that we've discussed today.
>> Okay, great, super.  Thank you for that.
>> Kelly, just to reemphasize what he just stated, that's an perfect example of ‑‑ earlier there was a question about is a non‑profit eligible for the certification.  The answer is no.
They're again, they're competing just like any other contractor and they were the contractor of choice on our contract supply.  That's a perfect example.
>> Okay.  I see a couple of questions about recertifying and they're sort of asking what is the process and how long does it take roughly?  I'll put that to Alyssa generally.  I know there are many different qualifications to apply for, but recertifying, is that as complicated as the first time?  How long might it take?
>> No.  So the first time is definitely a lot more tedious than the renewal process, but depending on the agency.
So I know the SCTRCA for local certifications is every two years.
I believe that the City of Austin is every three, maybe going on four if they haven't passed it yet.
In regards to the DBE is every year.  So it's an annual affidavit that's needed.
Both processes in my opinion are not as tedious or complex as the initial one.  But there is verification that is needed to be submitted in order to ensure eligibility on your renewal.
I would just recommend contacting each agency.  They have is on ‑‑ whenever you apply online, since everything is kind of pushing online and they'll have that time frame.
>> And just to add on to what Alyssa said, typically in the certification process, the DBE program, once a completed application, which means everything has been submitted, the agencies have 90 days to make a determination on that application.
Sometimes it may go longer.  COVID has presented some opportunities to extend it if necessary based on guidance from the U.S. Department of Transportation.
We certainly try to get things done.  It doesn't always happen within the 90 days, but that's on a case‑by‑case basis.
When it comes to renewals and updates, I know there was a question, someone said that they thought they were coming up on their 90‑day grace period for their renewal.
If you're in the process of renewal and TXDOT or another agency hasn't let you know that you've been decertified or anything like that, your certification is still good.
So whoever asked that question, if you are still on, you are okay.
So ‑‑ but if you do ask specific questions or need to find out, I would certainly recommend contacting TXDOT, asking to speak to a certification specialist.  Or if you're in another location, City of Austin, city of Houston, NCT, SCRCA, then apologies for the acronyms.  There's obviously south central that we've mentioned and the north Central Texas regional certification agency handles the DFW area.
But with the timelines I think there was also a question, and sorry to jump all over this, Kelly.  There was a question I think about Interstate timelines and again we're trying to move those as fast as possible.
I think in the past they may have taken a lot longer, but we are trying to without complete reciprocity, once we complete that application, unless there's application that differs from the original certification, we're hoping to get that out in weeks, not months.
>> That's great to know.
>> Kelly, if I could just make one point.  And this is important.  When we talk about technical assistance, and I'll give you a perfect example.
Probably pre‑COVID it was probably back in March or April and I want to go back to how we do an assessment.
So we have a company in San Antonio, it's atlas body shop.  They have been in business for 50 years.
It's certainly the largest body shop I've seen.  I think they can store 200 vehicles.
When I did the assessment, they've actually basically had city‑county contracts at the local level.  So have you ever considered the BBE?  Too much paperwork, hadn't thought about it, what are the benefits?
So we actually started working directly with atlas body shop right before COVID and it's been ‑‑ it worked perfect, but it's been a long process, but in the end now what we've done is we've taken a local firm that is based in San Antonio.
Now that he has his DBE certification and, quite frankly, I have to give Alyssa credit for it because she actually provided the technical assistance to help him and she knew exactly what to do, how to do it.
But at the end of the day, and I think we just got it approved last week or a week before, but now that he not only has his DBE certification, the family also has heir ACDBE ‑‑ their ACDBE certification.  So now we have the VIA Trans that is a contract that will be awarded.
We have a relationship with yellow cab, that's going to be ‑‑ he's eligible for all of that because we're using Federal funds.  And when you go to the airport, think about now we've taken a local firm and elevated them to the top.
He can bid on any contract at the airport rent‑a‑cars or anything.  So we've taken them from a very local standpoint to making them national.
And that's what building capacity is.
>> Excellent.  Thank you, Maurice.  It's great to keep on hearing the examples of how you've helped businesses get up to the next step by giving them that advice and sharing that kind of insight to help them with what is a complex process for some people for sure.  I know myself trying to understand it, I find it quite complex.  It's a great opportunity for people to hear these examples and get contact information.
And thank you all, by the way, for jumping around like that.  This is the time of the event for that.  And I'm going to put it to you to open the field a little bit to just say are there any additional points you want to make either to previous questions or things you feel didn't come up or should have.
So we have a couple of minutes to make a couple of points quickly.
>> I think you've done an excellent job.
My question is can we switch seats and can I ask you a question?
>> Please do.
>> So you are the small business advocate for the office of economic development.
What ‑‑ tell me what type of small businesses assistance does your office provide? 
>> So our main activity is pointing to answers in the right direction to resources for them.  And in order to do that we have to understand the ecosystem and who does what and where the resources are and how you get them.
So really our primary activity is signposting and advising on where to go.
We don't have funding for anybody.  We know who does.  And we really know where the programs are.
Frankly in our experience the more important programs offer knowledge and connections so that you can get to those opportunities and grow your revenue.
So fundamentally we can do that.  We do a lot of signposting and advising.
And then in a normal year we would run events.  In 2020 we haven't been able to have in person events so we have been agile and we have morphed into a webinar offering organization.
We've done 15 small business webinars over the course of the year to respond to what the immediate need was that week, literally.
And it all started in April to respond to the CARES Act and evolved as we went through this process to go to try to provide information and access to experts to answer the questions that were most on people's minds.
So a dual rule if you would like.
Advising and pointing in the right direction.  And then giving access and having ‑‑ if you like information sharing events. 
>> Yeah.  And the last point I want to make is on behalf of president Geoffrey and the board of trustees, we want everyone to know that for ‑‑ we're doing extra cleaning, we're sanitizing the buses more often, more frequently and all the agencies across America are doing that.
And we want to make it as safe as we possibly can in the environment that we're in.
The only thing that I would leave the audience with is WWW watch your distance, wear your mask and wash your hands.  Thank you.
>> That is a great way to conclude this event.
I think we're right on the money.  It's 2:30 exactly.  I'm sharing information on the slides there, contact information.  Just to reiterate again, 11 have access to this after the event.
Let me hand this back to Randi Turner.  Thank you, panelists and thank you, everybody.  I'm honored to be here to do this job. 
>> Thank you, Kelly, Maurice, Michael, Alyssa, thank you, interpreters and our captioning providers as well.  Have a great afternoon and I hope we see you at the next session.   

