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ABOUT THE COVER
The three faces on the cover of this edition are those of highly successful persons in
their fields of business. (L to R) David Allen, Territorial Sales Leader for Allstate in
Pittsburgh; Harriet Michel, past president of the National Minority Supplier Devel-
opment Council (NMSDC); and John F. Robinson, President and CEO of the Nation-
al Minority Business Council (NMBC).

OUR HANDS CAN HELP YOU GET STARTED. 
Open your own business as an Allstate Agent, and you’ll get support from a dedicated business development

team, the ability to expand to multiple locations, unlimited income potential and no franchise fees. It’s easy

to get ahead when you’ve got a great company behind you. That’s Allstate’s Stand◊.

Do you have what it takes to be the Good Hands®?
Call our Talent Acquisition Team at 1-877-274-3568 or visit allstateagent.com

Allstate agents are not franchisees; rather they are exclusive agent independent contractors and are not employed by Allstate. Allstate is an Equal Opportunity Company. Allstate Insurance Company, Northbrook, IL. In New Jersey, Allstate New
Jersey Insurance Company, Bridgewater, NJ. © 2007 Allstate Insurance Company

Your future is in your hands.

A

are driven to succeed

B

have capital
to invest

C

possess an
entrepreneurial spirit

would like to
make lots and
lots of money

D

E

want to run
your own show

Within the throes of the “Corporate America” jungle, where
women in business are breaking barriers every day, Marilyn
Crawford, CEO of Windsor PTM a full service turn-key global
streaming, strategic marketing, advertising and public relations
firm has truly become an industry power player to be reckoned
with. Busy at work building her empire, Crawford recently has
been appointed to the advisory board at RoomLinx, the leading
supplier of hospitality in-room Interactive TV products, can be
seen on Bravo’s new reality series, “Launch My Line” as one of
the contestants on the show and is about to launch 2810Vegas, a
private business luxury club in Las Vegas, where she is based out
of. With over 15 years of strategic branding, marketing, public re-
lations, advertising, and communications experience, she has be-
come a sought-after industry leader for business and brand devel-
opment.

Crawford’s impressive track record of delivering value to For-
tune 500 companies and major entertainment entities is as exten-
sive as her clients. Throughout the years, she has built brands and
has successfully executed integrated marketing campaigns for
companies such as: FedEx, Volvo, Maybach, Music World,
Bermuda, Turks and Caicos Islands, US Youth Games/Coca Cola-
Master Charge, Prudential/Corp. PR, World Cup Soccer/ISIS,
ACOG Olympics, Black Billionaire RFL Foundation, Oprah’s
Personal Growth Summit for Prudential, Clive Davis, Ebony Os-
car Productions, and Black Enterprise’s Hollywood Oscar Produc-
tions.

A graduate of the University of South Carolina and Harvard
Executive Business School, Crawford has also taught at George-
town University. Her accomplishments have been recognized with
numerous prestigious global and national awards including, the
International Women’s Exchange Compass Award, the Women of

Windsor PTM:
A Power Player In 

The Marketing World

25
YEARS OF

EXCELLENCE
IN PUBLISHING

Marilyn Crawford

PRISTINA ALFORD

SEE CRAWFORD PAGE 7
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IN THE WORLD OF M

THE HISTORIC TALTHE HISTORIC TALE OF 2 LEADERS
The Matriarch of the Minority

Entrepreneurs’ Growing Family

Harriet R. Michel is the President of the National
Minority Supplier Develpment Council, the preemi-
nent organization of corporations and minority busi-
ness enterprises. A private non-profit organization
that expands business opportunities for minority-
owned companies. It encourages mutually beneficial
economic links between minority suppliers and the
public and private sectors, and helps build a stronger,
more equitable society by supporting and promoting
minority business development.

The NMSDC Network, which includes 39 affiliat-
ed regional councils, matches more than 15,000 certi-
fied minority businesses (Asian, Black, Hispanic and
Native American) with its more than 3,500 corporate
members — including most Fortune 500 companies
— that want to purchase their goods and services.

In 2003, NMSDC member corporations’ purchas-
es from minority-owned businesses reached $80.2
billion.

HARRIET R. MICHEL
OF

NATIONAL MINORITY 
SUPPLIER

DEVELOPMENT COUNCIL

JAMES D. LEWIS

Quietly ... and with little fanfare ... she stepped down from her high post in the
company ...

Candidly, though, she was anything but “quiet” during the time she presided over
the ad hoc organization ...

Together with some outstanding business colleagues, she ... boldy ... brashly ... and
brilliantly ... developed and implemented some programs and services for the pro-
gression of minority entrepreneurs that have been — in addition to being highly suc-
cessful — heralded and embraced throughout the business world.

Now, after 20 years of service as president of the National Minority Supplier De-
velopment Council (NMSDC), Harriet Michel has retired, at the end of last June
(30th), 2010.

“I’m very proud of what the
NMSDC has accomplished in my
20 years with the organization,”
said Ms. Michel. “We have creat-
ed programs to assist our corpo-
rate members in improving their
minority supplier development
processes, offered valuable train-
ing for supplier development pro-
fessionals and provided thou-
sands of minority business own-
ers with the opportunity to com-
pete for corporate contracts.
While it saddens me to leave
NMSDC, I have the comfort of
knowing that the organization is
as strong as it’s ever been, and
will certainly remain an invalu-
able asset to corporate America
and minority business owners.”

NMSDC’s Growth
Summary Under 
President Michel

The National Minority Suppli-
er Development Council (NMS-
DC), under the two-decade-lead-
ership of Harriet Michel, was
marked with uniquely important
steps of progress.

• Primarily, Michel expanded
the size of its annual conference
from 700 attendees in 1988 to
more than its present-day 7,000.
A one-day business opportunity
fair was added to the conference,
which is considered the nation’s
benchmark for minority supplier
development.

• NMSDC’s corporate mem-

bership nearly quadrupled; and
corporate member purchases
from minority-owned businesses
increased from $10.5 billion to
more than $100 billion.

• In 1994, NMSDC’s Minority
Business Information Center was
created. The Center’s resources
include: online databases; vast
collection of magazines, newspa-
pers and journals with articles
pertinent to minority business de-
velopment; books containing cor-
porate facts and figures, NMSDC
Council referrals for certifica-
tion; and the organization’s e-
Newsletter and archives.

• In 1995, NMSDC established
the Corporate Plus program as a
national membership category for
MBEs to recognize their national
capabilities, to bring them to the
attention of more national corpo-
rate members and expand their
participation in the NMSDC net-
work. The program currently has
87 members.

• In 1996, partnering with the
J.L. Kellogg School of Manage-
ment at Northwestern University,

the NMSDC offered the Ad-
vanced Management Education
Program, which was designed to
provide certified, established, ex-
pansion-oriented MBEs with
tools and skills needed to achieve
and sustain accelerated growth.

• In 2001, as business became
more global, the NMSDC estab-
lished its International Program
to take its mission abroad, estab-
lishing counterpart organizations,
with strong presence in Australia,
Brazil, Canada, China, South
Africa and the United Kingdom.

• In 2005, NMSDC created the
Centers of Excellence program,
regional business modules de-
signed to enhance successful
business relationships between
corporations and MBEs by
strengthening corporate minority
supplier development processes.
Beginning in 2006, the program
launched modules in Atlanta,
Chicago, Los Angeles, New
York/New Jersey and San Anto-
nio. Each module consists of
eight to 10 locally-based corpora-
tions working with 16-20 MBEs.

A FOND FAREWELL TO HARRIET
After reflecting on Harriet’s accomplishments at

NMSDC, we feel certain that she will inculcate some of
that creativeness and excitement in setting up a sched-
ule for days of leisure. Indeed, we know that they will
be fraught with interesting things she’ll be doing ... so
farewell Harriet. Here’s a wish for the best of every-
thing happening for you.



“I always say if you keep at what you are doing long enough, you will become
the dean because you would have outlived everyone else. I have outlasted every-
body and I think I have made a significant contribution to minority business ...”

Those were the words — emphatically stated — that climaxed an in-depth and
historical interview with John F. Robinson, CEO and president of the National Mi-
nority Business Council (NMBC).

I began this interview with
Robinson by asking questions
that were designed to reveal
the history — and hardships, if
there were any — about NM-
BC’s beginnings and the
growth up through its present-
day existance.

Question: Let’s start from
the beginning: when was the
National Minority Business
Council established?

JR: The National Minority
Business Council was founded
on December 12, 1972 by 12
individuals including myself
and Fritz McLymont. Some of
the founders have passed and
some of them are scattered
around the country. We were
then all active minority busi-
ness owners. I was a partner in
a management consulting firm
and Fritz McLymont ran a
chemical distribution busi-
ness. We also had other people
who were really on the cutting
edge of minority business de-
velopment.

You must remember that 3
years prior to 1972 President
Nixon signed the first Execu-
tive Order that got the govern-
ment involved in minority
business development by set-
ting up an Office of Minority
Business Enterprise; then the
private sector followed suit
and started to set up their own
programs.

Question: As one of its
founders in the early years of
establishing NMBC, what
were some of the challenges
that faced you?

JR: In 1972 when we start-
ed, one of the challenges we
faced was that we all had ca-
reers while  trying to keep the
Business Council alive. So
from 1972 to 1979 we worked
part-time at the Business
Council but we wanted to have
an organization with an Exec-
utive Director and a small
staff. In 1979 we achieved that
goal when the Pfizer Corpora-
tion gave us a small office in
their facility on 42nd Street. I
was then no longer with the
consulting firm so the Board
of Directors asked me to head
the organization for a year. I
agreed to do that on a trial ba-
sis for one year because I was
in my 30s and did not want to
waste any time disrupting my
career.

We are now in 2010, so a
one year commitment turned
into a 37-38 year commitment.

Question: From its small
beginnings and up through its
growth the last 38 years, how
has the corporate business
community been of help to
NMBC?

JR: Starting with the Pfizer
Corporation as I previously
mentioned, the corporate com-
munity has been extremely
supportive of our efforts; we
have a Corporate Contributing
membership category within
the membership consisting of
at least one dozen major cor-
porations. However, our
strength as an organization
comes from the minority busi-
ness community, particularly

those minority businesses who
are members of the Business
Council. We exist to serve
them, we are accountable to
them and the corporate com-
munity, like the Bank of New
York Mellon, supplements our
efforts on their behalf with fi-
nancial and other resources.

Question: What are the
programs and services NMBC
offers its membership?

JR: We offer a host of serv-
ices to our member companies
which we can put into four cat-
egories. We offer: One, Pro-
curement services to help our
members acquire assets for
and get contracts. Two, Educa-
tion and Training programs via
seminars and conferences.
One of the programs we are
currently offering is an Entre-
preneurship Boot Camp.
Three, Business Development
services to help our companies
structure their businesses for
growth. Four, our most impor-
tant service we believe is ad-
vocacy. Although we are a not-
for-profit, non-partisan organ-
ization, we inform our mem-
bership on current economic
and political trends that can
impact their businesses.

Question: In publicizing
some of your success stories,
has it helped in your member-
ship drive?

JR: Throughout the years
we have taken pride in provid-
ing business opportunities for
our members whether through
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MINORITY BUSINESS

LE OF 2 LEADERSTHE HISTORIC TALE OF 2 LEADERS
The Dean of the Global

School of Minority Business

John R. Robinson is the President and CEO of
the National Minority Business Council (NM-
BC), founded in 1972, is dedicated to enhancing
the success and profitability of the minority busi-
ness community by providing high quality educa-
tion and training, procurement, advocacy and
networking support. The Council has a member-
ship of more than 500 minority business firms
and it reaches many hundreds more both domes-
tically and abroad.

The Council publishes a bi-monthly newsletter
called “NMBC Business Report,” and an Annual
Corporate Purchasing and Annual Vendor Direc-
tory.

JOHN R. ROBINSON
OF

NATIONAL MINORITY
BUSINESS COUNCIL

THOMAS CRATER, JR

SEE COMMITMENT PAGE 7



Allstate Insurance Company appointed an impres-
sive number of new exclusive agents in Pennsylvania
last year. Now, the company is ramping up its recruit-
ing again — looking for 48 more Pennsylvania
agency owners this year, ten of them in the Greater
Pittsburgh area.

In 2009, 55 new agents opened Allstate agencies
across the Keystone State. This year, Allstate hopes to
surpass that goal by focusing on Pennsylvania profes-
sionals that may feel limited in their careers and are
looking to start their own business in a recession re-
silient industry. Allstate also hopes that it can achieve
this goal by attracting a new pool of diverse candi-
dates to its ranks.

Allstate’s Northeast Region — which is comprised
of Pennsylvania, Connecticut, Maine, Massachusetts,
New Hampshire and Vermont — currently numbers
approximately 80 multicultural agents in Pennsylva-
nia and the New England states, nearly 35 of them
African-American. Approximately 180 agents in
these states have bilingual capability, speaking lan-
guages from Spanish to Cantonese to Russian.

“Diversity is very important to Allstate,” said
David Allen, Territorial Sales Leader for Allstate in
Pittsburgh. “Bringing people of different back-
grounds and different ethnicities to Allstate will help
us continue to serve the needs of all consumers in
Pittsburgh and across the state. We believe that to be
truly reflective of the Pittsburgh marketplace, we
need to have agents who represent the entire commu-
nity.

A Homstead native, Steel Valley High School
graduate and 22-year Allstate employee, Allen re-
turned to the Pittsburgh area in 2007. The self-de-
scribed “huge Steelers fan” resides in Moon Town-
ship with his wife, Diane and daughter Devanae. As
one of two Territorial Sales Leaders in Pennsylvania,
he is responsible for all sales and customer service ef-
forts across Pittsburgh and the entire Western Penn-
sylvania geography.

Allen says Allstate provides rigorous education
and product knowledge to new agents, as well as in-
depth knowledge of how to successfully run an insur-
ance agency. He adds that the company also provides
access to 24-hour support for current and new cus-
tomers, and utilizes its national scope to support local
agent efforts via an integrated national advertising
campaign and local advertising and marketing
efforts.

“As an agency owner, you are
on your own but not
alone,” Allen said.

“If you don’t have an insurance background, we will
provide you with insurance education to help you hit
the ground running.”

Candidates need a minimum of $50,000 of liquid
capital to invest in their agency. Even with the hints
of an economic recovery underway, some potential
applicants are unsure if now is the right time to invest
money needed to open a small business. That’s why
recruiters are focusing on the stablity of investing in
the Allstate brand.

“We see a significant opportunity in the current
economy to attract mid-career, mid-level managers to
own and operate their own business and represent All-
state in Pennsylvania,” said John Currado, Allstate’s
Pennsylvania recruiting director. “We’re working with
business brokers and through our own recruiters to
find professionals with financial or sales back-
grounds, who are dedicated to customer service.”

Adds Currado, “Allstate is unique among all oth-
er insurers because its agents own the economic in-
terest in their business. Allstate agents can sell the
economic interest in their agency. No other brand-
ed insurer has this option.”

Allstate’s Pennsylvania recruiting goals for
2010 are segmented by metro area across the state:

Philadelphia (18 agents); Pittsburgh (10); Harris-
burg (10); Johnstown-Altoona (5); and Allentown-

Lehigh Valley (5).
These target cities and areas represent key con-

sumer touch points in Allstate’s broader strategy to
aggresively expand the provider’s auto insurance
presence statewide, while staking a stronger claim in
items like boats, recreational all-terrain-vehicles and
motorcycles. Allstate is currently the 2nd largest auto
insurer in Pennsylvania with over 951,000 cars and

trucks insured in the state.
Interested candidates can apply to become

an Allstate agent by logging on to all-
state.com or by calling 412-

919-8206.
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Focus on more
agents throughout

Pennsylvania

OPPORTUNITIES
ABOUND ...

“We see a significant 
opportunity in the current
economy to attract 
mid-career, mid-level 
managers to own 
and operate their own 
business and represent 
Allstate in Pennsylvania.”

- John Currado
Recruiting Director,
Pennsylvania

DIVERSITY IN RECRUITING

ALLEN TOUTS ALLSTATE’S EFFORTSALLEN TOUTS ALLSTATE’S EFFORTS
BRINGING

PEOPLE
TOGETHER
“Diversity is very 

important to Allstate ...
Bringing people of 
different backgrounds and
different ethnicities to 
Allstate will help us to 
continue to serve the needs
of all customers in 
Pittsburgh and across the
state ...”

- David Allen
Territorial Sales
Leader in
Pennsylvania

CHRIS CONNERS
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MBE’s. JOIN TODAY, THE NMBC!
Minority Business Enterprises (MBEs), it is time - now more so than ever before -
to become a member of the National Minority Business Council (NMBC)! In addi-
tion to developing programs suited to meet the needs of the novice business person
as well as the seasoned entrepreneur, your membership in NMBC will give you four
very significant services: ❏ Procurement Assistant Program - Helping M/WEBs get
contracts; ❏ Financial Services Program - Helping M/WBE’s members get financial
assistance for their businesses; ❏ Education and Training Programs; and ❏ Forums
and Networking Seminars.

For more detailed information about NMBC initiatives,
please call the NMBC at (212) 997-4753 or visit our Web-
site: www.nmbc.org.

National Minority Business Council, Inc.

“NMBC’S BUSINESS IS TO DEVELOP BUSINESS FOR MBES”

120 Broadway, 19th floor • New York, NY 10271
Tel: (212) 693-5050

Crawford’s
Impressive

Record
Excellence from the National
Action Network, and The Net-
work Journal’s 25 Most Influ-
ential Women recognition. Ad-
ditionally, she is a member of
numerous boards and organi-
zations, including the Board
of Directors the Larry King
Cardiac Foundation, the Advi-
sory Board for NY Women in
Film and Television, Dress for
Success Worldwide, Museum
of African American Art, the
Thurgood Marshall Scholar-
ship Foundation executive ad-
visory board, and the Bill-
board Steering Committee for
Money and Music.

FROM WINDSOR PAGE 2

purcashing exchanges with ma-
jor corporations or whether by
doing one-on-one where we ask
member companies to contact
Xyz Corporation because the
corporation is seeking to do
business with your type of com-
pany. We take a lot of pride in
being the ‘voice of minority
businesses’ for the last 38 years.

Question: What have been
the three most important ac-
complishments in your 38 years
as head of the National Minori-
ty Business Council?

JR: During that period of
time I have been most proud
that we have helped Dartmouth
College set up their Minority
Business Executive Program.
Two, that in 2004 the National
Minority Business Council and
the Minority Business News
USA news magazine of Dallas,
TX put together the Minority
Business Hall of Fame and Mu-
seum to be heralded at Hamp-
ton University to document the
historical contribution of mi-
nority businesses and the trail-
blazers of minority businesses;
and three, that for the past 38
years we have been the first or-
ganization to talk about small
minority businesses on a global
basis. We set up an Internation-
al Trade Committee in 1974
and we have been involved in
international trade development
ever since.

Question: Who are some of
your current Board Members?

JR: All of our board mem-
bers are from our membership
and many of them have been
leaders in minority business de-
velopment. Our current Chair-
man is Gregory L. Reid and our
Vice Chair, Benjamin E. Jones
has headed different entities
over the last 40 years. He
brings a lot of business acu-
ment to the organization. We do
have a Corporate Advisory
Board composed of representa-
tives from BNY Mellon, Col-
gate-Palmolive, Citigroup, Citi
Bank to name a few.

Question: What has been
your relationship with BNY
Mellon?

JR: BNY Mellon has been a
Corporate Contributing mem-
ber since the early 90s.

Question: Really, that long?
JR: Yes, that long and in

2007 BNY Mellon was kind
enough to offer us office space
at our current location at 120
Broadway. We work closely
with Claire Scanlon, Head of
their Vendors Development
Program. We also offer pro-
grams to our members in coop-
eration with BNY Mellon. It is
a beneficial relationship.

Question: What has the Na-
tional Minority Business Coun-
cil meant to you during the last
38 years?

JR: Well, one of the people
I admire very much, President

Jack Kennedy said: “It is im-
portant to contribute, to give
back and to make a difference
through our life. To make a
contribution that is not neces-
sarily measured by dollars.”
That has been my motto:

‘What can I give to my com-
munity?’ I grew up in South Ja-
maica, Queens and am still a
resident of Jamaica, Queens.
My involvement with the Na-
tional Minority Business
Council over the last 38 years

has given me what I call a qua-
si public service: To do good
while being faced with both
personal and business chal-
lenges.

Question: I think you know
that by now you are a legend.
Why do you think you are the
‘Dean of Minority Business’?

JR: I always say if you keep
at what you are doing long
enough, you will become the
dean because you would have
oulived everybody else. I have
outlasted everybody and I think
I have made a significant con-
tribution to minority business. I
was among the first group that
helped Governor Carey put to-
gether the first Executive Order
of New York State to set up a
Minority Business Office. In
84/85 I helped the State of New
Jersey set up their Minority
Business Program when
Thomas Kean was Governor. I
helped set up the Minority
Business Hall of Fame and Mu-
seum. I was a member of the
first Advisory Committee for
the City for Minority Business
under Mayor Dinkins and then
on the Advisory Committee un-
der Mayor Bloomburg which
led to the signing of the public
law that established a Minority
Business Program for minori-
ties for New York City.

So, yes, I am the Dean!
Thank you John for enter-

taining this interview this after-
noon.
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The Endless Years
Of Service

In 1972 when we [the 12
founders] started, we all had ca-
reers while trying to keep the Busi-
ness Council alive ... but we want-
ed to have an organization with an
Executive Director and a small staff
... In 1979 ... the Board of Direc-
tors asked me to head the organi-
zation for a year ...

We are now in 2010, so a one
year committment turned into a 38
year commitment.

- John F. Robinson
CEO and President
NMBC

A Year’s Commitment Turned Into ‘Life’s Calling’
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©2010 The Bank of New York Mellon Corporation.

Diversity paints our world.

We value diversity in the workplace and in the marketplace. 

In building an increasingly diverse supplier pool, we are able 

to work toward our goal of offering priority suppliers real 

procurement opportunities as they arise.

To learn more about BNY Mellon’s Supplier Development 

Program, visit www.bnymellon.com/suppliers.

2009 Regional Corporation of the Year
NY–NJ Minority Supplier Development Council


