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Bureau of Justice Assistance 
Grant Programs 

The Bureau of Justice Assistance (BJA), a 
component of the Office of Justice Programs 
within the U.S. Department of Justice, sup­
ports innovative programs to improve and 
strengthen the Nation's criminal justice sys­
tem. Established by the Omnibus Crime 
Control and Safe Streets Act of 1968, as 
amended, BJA accomplishes its mission by 
providing funding, training and technical 
assistance, and criminal justice information to 
States and communities, thereby forming 
partnerships with State and local jurisdictions 
in the fight against crime. 

The primary means of BJA assistance is 
through the Edward Byrne Memorial State 
and Local Law Enforcement Assistance Pro­
gra.m. Under this program, BJA awards two 
!.ypes of grants: formula grants to the States, 
whose allocation is determined by popula­
tion, and discretionary grants. Formula grant 
funds are used to develop and implement 
statewide drug control strategies and antivio­
lence measures. Discretionary grants are 
awarded for development and demonstration 
of promising programs to combat crime. 
Discretionary grants are awarded and training 
and technical assistance are provided for the 
following areas: 

• Comprehensive approaches to community 
partnerships and prevention. 

• Violence prevention. 

• Adjudication, community prosecution, 
and diversion. 

• Boot camps, intermediate sanctions, and 
diversion. 

• Improvements in the functioning of the 
criminal justice system. 

BJA administers a number of special pro­
grams supporting the criminal justice com­
munity. Among these are the Emergency 
Federal Law Enforcement Assistance Program, 

which provides support to State and local law 
enforcement agencies to deal with uncom­
mon situations; the Regional Information 
Sharing Systems program, which shares 
intelligence and coordinates efforts against 
criminal networks that operate in many 
locations across jurisdictionallinesj and the 
Public Safety Officers Benefits Program, 
which provides financial benefits for survivors 
of officers killed in the line of duty and for 
officers permanently and totally disabled in 
the line of duty. 

To ensure its responsiveness to the public, 
BJA also operates the BJA Response Center. 
Callers may contact the Response Center for 
general information or specific needs, such as 
assistance in submitting grants applications 
and information on training. To contact BJA 
directly, call the 13JA Response Center at 800-
421-6770 or write to 633 Indiana Avenue 
NW., Washington, DC 20531. 

For more indepth information about BJA, its 
programs, and its funding opportunities, 
requesters can call the BJA Clearinghouse. 
The BJA Clearinghouse, a component of the 
National Criminal Justice Reference Service 
(NCJRS), shares BJA program information 
with State and local agencies and community 
groups across the country. Information 
specialists are available to provide reference 
and referral services, publication distribution, 
participation and support for conferences, 
and other networking and outreach activities. 
The Clearinghouse can be reached by: 

• Mail: P.O.Box6000.Rockville.MD 20850. 

• Visit: 1600 Research Boulevard, Rockville, 
MD 20850. 

B Telephone: 800-688--4252. 

• Electronic Bulletin Board: 301-738-8895. 

• Internet: wbrowning@ncjrs.aspensys.com. 
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trodoction 

The Business Alliance program was started in late 1992 to help 
disadvantaged commmlities improve economic self-sufficiency and 

stimulate entrepreneurship. A Business Alliance is a voluntary organization of 
individuals and businesses that band together to promote the commercial, 
financial, economic, anel civic interests of a community. Formed by the Florida 
Chamber of Commerce, the original Business Alliance pilot programs were 
developed as part of Operation Weed and Seed, under grants from the U.S. 
Department of Justice. Provided that each community would match the grants, 
five Florida communities were awarded $10,000 each to test the Business 
Alliance concept as an element of the neighborhood rf!storation component of 
Weed and Seed. 

Since late 1991, Operation Weed and Seed has offered a comprehensive 
approach to urban revitalization In the United States. TIle goal of Weed and 
Seed is to "weed out" violent crime, drug use, and gang activity from inner-city 
neighborhoods and to prevent crime from returning by "seeding in" a variety of 
public and private efforts to strengthen a community. 

Neighborhood restoration under the Weed and Seed strategy contains two basic 
components: 

• To stabilize target neighborhoods by eliminating or reducing crime, drug 
trafficking, vacant buildings, and other factors that hurt the quality of life. 

• To promote revitalization strategies designed to (1) attract more businesses 
and reduce unemployment through increased job opportunities, (2) improve 
a community's physical condition and appearance, (3) improve housing 
conditions and demand, and (4) develop job training and business 
assistance programs. 

Operation Weed and Seed has succeeded In stabilizing neighborhoods as well 
as fighting crime and drugs in communities because residents have cared and 
banded together with community leaders and law enforcement officials to 
reclaim their neighborhoods. 'rhe Business Alliance program, which has grown 
out of Weed and Seed, offers communities a framework on which to rebuild 
the economic fabrics of their neighborhoods through community-based efforts 
to improve living and working conditions. 
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Any community involved in planning for revitalization can benefit from the 
Business Alliance concept without implementing the full Weed and Seed 
strategy; however, such planning must ensure that neighborhoods provide 
safe environments in which businesses can be reestablished. Community 
policing is essential fOl attracting economic enterprises through which the 
community, law enforcement, and business can support revitalization efforts. 

Business Alliances are designed to help existing businesses grow, help com­
munities attract new jobs, and provide increased training opportunities for 
business owners and residents. 

The Business Alliance program takes advantage of the flexibility of the private 
sector and provides a way for the business community to develop mutually 
beneficial partnerships. These partnerships reflect the unique characteristics of 
a business community and the perspectives of business owners who are most 
directly affected by revitalization efforts and whose participation and coopera­
tion are clritical. The Business Alliance brings together public and private 
groups and Individuals who are enthusiastic about fostering real economic 
change in their communities. Among other things, it is a civic clearinghouse, a 
representative voice at the local levels of government, an information bureau, 
and a research and promotional organization. 

This monograph draws upon the experiences of the Business Alliance pilot 
programs as well as strategies for traditional economic development activities. 
It is a guide for communities that want to develop economic plans of action 
based on their -:apacities, ski11s, and assets. 

Organization of This Monograph 
The f'Jregoing overview of Business Al11ances sets the stage for the rest of 
Business Alliance: Planning!or Business and Community Partnersbfps. 
Chapter 1, "Getting Started," covers the desired qualities of prospective 
members and leaders, the characteristics of projects that can be undertaken 
successful\y, and identification of local power magnates as sources of support. 
Chaptet' 2, "AssesSing Economic Needs," outlines general practices as well as 
12 specific steps that, if followed, should help produc(.~ an accurate and useful 
assessment of a neighborhood's economic nce(js. Chapter 3, "Building Eco­
nomic Consensus," focuses on using the results of the aforementioned assess­
ment to reach Business Alliance goals. Chapter 4, "Executing the Plan of 
Action," discusses goals, objectives, and the importance of actively publicizing 
Business Alliance functions and achievements. Chapter 5, "ConSidering a 
World of Ideas," describes six tactics that could each be used to stimulate a 
neighborhood's economic revival. Chapter 6, "Considering Profiles of Suc­
cess," details the strategies used in !lve Florida communities to begin toc 
arduous process of re~cuing neighborhoods in decline. Appendix A contains 
lists of publications and organizations that can provide more Information 
about the topic of Business Alliance programs. Appendix 13 contains sample 
text for a Business Alliance bylaws document. Appendixes C through F flesh 
out the discussion of the Winter Park (Florida) Business Alliance, as appen­
dixes G through K do for the Cocoa Beach (Florida) Mea Business Alliance. 



Getting Started 

The Business Alllance program helps c('mmunity leaders and business 
owners design and implement an action plan to meet community 

needs. The overall goal of the program is to harness eXisting and outside 
resources to revitalize stagnant or deteriorating neighborhoods that have 
already adopted the Weed and Seed strategy. 

Each Alliance should tailor its objectives to meet the needs, abilities, and 
concerns of the residents and businesses it serves, Generally, these objectives 
Include creating jobs, Increasing the availability of capital, assisting small 
businesses and young entrepreneurs, and attracting new businesses. 

Considering the Basics 

Forming Action Groups 

The backbone of a Business Alliance is the action group, which may be 
called a council, a task force, or a committee. An action group has clearly 
defined tasks designed to accomplish the program's goals and objectives. The 
needs of the neighborhood and policies of the Business Alliance determine 
the number of action groups, which may Include any of the following: 

• Coordinating or steering group. Acting as an informal board of directors 
only during the formative stage of the program, the steering group estab­
lishes and guides other work groups, sets timetables and goals, and holds 
elections of permanent directors and officers at the earliest opportunity. 
The elected board Interviews and hires necessary em ployees and com­
pletes the work started by the steering group. 

.. Bylaws group. The bylaws group drafts the bylaws, the articles of incorpo­
ration, and the charter of a Business Alliance, receiving input from other 
work groups as needed. The steering group also applies for an Internal 
Revenue Service letter of exemption. 

• Finance and budget group. Establishing the amount of Initial seed money 
needed, the financial group sets up money-handling procedures, reporting 
forms, budgets, and accounts. The group puts the budget together from 
the advice of other groups. 
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• Program and objectives planning group. Outlining initial work plans, 
projects, and programs, the planning group estimates how much money 
will be needed to finance a Business Alliance program. 

• Membership recruitment group. The recruitment group publicizes and 
promotes the advantages of an Alliance as well as specific programs to 
attract new members, 

• Administrative group. The administrative group establishes written person­
nel procedures, job descriptions, salary needs, and employee benefits. This 
group also selects office sites and furnishings, coordinates with the finance 
and budget group on bookkeeping and money-handling procedures, and 
estimates how much money will be needed for overhead. 

Membership in an Alliance 

Any business or individual sharing a common interest in community improve­
ment is eligible for membership in an Alliance. Eligibility requirements are 
usually spelled out in the Alliance bylaws. Fees, subscription rates, or dues, if 
determined to be necessary, are set by the Alliance board of directors. 

FinanCing an AUiance 

Financed on a voluntary basis, the Business Al\lance apportions its expenses 
among its members, who consist of businesses and Individuals. An Alliance 
should also, however, develop the ability to obtain grants from Federal and 
State sources to help administer a program. 

In most cases, a Business Alliance will first need to be organized and finan­
cially sponsored by a Weed and Seed Steering Committee, by an economic 
development organization (I,e., a local Chamber of Commerce), or by both. 
Because these organiZations are stakeholders in the future of an Alliance, it 
would be advisable to ensure that key staff within these organizations are 
kept Informed of any and all major decisions and initiatives undertaken by 
the Alliance. 

Hierarchy of an Alliance 
Business Alliances are run by a board of directors elected by its members. 
The board, which serves without being paid, sets the policies of the organiza­
tion. When the Alliance can afford the salary of a staff position, the board 
may hire an executive director-who may also be referred to as the manager 
or president-at a salary set by the board; the executive director, in tum, 
hires other employees. In smaller neighborhood Business Alliances, the 
executive director may be either a volunteer or a part-time employee. 

Executive Director 
The executive director is the chief executive and administrative officer of a 
Business Alliance and may report to more than one other person. The execu­
tive director is also responsible to the board of directors for activities that 
include, but are not limited to, the following: 



• Selecting a committee that will best identify the economic needs of a 
neighborhood and develop programs to meet those needs. 

• Ensuring that the internal structure of the Alliance can effectively antici­
pate, identify, and solve the economic problems of a community. 

• Motivating and inspiring volunteers to creative and fruitful action. 

II Developing, through the proper committee, a budget for the Alliance and 
relating that budget to program goals, 

• Maintaining membership at a level that will allow an Alliance to success­
fully complete its initiatives. 

• Hiring, supervising, and training staff so that the operations of the Alliance 
are maintained at top efficiency, 

.. Ensuring that policies established by the Alliance board are properly 
recorded in meeting minutes; assisting volunteers in preparation of state­
ments on positions concerning public issues, 

II Locating, designing, and maintaining office space that presents an attrac­
tive "front door" for the use of Alliance members, the community, and 
visitors. 

R Addressing, continuously and consistently, the economic needs of a 
community, 

Careful Consideration of projects 
A Business Alliance designs its activities to meet community needs; projects 
are undertaken only after being thoroughly analyzed for value and impor~ 
tance, Such analysis might consist of answering questions like the following: 

• Does the project regard the community as an independent economic unit? 
Economic development efforts can be dissipated easily unless the commu­
nity is dealt with as a self-contained unit (see figure 1), 
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II Does the project increase the flow of money into the 
community? Developing economies require outside 
money and credit to "prime the pump" of economic 
growth, 
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II Does the project retain funds in the community as long 
as possible? Self-sufficiency depends on community 
residents investing cash locally, 

• Does the project circulate funds rapidly and continu­
ously? The more often money turns over within a com­
munity, the better the cash flow and the better the 
opportunity to Invest more in the community. 

II Does the project function In accordance with external 
economic realities? Even at the local level, a balance 
of trl).de among the economic realities of community, 
nation, and world must be maintained. 

5 
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Business Alliances can become involved in activities from the areas of eco­
nomic development, community development, human resource development, 
and public affairs and legislation. 

Economic development projects may Include retail activities, area planning, 
wholesale activities, industrial development, and services for existing indus­
tries. Community development projects may include education, housing, 
cultural needs assessment, downtown redevelopment, crime prevention, 
public relation~, transportation, and urball planning. Human resource 
development projects may include job training, recreation, human relations, 
and health care. Public affairs projects and legislative activities may include 
political effectiveness coursesG economic understanding programs, tax 
studies, business-consumer relations, and high school and college 
business symposiums. 

Making It Happen 
As described in the previous subsection, the key to starting a Business Alli­
ance is organizing a group of community leaders who will serve as Its driving 
force. Potential leaders of a Business Alliance can be found in communities 
with Weed and Seed steering committees. Once established, a Business 
All1ance must coordinate its work with those steering committees. The spe­
cific activities of a Business Alliance depend on local needs and abilities, and 
its mission is determined by the goals or action plans developed by Alliance 
members. 

A Business Alliance can establish its action plan through an informal goal. 
setting program agreed upon by its members or through a formal needs 
assessment survey conducted In a targeted community. 

The Florida prototype 

The Cocoa Beach, Winter Park, Clearwater, Manatee County, and Fort Myers, 
Florida, Chambers of Commerce served as sponsoring organizations for the 
Business Alliance pilot programs. Each Chamber designated either a full-time 
or a part-time employee to organize and manage the Business Alliance pilot 
program and work with business owners, community leaders, and residents 
to launch the programs. (See chapter 5 for more indepth discussions of these 
five programs.) 

The membership of the Cocoa Beach Business Alliance grew to nearly 
100 businesses and individuals in less than a year. In that time, members of 
the Business Alliance Identified problems in a specific downtown neighbor­
hood believed to need Immediate attention. Members agreed that relations 
between business owners and local police needed improvement along with 
street conditions in the bUSiness district. 

Business Alliance members worked with law enforcement officials to fight 
repeated burglaries and other property-related crimes in the business distl'ict 
and to lobby city officials to hire more pOlice officers. Alliance members also 



worked with city officials to initiate a major street beautification project for 
the business district scheduled to begin in 1994. 

As word about its activities spread, the Cocoa Beach Area Business Alliance 
encountered more interest in the program by businesses outside the targeted 
neighborhood; as a result, the Alliance was designated a citywide organiza­
tion. The Business Alliance is laying the groundwork for a long-term eco­
nomic action plan by conducting ~mall-business assistance seminars and 
developing a program to encourage local businesses to hire more people 
who live in the surroucding neighborhoods. 

organizing Checklists for Business Alliances 

The essential elements of a successful Business Alliance prograln include 
sound organizational structure, definitive objectives, participating members, 
adequate finances, responsible leadership, and skilled administrative staff. It 
is also recommended that a Business Alliance produce and maintain docu­
ments that detail the following: 

II Bylaws (see ~(ppendix B for a model). 

• Job descriptions (officers, directors, and committee heads). 

II Organizational structur.:;. 

1\1 program of work that includes plans of action, data on active projects, 
objectives, and goals. 

• Annual reports, including summaries of yearly accomplishments distrib­
uted to Alliance members and the public. 

I! Financial reports, including detailed budgets, monthly financial reports, 
and yearly audits. 

• Meeting minutes, including records of the decisions and positions of the 
board and committees. 

Tapping Into a Community's Power Structure 

Although a Business Alliance is designed primarily to work In conjunction 
with an ongoing Weed and Seed initiative, an Alliance can also be a stand­
alone operation. In either circumstance, organizing a Business Alliance 
requires that a steering committee identify true community leaders to ~p­
proach as sources of support and commitment. If a Weed and Seed program 
is already under way, then that steering committee can perform this task. 

Communities lacking the benefit of Operation Weed and Seed may wish to 
review the process for locating power figures described below before they 
organize a steering committee. This method of determining a cDr'l1munity's 
power struclure is part of a larger community evaluation process developed 
by Kip Lilly of Lilly Foresight Dynamics, Inc., St. Paul, Minnesola. Creating a 
new initiative like a Business Alliance requires determination of the persons 
and organizations that wield power; Lilly's method outlines how true cnmmu· 
nity power is defined by four clements. 

Monograph 

The essential elements 
of a successful Busi­
ness Alliance program 
include sound organi­
zational structure, 
definitive objectives, 
participating members, 
adequate finances, 
responsible leadership, 
and skilled administra­
tive staff. 

7 



Bureau of Justice Assistance 

Creating a new initia­
tive like a Business 
Alliance requires 
determination of the 
persons and organiza­
tions that wield power. 

8 

II Position. A person's title is the clue (for example, president or chief execu­
tive officer). 

• Information. A specialized profession is the clue (for example, doctor, 
attorney, certified public accountant, or professor). 

• Institution. Size, excluSivity, or prestige are the indicators; the largest of 
any entity is important (for example, the Young Presidents' Organization is 
exclusive; or The Brookings Institution and the Hudson Institute are 
prestigious). 

• Charisma or personality. Leaders are neither always great orators nor 
always in high positions. Leaders can simply be well-respected and bal­
anced individuals who have been instrumental in community initiatives or 
individuals with track records of success and achievements. Generally, 
anyone referred by the Weed and Seed Steering Committee and the local 
Chamber of Commerce can be considered suitable. 

The community evaluation process also involves identifying key institutions 
within a community and asking advisers for the names of community leaders. 
The best information can be obtained by completing the following exercise. 

81 Step 1: List the three most significant community projects-and the key 
organizations involved in each of them-that were completed in the last 
5 years. 

• Step 2: List three major community projects that have failed, along with 
reasons for the failures, and the key organizations that were involved in 
these projects. 

• Step 3: List the nine most influential groupfi it'} a community. 

• Step 4: Made up of the following eight substeps: 

o List five people who could be recommended to help build support for 
a Business Alliance. 

o List a community's five most successful business owners. 

o List five people with the most political influence in a community. 

o List one recognized leader in each of the following profeSSions: 
finance, law, medicine, accounting, and academia. 

Cl List one person recognized for a background in each of the following 
areas: public relations, fundraising, charitable activities, and support of 
the arts. 

o List five people (or organizations) who could stop a Business Alliance. 

o List the five most wealthy families In a community. 

o List the five most often mentioned young leaders. 

The object of this exercise is to identify individuals most involved with activi­
ties that will affect the future of a community. For example, step 2 asks for a 



list of major projects that have failed because that information will help 
determine which organizations in the community are willing to accept risk. 
The organizations and individuals whose names appear frequently in the 
answers to the exercise questions would be likely candidates for the initial 
steering group that will establish a Business Alliance. 

Once steering group membership has been determined, consideration might 
also b~ given to how long each individual should serve. Even the most 
careful selection process cannot foresee conflict among personalities. Should 
the initial group not work well together, short terms in office would allow 
earlier review of the leadership and discussions of alternatives. 

It may then be helpful to doublecheck the composipon of the group to 
ensure that it is balanced-an important. task that must be completed before 
anyone is asked to serve in a leadership position. Figure 2 shows how the 
members of one steering committee were categorized according to social and. 
profession ... l relationships, areas of expertise, geography, fields of professional 
endeavor(s), ethnicity, age, gender, and lengths of tenn in office. Such a 
breakdown could prove a useful tool in obtaining an accurate overview of 
the group. This task may also need to be repeated once it is known who has 
accepted and what additional positions must be filled. 
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Economic Needs 

One of the more important functions of a Business Alliance is to help 
the community focus on economic development needs. Although an 

overall community needs assessment may have been conducted as part of the 
Weed and Seed strategy, another assessment that is specific to economic 
development can be extremely helpful in identifying business concerns. An 
economic needs assessment can also communicate economic development 
needs from the Business Alliance to other companies or organizations that 
make up the overall business community within a city. 

Although conducting an economic needs assessment may appear somewhat 
involved and time consuming, there are good reasons to conduct the assessment: 

II The local business community will have a clearer picture of its specific 
problems and will be aware of the obstacles that must be removed before 
economic development issues can be addressed. 

II Existing resources that can support a business stl'ategy will be more easily 
identified. 

.. Detailed information about a neighborhood's economic makeup and 
businesses will usually be required before any money can be awarded, 
should the Business Alliance approach potential funding sources. 

II Individuals who participate in the economic needs assessment often 
tend to be more committed and involved in developing solutions for 
the problems identified in the assessment. 

An economic needs assessment can be broken down into the 12 components 
detailed in the following pages. 

Step 1: Forming a Task Force 
The task force, with as few as 3 members or as many as 10, will be made up 
of the Ilmovers and shakers" of the process for asse~ing economic needs. 
Task force participants should be aware of the diversity that exists in the local 
business community, including economic, racial, ethnic, and sexual diversity. 
Individuals who volunteer to join the task force should understand that the 
needs assessment process will be time consuming. Those who are already too 
busy to take on another task should not be allowed to volunteer because a 
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limited commitment on their part could hamper the effectiveness of the entire 
process. 

Step 2: Developing a Basic Strategy 
A basic strategy should cover the who, what, where, when, and how of the 
economic needs assessment. If the information gathered is to be representa­
tive, then a minimum of 10 percent of the local business community should 
be surveyed. The task force will also want to identify any concerns that they 
suspect local businesses may already have. Visits with a few key business 
leaders should provide previews of some of these concerns, which could 
include items such as: 

11 Sufficient space and security lighting in parking areas around retail shops. 

• Appropriate city landscaping and beautification of public shopping areas. 

• Promotion of local businesses in the greater community. 

Such a list of concerns may prove very helpful during a public meeting on the 
assessment. 

Step 3: Planning a Public Meeting 
After developing a basic list of questions for the economic needs assessment, 
the task force should conduct a public meeting to explain the economic 
needs assessment procedure to the community. A range of individuals should 
be invited to this meeting to reflect the diversity of the community and to 
ensure that aU concerns are addressed. It will be important to explain during 
this meeting that although this assessment process may appear similar to the 
needs assessment conducted for Operation Weed and Seed, the economic 
needs assessment will be specifically focused on the business concerns 
of the community (residents might otherwise think that they are being over­
evaluated, with few results to show for their input). 

A typical list of participants in a public meeting might also include: 

• Neighborhood association representatives. 

• Representatives of neighborhood watch groups. 

II Parent and youth group representatives. 

• Local media representatives. 

II Law enforcement representatives. 

• City, county, and State officials. 

II School administrators, teachers, or other indi"iduals in the school system. 

II Religious leaders. 

II Representatives of civic and service groups. 

.. Representatives of other nonprofit organizations. 



It is also important to publicize the meeting through inserts in local company 
payroll checks, fliers distributed to various civic clubs, and newspaper 
advertisements. 

An agenda for the public meeting might include the following items: 

• A welcome and introductions of key community leaders in attendance. 

• An explanation of the economic needs assessment process. 

.. Requests for volunteer help. 

11 A discussion, led by a panel of experts, about resident and business owner 
concerns and issues they would like to have examined. 

• The recording of solutions suggested to address concerns in the business 
community. 

II DeSignation of community members to be surveyed. 

.. Identification of any noncommunity businesses or individuals with a stake 
in the neighborhood's economic future and who should also be surveyed. 

.. General questions that residents want answered. 

The main reason for holding a public meeting is to stress to the community 
that something is about to happen-i.e., an economic needs assessment. It is 
crucial that participants feel at ease and understand that the information being 
gathered will not be used to point blame at anyone and that their responses 
to questions will remain confidential. Participants should also, however, be 
informed that results of the assessment will be available to all interested 
parties-including the news media. Finally, the public meeting should en­
courage business owners in attendance to become more involved with the 
Business Alliance itself. 

Step 4: Identifying Effective Techniques 
Using the input provided by participants at the public meeting, the task force 
can begin drafting the questionnaires that will be used to gather information. 
If the survey is to address as many concerns and questions as possible, then 
the questions should be broad and open-ended. For example, instead of 
asking specifically about all the elements of the local economy, a single 
question can be asked about the local economy in general: IIWhat is the best 
thing about business in our community?" or IIWhat is the worst thing about 
business in our community?" 

Open-ended questions elicit a variety of responses about the major economic 
concerns of a community. Respondents will also tend to feel better about 
being asked open-ended questions because such questions do not seem to 
violate their privacy or put words in their mouths. Additional guidelines to 
bear in mind include the following: 

II The interview in which the survey is conducted should be as short as 
possible. 
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• Demographic information such as age, race, and gender, which is impor~ 
tant in determining whether two distinct groups feel differently about the 
same questions, should be recol'ded. 

II Individuals who can affect the community (i.e" nonresidents) should not 
be excluded from the survey. As pOinted out in ClStep 2: Developing a 
Basic Strategy," surveying 10 percent of anyone group is generally suff1~ 
dent to achieve a representative sampling of an overall group. 

• An outside consultant who is familiar with needs assessments should be 
used to review the assessment interview process. The objective of the 
assessment interview is to get an accurate picture of the business commu~ 
nity and its specific needsj surveyors who are too close to the situation 
may be biased. Outside help can often be obtained at minimum cost 
through a nearby college or university interested in gathering data. 

The folIowing are a few possible questions to be asked of local businesses: 

.. What type of business do you operate in (specific name of the 
neighborhood)? 

• How long have you had a business in this neighborhood? 

• Where did you move your business from? 

III How long do you plan to stay in the neighborhood? 

.. How do you feel about conducting business here? 

II What neighborhood improvements that would help your business would 
you like to see made? 

• What is the biggest business problem you face in this neighborhood? 

II What percentage of your clients come from this neighborhood? 

.. How do you think your clients feel about your business being located 
here? 

• Do you have any other comments? 

The task force may wish to design a different set of questions for individuals 
who own real estate in the neighborhood but who are not involved in retail­
ing. A few questions that might be asked include the following: 

II What is the address of your building? 

II How long have you owned a building in (specific name of the 
neighborhood)? 

II How long do you plan to own a building there? 

• How do you feel about owning a building In that neighborhood? 

• What improvements that would help your property would you like to see 
made in that neighborhood? 

II What Is the biggest problem you face as a building owner there? 

--------------~~---~ 



• How do you think your tenants feel about living/working there? 

II Do you have any other comments? 

Finally, it is important to survey any nonresidents who may be stakeholders 
in the economic future of the neighborhood. This group may include poten­
tial investors or employers as well as new graduates seeking employment in 
the community. A few questions that might be asked of nonresidents include 
the following: 

II Do you know where (specific name of the neighborhood) is located? 

• Do you ever go to this neighborhood? If so, for what purpose? 

.. If and when you go there, do you have any concerns about being in the 
area? If so, why? 

II What do you know about the neighborhood? 

II What have you heard about the neighborhood? 

• How would you describe this neighborhood to others? 

.. What do you think are the major challenges facing this neighborhood? 

• Do you have any other comments? 

Step 5: Devising a Method and a Plan 
Once the task force members have determined what type of questions should 
be asked, they will be able to focus on the best way to ask the questions. 
Influencing the survey method will be how specific the questions are, how 
the answers must be rendered (Le., multi- or bilingually), the importance of 
the respondent's profile to the assessment, how much time the respondent 
has to participate, and how much time the task force has to gather the data. 
Following are three suggested methods for gathering survey information. 

Telephone Interviews 

The telephone interview is useful in getting information from business own­
ers, who can be difficult to reach. The drawback to the telephone interview is 
that in neighborhoods with many residents who lack telephone service, 
surveyors cannot obtain representative consumer samples. 

FocuS Groups 

Marketing professionals learned long ago that no matter how well dog food is 
packaged, dogs will not eat it if they do not want it. The focus group is 
designed to get people to open up and discuss in detail what types of busi­
nesses are needed in their neighborhoods, what kinds of products they do 
not want marketed, and what specifically they would like to see changed in 
the businesses that are serving their neighborhoods. 

ScheduLing a focus group, recruiting volunteers, finding special facilities (i.e., 
buildings having classrooms with two-way mirrors for viewing the event), 
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recording comments, and tabulating results can form an elaborate process. In 
addition, professional interviewers (also known as facilitators) will probably 
be required to obtain accurate results from the focus group; however, such 
experts can often be obtained at reasonable cost through the marketing 
department of a local corporation or manufacturing firm or through the 
marketing school of a local college or university. 

Mailed or Hand-Delivered Questionnaires 

After questionnaires are mailed or hand delivered, lout of 10 people usually 
return the completed forms. Sending out questionnaires is a practical method 
for reaching large numbers of people, but at least 10 percent of the responses 
returned should be verified or followed up in telephone interviews. 

Solidifying the Plan 

Once a task force decides which data-gathering methodes) to use, a plan for 
carrying out the needs assessment must be developed. This plan should 
include the following elements: 

• The number of volunteers needed. 

II All resources required (which may include money). 

III The name of each task force member who will be in charge of each 
survey. 

• Where and how the surveys are to be conducted. 

• The estimated time needed for completing the survey. 

• Flow charts and planning grids that illustrate the plan. 

Examples of the information that might be found on a completed form 
designed to assess the in-person method of gathering data include the 
following: 

II Information will be collected through In-person interviews. 

.. The target population for the survey is all businesses in the (specific 
name) neighborhood. 

• Surveys will be conducted in door-to-door canvassing of businesses in the 
(specific name) neighborhood. 

III The resources needed to begin this survey are questionnaires, volunteers, 
writing supplies, answer sheets, and clipboards. 

• The basic method to be used for this survey involves pairs of volunteers 
who will approach owners or managers (at their business sites) and ask 
whether they have a few minutes to answer some questions about busi­
ness in the neighborhood. If an Individual agrees, a volul1teer will read 
aloud the questions on the questionnaire and record the answers on a 
separate sheet of paper. After the survey is completed, the volunteers will 
thank the individual for his or her time and leave behind infOlmation 
about the Business Alliance. 



-

Finally, it is imperative that the task force present the plan to the steering 
group or board of the Business Alliance for final approval. Once the plan has 
final approval, the task force can hold the first public meeting and explain 
the plan for the economic needs assessment. It is important to keep a board 
of directors or steering group informed because the task force will need their 
help to complete the assessment. 

Step 6: Recruiting and Training Volunteers 
Once the task force plan has been drafted and the assessment method 
approved, a volunteer coordinator should be appointed to recruit and train 
volunteers and to manage execution of the plan. Perhaps the best way to 
recruit volunteers for an assessment Is by making presentations to the groups 
that hold regular meetings in the neighborhood. Volunteers may also be 
recruited at universities, community colleges, or even high schools, which 
often require students to perform community service, One note of caution: 
Students may require more supervision than do adult volunteers. 

The training of volunteers can generally be accomplished in one short 
session. It is important that the Business Alliance board of directors also 
supports and attends the training session. Basically, the training will explain 
the questionnaire, the method that will be used to complete the questlon~ 
naire, and how to record answers. Volunteers should be given ideas about 
how to prompt people to complete the questionnaires without influencing 
their answers, Some guidelines include the following: 

• To be friendly and courteous when asking questions. 

• To ask the questions as they are written on the form. 

• To ask the questions plainly, without suggesting or hinting at a particular 
response. 

• To ask for elabol"d.tion if a respondent's answel' is vague or incomplete. 

• To be ready to explain the purpose behind the economic needs assess­
ment and how the information that a respondent gives will be used. 

• '1'0 tell people that their responses will be anonymous, so they need not 
give their names. 

• To tell respondents who want a copy of the surveyor additional Informa­
tion how to reach the task force member in charge of the assessment. 

• To always thank everyone contacted, regardless of whether they chose to 
participate. 

The volunteer coordinator should monitor the success of the volunteers in 
reaching the goals of the assessment plan and remind them of their dead­
lines. If the plan involves a large group of volunteers, the volunteer coordina­
tor may choose to use group leaders who will, In turn, stay In contact with 
the volunteers conducting the survey. 
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Finally, it is important that volunteers be recognized for their efforts by 
receiving T-shirts, mugs, tote bags, special parties 01' dinners, or other official 
thanks. For many volunteers, the survey may be their first experience with 
volunteer work in the community, and official recognition will encourage 
them to stay involved with the Business Alliance. 

Step 7: Setting a Budget 
An elaborate budget is generally not necessary for an economic needs assess­
ment. Some tasks, however, will cost money-postage and mailing materials, 
photocopying, word processing, or computer work for tabulating the survey 
results. Awards or appreciation dinners for volunteers are other possible 
expenses to be considered. 

Step 8: Identifying Statistical Data 
Although most of the information in the assessment wlll come from the 
questionnaires or focus groups, other Information should also be Included. 
Universities, State agencies, and community organizations regularly collect a 
variety of useful statistical data that can be used to verify or discount the 
validity of a survey. Sources for this information may include the following: 

• Police reports and crime statistics th.it denote busim'sses victimized by a 
higher than normal burglary rate. 

• Information available locally through published reports, such as unem­
ployment rates, business closings or r01ocatloos from the area in the past 
5-7 years, and comparison of Insurance rates for neighborhood businesses 
with those for businesses In the city overall. 

• Newspaper articles that can provide a historical perspective to former 
economic development initiatives undertaken in the community. 

Step 9: Conducting the Assessment 
At this crucial point of the assessment, it is important that task force members 
remember that working with volunteers Is not like working with employees: 
Volunteers arc usually committed to a project because they find some enJoy­
ment or fulfillment in it; if they fail to enjoy the experience, they could easily 
abandon the project. 

Once the information gathering is under way, the process should be closely 
monitored to ensure data accuracy and consistency. It is also critical that the 
method and plan be as flexible as possible in order to deal with the unex­
pected. Here again, It Is important that the volunteer coordinator remain in 
communication with group lead<.'t:'s. 



Step 10: Tabulating and Analyzing Results 
Data from a survey can be tabulated in two ways: manually or electronically. 
When data are tabulated manually, a highly organized system should be used 
for the recording of the data. Some suggested steps include: 

• USing a grid system to tally the answers on the questionnaire with slash 
marks (JIll). 

• Setting aside a response when it does not fit a category on the grid, at 
least until whoever is tabulating the data has gone through all the re~ 
sponses. Once a review has been cOlTlpleted, the tabulator will likely be 
able to accurately calculate the odd response. 

When data are tabulated electronically, and should the task force choose to 
use outside computer aSSistance, whoever runs the software program must 
have the same understanding of the assessment and survey as those who 
conducted it. 

Data should be converted from raw numbers to percentages for better under~ 
standing; the task force can then begin to interpret the information in a draft 
report to the Business Alliance board of directors. 

step 11: Issuing Results 
Once the board of directors has approved the initial draft report on the 
assessment, a final public meeting should be held, to be set up like the first 
public meeting described in step 3, above. At this meeting, the task force 
should present the results of the assessment and make copies of the report 
available to everyone In attendance. Most important, this meeting should be 
used to recognize the volunteers for their contributions to the Business 
Alliance. 

Once the report has been presented, an appOinted program leader should 
Jead a brainstorming session on how to address the concerns that were raised 
by the assessment. This session should be conducted in a participatory 
manner much like the public meeting described above in step 3. Once again, 
the information and comments offered during this session should be further 
examined so that the Business Alliance can put together an all~lnciusive plan 
for Improving the local business community. 

Step 12: Developing Plans 
Some of the concerns identified by the assessment may be matters that the 
community is already struggling to resolve. For example, if area merchants 
are concerned about street crime, the Alliance board of directors may inform 
the city council that the city needs to put more resources Into preventing 
street crime. Should the council respond'that the city already has a crime 
watch program to deal with this problem, the Business Alliance, armed with 
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Its assessment, can counter with the following statement: IIYes, but more than 
80 percent of the people who shop in our neighborhood say that the crime 
watch program is not the most effective way to deal with our neighborhood's 
particular problem. They suggest that more overhead lighting be installed in 
the retail areas and that uniformed security guards be posted in certain high­
risk areas. II 

Having assessment data will not get a business community everything it 
wants; however, a plan for dealing with the problems of the business 
community, backed up by comprehensive data, is much more dlfllcult to 
dismiss than a vague and unsupported plea for help. 
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conomic Consensus 

Chapter 1 of this Guide presented a basic design for establishing a 
~tructured business organization. In chapter 2, an outline was 

provided to help assess the economic needs of the local community. This 
chapter will focus on the process by which an organized Business Alliance 
uses the results of its economic needs assessment to negotiate with other 
groups to reach Alliance goals. This process is known as building economic 
consensus. 

Four Models for Consensus BuUding 
It is important that a Business Alliance be flexible when organizing economic 
consensus programs that will vary from project to project. William Potapchuk 
of the Program for Community Problem-Solving found that four basic models 
for structuring a consensus-building process emerged from his study of 
hundreds of successful programs. 

Committees and Task Groups 

Committees can most often be used by organizations having 10-60 members 
who represent different interest groups. The committee establishes task 
groups to gather information on specific issues (such as those needed for the 
economic needs assessmp,nt, described in chapter 2), to identify related 
concerns, or to develop alternative strategies to solve a problem. 

NegotiatIng Teams 

Representatives from the Business Alliance who have expertise in a certain 
area can be organized into teams. Each team determines its goals and inter­
ests, functioning as a unit during problem-solving sessions. Teams work best 
when th·:!y have between three and five members. Team members must have 
time hctween sessions to talk among themselves about how to proceed and 
time to go back to their re~ l'lective constituents to discuss the progress of the 
discussion, seeking input from those not present. 

Conference and Task Groups 

Large conferences can rally interested citizens around a community problem; 
task group work and additional conferences can follow. (Once again, the 
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economic needs assessment public meeting should be remembered.) A 
conference is not, however, an appropriate format in which to reach consen­
sus. Generally, conferences identify issues that become the basis for organiz­
ing working groups. 

Task Group and Public Input 

A task group with 8-15 people can identify Issues and alternatives, evaluate 
alternatives, and make choices. It does so by actively seeking public input 
from interested persons and groups at every step of the process. This model 
is often used in addressing highly technical issues or complex legislative 
drafting tasks that require a small group with consistent membership. 

Once the Business Alliance board of directors has decided which group 
structure can best help them deal with a specific economic problem, it is 
important for them to be able to explain the process in some detail to the 
public at large. 

The following three-step process can be extremely helpful in developing a 
well thought-out explanation, 

Step 1: Identifying players and their roles. If it is premature to name 
participants in the economic consensus building, categories of participants 
must be declared because they help define political dynamics. It is also 
important to note who will be selecting participants. Furthermore, it is essen­
tial to convey what participants will be asked to do (which includes descrip­
tions of role scope and depth). The decisionmaking process must also be set 
forth: If the board of directors expects a consensus, it must be so stated. The 
same is true of group authority: Failure to clarify the level of shared decision­
making can doom a group if conflicts arise. 

The nature of the final prod\lct (e.g., a contract, development plan, zoning 
ordinance, vision, or strategic plan) should be announced, as should the stage 
of the policy process being served (e.g., framing the problem, identifying 
options, developing solutions, or implementing agreements). In addition, if 
the final product is to be delivered to the city council 01' city manager, then 
representatives of those bodies should be so informed; if possible, they 
should join the Business Alliance board in its announcement. 

Realistic, flexible, and relatively generous timelines, milestones, and deadlines 
will help explain the process of economic consensus building. 

The costs of consensus building-staff time, consulting fees for a facilitator, or 
costs for technical studies-should be itemized. In addition, putting ground 
rules in writing provides symbolic evidence of the type of process being used 
(see appendix B for more on bylaws) and important guidance to primary 
problemsolvers, 

Step 2: preparing for consensus bUilding. After the Business Alliance 
board of directors has completed step 1, they should step aside and allow the 
aSSigned group(s) to begin work. Working groups should first address the 



economic problems assigned to them by providing the following important 
information: 

II Names of parties involved in consensus building; whether representation 
is clear (and if not, how representation will be determined); whether the 
group needs an additional team to represent interests of the Business 
Alliance; whether the team has a joint view of interests and strategies; 
whether any party must communicate or negotiate with constituents or 
others not present (and if so, who the parties are); whether the group 
needs the help of a third party; and what the group will be working on. 

.. What combined issues, if any, are on the table; whether the other parties 
have been contacted about their concerns and issues (and if not, when 
they will be contacted); whether there is agreement on logistics for the 
meeting (including meeting location, meeting time, and identity of the 
recordkeeper); whether meetings will be private or public (and if public, 
whether required notices have been pos~d); and who is paying expenses 
such as rental or meeting space, food and beverages, and lodging for 
invited guests. 

Step 3: Creating a game plan. Creating a game plan involves preparation of 
an agenda, delineation of the decisionmaking process, and description of a 
negotiating strategy. In the preparation of an agenda, consideration should be 
given to explaining the following points: 

.. Whether a premeeting consultation is required. 

• Who proposes the ground rules. 

.. How ground rules are adopted. 

The delineation of the group decisionmaking process will make use of the 
following Information: 

II Possibility that the group needs a complete consensus. 

.. Possibility that specific data are needed (and if so, who will gather the 
data and whether the data will be acceptable to all parties). 

.. Possible discussion between the group and the Business Alliance board of 
directors about the data before negotIations begin. 

II Possible requirer,.1ent for the group to allow time for data collection during 
the negotiation process. 

II Whether all parties will agree. 

Explanation of the group's negotiating strategy-a complex process-will 
include details on many of the following topics: 

• Whether all alternatives to negotiation are known. 

• Whether the economic problem the group Is trying to solve is fully 
understood. 
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• Whether the other parties share this economic problem. 

• Possibility that these other groups will bring other issues to the table. 

• Whether the working group has thought through all the interests of the 
Business Alliance. 

• Identification of the bottom line. 

• How the working group will assess potential solutions. 

II Whether the group can make it., criteria explicit. 

!II What bargaining power the Business Alliance brings to the table; how it 
may be used; and whether the other parties will see this use of power as 
helpful or coercive. 

• Whether the working group can also answer these questions about the 
other parties connected to the economic problem (and if it can, the devel­
opment of a Business Alliance strategy will be enhanced). 

Ii How options will be generated. 

• Whether the parties have jointly created options to solve the problem (and 
if so, whether analysis of the options is needed). 

II What criteria will be used to evaluate options. 

• Whether every possible creative solution has been generated (and if 
not, the reason for it); whether the Business Alliance can assist with this 
process. 

• How the agreement will be reached. 

• Whether the Business Allhnce needs a written agreement. 

• Possible need for an attorney to check the draft agreement. 

• Possibility of linking the agreement to a formal decisionmaking process; 
whether those responsible for that process are involved in the negotia­
tions; and how they will be kept informed. 

• Possible requirement for feedback from the public on a draft agreement; 
who will handle the feedback process; and the need to reach out to the 
public before a decision is reached. 

• How the agreement will be implemented. 

• Identification of the party responsible for implementation of the 
agreement. 

., Definition of the timellne. 

• Whether the agreement needs to be monitored. 

• Possibility of regular meetings with all parties to ensure implementation. 



the Action Plan 

I n conjunction with Operation Weed and Seed, the Business Alliance 
program is designed to help communities achieve long-term stability 

through economic revitalization. The most challenging and difficult part of 
neighborhood revitalization is implementing an action plan to deal with the 
problems and concerns identified by neighborhood businesses and residents. 

Although there is no specific formula! one ingredient is essential for the 
success of a Business Alliance: Businesses and residents must actively partici­
pate in developing the plan. The people who work and live in a community 
targeted for revitalization must decide what they hope to accomplish and 
how they will achieve their goals. 

Goals and Objectives 
Setting goals and objectives is necessary to focus Business Alliance members 
on their revitalization efforts and action plan. 

• Goals are broad statements that guide a Business Alliance and are not 
'Icast in stone." Goals must be reevaluated regularly by an Alliance board 
of directors (usually occurring at 6-month intervals) and changed when­
ever necessary. 

• Objectives are the intended outcomes of a program; they should be 
specific and measurable, 

Any well-organized action plan should deal with unsolved problems, which is 
why the economic needs of a community must be determined before any 
goals are set. 

The goal of the Fort Myers, Florida, Business Alliance, for example, was to 
develop wide-reaching corporate support to strengthen the area's Weed and 
Seed initiative. That goal included the delivery of economic development 
services, the establishment of long-range economic recovery programs, and 
the building of solid economic futures within a specific neighborhood. 

To achieve this goal, the program set three objectives: 

.. To develop a Business Alliance program by June 1993. 

Monograph 

"Persistence and a 
positive attitude are 
necessary ingredients 
for any successful 
venture." 
-Former Virginia Gov. 
L. Douglas Wilder, 
1986 

25 



Bureau of Justice Assistance 

By establishing a 
Business Alliance, a 
community shows that 
it is serious about 
working on neighbor­
hood revitalization. 

26 

II To implement a field test for an economic tracking system by July 1993. 

.. To implement the full economic tracking system by September 1993. 

The Fort Myers Business Alliance decided to establish the economic tracking 
system to identify which businesses were needed in the neighborhood, why 
businesses closed, what market needs the area had, and how long busines&es 
had operated in the area. The tracking system is part of a broader effort that 
includes employment and job training programs to address the economic 
needs of a predominantly low-income community. 

The Business Alliance noted in its program profile that "There is ~ need to 
attract businesses into targeted neighborhoods that have become alienated 
and isolated from the community as a whole." 

Developing the Plan 
The Operation Weed and Seed Implementation Guide recommends several 
steps to manage a neighborhood restoration plan. The same steps, delineated 
below, are easily adapted to an action plan developed by a Business Alliance 
to implement and monitor economic revitalization efforts. 

• The needs assessment survey and current comprehensive plans for the 
targeted neighborhood should be reviewed. 

II An action plan should be drafted. 

• The plan should be converted to goals, objectives, and tasks. 

• Monthly meetings of Business Alliance members should be conducted to 
review the action plan. 

• Tasks should be revised as needed while the action plan is being imple­
mented. 

.. The BUSiness Alliance should meet regularly with residents and other 
interested parties, perhaps every 3 or 6 months, to review the action plan 
and solicit suggestions, advice, and participation. 

Public Relations: Spreading the Word 
By establishing a Business Alliance, a community shows that It is serious 
about working on neighborhood revitalization. A successful program should 
aggressively and widely promote its activities, keeping the public informed 
about its progress. 

Along these lines, a Business Alliance should develop a public relations 
campaign to help foster the perception of a successful program-one of the 
most significant elements of a neighborhood restoration plan. 

There arc as many ways to promote a revitalization program as there are 
concerns and problems in a neighborhood. A public relations campaign 
requires the attention of a subcommittee or group of volunteers willing to 



promote the Business Alliance program; however, it need not be time 
consuming or costly. 

Many opportunities to promote the Business Alliance exist at the neighbor­
hood or community level. As a starting point, local news media outlets can be 
identified, and a master list of daily, weekly, and biweekly newspapers; trade 
publications (such as a builders' association newsletter); television stations; 
and radio stations can be compiled. Ideally, the list would include the name 
of each media outlet; its address, telephone number, and fax number; and, 
whenever possible, the name of a contact person. 

Many daily newspapers have editors who oversee the community business 
news pages, which is a natural place for notices about Business Alliance 
meetings and other events. A business editor could become a regular contact 
for news releases about meetings, programs, or other activities. 

Local television news shows usually welcome story ideas about local com­
munities. Any event with strong visual elements, such as a neighborhood 
cleanup day or small-business fair, usually appeals to a television news 
director or reporter. Many television stations also offer community program­
ming through which a Business Alliance could publicize its efforts. Com­
munity programming usually consists of a talk-show format, a community 
calendar listing, or both. 

Many television stations and local cable companies accept 30-second public 
service announcements (PSA's) from nonprofit organizations. At several 
thousand dollars, the cost of a PSA may seem prohibitive; however, a local 
video production company or independent producer-one who operates or 
lives in u community targeted for revitalization-may be willing to reduce the 
price of or charge nothing for a nonprofit PSA. Students at a community 
college or high school may also produce a PSA at no charge. 

As shown by the extensive coverage of Operation Weed and Seed in many 
cities, local and national media will give air time to stories of local people 
banding together to improve their living conditions. 

When the Cocoa Beach (Florida) Area Chamber of Commerce formed its 
Business Alliance program, the local newspaper carried reports and an 
editorial lauding the idea. This publicity helped attract dozens of member'S 
and prompted the Chamber to adopt a communitywide Business Alliance 
because businesses across the area obviously shared the cuncerns of busi­
nesses in the original targeted neighborhood. 

The media is a powerful tool for promoting the activities and achievements 
of a Business Alliance program, playing a key role in creating an environment 
conducive to success. 
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a World of Ideas 

A Business Alliance program can employ an array of tactics to stimulate 
economic revitalization in targeted neighborhoods, helping businesses 

grow and prosper. Such tactics range from conducting smaH-business semi­
nars and mentoring programs to establishing small-business loan programs 
and busitless incubators for entrepreneurs. 

Mentoring Programs 
A mentoring program is an effective way for business owners in targeted 
neighborhoods to develop close working relationships with locally estab­
lished companies and entrepreneurs. Mentoring programs that target small 
businesses and high-school students are an excellent means for businesses to 
help fledgling entrepreneurs build their own businesses and, in turn, help 
revitalize neighborhoods. 

A successful mentoring program needs strong support and commitment from 
all participants; a sound organization; careful selection, training, monitoring, 
and evaluation of mentors; good communication; and input from and in­
volvement of all partners. (For information on a proven model program, 
contact the Florida Chamber of Commerce for a copy of its StarMaker 
Mentoring Program Planning Manual,· for the names of other resources, 
see appendix A.) 

The Business Alliance program of the Winter Park (Florida) Chamber of 
Commerce implemented an Adopt-A-Business program to establish relation­
ships between minority-owned businesses and corporate sponsors or success­
ful entrepreneurs. (See appendixes C and D for details on Adopt-A-Business.) 
The Chamber served as the catalyst for the program and adviser to the 
partnerships. 

In developing its mentoring program, Winter Park outlined specific responsi­
bilities that each member of a partnership must agree to foHow, The owner 
of a minOrity business develops a business plan, reacts to recommendations 
from the sponsor and adviser, meets regularly with the sponsor, is dedicated 
to the growth of the business and the success of the program, assists other 
minority businesses in their development, and encourages business dealings 
between supporting businesses and other minority-owned businesses, 
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The sponsor assists the owner of a minority business in developing an aggres~ 
sive action plan and solving problems, encourages business opportunities 
between sponsors and minority enterprises, and reports any concerns and 
recommends action to the adviser. 

The adviser serves as support base for both partners, assists in educating the 
corporate sponsor in the positive impact the program makes in the targeted 
neighborhood or community, ensures that the owner of a minority business 
follows through on recommendations made by the adopting company, en~ 
courages regular meetings between a business owner and the adopting 
company, reports to the Business Alliance on the progress of the partnership, 
and conducts periodic and final evaluations of the partnership. 

Small-Business Incubators 
Small business is the fastest growing part of the U.S. economy. In fact, 99 
percent of all businesses employ fewer than 100 workers, according to the 
U.S. Small Business Administration. Small businesses, however, also have an 
alarming failure rate: Within 5 years, 62 percent go out of business. 

Small~business incubators are designed to help young entrepreneurs avoid 
the pitfal1s of starting a business. Two of the Florida Business Alliances are 
developing plans for incubators in targeted neighborhoods as part of their 
economic revitalization efforts. Incubators provide small businesses with 
affordable office and manufacturing space; shared support services; and 
access to financing, marketing, management, and other business development 
services. Small~business incubators are designed to help new businesses 
survive and grow when they are most vulnet·able. 

According to the National Business Incubation Association, more than 
500 small~business incubators are operating in North America. The economic 
impacts of an incubator, as set forth by the association, include the following: 

• Creation of jobs. 

• Innovation in, development of, and transfer of technology. 

• Diversification of local economies. 

• Expansion of the tax base. 

• Creation of investment opportunities. 

• Creation of a market for products and professional services. 

Almost 40 percent of the Nation's smal1~business incubators are public or 
nonprofit organizations created for economic development purposes, accord~ 
ing to the association. public·private incubators that offer access to govern~ 
ment funding and resources and to prlvate~sector financing and business 
expertise make up 30 percent of the Incubator. The remainder is split be­
tween private and academic facilities. 

-----------~-- ----------"-----
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Business Alliances in Winter Park and Manatee County, Florida, are develop­
ing incubators using public and private resources. The incubators will serve 
small businesses in \heir startup phases and provide a network and outreach 
system for minority businesses and low~income residents. 

State Enterprise Zones 
To improve economic and social conditions in blighted neighborhoods, 
approximately 35 States have adopted enterprise zone legislation that offers 
incentives to businesses to locate in these areas and hire local residents. 
Enterprise zones offer tax benefits and regulatory relief to businesses, al­
though specific incentives vary regionally. 

In Florida, the first State to adopt enterprise zone legislation, the incentives 
include the followin,I:J: 

• Corporate income tax and sales tax credits for all companies that hire 
residents of enterprise zones. 

• Property tax credits for businesses that relocate to or expand in an enter­
prise zone. 

D Refunds of sales tax on building materials and property purchases for 
businesses that operate v.'ithin an enterprise zone. 

• Sales tax exemptions for electrical energy used by businesses in an enter-
prise zone. 

LOcal governments can offer additional incentives within enterprise zones, 
including property and utility tax abatements, occupational license tax ex­
emptions, and Industrial revenue bonds. 

Federal Empowerment Zones and Enterprise 
Communities 
The primary goal of one notable initiative is to encourage cooperation among 
Federal, State, and local Governments. The Empowerment Zones/Enterprise 
Communities (EZ/EC) program allows the Federal Government to proffer an 
arrangement whereby State and local governments create and propel formerly 
comprehensive strategiC plans, with the Federal Government waiving regula­
tions, when possible, that could interfere with those plans. Specific benefits 
available for federally designated empowerment zones include the following: 

• Eligibility for new tax-exempt facility bonds. 

II Special consideration in competition for funding under other Federal 
programs. 

• Special help in overcoming regulatory impediments to implementing 
strategic plans. 

• Award of substantial EZ!EC social service block grant funds of up to 
$100 million for each urban zone. 
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• Employer wage credit for zone residents extended to qualified employers 
engaging in business in a zone. 

II Increased Section 179 deductions for qualified properties. 

The benefits available for federally designated enterprise communities include 
the following: 

• Eligibility for new tax-exempt facility bonds. 

• Special consideration In competition for funding under other Federal 
programs. 

• Special help in overcoming regulatory impediments to implementing 
strategic plans. 

II Receipt of approximately $3 million In EZ/EC social service block grant 
funds. 

To be considered for EZ/EC deSignation, an area must be nominated by its 
State and local governments or by a State-chartered economic development 
corporation. 

Loans for Small Businesses and Minority 
Businesses 
The lack of capital financing is one of the biggest problems faced by many 
small and minority businesses. Federal agencies offer a variety of special 
financing programs, including the following: 

• U.S. Small Business Administration (SBA) Microloans for young entrepre­
neurs in inner-city neighborhoods and rural areas to develop small, often 
home-based, businesses. 

• 

• 
II 

Direct loans and counseling services from the SBA for small businesses 
owned by low~income persons or located in areas with widespread unem­
ployment or predominantly low-income residents. 

SBA loans to small general contractors to help with short-term financing of 
residential or commercial construction or rehabilitation of property. 

Fixed-asset loan programs administered by SBA-licensed certified develop­
ment companies to allow new or expanding small businesses to promote 
economic development in specific areas. 

• U.S. Department of Commerce Business Development Assistance that 
guarantees up to 80 percent of the unpaid balances of loans made by 
private lenders to sustain businesses in designated areas, allowing them to 
create or retain jobs. 

II U.S. Department of Commerce grants for establi'3hment of business incuba­
tors, renovation of industrial parks, and other improvements of the infra­
structure that could create or retain jobs in severely depressed areas. 



.--------- .-------------------

Public-Private partnerships 
The 1992 riots in Los Angeles spawned unique partnerships between the 
public and private sectors that can serve as models for other depressed inner" 
city communities. 

Business Development and Entrepreneur Center 

A year after the eruption of civil unrest in Los Angeles, the Business Develop­
ment and Entrepreneur Center was established as a partnership between the 
Los Angeles Urban League and private industry. The Center, designed to 
provide assistance to small businesses and entrepreneurs In virtually every 
phase of business, was funded by $1 mlJlion from Arco and equipped with 
computers donated by IBM and valued at $80,000. 

'rhe Business Development and Entrepreneur Center provides workshops, 
seminars, and one-on-one counseling and helps businesses gain access to 
rapital for expansion. Through the Center, small businesses become more 
aware of opportunities to compete for government contracts through a 
computer linking the Center with local government purchasing departments. 

F'inancial Employment Center 

In another unprecedented partnership, a consortium of 17 financial institu­
tions contributed $1 million to establish a center to train Inner-city youth and 
guarantee them jobs at savings banks. 

"We have to create sustained economic growth in America," U.S. Commerce 
Secretary Ron Brown said at the unveiling of the Financial Employment 
Center in May 1993. "It's the private sector that fuels the engine that pulls the 
train of economic growth. It 
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sidering Profiles of Sllccess 

Operation Weed and Seed has helped local communities "weed out" 
many drug traffickers, violent offenders, and other criminals from 

inner-city neighborhoods; the "seed" of long-term economic revitalization can 
then be planted to create an environment in which people not only want to 
live but also want to work and conduct business. 

As part of the Weed and Seed program, the Business Alliance Is designed to 
give communities the tools to lay the foundation for reviving their neighbor­
hoods. A Business Alliance program can bring together residents, business 
owners, government officials, law enforcement, and others to harness re­
sources at the local, State, and Federal levels. 

Five Florida Chambers of Commerce employed the Business Alliance ap­
proach to deal with problems found in every urban neighborhood or commu­
nity: alienation from the mainstream business community, high crime and 
unemployment, drug problems, declining or stagnating business districts, 
unsightly or abandoned buildings and surroundings, and lack of any organi­
zation or structure to stimulate economic renewal. 

Although the problems are usually the same in each community, the strate­
gies for dealing with the problems are as varied as the Imaginations and 
initiative of the people trying to solve them. Some of the strategies used by 
five Florida Chambers of Commerce are described in the following pages. 

Winter park Chamber of Commerce 
Even before the Winter Park (Florida) Chamber of Commerce started its 
Business Alliance program in Jate 1992, it was developing ambitious plans to 
assist minority businesses. The Business Alliance program, however, allowed 
the Chamber to focus its efforts and serve as a model for other communities. 
According to Don Dalton, Chamber executive vice president, lilt enabled us 
to be able to afford to do these programs . .It gave us the focus for what we 
hoped to accomplish." 

Through the Business Alliance program, the Winter Park Chamber obtained 
a grant from the U.S. Small Business Administration to ccmduct an economic 
development survey of the city'S Westside neighborhood, home to 
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approximately 3,000 people. Among other things, the survey showed that 
residents considered jobs their number one need. 

As a result, the Chamber, the Winter Park Housing Authority, the city of 
Winter Park, a local minority-owned bank, a minority-owned consulting firm, 
and a minority-business loan program developed a small-business incubator 
through which entrepreneurs can find low-cost office space, reduced over­
head costs, and business counseling services. 

Other elements of Winter Park's strategy include a mentoring program, which 
matches Chamber members with local business owners, and a minority­
business access plan that helps defray the cost of Chamber memberships for 
small businesses. The Business Alliance has also sponsored a variety of small 
business seminars on conducting business with government agencies and 
corporations. 

The mentoring program, or Adopt-A-Business program, has linked owners of 
more than 20 minority businesses with representatives of established compa­
nies who provide counsel on business and other problems. 

"They have done all kinds of helpful things to help our business," Ernestine 
Mosley, founder of Hl-Tech Tutoring Centel' Inc., says of officials at Florida 
Power Corporation, who serve as her mentors. "When I need to open a door, 
I have someone to help me." 

Florida Power officials have introduced Mosley, whose nonprofit business 
provides after-school tutoring to 125 economically disadvantaged students, to 
corporate executives and other local business owners who have helped 
underwrite student tuition and other expenses. (For more details on the 
history and operation of Adopt-A-Business, see appendix C.) 

The plan to help minority businesses gain access to Chamber of Commerce 
activities is titled the Minollty Business Access Partnership Program, or MAPP. 
Banks sponsor minority businesses for Chamber membership by paying 
50 percent of their dues. More than 20 minority businesses have already 
joined the Chamber through MAPP. 

11Th is initiative is a self-help program that recognizes that while many minor­
Ity-owned businesses are the ones who stand to gain most Significantly from 
Chamber membership, they are also often those who can least afford the cost 
of joining," says Carolyn Winston, coordinator for the Chamber of Commerce 
Business Alliance program. 

According to Chamber Executive Vice President Dal~on, the Business Alliance 
has tapped into the hidden but heavy demand from minority business owners 
who want to help Improve the economic climates of their neighborhoods but 
do not know where to turn. Membership in the Chamber Minority Business 
Committee grew from the 6 members It had before th~ Business Alliance 
prdgram started to nearly 130 members apprOXimately 1 year later. The city of 
Orlando, Florida, Is also using Winter Park's program as a model for its own 
mlnorltYMbusiness program. (For more on MAPP, see appendix E.) 



Cocoa Beach Chamber of Commerce 
The intersection of State Road 520 and U.S. Route 1 in Cocoa Beach is a busy 
thoroughfare that serves as a gateway to this beachfront community on 
Florida's east coast. The neighborhood around the highway, however, has 
one of the area's highest crime rates and nearly 23-percent unemployment. 

Local police and community groups had worked together to reduce crime 
plaguing parts of th~ community, but nothing had been done to improve the 
business distrIct. A needs assessment conducted for the Business Alliance 
showed that local business o'wners wanted to improve the district's appear­
ance, Increase law enforcement presence, and foster economic development. 

One problem that the Business Alliance resolved quickly was the lack of 
communication between the local police and business owners. The police 
increased patrols and made several burglary arrests, including one that ended 
a streak of break-Ins at a small restaurant that was about to shut down be­
cause it had lost $7,000. Business Alliance members also sUPPOtt the police 
department's first request in 10 years to hire additional officers. 

Working together to improve the district's appearance, business owners 
persuaded the State to spend $70,000 to landscape medians along a 3-mile 
stretch of roadway, 

The Business Alliance has helped business owners pull together to try to 
reverse a det~riorating business environment. Of about 300 businesses in the 
district, almo$c 100 have j0ioed the program. 

Manatee Chainber of Commerce 
The Business Alliance program started in Manatee County has taken a three­
pronged approach to addressing economic renewal in three neighborhoods 
plagued by drug trafficking, burglaries, and other crimes. 

Under the sponsorship of the Man::!tee Chamber of Commerce, the Business 
Alliance has established a mentoring program for up to 30 minority business 
owners and has provided reduced-cost membership dues for minority-owned 
businesses; 22 businesses have now joined the Chamber, and many more are 
involved in the mentoring program. A full-time prevention specialist serves as 
the Ilaison between the target communities and the minority access program 
and facilitates the business group's development. 

Fort Myers Police Department 
In a strategy different from those of the other Business Alliance sites in 
Florida, the Fort Myers Pollce Department works on eco','lomic revitallzation 
efforts '{l':~b four other Chambers of Commerce and a local drug-free coalition. 
Business Alliance programs are aimed at the downtown Fort Myers area, 
part.lcularly the high-crime, low-income community of Dunbar. 
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The Business Alliance is establishing an economic tracking system designed 
to determine what type of businesses the area needs and why other busi­
nesses have closed or relocated. 

A new Community Enrichment Center developed by the city of Fort Myers, 
the local police, and the public school district includes employment and job 
training activities for teenagers considered at risk for drug or other crime 
activity. 

Greater Clearwater Chamber of Commerce 
The Business Alliance program is targeted at two Clearwater communities: a 
lOw-Income, predominantly African-American neighborhood with widespread 
unemployment and crime, and a neighborhood in a declining downtown area. 

The Clearwater Business Alliance program has sponsored a community 
cleanup day and conducted a series of seminars to provide business advice to 
owners of small and minority businesses. 

Conclusion 
Activities like those of the five Florida Chambers of Commerce underscore the 
tremendous benefits that can result from pooling a community's resources in 
a Business Alliance program. The renewed economic vitality, Improved 
physical conditions, enhanced self-esteem and productivity of the residents 
already helped, and general sense of having new life breathed Into a neigh­
borhood combine in a powerful model for other communities whose resi­
dents-perhaps despairing of finding their own solutions or frightened of (or 
angry at) having been "forgotten"-might soon be spurred to action. 



s and Contacts 

Representatives of communities interested in forming their own 
Business Alliance programs are encouraged to contact any of the organi­

zations listed below for updates and further information. 

Florida Organizations 
Florida Chamber of Commerce 
P.O. Box 11309 
136 South Bronough St. 
Tallahassee, FL 32302-3309 
904-425-1200 

Cocoa Beach Area Chamber of 
Commerce 

400 Fortenberry Rd. 
Merritt Island, FL 32952 
407-459-2232 

Greater Clearwater Chamber of 
Commerce 

P.O. Box 2457 
Clearwater, FL 34617 
813-461-0011 

Greater Fort Myers Chamber of 
Commerce 

P.O. Box 9289 
2310 Edwards Dr. 
Fort Myers, FL 33902 
813-332-3624 

Manatee Chamber of Commerce 
P.O. Box 321 
222 10th St. West 
Bradenton, FL 32306 
813-748-4311 

Winter Park Chamber of Commerce 
P.O. Box 280 
Winter Park, FL 32790 
407-644-8281 

National Organizations 
u.s. Small Business Administration 
Washington, DC 
800--368-5855 or local SBA office 

u.S. Department of Housing and Urban 
Development 

Washington, OC 
202-758-1577 

u.S. Department of Labor 
Washington, DC 
202-535-0580 

National Business Incubation 
Association 

Athens,OH 
614-593-4331 

Bureau of Justice Assistance 
Response Center 
633 Indiana Ave. NW. 
Washington, DC 
800-421-6770 

Bureau of Justice Assistance 
Clearinghouse 

P.O. Box 6000 
Rockville, MD 
Washington, DC; 
800-688-4252 
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Federal Programs 
Empowerment Zones and Enterprise 

Communities 
Office of Community Planning and 

Development 
U.S. Department of Housing and Urban 
Development 
For technical assistance call 800-998-9999 

Job Training Partnership Act 
U.S. Department of Labor 
Contact State department of labor or 202-
535-0580 for regional employment and 
training office 

Employment Services and Job 
Training Demonstration Programs 

U.S. Department of Labor 
202-535-0677 

Minot'ity Business Development 
Centers 

U.S. Department of Commerce 
202-377-8015 

Economic Development Technical 
Assistance 

U.S. Department of Commerce 
202-377-2127 

Management and Technical Assistance 
for Economically Disadvantaged 
Businesses 

U.S. Small Business Administration 
202-205-6423 or local SBA office 

Related Federa1 Loan 
and Grant Programs for 
Small and Minority­
Owned Businesses 
Business Development Assistan(!(~ 

U.S. Department of Commerce 
contact 202-377-4731. 

Grants fot Public Works and 
Development Facilities 

U.S. Department of Commerce 
202-377-5265 

Research and Evaluation Program 
U.S. Department of Commerce 
202-377-4085 

Community Development Block 
Grants 

U.S. Department of Housing and Urban 
Development 
Contact local community development 
office or 202-708-1577 for local BUD 
office 

Loans for Small Businesses-7(aXll) 
Loans 

U.S. Small Business Administration 
Contact local SBA office 

MInority Business Developmcnt­
Section 8(a) 

U.S. Small Business Administration 
Contact local SBA office 

Local Development Company Loans 
(502) 

U.S. Small Business Administration 
Call 202-205-6485 for local SBA contact 

Additional Reading 
Resources 
Startillg mId Matlagitlg a Smail Busi-
1Iess 0" YOIlf' OW", Wendell O. Metcalf, 
U.S. Small Business Administration, Office 
of Business Development, 1982. Available 
at no cost from local SBA offices or small 
business development centers. 

Ecotlomic Developmetlt Ma'ItIall 

Kenneth C. Wagner, 1978. University of 
Mississippi Press, 3825 Ridgewood Rd., 
Jackson, MS 39211 ($9.95). 

Co,mmmity Developmetlt as a 
P"ocess, Lee J. Carey, editor, 1989. 
University of Missouri Press, 2910 LeMone 
Blvd., Columbia, MO 65201 ($14.50). 

--- ------- --------------~~~~~~--~--~---



StarMaker lfletlto,-Ing Program 
Plantlltlg Matlllal, Florida Chamber of 
Commerce and Florida Education and 
Industry Coalition, September 1991, 
Florida Chamber of Commerce, P,O, Box 
11309, Tallahassee, FL 32302-3309i 
904-222-2831; available at no cost, 

1993 FlOl-Ida New Busltress Glllde & 
Checklist I Florida Department of Com­
merce, Division of Economic Develop­
ment, 107 West Gaines St., Tallahassee, FL 
32399-2000; 904-488-9357j available at 
no cost, 

Economic Developmetlt Services, 1991, 
Florida Department of Commerce, Div/­
sion of Economic Development, 107 West 
Gaines St., Tallahassee, FL 32302-2000; 
904-222-2831; available at no cost. 

Drug-P,'ee Work Placel 1990, Florida 
Chamber of Commerce, P.O. Box 11309, 
Tallahassee, FL 32302-3309; 904-222-2831 
($10). 

Implemetltatlotl Tools for CompreIJe,,­
slve Pla",litlg I Georgia Department of 
Community Affairs, 1993, Office of 
Coordinated Plannlns, 1200 Equitable 
Bldg., 100 Peachtree St., Atlanta, GA 
30303 ($3). 
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ylaws for Business 

The following guidelines should provide accurate and authoritative informa~ 
tion about what to include in the bylaws for a Business Alliance program. 
The information is provided with the understanding that the Bureau of Justice 
Assistance is not engaged in rendering legal, accounting, or other professional 
services. If legal advice or other expert assistance is required, the services of 
a competent professional should be sought. 

Introduction 
The following sample bylaws should help guide Business Alliances that ;l.re 
either preparing bylaws for the first time or revising existing bylaws. Culled 
from a wide range of formats currently used by business associations, the 
model includes provisions that are essential for workable bylaws. 

The wording and format are suggestions that Business Alliances can include, 
exclude, or adapt to their individual needs. Blanks in the text allow organiza­
tions to insert their own information, most of which relates to dates for 
election and orientation of officers and directors. Because the timing of these 
procedures is vitally important to the success of an Alliance, a sample time~ 
table has been included at the end of this appendix. 

Article I: General 
Section 1: _____ (Name) 

This organization is incorporated under the laws of the State of 
___________ and shall be known as the _____ _ 
Business Alliance, Incorporated. 

Section 2: Purpose (Include enough detail and specifics to reflect the pur­
poses of the organization.) 

The ________ Business Alliance is organized to achieve the 
objectives of: 

• Preserving the competitive enterprise system of business by creating a 
better understanding and appreciation of the importance of business 
people and a concern for their problems; educating the business commu~ 
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nity and representing them in city, county, State and national legislative 
and political affairsj preventing or addressing controversies, when they 
arise, that are detrimental to expansion and growth of business and the 
communityj and creating a greater appreciation of the value of a more 
liberal investment of substance and self on behalf of the interests of 
competitive business. 

• Promoting business and community growth and development by promot­
ing economic programs designed to strengthen and expand the income 
potential of all business within the trade areaj promoting civiC, social, and 
cultural programs that are designed to increase the functional and aesthetic 
values of the communltyj and discovering and correcting abuses that 
prevent the promotion of business expansion and comml.mlty growth. 

or 

The Business Alliance is organized to advance the general 
welfare and prosperity of the Neighborhood so that its 
citizens and all areas of its business community shall prosper. All neces­
sary means of promotion shall be provided and particular attention and 
emphasis shall be 8iven to the economic, civic, commerCial, cultural, 
industrial, and educational interests of the area. 

Section 3: Area (Identify the area served.) 

The Area or ______ economic region shall mean 
to include the neighborhoods of: _, ______ , and 
______ , in the county of ____ _ 

Section 4: Limitation of Methods 

The Business Alliance shall observe all local, State, and 
Federal laws that apply to a nonprofit organization as defined in Section 
501(c)(6) of the Internal Revenue Code. 

Article II: Membership 
Section 1: Eligibility 

Any person, association, corporation, partnership, or estate having an interest 
in the objectives of the organization shall be eligible to apply for membership. 

Section 2: Election (how application is made, received, and approved) 

Applications for membership shall be submitted in writing on forms provided 
for that purpose and shall be signed by the applicant. Election of members 
shall be by the board of directors at any meeting thereof. Any applicant so 
elected shall become a member upon payment of the regularly scheduled 
investment as provided in Section 3 of Article II. 



Section 3: Investments 

Membership investments shall be payable in advance at such rate or rates, 
schedule, or formula as may be, from time to time, prescribed by the board 
of directors. 

Section 4: Termination (resignation, expulsion, and delinquency) 

• Any member may resign from the Business Alliance upon written request 
to the board of directors. 

• Any member shall be expelled by the board of directors by a two-thirds 
vote for nonpayment of dues after 90 days from the due date, unless 
otherwise extended for good cause. 

• Any member may be expelled by a two-thirds vote of the board of direc­
tors, at a regularly scheduled meeting thereof, for conduct unbecoming a 
member or prejudicial to the aims or repute of the Business Alliance, after 
notice and opportunity for a hearing are afforded the member complained 
against. 

Section 5: Voting 

In any proceeding in which voting by members is called for, each member in 
good standing shall be entitled to cast one vote. 

or 

In any proceeding in which voting by members is called for, each member 
shall be entitled to 1 vote; and each member firm, association, or corporation 
shall be entitled to a number of votes determined by the amount of invest­
ment paid, not to exceed 10 votes. 

Section 6: Exercise of Privileges (assignment of membership within sub­
scription and any limitations) 

Any firm, association, corporation, partnership, or estate holding membership 
may nominate individuals whom the holder desires to exercise the privileges 
of membership covered by its subscriptions and shall have the right to 
change its membership nomination upon written notice. 

Section 7: Orientation (Areas of complete orientation should be indlcatedi 
detailed outlines of each group should be part of the Business Alliance 
procedures manual,) 

At regular intervals, orientation on the purposes and activities of this organi­
zation shall be conducted for the following groups: new directors, officers 
and directors, committee heads, committees, and new members. A detailed 
outline for the orientation of each of these groups shall be a part of this 
organization's procedures manual (or orientation handbook). 

Section 8: Honorary Membetship 

Distinction in public affairs shall confer eligibility to honorary membership. 
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Except for the right to vote, honorary members shall have all the privileges of 
members and shall be exempt from payment of dues. The board of directors 
shall confer or revoke honorary membership by a majority vote. 

Article III: Meetings 
Section 1: Annual Meeting 

The annual meeting of the corporation, in compliance with State law, shall be 
held during (month) of each year. The time and place shall be fixed by the 
board of directors and notice thereof mailed to each member at least 10 days 
before said meeting. 

Section 2: Additional Meetings (general membership, board, and committee 
meetings) 

General meetings of the Business Alliance may be called by the chairperson 
of the board at any time, or upon petition in writing of any (number or 
percent of) members in good standing: Notice of special meetings shall be 
mailed to each member at least 5 days before such meetings, board meetings 
may be called by the chairperson of the board or by the board of directors 
upon written application of three members of the board (notice, including the 
purpose of the meeting, shall be given to each director at least 1 day before 
said meeting), and committee meetings may be called at any time by the 
chairperson of the board, respective department vice chairperson, or by the 
committee chairperson. 

Section 3: QUorums 

At any duly called general meeting of the Business Alliance, (number or 
percent of) members shall constitute a quorum; at a board meeting, a majority 
of directors present shall constitute a quorum; at committee meetings, a 
majority shall constitute a quorum except when a committee consists of more 
than nine members. In that case, five shall constitute a quorum. 

Section 4: Notices, Agendas, Minutes 

Written notice of all Business Alliance meetings must be given at least 
____ days in advance unless otherwise stated. An advance agenda and 
minutes must be prepared for all meetingsj a detailed outline for preparation 
of both documents shall be part of this organization's procedures manual. 

Article IV: Board of Directors 
Section 1: Composition of the Board 

The board of directors shall be composed of (number) members, (one~third) 
of whom shall be elected annually to serve for 3 years or until their succes~ 
sors are elected and have qualified. The incoming chairperson of the board 
may appoint, subject to the approval of the board, between (number) and 
(number) members to the board to serve l~year terms. The past chairperson 
and the president shall serve as members of the board. 



-------~-~~- -----------

The government and policymaking responsibilities of the Business Alliance 
shall be vested in the board of directors, whicb shall control its property, be 
responsible for its finances, and direct its affairs. 

Section 2: Sciection and Election of Directors (See last page for sample 
timetable.) 

A. Nominating Committee. At the regular (month) board meeting, the 
chairperson of the board shall appoint, subject to approval by the board of 
directors, a nominating committee of (tUmwer) members of the Business 
Alliance. The chairperson of the board shall designate the chairperson of the 
committee. 

Before (date), the nominating committee shall present to the president a slate 
of (mwlber of vacancies) candidates to serve 3-year terms to replace the 
directors whose regular terms are expiring. Each candidate must be an active 
member in good standing and must have agreed to accept the responsibility 
of a directorship. No board member who has served two consecutive 3-year 
tenns is eligible for election for a third term. A period of 1 rear must elapse 
before eligibility is restored. 

n. Publicity of Nominations. Upon receipt of the report of the nominating 
committee, the president shall immediately notify the membership by mall of 
the names of persons nominated as candidates for directors and the right of 
petition. 

C. Nominations by Petition. Additional names of candidates for directors 
can be nominated by petition bearing the genuine Signatures of at least 
(number) qualified members of the Business Alliance. Such petition shall be 
flied with the nominating committee no more than 10 days after notice has 
been given of the names of those nominated. The determination of the 
nominating committee as to the legality of the petition(s) shall be final. 

D. Determination. If no petition Is filed within the designated period, the 
nominations shall be closed and the nominated slate of ('lIlmber offJQca"cles) 
candidates shall be declared elected by the board of directors at their regular 
(momb) board meeting. 

If a legal petition shall present additional candidates, the names of all candi­
dates shall be arranged on a ballot in alphabetical order. Instructions will be 
to vote for ("umber ofvacatlcles) candidates only. The president shall mail 
this ballot to all active members at least 15 days before the regular (molltb) 
board meeting. 

The ballots shall be marked In accordance with instructions printed on the 
ballot and returned to the Business Alliance office within 10 days. The board 
of directors shall, at Its regular (motUb) board meeting, declare the (,mmber) 
candidates with the greatest number of votes elected. 

E. Judges. The chairperson of the board shall appoint, subject to the 
approval of the board of directors, at least three but not more than five 
Judges who are not members of the board of directors or candidates for 

Monograph 

47 



Bureau of Justice Assistance 

48 

electionj one will be designated chairperson. Such judges shall have complete 
supervision of the election, including the auditing of the ballots, and shall 
report the results of the election to the board of directors. 

Section 3: Seating of New Directors 

All newly elected and appointed board members shall be seated at the 
regular (motltlJ) board meeting and shall be participating members thereafter. 
Retiring directors shall continue to serve until the end of the program year. 

Section 4: Vacancies 

A member of the board of directors who shall be absent from three consecu­
tive regular meetings of the board of directors shall automatically be dropped 
from membership on the board unless confined by illness or other absence 
approved by a majority vote of those voting at any meeting thereof. 

Vacancies on the board of directors, or among the officers, shall be filled by 
the board of directors by a majority vote. 

Section 5: Policy (statements of position on issues) 

The board of directors is responsible for establishing procedure and formulat­
ing policy of the organization. It is also responsible for adopting all policies of 
the organization. These policies shall be maintained In a policy manual, to be 
reviewed annually and revised as necessary. 

Section 6: Management 

The board of directors shall employ a president (or appropriate title) and shall 
fix the salary and other considerations of employment. 

Section 7: Indemnification 

The Business Alliance may, by resolution of the board of directors, provide 
for Indemnification by the Alliance of any and all current ()1' former officers, 
directors, and employees against expenses actually and necessarily incurred 
by them in connection with the defense of any action, suit, or proceeding in 
which they or any of them are made parties, or a party, by reason of having 
been officers, directors, or employees of the Alliance, except In relation to 
matters as to which such Individuals shall be adjudged in such action, suit, or 
proceeding to be liable for negligence or misconduct In the performance of 
duty and to such matters as shall be settled by agreement predicated on the 
existence of such liability for negligence or misconduct. 

Article V: Officers 
Sectlon 1: Determination ofOfflcers 

The board of directors (new and retiring) at Its regular (month) meeting, shall 
reorganize for the coming year. The nominating commIttee for directors shall 
also nominate officers each year. At this meeting, the board shall elect the 
chairperson of the board, chairperson-elect, as many vice chairpersons as arc 



deemed necessary to conduct the activities of the Alliance, and the treasurer. 
Officers will be elected from members1 of the new board. All electees shall 
take office on the first day of the new fiscal year and serve for a term Qf 1 
year or until their successors assume the duties of office. They shall be voting 
members of the board of directors. 

Section 2: Duties of Officers 

A. Chairperson of the Board. The chairperson shall serve as the chief 
elected officer of the Business Alliance and shall preside at all meetings of the 
membership, board of directors, and execut.ive committee. 

The chairperson of the board shall, with the advice and counsel of the presl~ 
dent, assign vice chairperson(s) to divisional or departmental responsibility, 
subject to approval by the board of directors. 

The chairperson of the board shall, with advice and counsel of vice chairper­
son and the president, determine all committees, select all committee chair­
persons, and assist In the selection of committee personnel, subject to ap­
proval by the board of directors. 

B. Chairperson-elect. The chairperson-elect shall exercise the powers and 
authority and perform the duties of the chairperson in the absence or disabil­
ity of the chairperson. The chairperson-elect shall also serve as head of the 
Program of Work Committee of the Business Alliance. As such, the chalrper~ 
son-elect and committee will be responsible for determining that the program 
activities of the Alliance are of such duration as is required, at all times being 
alert to assure that the activities of the Alliance are directed toward achieving 
business and community needs in the area served by the Alliance. 

C. Vice Chairperson. The duties of the vic~ chairperson shall be such as 
their titles by general usage would Indicate, and such as required by law, as 
well as those that may be assigned by the chairperson and board of directors. 
'They will also have under their immediate Jurisdiction all committees pertain­
ing to their general duties. 

D. Treasurer. The treasurer shall be responsible for the safeguarding of all 
funds received by the Alliance and for their proper disbursement. Such funds 
shall be kept on deposit in financial Institutions or invested In a manner 
approved by the board of directors. Checks arc to be signed by the treasurer 
and the president or, In the absence of the treasurer, the president, or both, 
by any two officers. The treasurer shall submit a monthly financial report to 
the board. 

E. President (or preferred title), The president shall be the chief adminis­
trative and executive officer. The president shall serve as secretary to the 
board of directors and shall submit notices, agendas, and minutes of board 
meetings to the board. 

The president shall serve as adviser to the chairperson of the board and 
Program of Work Committee on program planning, assemble inform~tjon and 
data, and submit special reports as directed by the Alliance. 
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The president shall be a member of the board of directors, the Executive 
Committee, and all committees. 

With assistance of the divisional vice chairperson, the president shall be 
responsible for administration of the program of work in accordance with the 
policies and regulations of the board of directors. 

The president shaH be responsible for hiring, dischal'ging, directing, and 
supervising all employees. 

With the cooperation of the Program of Work Committee and Budget Com~ 
mittee, the president shall be responsible for the preparation of an operating 
budget covering aU activities of the Alliance, subject to approval by the board 
of directors. The president shall also be responsible for all expenditures with 
approved budget allocations. 

Section 3: Executive Committee 

The Executive Committee shall act for and on behalf of the board of directors 
when the board is not in session but shall be accountable to the board for its 
actions. It shall be composed of the chairperson of the board, past chairper­
son, chalrperson~elect, vice chairperson, treasure!', and president, The chair­
person of the board will serve as chairperson of the Executive Committee. 

Section 4: Indemnification 

The Alliance may, by resolution of the board of directors, provide for indem­
nification by the Alliance of any and all of its officers or former officers as 
spelled out in Article IV, Section 7 of these bylaws. 

Article VI: Comrnittee and Divisions 
Section 1: Appointment and Authority 

The chairperson of the board, by and with the approval of the board of 
directors, shaH appoint all committees and committee chairpersons. The 
chairperson of the board may also appoint such ad hoc committees (and their 
chairpersons) as deemed necessary to carry out the program of the Alliance. 
Committee appointments shall be at the will and pleasure of the chairperson 
of the board and shall serve concurrent with the term of the appointing 
chairperson of the board, unless a different term is approved by the board 
of directors. 

It shall be the function of committees to make Investigations, conduct studies 
and hearings, make recommendations to the board of dil'ectors, and carry out 
other activities as delegated to them by the board. 

Section 2: Limitation of Authority 

No action by any member, committee, division, employee, director, or officer 
shall be binding upon Of constitute an expression of the policy of the Alliance 
until It shall have been approved or ratified by the board of directors. 

-- ------ ------------------



Committees shall be discharged by the chairperson of the board when their 
work has been completed and their reports accepted or when, in the opinion 
of the board of directors, it is deemed wise to discontinue the committees. 

Section 3: Testimony 

Once committee action has been approved by the board of directors, it shall 
be incumbent upon the committee chairpersons or, in their absence, whom­
ever they designate as familiar enough with the issue, to give testimony to or 
make pre:>entations before civic and governmental agencies. 

Section 4: Divisions 

The board of directors may create such divisions, bureaus, departments, 
councils, or subsidiary corporations as it deems advisable to handle the work 
of the Alliance. 

The board shall authorize and define the powers and duties of all divisions, 
bureaus, departments, councils, and subsidiary corporations. The board shall 
annually review and approve all activities and proposed programs of such 
divisions, bureaus, departments, councils, or subsidiary corporations, includ­
ing collection and disbursement of funds. 

Unless approved by the board of directors, no action or resolution of any 
kind that bears on or is expressive of the Alliance shall be taken by diviSions, 
bureaus, departments, councils, or subsidiary corporations. 

Article VII: Finances 

Section 1: .Funds 

All money paid to the Alliance shall be placed in a general operating fund. 
Funds unused from the current year's budget will be placed in a reserve 
account. 

Section 2: Disbursements 

Upon approval of the budget, the president Is authorized to make disburse­
ments on accounts and expenses provided for in the budget without addi­
tional approval of' the board of directors. Disbursement shall be by check. 

Section 3: .FIscal Year 

The fiscal year of the Alliance shall close on (date). 

section 4: Budget 

As soon as possible after election of the new board of directors and officers, 
the Executive Committee (or Budget Committee, If preferred) shall adopt 
the budget for the coming year and submit It to the board of directors for 
approval. 
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Section 5: Annual Audit 

The accounts of the Business Alliance shall be audited annually as of the 
close of business on (date etulillgjiscalyear) by a public accountant. The 
audit shall bp. available at all times in the offices of the Alliance to members 
of the organization. 

Section 6: Bonding 

The president and such officers and staff as the board of directors may desig­
nate shall be bonded by a sufficient fidelity bond in the amount set by the 
board and paid for by the Alliance. 

- Article VIII: Dissolution 

Section 1: procedure 

The Alliance shall use its funds only to accomplish the objectives and pur­
poses specified in these bylaws, and no part of said funds shall inure or be 
distributed to the members of the Alliance. On dissolution of the Alliance) any 
funds remaining shaH be distributed to one or more regularly organized and 
qualified charitable, educational, Scientific, or philanthropic organizations to 
be selected by the board of directors as defined in IRS Section 501(c)(3). 

Article IX: parliamentary Authority 
The current edition of Roberts Rules of Order shall be the final source of 
authority in all questions of parliamentary procedures when such rules are 
not inconsistent with the charter or bylaws of the Alliance. 

Article X: Amendments 

Section 1: Revisions 

These bylaws may be amended or altered by a two-thirds vote of the board 
of directors or by a majority of the members at any regular or special meeting, 
provided that the notice for the meeting includes the proposals for amend­
ments. Any proposed amendments or alterations shall be submitted to the 
board or the members in writing at least 10 days before the meeting at which 
they are to be acted upon. 

J 



--

Adopted: _____ (date) 

Amended: (date) 

Schedule for Single-Slate Election 
and 

Orientation of Officers and Directors 
The following timeline is designed for an organization with a fiscal year 
beginning in January and concluding in December. Times can be adapted to 
the requirements of any organization. 

If an Alliance prefers a double-slate election procedure, the same timeline can 
be used, with "one candidate per vacancy" replaced by the phrase "two 
candidates per vacancy." 

Month Before 
New Board 

Lead Time Takes Office Action To Be Taken 

5 months August Chairperson of the board appoints Nominating 
Committee with board's approval at regularly 
scheduled board meeting. (Article IV, Section 2A) 

4. months September Nominating Committee presents (single slate) 
to directors. (Article IV, Section 2A) 
Immediate notice of slate is given to the 
membership and right of petition explained. 
Petitions must be received within 10 days of 
notice. (Article IV, Section 2B and C) 

3 months October Elect directors at regularly scheduled board 
meeting. (Article IV, Section 2D) 

2 months November .Elect officers at regularly scheduled board 
meeting (combination of old and new board). 
(Article IV, Section 3 and Article V, Section 1) 

1 month December Orient new officers and directors; plan new 
program of work; appoint and orient new 
committee chairperson, committee members, 
and other action groups; plan budget. 

January New officers and board of directors take officej 
committees and other action groups begin work. 
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Adopt-A-Business 
Initiated by the Minority Business Committee of the Winter Park (Florida) 
Chamber of Commerce, the "Adopt-A~Business" program assists in developing 
minority~owned businesses. 

Adopt-A~Business responds to concerns voiced by the Minority Business 
Committee and to the results of a study conducted by Hanson Taylor, an 
urban design company, which showed that economic development in the 
Winter Park minority community of Westside had not pace wit.h development 
in the rest of the city. 

The Acopt-A.Business program has served as a model program for many 
other cities and Chambers of Commerce throughout the United States. It 
enhances the development of minority businesses by providing a unique 
mentor relationship between larger, well~established businesses assisting-or 
'ladopting"-smalJ minority-owned businesses, leading to business relation­
ships betw~en them. 

How It Works 
Minority business applicants participate in a year-long program with their 
adoptive bllsinesses, receiving help in identifying specific areas of weakness 
in their business plans. This knowledge, in turn, helps the applicants form 
their Adopt-A~Business program objectives. Prospective entrepreneurs are 
then matched with sponsoring companies that will help them implement their 
plans. 

The Winter Park Chamber has outlined the following 15 steps for creating 
successful mentoring relationships. 

II Creation of an Adopt-A-Business program package to be available when 
requested by interested parties. 

.. Notification, dissemination, and distribution of information to minority 
business owners about the Adopt-A-Business program, 

• Response to minority business owners who express a desire to participate 
in program. 
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D If not a member of the Chamber, a minority owner should be informed 
of the need to become a member to participate in a program. 

D If a member of the Chamber, a minority owner should be recruited to 
join the Alliance committee on minority business. Goals and objectives 
of the committee should be. ~xplained. 

• Arrangement of a 30-minute orientation to: 

D Further explain the Adopt-A-Business program and provide a program 
package. 

D Confirm that adoptee and sponsor should meet at a minimum of once a 
month. 

D Discuss goals and objectives of the program and the role of participants 
(minority business entrepreneur, sponsor, and adviser). 

D Discuss the goals, objectives, and strengths of (as well as the challenges 
facing) the minority business entrepreneur. 

III Agreement of both the adviser and the minority business entrepreneur on 
thp. best type of sponsor. 

[II Identification by the minority business owner of three companies with 
which they would like to be matched and that are members of the Cham­
ber. (Choice of company sponsor should be chosen on the basis of the 
analysis from the 30-minute orientation described above and then ranked 
from first to third.) 

• Contact with prospective sponsors in ranking order by the Alliance (minor­
ity business) coordinator and completion of the next step when a first 
choice commits to the program. 

• Contact with a potential sponsor and reiteration of issues discussed in 
orientatloni arrangement of appointment to meet with potential sponsor if 
desired by sponsor if desired by that sponsor (otherwise, mailing or faxing 
of the Adopt-A-Business program packages); request that a potential 
sponsor contact the coordinator with further questions upon receipt and 
review of the program package. 

• Informing a sponsor of the name and type (industry) of company wishing 
to be adopted. 

.. To solidify sponsor commitment to participate, followup with potential 
sponsor within 7 days of the date of mailing andlor faxing the program 
package. 

• Contact with the minority business entrepreneur after a sponsor has been 
identified, suggesting contact with the sponsor to make an appointment to 
build rapport as well as discuss goals and objectives. 

• Sending of a thank-you letter to a sponsor. 

• Monthly monitoring of entrepreneur's success by the Alliance (minority 
business) coordinator. 



• Quarterly meeting of all program participants in an informal social setting 
to report on the progress of each match. 

• Granting of a certificate of recognition and appreciation to participants at 
the end of the year. 

Individual Roles 
In the Adopt-A-Business program, the minority business entrepreneur devel­
ops a business plan, reacts to recommendations made by the adviser and the 
sponsor, meets regularly with the sponsor, is dedicated to the growth of 
business and to the success of the program, assists other minority companies 
in their development, and encourages business dealings between involved 
companies and other minority companies. 

The sponsor in the Adopt-A-Business program assists the entrepreneurs in 
developing an aggressive plan of action and in overcoming identified prob­
lem areas, encourages business opportunities with sponsors and MBE's, and 
reports to the adviser any concerns and recommendations. 

The Adopt-A-Buslness adviser serves as a support base for sponsor and 
entrepreneur, assists in educating the corporate sponsor on the positive 
Impact the program makes in the community, ensures that the minority 
business entrepreneur follows through on recommendations by the adopting 
company, encourages regular meetings between the adopting company and 
the minority business entrepreneur, reports on the progress of t.'-le adoption, 
and is responsible for periodic and final evaiuations. 
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ADOPT 
A 

BUSINESS 

_ Yes! I'm interested in becoming involved in the 
Adopt-AMBusiness program as a 
_ Sponsor. _ Adoptee. 
_ I would like more information. 

Name __________________________________ ~ ____ _ 

Company _______________________________________ _ 

Address _________ , _______________ _ 

Cily _________ State ___ ZIP ______ ~, 

Phone ________ _ 
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Purpose 

. Access Partnership 
. (MAPP) 

The Minority Access Partnership Program (MAPP) is a self-heJp initiative for 
minority entrepreneurs willing to invest their own time and money to 
strengthen their businesses. The Winter Park (Florida) Chamber of Commerce 
Minority Access Program is designed to accomplish two objectives: 

• To challenge minority business owners to become personally involved in 
the Winter Park Chamber and the many programs and services it offers to 
emerging businesses. 

• To challenge financial institutions to go that lIextra step" to provide funds 
for sponsoring minority businesses on a matching basis, to make member­
ships in the Chamber of Commerce affordable . 

. Bacl,ground 
The Winter Park Chamber of Commerce recognized that many minority 
businesses in the community stood to gain substantial benefits from member­
ship in the Chamber. Unforlunately, these businesses were often among the 
least able to afford the cost of joining the organization. MAPP was designed 
as a pilot program to improve access to the educational resources, business 
expertise, and networking activities of the Chamber for small minority-owned 
businesses. 

MAPP provides matching funds for a limited number of minority-owned 
businesses, individuals, or both to help underwrite the cost of membership in 
the Winter Park Chamber. Eligibility for participation is established through 
business ownership by or personal intel'cst of any ethnic minority. 

The Winter Park Chamber of Commerce believes that the success of the local 
business community depends on full participation In the Chamber by mem­
bers from all sectors of the economy. The Chamber views MAPP as a positive 
action that will increase opportunities for minority-owned firms to participate 
in Chamber activities such as Business After Hours, Good Morning Winter 
Park, and Minority Business Committee membership, 

-
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· pIe> Invitation Letter for 
WifiterPark ~lAPP Sponsors 

De.'lr Cotlc.1gue: 

The Winter Park Chamber of Commerce has made a commitment to 
minority bUsinesses in the Central F1orid.1 urea by establishing a minority 
business committee that specifically focuses on meeting the special needs 
of the minority community. 

The Winter Park Chamber of Commerce has created an initiative called the 
Minority Access Partnership Progmm (MAPP), which enables banking 
institutions to fulfill the requirements of the Minority Reinvestment Act 
L1rough the partial undetwriting of Chamber memberships for elhnic 
minority businesses. 

Through this initiative, you will be providing educational resources, 
business expertise, and networking opportunities to those whll have t11e 
most to gain. Your financial commitment will consist of pledging $95 per 
sponsorship to ethnic-owned or ethnic-managed businesses with fewer than 
10 employees. 

The enclosed materials will further explain the Winter Park Charnbcr of 
Commerce MAPP. After you have reviewed these materials, you will 
certainly want to join us in sponsoring MAPP. By retul11\etter, you can let 
me know how many minority businesses you wish to sponsor. 

For additional information, contact Minority Business Coordinator Carolyn 
Winston at the telephone or fax number printed on this letterhead below. 

Cordially, 

Don Dalton 
Executive Viee President 

enel. 

P.S. Enclosed you will also find a list of minority businesses sponsored 
by participating financial institutions. 
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"%"'~"V;'ple Cocoa Area Business 
Alliance Fact Sheet 

FACT SHEET 
The main goal of the Cocoa Area Business Alliance (CABA), a committee of 
the Cocoa Beach Area Chamber of Commerce, is to increase business and job 
opportunities-vital elements of the economic health and quality of life in 
Cocoa. The problems that block dynamic economic growth can be overcome 
when those who live and work in the community become involv(.'<i in the 
dedsionmaking process. 

The following information should be helpful to prospective new CABA 
memberS: 

~ Any business in the Cocoa area may join the Alliance-it need not be a 
member of the Chamber of Commerce. 

~ Meetings are held on the second Tuesday of every month at 7:30 a.m. at 
The Dixie Restaurant, US1, Cocoa. 

>- Upon joiningCABA, some member businesses wi th fi veor fewer employ­
ees will be offered honorary l-year Chamber memberships. (Chamber 
dues for a business with five employees are $224. Honorary members arc 
subject to approval by the SBlC and Chamber boards.) 

As the organized voice of concerned and involved business owners in Cocoa, 
CABA can send strong mcsSc;1ges to various governmental agencies-

,.. To Increase crime prevention programs. 
~ To clean up and landscape the streets in and around the city. 
~ To actively help-not hinder-businesses that want to locate in the 

Cocoa area. 

'l1\e bottom line is that more businesses in the Cocoa area add to the tax base, 
creatca thriving economic cUmate, and gencl'atemorejobs. More jobs, in tum, 
lead to fewer drugs, less crime, and an improved quality of life for the entirc 
community. Everyonc, however, must become involved: No ''ihcmlt or 
"they" "."ill take on this responsibility. 

Please join us and help us accomplish something for our community. For 
more information about the Cocoa Area Business Alliance, call633-9S03. 
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pIe Cocoa Area Business 
Alliance Membel~ship Form 

COCOA AREA BUSINESS ALLIANCE 
MEMBERSHIP FORM 

NAME: _____________ _ 

COMPANY: 
ADDRESS: _______________________ __ 

PHONE: FAX: -------- -------------
Check the committees on which you would like to work: 

a Beautification 

a Law Enforcement 

a Economic Development 

a Youth Education 

II Legislative Affairs 

a Junior Olympics 

fJ Publicity 

a Membership 

Mall this form to Lynn Pickett, Cocoa Area Chamber Cit 
Commerce, 400 Fortenberry Road, Merritt Island, Florida; 
or for meeting Information, call 633-9503. 
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pIe Cocoa Area Business 
Alliance Action Reports 

Cocoa Area Business Alliance 
of the Cocoa Beach Area Chamber of Commerce 

Action Report 
!3usiness ocyclQruncnt 
• The Cocoa Area Business Alliance (CABA) supports the development 

of the old downtown library into a Meeting/Convention Center. 

• CABA supports ordinances that encourage business expansion and job 
creation in the Cocoa area. 

• CABA will furnish volunteers for the AAU Junior Olympics and work 
with the Cocoa Beach Area Chamber to ensure the success of this 
international event. 

• CABA supports networking and cooperation among businesses in the 
Cocoa area. 

peautlflcatlon 
• CABA supported the acquisition of State DOT enhancement funds to 

beautify SR520. 

, CABA supports cleaning up and maintaining SR520 from! ,·95 through 
the City of Cocoa prior to the AAU Junior Olympics so our community 
will present a pleasing image to national and international visitors. 

QrimQ preyentlon 
• CABA supported the addition of more patrol officers and more equip­

ment for Ule Cocoa Police Department. 

• CABA feels that cooperation and understanding between the business 
comrmmity and Ule police department is vital and strives to maintain 
open communication and mutual support. 

• CABA is developing a Youth Education program to help kccp young 
people orl'the streets and in it more positive environment. 

Ie = 
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Cocoa Area Business Alliance 
of the Cocoa Beach Area Chamber of Commerce 

Action Report 
The Cocoa Area Business Alliance (CABA), a committee of the Cocoa Beach Area 
Chamber of Commerce, is a union of business owners who work together to 
promote beautification, better law enforcement, and economic development in 
the Cocoa Beach area. The group had its first general membership meeting on 
January 27, 1993. In the short time since it was f0rmed, CABA has compiled an 
impressive list of achievements. 

Beautification 
The Beautification Committee, chaired by Danny Batchelor (Batchelor Fine 
Photography), worked with officials from the City of Cocoa Beach and Brevard 
County to have SR520 designated by the Metropolitan Planning Organization 
(MPO) a top priority for receipt of State Department of Transportation Enhance­
ment Funds. The Business Alliance sponsored a petition drive, and members 
wrote letters to MPO in support of the project. Work on beautifying the median 
of the road Is expected to start in early 1994. 

Law Enforcement 
The Crime Committee, under the leadership of John Condon (Toppertown), has 
established an outstanding rapport with the Cocoa Police Department, which has 
worked closely with CABA and with individual member businesses to reduce 
crime in Cocoa. 'rhe Business Alliance learned that the police were understaffed 
and could place only four to six patrol officers in the field on an average Saturday 
night. In addition, The Cocoa Police Department was the only department in 
Brevard County that was not on the 800-meg radio system; this meant that our 
officers could not talk to officers from other departments who might arrive to help 
in an emergency. Despite these problems. the Cocoa City Council voted to 
reduce the police department budget by 5 percent. CABA voted to oppose any 
reduction in police department funding and instead called for an increase to 
cover the addition of more patrol officers and the SOO.meg radio system. Alliance 
members called council members, circulated petitions, and attended budget and 
council meetings to urge the council to help make the streets of Cocoa safe!' for 
residents as well as businesses. The Cocoa City Council responded to citizen 
concerns by rescll\ding the 5-percent cut, adding funds for three patrol officers 
and the SOO·meg radio system to the budget. (conltnued) 



Action Report (continued) 

Economic Development 
Economic Development Chair PhylHs Churchill (Answerphone) has started 
several initiatives. The Alliance has voted to support the transformation of the 
old city library into a meeting and convention center. Business Alliance 
members also have accesS to wide range of Chamber-sponsored actlvitles­
including the Small Business & Industry Council, SCORE counseling, a 
reference library for contracts and available funding, and networking oppor­
tunities-to help promote economic development and expansion. 

Networking Opportunities 
Under the stewardship of Ed Jones (Afro City Unisex Salon), membership in 
CABA has increased La 90 members and continues to grow. These Cocoa area 
businesses have the opportunity to regularly network with each other at CABA 
general membership meetings and committee functions. In addition, they can 
network with the full Chamber membership of 1,600 at Chamber functions. 

Educational Opportunities 
The Business Alliance offers its members many opportunities to increase their 
knowledge of issues vital to businesses, Programs and workshops In recent 
months have included "Small Business Financing," "How to Prevent Crime In 
Your Workplace," "Managing the MultIcullut'al Workplace," "Grant Writing," 
~How To Take Advantage of the State Enterprise Zone," and "Drug-Free 
Workplaces. " 

How To Join 
Come fill out a membership form at one of our gene/'a! membership meetings 
that take place on the second Wednesday of each month al8:15 a,m. at the 
Dixie Restaurant on US1. For more information, call the CADA voice-mall 
system (donated by Answerphone) at .633-9503; or Lynn Pickett at the Cocoa 
Beach Area Chamber of Commerce, 459-2200. 
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Alliance Report to Members 

Cocoa Area BIIsiness Alliance 
of the Cocoa Beach Area Chamber of Commerce 

Report to Members 
October General Membership Meeting 

Two Special Announcements 
Special membership offer from the Chamber. Bill Taylor (Barnett Bank), incom­
ing chairman of the Cocoa Beach Ar{,~l Chamber of Commerce, outlined a special 
membership package for new Cocoa Area Business Alliance (CABA) members at the 
general membership meeting held October 13 at the Dixie Restaurant in Cocoa; the 
plan was ratified by the Chamber board Wednesday evening: 

• Any business in the Cocoa area may join the Alliance-it need not be a member 
of the Cocoa Beach Area Chamber of Commerce. 

• After joining CABA, some member businesses with five or fcwel' employees will 
be offered honorary I-year Chamber memberships. (Chamber dues for a business 
with five employees arc $224.) 

• Honorary members will receive special invitnLions to-­
- A Wcdnesday/Friendsday (for two) (a $10 value). 
- A Chamber luncheon (for two) (n $14 value). 
- An sarc program (for two) (a value worth up to $40). 

Current or past Chamber members cannot participate unless they receive special 
approval from the SBIC executive board, 

Bill explained that the Chamber was trying to reach out to Ulose businesses tliat 
cannot afford Chamber dues. Sue Munsey, Chamber prcsidcnl, said that the honorary 
members should be approved by Ule CABA board nnd be encoU11lged to attend n 
Chamber OriCtltatiOIi so that they could take full advantage of tllc offer. 

Meeting date changed. Alliance members voted to change the geneml Cocoa Area 
Business Alliance of the second Tuesday of c~ch month at 7:30 a.lil. at the Dixie 
Restaurant. The next gencral meeting will be Tuesday, Nov. 9. The Executive Board 
and Committee Chairpersons will meet t\t 7:30 a.m. Tuesday, Nov, 2, at Burnett Bank. 

(continued) 
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Other News 
Election of 1994 Officers. Officers for next year willibe elected at tlle November 9 
meeting. The nominating committee is composed of Phyllis Churchill 
(Answerphone), Jim Mathusa (ASAP 1.'rinting), and George VanderhaU (Chocolate 
Honeycomb). If you wish to make nominations, please call our voice-mail, 633-
9503, before October 30. Only those people who agree to serve as officers will be 
placed on the slale. 

Crime Summit. John Condon (foppertown), chairman of the Law Enforcement 
Committee; Ben Serauge (Donut King); and Samuel and Irene Demps (Demps 
Christian Child Care) were invited by the U.S. Attorney to attend tile Crime Summit 
in Tampa last month to express business views on how to alleviate the crime 
problem. John reported that the U.S. Department of JustiC\} is stressing drug preven­
tion as a means to reduce crime. "They said that they need community involvement 
to make it work," John said, "and we're the community." 

l.egislative Affairs. Vice president James Philippeaux (Barnett Bank) flew to 
Washington, D.C" recently to talk to members of Congress in support of "The 
Community Development, Credit Enhancement and Regulatory improvement Act of 
1993 (S.1275)." The bill, a.."1 reported out of committee, would allow banks to 
participate through their community development cOlporations (CDC's) and loan 
institutions (CDFt's), as long as the CDC's are not wholly owned by a single 
institution. The bi!' would also make it easier for small businesses to secure loans by 
changing the regulations on loan insurance. 

Cocoa City Manager. Steve Bonczek, new city manager, talked to the group about 
the needs of the city. "Our image needs some work," he st:d, "We get sympathy, but 
not a lot of respect." He encouraged AlUance members to begin attending City 
Council meetings and expressing their views. The llmd development regulations are 
under review and will come to the Council soon. Steve expressed his opinion that 
some of the current standards are too lax and need revision. He also feels that the city 
needs a new city hall and a new police station: lOA new city hall on SR520 or US 1 
would say a lot about how we feel about om' city," He added that u\)(es have not been 
raised in 5 years ano that a recent 5-percent budget cut might affect the delivery of 
services. 

"Cocoa ie:, one of the most fiscally conservative communities I've ever seen." he said, 
although the City of Cocoa is in outsmnding financial health, with a 30-percent 
reserve of $3 million (the average for cities is a 5-percent reserve). Steve said 
investing some of the reserve money in the future of Cocoa would be a wise use of 
funds. He also reported on talks with the editor of Florida Today regarding better 
coverage of Cocoa news. John Condon has been working to get the newspaper to 
begin printing a section on Cocoa similar to Lhe section on Rockledge in The Tribune 
weekly supplement. Members who currently advertise in Florida Today arc asked to 
contact John to see how they can help get this Cocoa section started. 

Business Alliance Decals. If you do nol already hav~ your Cocoa Arc.a Business 
Alliance decal for display at your business, call Lynn Pickelt at the Cocoa Beach 
Area Chamber of Commerce, 459-2200. 

~ ............ ~ ........... ~ ........ . 



ForMore 
Information 
BJA has a range of publications 
related to law enforcement­
community partnerships, including: 

• Problemw Orlented Drug Enforcement: A Community-Based A.pproach 
for Effective Policing, NC} 143710. 

• The Systems Approach to Crime and Drug Prevention: A Path to 
Community Policing, NC] 143712. 

• Understanding Community Policing: A Framewol'kfor Action, 
NCJ 148457. 

• Neighborhood-Oriented Policing itl Rural COlnmunities: A Planning 
Guide, NC} 143709. 

• A Police Guide to Surve"ying Citizens and Their Environlnetlt, 
NC] 143711. 

• National Service and Public Safety: Partnerships for Safer 
Communities, NC} 146842. 

• Working as Partners With Commutlity Groups, NC) 148458. 

• Partnerships to Prevent Youth Violence, NC} 148459. 

• An bltroduction to DARE: Drug Abuse Resistance Education, 
NC] 129862. 

• An Introduction to the National DARE Parent Program, NC} 142422. 

Call the BJA Clearinghouse at 800-688-4252 
to order these publications. 
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