


RESOLUTION WO, 20200526-053

Directed the City Manager to create an Inclusive Procurement Working Group to review and
assess programmatic and administrative issues related to the MBE/WBE procurement ordinance
and recommend ways that the City could improve the function of the program to better meet the

needs of the community while remaining within the legal bounds of the City’s authority,
including...

= Fffective methods of outreach to improve participation among the MBE and WBE business

communities, as well as to improve knowledge and information among the larger business
community.

What, if any, additional resources and services may be helpful for the City to offer to support
MBE and WBE firms?



WHAT WE HEARD:

Effective Qutreach Methods

A lot of our vendors/subcontractors are not
able to bid as a prime, so they rely on
solicitations from the primes. Vendors need a
little bit more efforts, such as good faith
efforts.

According to the program rules, the bidders’
proposals must notify MBE and WBE of
subcontracting /sub consulting opportunities at
least 7 business days before submission of the
bid /proposal.

Recommendations

What is needed is a little bit more muscle
between the prime and the subcontractors.

There should be more than 7 days for the
vendors to fully prepare.

o 7 days is not enough time to read the solicitation,
understand the requirements, and considering costs,
to properly bid. In addition, the ordinance stipulates
providing sufficient time to allow the MBE to respond
to the solicitation.

0 14 business days seems fair for the submittal process
and shouldn’t be very hard to do because the City
provides months of advance notice for solicitations.



WHAT WE HEARD:
Effective Qutreach Methods

The ordinance indicates the bidder/proposal
must take appropriate steps to follow-up initial
solicitations with interested MBE /WBE.

Recommendations

They keep hearing that subcontractors need to
have debriefs; however, they never receive a
debrief with the City.

If the prime can communicate to
bidders/subcontractors, they will need to tell them
why they are not getting selected.

A simple paragraph stating that if the City selects
your firm, your firm must inform subcontractors
as to why they are not selected and provide the
reasoning.

o This is crucial to members because members continue
to indicate they're not receiving that information and
it's very important to help subcontractors to grow.



The City does a pretty good job with
outreach for primes and subs,
particularly with City solicitations.
we have seen our primes and ourselves

and our peers receive constant emails Regarding the _COde, the Cjty does
on solicitations we could possibly a really good job at keeping the
submit for. subs informed of any solicitation

WHAT WE HEARD N

Kudes on Eifective
Ouireadn Methols

The information presented in the

outreach presentation, highlights an The classes that Cloteal has been

providing, for the Corridor Program are
enjoyable.

amazing job by SMBR and their
outreach goals




WHAT WE HEARD:

Additional Resources & Svcs

Mentor Programs - Recommendations

* Put more pressure on primes and have
matchmaking programs where the prime sits
® P down with subs. Like the federal movement
and have a one-on-one with MBE/WBEs

Irq I P:| providing them small projects.

* At pre-proposal conferences, there needs to

The prime must focus on matchmaking be some type of card or sticker that
programs because it is essential. distinguishes the primes vs. subs, so that

after the conference, those subs can market
to the primes.



WHAT WE HEARD
Additional Resources & Svcs

* There needs to be more educational
programs and having goals for MBE/WBE
and putting more pressure on primes to
perform outreach to them.
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After certifying with the City, what kind of
educational programs are offered? This is a
very important aspect that needs pressure.
This is where there is lack of knowledge of
DBE and ACDBE programs, lack of
knowledge sessions and where those
resources can be used.



WHAT WE HEARD
Additional Resources & Svcs

* There needs to be continued technical

assistance offered and looking to the non-
[I:/? profit lenders.

&] * Assistance needs to be provided to
MBE/WBEs in developing a creative loan
As Austin continues to grow, the funds contract. The City doesn't have to shell
opportunities with the City continues to out any money because CDFls have the loan
grow for MBE/WBE. The CDFIs’ job is to funds.

help businesses who for some reason can't
get funding through a bank- the beauty
about CDFls is they can get creative when it
comes to their loan programs.



WHAT WE HEARD
Additional Resources & Svcs

* Hands-on assistance to help MBE/WBEs
understand the bidding process- a program

— to help them understand what they're
e getting into and then providing a mentor
O “ protege program.
L | |

The Federal government, state and local
programs, and private sector are making
initiatives to provide education and share
success stories. PTAC teams are federally
funded and help small businesses do all the
certifications and help find the procurement
opportunities, because a lot of people
don't know.



WHAT WE HEARD:

Additional Resources & Svcs

When going after government entity
procurements, there are three things to know in
order to be successful:

1. What are the opportunities that your
company can pursue for whatever your
services are?

2. It's all about relationships and developing
relationships.

3. Really target an extra effort to get the
certified vendors.

Networking Opportunities — Recommendations

Anytime there is an opportunity to make a
pre-bid mandatory, you should do it.

Really target an extra effort to get the
certified vendors.

The City can be helpful in doing, ‘“meet the
prime’” events and outreach; however, you
cannot rely on the City to build your own
relationships.
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WHAT WE HEARD:

Additional Resources & Svcs

There is an angle of interaction with the
chambers and minority chambers, and that
is good.

Networking Opportunities - Recommendations

When there are staff presentations, invite
firms who have had successful procurement
with the City to speak - they can share their
success and their formula. This will relate
more if it's coming from the same ethnic
background. This idea shouldn’t cost more
time or money.

Utilize social media for ways to connect
primes and sub primes, such as highlighting
a prime contractor, so that subs know who
they could possibly work with.

City needs to have more mandatory prebids
to assist with this networking. The winning
bidder is already in the room.
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WHAT WE HEARD:
Other Areas

The most important thing that has been
observed, is that though MBEs are certified
under the program, there still is a problem
because there are still purchases through direct

cooperatives.

o This will add more value and reduce less pressure on
City, because it’s time for the qualified to win these
contracts, and the focus need to get more work to
MBEs and more local to Austin.

There are problems with City of Austin
procurement programs, where the procurement
is not divided into sub tasks that MBE/WBEs
can qualify to win those sub smaller goails.
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WHAT WE HEARD:
Other Areas

A valuable resource to us and the professional
services community, is closely monitoring when
the rotation list or that single source contract
goes to City Council to be voted on. Those
documents are available to everyone- the

matrix is a very valuable resource to see the
prime consultants- how they were graded, and
how their solicitation was rated.

In addition, there’s approximately 10 different
criteria that the firms are graded on, and you
can see where either you as a prime consultant
fail, whether you did well, what they did
poorly on, or whether your prime did well or
did poorly.
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WHAT WE HEARD:
Other Areas

The MBE documents that are connected on the
City of Austin’s Council agenda website are
priceless.

A lot of minority firms are just relying on the
City to go ahead and open all the doors, but
the reality is these companies need to be
proactive in opening the doors.

The State implemented a program, which is a
HUB subcontracting plan, making sure we show
how much percentage of our business we are
giving to the HUBs. That is missing in City.
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