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Vision Becomes Reality
Tabor 100 is an association of entrepreneurs and business
advocates who are committed to economic power, educational
excellence and social equity for African-Americans and the
community at large.

May 2019
Message from the President

Regardless, we have worked too hard and
come too far to not win this. In the midst of
statewide signature gathering, legislative
machinations, eventual Senate House votes
and a possible statewide ballot, we must
remain strong and ensure that our rights in
Washington State are restored.

Who would have thought that we now
have our Business Hub Center lease
signed and I-1000 on its way to become
law in mid 2019? The two will go well
together and while we have acquired the building
and I-1000 was approved by the Legislature, your
active engagement in both is still needed if we
want to realize the full potential of this new
business resource and a law that can hugely
change the fate of many of our businesses.

I ask Tabor 100 members and supporters to NOT
sign onto Referendum 88 and to vote to
APPROVE I-1000 if it gets on the ballot for a
November vote. If you haven’t already, I ask that
you provide monetary support and become a
volunteer in the effort to ensure I-1000 continues
as State Law.

First, the HUB – It is critical that you, your friends
and relatives, and anyone else signs up for an
office or work station at the HUB. The cost will be
reasonable and the value will be major. Becoming
a tenant at Tabor’s HUB could significantly
transform your business and make it more
successful than you can imagine.

As always, I know our journey, both for the HUB
and I-1000 is rooted in our faith in God. As minority
people in this society and as a group that has been
denied opportunity in contracting, education and
employment, our time is here and we must make
the most of it.

Now, I-1000. Yes, the Initiative is about to become
law, and notwithstanding Referendum 88 to undo
it, it will be enacted on July 28 or November 5,
based on whether the opposition gets enough
signatures.

Get the newsletter online and stay
connected through social media!

Phillippians 4:13: “I can do all this through him
who gives me strength.”
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April 2019 General Meeting
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BREAKING NEWS
Approved I-1000 Ballot Title Set

On Wednesday, May 29, Thurston County Judge
Carol Murphy approved the ballot title for I-1000.
While the initiative passed the Legislature, if
opponents of the measure collect about 131,000
signatures it would go to the state’s voters in
November. The ballot title is important because
many voters do not research issues and rely on
the title to make their decisions.

Statement of Subject: The legislature passed
Initiative Measure No.1000 concerning affirmative
action and remedying discrimination, and voters
have filed a sufficient referendum petition on this
act.

Concise Description: Initiative 1000 would allow
the state to remedy discrimination for certain
groups and to implement affirmative action,
without the use of quotas or preferential treatment
(as defined) in public education, employment, and
contracting.

If enough signatures are collected to send I-1000
to the ballot, the language below will be what
voters see as they make their decision. The vote
would be to “approve” or “reject” I-1000.

Should Initiative 1000 be
___Approved ___Rejected

The signatures to send I-1000 to the ballot will be
collected through Referendum 88. Tabor 100 has
strongly supported I-1000 and recommends
against signing Referendum 88.

INTERESTED IN HAVING YOUR
BUSINESS HIGHLIGHTED IN THE
NEWSLETTER?
DROP AN EMAIL TO
Staff@Tabor100.org or
PublicAffairs@Tabor100.org
OR CALL
(425) 882-4800 Ext. 107
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April 27, 2019 General Meeting Breakfast
Café Avole
Solomon Dubie

Photo by Jovelle Tamayo) Posted on Mar 12,
2016 by Jovelle Tamayo
Learn more about Solomon and Café Avole at:
https://www.seattleglobalist.com/2016/03/12/cafe-avolecoffee-shop-rainier-ethiopian-coffee/48603

June 1, 2019 General Meeting Breakfast
My Sweet Lil’ Cakes
Jesse Lee Marshall and Sheena Fuson

Photo from www.MySweetLilCakes.com
Visit their site to learn more about the company
and their menu options.
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Marketing for New Work
By Nancy Locke
If you are interested in public agency work, companies or
primes that haven’t tried you out, use the strategies that
evidence your professional acumen. Doing your
homework is critical to being a serious competitor in the
game.
1. Watch the websites for bid or RFP announcements.
One of our largest in Washington is https://des.wa.gov/
services/contracting-purchasing/doing-business-state/bidopportunities
2. Maintain a gentle relationship with the primes
prominent in your field. That means creating a positive,
helpful, cooperative relationship with those that have
traditionally won work, so that they may partner with you
as opportunities arise.
This doesn’t mean you are destined to be their sub – it is
possible for smaller firms to be the prime on a bid/
proposal with the larger or more prominent firm serving
as the sub. You can signal your interest about that to a
public agency (ask them their interest during a pre-bid
Q&A, or discuss as part of a non-compete negotiation).
An attentive public agency could also signal their interest
in supporting this WMBE-growth strategy by suggesting
this in their RFP/RFQ solicitation.
This strategy can work quite well when a public agency is
particularly interested in having a WMBE in the mix,
and/or when there are no WMBE firms with experience as
a prime but have talent to offer. The more experienced
prime firm then can serve as a security blanket for the
public agency, giving confidence that the prime can guide
and provide advice to reduce risk while the WMBE gains
the experience and resume as a prime.
3. Thoughtfully approach public agencies with a
marketing pitch of your own. Even if the agency is not
specifically conducting a bid or RFP process (or even if
they have contracts already in place), you can market
yourself. Consider this carefully before you decide it
worthwhile. You need not spend time if the chances of
new work are low. Here are some things to consider:

this information online.
- Did the public agency just bid out and award this work?
If not, they may be ready to learn of new options.
- Is the public agency undergoing budget woes? If so,
they are less likely to have funds for non-essential items
but would be very interested in a cost-saving solution.
- Is the public agency interested in improving their use of
WMBE firms? If so, then this can be a selling point.
- Pay attention to the news. Is the public agency or
company considering a new program that could
significantly increase their need? If so, you might be
successful as the first in line or at filling the gap for them
until they have time for a bid process. One example was
the recent Amazon announcement in 2018 to build
contracts with local delivery operators.
- Is the public agency creative or willing to experiment? If
so, you could market a unique feature of your business/
service and offer to provide a trial period.
4. Figure out who to approach. This takes a little thinking.
It isn’t necessarily the WMBE expert. Going to the
executive level isn’t necessarily the best starting point
either. There are other sometimes more effective options
such as:
- A line manager who is the direct customer. Being
patient and respectful of the staff and direct customers
can be your best starting point.
- An elected official may be important in special
situations. If you have a service that is particularly near
and dear to an elected official, you may wish to approach
them with your interest.
- A new executive who is ready to make changes may be
a necessary advocate to get yourself heard, if you can
offer a specific value that addresses an area of concern
to that executive.

- Do your research about any recent bids or current
- A procurement manager
contracts. Do not skip this step - it is critical to understand
Continued on Page 6
the environment and players, and will establish your firm
as credible and informed. Most public agencies will have 5

Marketing for New Work
By Nancy Locke
Continued from Page 5

- A short professional initial meeting: on-time, avoiding a
reschedule of any agreed-upon meeting, shaking hands
with a smile, asking questions of the customer interests,
and having a very brief statement (‘elevator pitch’) about
your company.

5. Research what might be non-compete contract
options. Sometimes, a competitive bid is necessary,
required or the only approach your potential customer
will pursue. Even if they have options otherwise, some
will want to use a competitive bid to show fairness to the
entire industry of competitors, to encourage further
thinking and development of a concept which can be
very well done inside an RFP process, or to generate
confidence within the agency for the contract.

- Please test out your “elevator pitch” to ensure it is fast,
clear and comfortable for you to offer. Just 3 or 4 minutes
that get to the point of what you best do and your
experience.

However, sometimes there are opportunities for a
non-compete solution:

- A professional-looking website can make a big
difference, allowing a potential client to see your firm as
stable and prepared.

- Do you have a sole source? In other words, are you
the only one that can perform the work or provide that
product? Be sure to identify anything particularly unique
about you and whether that could constitute a sole
source. It could be your fast delivery, a unique expertise,
or other stand out specialty.

These are an important starting points in building your
marketing strategy. The Tabor Economic Development
HUB will have experts available to help you think through
these and similar strategies, if you bring in your Tabor
membership and seek the TED services.

- Do you have a contract with another public agency?
Make that known to your potential customer. This is
called “using an interlocal agreement” or a “piggyback.” It
essentially means that your future customer doesn’t have
to go through a competitive bid, but can rely upon the
process used by another pubic agency. There are
limitations to this with a series of rules that a public
agency needs to verify. The most common is whether
you won through a competitive bid, which is usually
required to piggyback.
- Perhaps you and the public agency are willing to build
a smaller size contract for a trial period. If so, they could
offer to build a non-compete contract for less than their
“sealed bid” limits. Do your research to figure out what
this bid limit would be: http://mrsc.org/Home/ExploreTopics/Public-Works/Purchasing-and-Bidding/Purchasing
-and-Bidding-for-Washington-State-Local.aspx
6. Have all the business boxes ticked. You will want:
- Professional meeting cards
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WELCOME NEW MEMBERS
Ytagesu Habte, CiRide LLC
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THE TABOR 100 BOARD
President: Ollie Garrett
President@Tabor100.org
Vice President: Brian Sims
VP@Tabor100.org
Treasurer: Aundrea Jackson
Treasurer@Tabor100.org

Secretary: Sherlita Kennedy
Secretary@Tabor100.org

UPCOMING EVENTS

Membership: Vacant
Membership@Tabor100.org

June 1: Tabor 100 General Meeting,
10am-12pm, Central Area Senior Center

Education: Kevin C. Washington
Education@Tabor100.org
Public Affairs: Henry Yates
PublicAffairs@Tabor100.org

June 7: First Friday Drop-In, 9am-10am, Seattle
Municipal Tower Room 4080

Economic Development: Manal al-Ansi
EconomicDevelopment@Tabor100.org
Government Affairs: David Hackney
GovernmentAffairs@Tabor100.org

June 7: ACCPNW Quarterly Breakfast Meeting,
11am-1pm, WA St. Dept. of Commerce
Conference Room

Fund Development: Abdul Yusuf
FundDevelopment@Tabor100.org

June 8: Shilshole Boatfest, 11am-4pm, Shilshole
Bay Marina

Business Development: Anthony Burnett
BusinessDev@Tabor100.org

June 13: SMPS Seattle: 2019 Reign Awards
Gala, 5pm-8pm, Gerogetown Ballroom

TABOR OFFICE
2330 130th Ave. NE #101
Bellevue, WA 98005
206-368-4042
Staff@Tabor100.org

June 18: HNTB Networking Event, 4:30pm-7pm,
HNTB Corporation

April GM Photos and Newsletter Graphic
Design and Editor: Kalea Perry
KaleaPerry@Hotmail.com

June 29: Tabor 100 General Meeting,
10am-12pm, Central Area Senior Center

COMMITTEE MEETINGS

WE ENCOURAGE YOU
TO REACH OUT!

June 1 & 29: Education Committee meets after
the Tabor General Meeting, from 12-2pm
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City of Seattle WMBE News – May 2019
City Purchasing and Contracting Services
Director: Liz Alzeer, Liz.Alzeer@seattle.gov

Upcoming Event
City of Seattle Reverse Vendor Trade Show
July 31, 2019 from 11 a.m. to 3 p.m.
Seattle Center Fisher Pavilion, 305 Harrison St., Seattle
This event is an opportunity for vendors to introduce themselves to a variety of City of Seattle departments and
other public agency representatives. Learn about upcoming solicitations, procurement opportunities and
sustainable purchasing, and network with other local vendors. Women-owned and minority-owned businesses
are especially encouraged to attend. Doors open at 11 a.m. To RSVP for this event, please click here or copy this
link into your browser:
https://www.eventbrite.com/e/2019-city-of-seattle-reverse-vendor-trade-show-tickets-60505579818
If you have questions about this event, please contact Kjell Elmer at 206-727-8677 or kjell.elmer@seattle.gov.

New State Prevailing Wage Training Requirements
Beginning July 1, 2019, all businesses are required to have prevailing wage (PW) training or be exempt from PW
training before bidding and/or performing work on public projects (RCW 39.04.350). Bidders that have completed
three or more public works projects and have had a valid business license for three years qualify for the exemption.
L&I will make available the list of contractors that have taken the PW training and those that are exempt. L&I
offers two free training options for businesses to meet this new requirement:
Online
Coming mid-to-late Spring 2019, businesses will be able to access online training through L&I’s Prevailing Wage
Intent and Affidavit portal. Contractors will be able to take this training at their own pace any time of the day.
This option will be available at least four weeks prior to July 1, 2019.
In-person
To sign up and attend an in-person, three-hour training class go to the L&I's Contractor Training schedule link
https://www.lni.wa.gov/TradesLicensing/Contractors/Workshops/Contractor/
Trainings are available around the state. Registrations are limited.
Additional information can be found at:
https://www.lni.wa.gov/TradesLicensing/PrevWage/Contractors/Training.asp

Social Responsibility in City of Seattle Contracting
The City is committed to socially responsible procurement and promoting social equity through our contracts. We work
to ensure open and fair procurements, competitive and fair pricing, environmentally sustainable solutions, best labor
practices, access to equal benefits and utilization of WMBE firms, when applicable, in City bid decisions and contracts.

City WMBE Team

Director
WMBE Compliance
WMBE Assistance
City Purchasing
Mayor’s Policy Advisor for Economic
Inclusion and Contracting Equity

Department WMBE Contacts

Office of Arts and Culture
Office of City Auditor
Seattle Civil Service Commission
Education and Early Learning
Information Technology
Department of Neighborhoods
Planning and Development
Construction and Inspections
Seattle Employee Retirement System
Finance and Administrative Services
Department of Human Resources
Human Service Department
Law Department
Legislative Department
Seattle Public Library
Municipal Court
Office of Economic Development
Office of Housing
Office of Hearing Examiner
Office of Intergovernmental Relations
Immigrant and Refugee Affairs
Sustainability and Environment
Office Labor Standards
Seattle Parks and Recreation
Seattle Police Department
Seattle Police Pension Fund
Seattle City Light
Seattle Department of Transportation
Seattle Center
Seattle Fire Department
Ethics and Elections Commission
Seattle Office of Civil Rights
Seattle Public Utilities
Seattle Waterfront

Liz Alzeer
Miguel Beltran
Carmen Kucinski
Pam Tokunaga
Edson Zavala

206-684-4535
206-684-4525
206-684-0188
206-233-7114
206-684-5584

Kelly Davidson
Melissa Alderson
Rhond Lyon
Tim Wolfe
Jeremy Doane
Christian Phillips
Melissa Lawrie
Denise Campbell
Mark Schimizze
Javier Valdez
Melinda Merrell
Susan McCallister
Candice Foote
Eric lshino
Jay Donahue
John Kerr
Yonas Seifu
Becky Guerra
Patricia Cole
Tony Vo
Katherine Cortes
Jeanie Boawn
Martin Garfinkel
Bianca Hill
Valarie Anderson
Dan Oliver
Kara Williams
Viviana Garza
Jessica Smith
Sheila Kelly
Wayne Barnett
Latrice Ybarra
Katia Garcia
Dorinda Costa

206-684-8362
206-386-4168
206-733-9236
206-256-5550
206-684-5962
206-684-5760
206-615-0778
206-386-4035
206-386-1506
206-684-5584
206-470-6885
206-233-0014
206-684-7761
206-684-8141
206-684-7410
206-684-8274
206-684-0379
206-233-0066
206-615-1570
206-684-4958
206-733-9116
206-615-0817
206-684-5397
206-386-4381
206-733-9315
206-386-1289
206-549-5806
206-684-5188
206-684-7117
206-686-1152
206-684-8577
206-684-4539
206-733-9155
206-615-0765

WMBE Program
The City actively supports utilization of
WMBE on City contracts as both primes and
subcontractors, and each City department
establishes plans and annual voluntary
goals for WMBE inclusion in consulting and
purchasing contracts. The City recognizes
WMBE firms that self-identify with at least
51 percent minority or women ownership.
To learn more about the City’s WMBE
programs, contact the contract compliance
manager, Miguel Beltran, at 206-684-4525.
Priority Hire
City construction projects of $5 million or
more operate under a community
workforce agreement (CWA) and are
required to have a percentage of project
hours performed by workers living in
economically distressed areas and to
achieve goals for hiring women and people
of color. For more information contact the
labor equity manager, Anna Pavlik, at
206-615-1112.
Acceptable Work Site
The City requires that our construction
work sites are respectful, appropriate and
free from bullying, hazing and other similar
behaviors. CPCS monitors work sites,
provides trainings and materials, responds
to complaints and conducts enforcement as
needed. For more information, contact
Michael DeGive at 206-386-4128
First Friday Drop-In Training
How to do Business with the City
At these “101” sessions, the City provides
information to vendors, consultants and
contractors on how to do business with
the City, including tips on bidding,
explanations of procedures and forms and
an opportunity to meet the buyer for your
commodity. Attendance is free.
When: First Friday of the month.
Time: 9 to 11 am
Where: 700 Fifth Ave. Suite 4080, Seattle

