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I.  ASSIGNMENT

Resource Development Group (RDG) was retained by the Greater Shreveport Chamber of Commerce (GSCC) to conduct a Regional Assessment to objectively evaluate:
· The GSCC’s image in the marketplace;
· How its case for funding support is viewed by stakeholders and potential investors;
· How potential campaign leaders might assist in the campaign;
· Prospective investors and anticipated funding levels;
· Potential challenges and impediments in launching and successfully completing a major funding initiative.

The results of this assessment are summarized herein.

II.  METHODOLOGY

Resource Development Group experience –

· Participation in formulation and budgetary funding for more than 80 economic and community development organizations throughout the country. Collectively, these total close to $400 million in operating capital and include both Chambers of Commerce and stand alone economic development corporations.

· Familiarity with numerous economic and community development programs

throughout the United States

· Background information for the study was provided by Chamber staff
· Individual interviews with 61 strategically identified private sector leaders. See

   
Appendix C: - Leadership Interviews
The Assessment focused on:

· Leadership perceptions of the Champions for Business2 program, its successes,   shortcomings and future potential.

· Identifying challenges that will need to be overcome for the Champions for Business funding campaign to be successful.

· Identification of leadership for a funding effort.

· Testing the viability of a private sector funding campaign to raise sufficient funds for multi-year budget.

III.  KEY FINDINGS

When reviewing this document, keep in mind that our goal was two-fold: to place the GSCC in the best position to fund critical economic development programs immediately and build a more comprehensive and responsive regional economic development program for the future.

Question #1
How involved have you been with the GSCC and the Northwest Louisiana Economic Development Foundation (NWLEDF) over the past 3 years?

Eighteen of the 61 interviewees said they are currently involved with the chamber; 15 said that they have been involved in the past and 22 said that they are not currently involved but continue to support the chamber and its programs.

While the percentage of participants currently involved in the chamber seems relatively low, the majority of the interviewees felt that the chamber’s staff are the experts and they should be left to complete the economic development work within the area while the chamber board and business leadership should provide the oversight for the overall operations of the chamber and its economic development programs.  In short, confidence in the chamber is high.
“We are not active but are strong supporters of the program.”

“I’m a Past Chairman of the Chamber but I’m not significantly involved now.”

“I’ve been involved with the Chamber and the economic development program.”

“Not much now; much more involved years ago.”

Chamber/EDF Involvement
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Question #2

From your perspective, what are Northwest Louisiana’s greatest assets and greatest weaknesses from a business development perspective?
ASSETS
Most of those interviewed mentioned location, transportation, highway and port infrastructure/access and general quality of life in Northwest Louisiana as the best assets of the region.  Many also mentioned the chamber and its staff as strengths.  
“The people are honest and hardworking, the transportation network is strong and we have wonderful middle managers within the region.”
“Shreveport is an incredible location to be a major distribution center location.  The port is the greatest untapped resource we have and the climate is wonderful.”
“The chamber seems to be as strong staff-wise as it has ever been.  Dick has built a great team.”
Assets 

[image: image2.emf]0

5

10

15

20

25

30

35

40

Results based on 61 interviews

Transportation/Infra-

Structure/Highway

Location 

The Chamber

Quality of Life

Healthcare

WEAKNESSES
Almost half of the interviewees mentioned the long-standing negative image of Louisiana as a weakness for business development.  They said that because Shreveport is in the State of Louisiana, those outside of the state think that Northwest Louisiana and Southern Louisiana are one in the same.  Interviewees felt that this negative image has been exaggerated recently because of the manner in which the hurricane response was handled in New Orleans. 

Another issue that was of concern to over 40% of the interviewees is the lack of local cooperation within the region; especially between the Cities of Shreveport and Bossier City.  There is a perception that the City of Shreveport is not as business friendly as Bossier City.
It is worth mentioning that while public education was suggested as a weakness, there is optimism that the new Superintendent for the Caddo Public School District will positively impact needed changes to improve public education throughout the parish.

“The attitude of our people needs to change; they have an inferiority complex about Shreveport.  The quality of life is great here!” 

“When I first moved here, I was getting a haircut and the stylist asked me why I would want to live here?”
“When I ask my employees why they only show up for work 4 days a week, they will say, if I could afford to work 3 days, I would.”

“Image is where we are getting killed.”
Weaknesses
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Question #3
Do the program priorities outlined in the pre-case make sense?
The enhanced new business recruitment and existing industry expansion programs as outlined in the pre-case were overwhelmingly supported.  These enhanced programs will allow the NWLEDF to play a key role in regional marketing, prospect coordination and project management for companies who are considering an expansion or new location within the four parishes of the Shreveport-Bossier City-Minden area.  
Workforce and marketing/image enhancement programs as outlined in the case statement were also mentioned as being important.  Most manufacturers interviewed said that concerns about the availability of a trained and qualified workforce continue to be very important for their future growth.  Manufacturers said that anything that helps them attract and retain a qualified workforce is critically important.
The Government Procurement program is supported unanimously.  In fact, all of the interviewees not on the chamber board were pleasantly surprised after reading how much money was brought into the community as a result of this program.  All of the interviewees supported the continued funding of this initiative.

“Oh yes!”
“Yes, I think they definitely make sense.”
I like the special opportunity fund; that might be where we have lost out in the past because we have not had the resources.”
General Support for Program of Work
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QUESTION 4
Can you prioritize program components from most important to least important?

Those that responded to this question suggested that business retention/business recruitment and marketing/image enhancement are the top priorities.


“Keeping our companies from moving should be at the top of our list.”

“If we are to grow and attract more employees, we must attract new businesses.”

“It just makes sense that it’s easier to keep what’s already here as opposed to convincing an outside company to relocate.”

“Workforce issues are clearly important to our business community’s growth but the community and our school systems should be the primary agencies addressing those needs.”
Prioritize the Program Elements
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QUESTION 5
We have estimated the total cost of implementation to be a minimum of $3.5 million over the next 5 years beginning in 2006 – or about $700,000 per year.  In your opinion, is $700,000 per year a reasonable target from businesses and governments throughout the region?
While there is a high level of support for a new initiative, it was made clear that it needs to be structured differently than past efforts.  Many cited concerns with public sector leadership as a possible pitfall.  They also felt that investors should be involved in decision making for the NWLEDF, not just chamber board members.  They want to see an inclusive, unified organization that has a broad base of support from the private sector.
While there was no clear consensus on the size of the projected goal, interviewees said:
 “I think that $700,000 is pathetic; there is a lot of wealth in Shreveport;
 old wealth that you don’t know about.”
“Not sure, what do they need?”
“It might be tough because of post Katrina.”
“Not if only one group is doing it; it needs to be regional.”
“That is a lot of money, especially going from $400,000 to $700,000.”
Is Target Goal Reasonable? 
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QUESTION 6
How important is direct involvement in program activities and decision making?  Is the ability to serve on a board, task force etc. attractive/important?

While it was almost evenly split on the question of involvement (53% said it was important) those with interest in being involved were quite passionate. 
“It’s very important.  I want to be more involved.”

“Absolutely!”
“Yes it is attractive to be involved and the construction industry needs to be involved in this.”

For those who said that it is not important to be involved, several said:

“I trust the chamber to manage the process.”

“If I trust the people involved, I don’t have to be involved.”

QUESTION 7
Does a regional approach to economic development make sense?
The GSCC economic development program in reality is a program that actually works for the entire Northwest Louisiana region, not just Shreveport, but the perception is that the program is Shreveport specific.  A regional approach to economic development is supported because it will strengthen the initiative and make the area more attractive to companies looking to relocate and expand.
“We have too much ego in leadership here.  We need to overcome that and make this a regional program.”
“Economic development needs to be a partnership; economic development is something we can’t afford not to do.”
“We need to overcome this “Local/Regional” attitude to truly be a regional program.”
Does a regional approach to economic development make sense?
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IV.  RECOMMENDATIONS 

The following recommendations are based on our Assessment and Financial Feasibility findings with private sector leadership from the Northwest Louisiana area.  The goal of these recommendations is to help establish an effective structure for economic development that promotes role clarity, accountability, and measurable benchmarks.  The end result will be a higher level of potential investment from the private sector.

FUNDING
1. We recommend developing a very specific programmatic budget for the next five years that approximates $600,000 per year.  History is very instructive.  The Top 15 Investors in Champions for Business1 and 2 accounted for 69% and 68% respectively of the total dollars raised from each campaign.  We have projected the Top 15 for Champions for Business3 at $1,825,000 which represents 61% of our recommended goal of $3,000,000.  We believe the remainder can be generated through aggressive base broadening and appropriate increases from Champions for Business2 mid and lower level investors.
Champions for Business Campaigns
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We recommend commencement of a funding campaign May 1, 2006.  With proper leadership response and an expanded base, we believe there are resources available within the community to create a resource pool at this level. Our campaign timeline is included as 
Appendix C—Campaign Timeline.
2. We recommend that specific goals with corresponding benchmarks be adopted for the campaign.  Specifically, the GSCC should establish a task force to identify and agree upon a short but impactful list of objectives with corresponding measurable benchmarks for each program area.  

3.
We recommend a five-year initiative to ensure stability in funding and a timetable that allows for successful implementation.  Conversely, it also mandates a sunset to ensure appropriate consideration of continuation.

STRUCTURE
1. The current NWLEDF Board should be enhanced to include a more regional focus.  Annual goals will be established with accountability guidelines, timelines and benchmarks to ensure successful implantation of this new regionally focused business plan.

2. The GSCC and the NWLEDF should have an equitable process for choosing representation for the enhanced board.  It should balance the desire of all investors to have a voice in the process with the need for efficient management and decision-making.  It is also important to ensure appropriate representation from major regional investors.  While there is no perfect structure to address these challenges, we recommend creation of a special taskforce to examine enhancement of the NWLEDF Board, utilizing the following as a starting point for discussion:

A. Any company or individual that invests at least $20,000 annually for 5-years will be offered one automatic 5-year appointment to the Board. 
B. A five member nominating committee of investors should be established to choose five additional representatives from the private sector to serve on the Board.  The nominating committee will choose these individuals based on industry cross representation, gender, ethnic diversity and geographic representation in the Northwest Louisiana region.  These representatives will serve 2-year terms and can be re-nominated. The members of the nominating committee should have 2-year term limits.

C. To be considered a candidate for the board, the individual’s company must invest at least $2,500 annually.  Only one representative from an investing company may be nominated for a Board position each election cycle.
D. The NWLEDF Board should form an Executive Committee that can meet in times of crisis and to handle specific management issues such as program staffing.  The Board should determine the exact make-up of the Executive Committee but it should include any investor contributing $20,000 or more annually.

E. Each municipal and parish government in Northwest Louisiana that invests based on the NWLEDF approved per-capita formula should have a seat on the board.  We recommend a formula of $.50 per person based on the 2000 Census for consideration.  
3.
We recommend an enhanced and more targeted approach to communicating with the NWLEDF investor base.  The chamber has built a strong foundation of effective communications; however, as the NWLEDF expands its jurisdictional interest, new investors will be introduced and a more targeted communication approach will prove valuable.  Possible components of an overall investor relations strategy are included in Appendix D—Investor Relations Program.  
V. NEXT STEPS 

1. Convene the GSCC Revenue Committee to:
· Identify and Recruit Campaign Leadership

· Refine Program of Work

· Establish measurable benchmarks for the campaign

· Oversee campaign process

2. Establish Structure Task Force to:
· Review Assessment Report findings and make recommendations to the GSCC Board regarding the enhanced board structure for the NWLEDF.

3. Campaign Leadership:

· We will make specific recommendations regarding campaign leadership separate from this report.

VI.  APPENDICIES 
Appendix A: Pre-Case Document

Draft
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Proposed Program of Work Summary

2007 - 2011

ECONOMIC DEVELOPMENT

Economic development in its simplest terms means:

 “Creation of Community Wealth”

Progressive communities acquire wealth by utilizing all available resources of a market including fiscal, natural, human, private and governmental to enhance the quality of life and opportunities for its residents.

There are primary goals of an economic development program:

· Job creation

· Increase the flow of money into a community

· Assist current employers

· Attract new business and industry

· Reduce the flow of money out of a community

By accomplishing these goals, the entire economy of an area is enhanced as the total wealth in a community or region increases, benefiting its citizens.

Champions for Business2

During the past three years, the region has seen quite a few notable economic development successes.  Some of these received considerable media attention in national trade publications.  These include: US Support Company, General Motors and its increased supplier base, Steelscape, Libbey Glass and BeairdCo, among others.  The Chamber’s Economic Development program also received national recognition as being among the nation’s top development groups in two of the last three years.  Even with the hurricanes and economic disruptions on the Gulf Coast, the region enters 2006 with one of its lowest unemployment rates in recent history.  In fact, Northwest Louisiana has led the state in job growth during much of the last three years.

Despite our successes, the region continues to face numerous challenges.  Real and personal property valuations have risen every year, however, the area’s population and local labor force has remained flat.  

Greater percentages of residents continue to fall below their counterparts nationally in terms of earnings.  Regionally and nationally, the competition for economic growth continues to escalate.  Both in state and out of state, our neighbors and others across the country are devoting increasing levels of resources to promote the growth of area economies.  So despite our successes, the work is never done.  More work and resources are needed to be successful in the coming years.

The recently renamed Northwest Louisiana Economic Development Foundation is developing an aggressive five-year plan to move our region forward.  It will take greater effort, greater cooperation and greater resources to achieve greater results.  But first, consider some of the results of the current Champions for Business 2 program.

In 2004, the NWLEDF was involved in supporting the creation of 2,500 new jobs and more than $325 million in capital investment.  Almost 500,000 square feet of commercial real estate has been built or utilized as a result of this activity.  In 2005, over 1,000 new jobs were announced, 1,100 existing jobs retained in the area and another 800,000 square feet of real estate was impacted.  This activity has generated $235 million in additional capital investment in our region.  As a result of our aggressive marketing efforts, the region and Chamber continue to be recognized nationally by economic development trade media.

In the areas of workforce development and government procurement, we have derived many successes as well.  Over $50 million of training funds were captured for 200 existing employers.  Those employers trained an estimated 25,000 employees.  Prior to the Incumbent Worker Training Program’s hiatus because of hurricane-related fiscal conditions, Northwest Louisiana had captured 20-30% of funds while only representing about 12% of the state’s workforce.  The Northwest Louisiana Government Procurement Center, a federal/private initiative at the Chamber, already has exceeded its $73 million goal with $179.6 million in awarded contracts to area firms during the three-year period.

During 2005, weather severely impacted the State of Louisiana which has in turn created some challenges and opportunities for Northwest Louisiana.  Given the strains on the southern portions of Louisiana, it is even more imperative that we have the resources necessary to compete for additional jobs and capital investment.  In marketing to promote the region as an attractive and competitive business/human resource destination, we must increase our regional, national and international marketing efforts.

Northwest Louisiana Economic Development Foundation
	Current Service Delivery
	
	Planned Service Delivery

	· Business Expansion and Recruitment

· Workforce Development (Training promotion)

· Marketing/Advertising

· Entrepreneurship/Small Business Development Support

· Government Procurement Assistance
	
	· Enhanced Marketing/Image Advertising

· Enhanced New Business Recruitment

· Existing Industry Expansion Program

· Workforce Development & Recruitment

· Key Opportunity Support (e.g., Barksdale Life Sciences, Port, Shreveport Bossier Community Renewal)

· Government Procurement Assistance




Proposed 5-Year Budget-$3,500,000
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REGIONAL DELIVERY OF ECONOMIC DEVELOPMENT SERVICES

Goal: To sustain, enhance and accelerate the economic growth of Northwest Louisiana and help ensure a vibrant regional economy that allows area residents to improve their lives, standards of living and employment choices/opportunities.

Strategies:

· Spearhead/lead the implementation of a proactive regionally focused economic development work program that engages many partners/stakeholders from across the region.

· Serve as a “neutral broker” to impact the entire area’s economic vitality and support the ongoing collaboration and problem solving among the numerous local and regionally focused organizational partners. 

· Serve as a key central resource and frequent “first stop shop” for information, data and referrals in support of prospects and economic development organizations throughout Northwest Louisiana.

· Provide various support services as needed and desired to area partners/jurisdictions that can assist in achieving mutual strategic objectives.  These services likely will focus around the Foundation’s core capabilities of outside marketing/promotion, prospect management and facilitation.

· Seek to implement new innovative economic development initiatives to ensure the continued success of the region.  These likely will include:

· An enhanced web presence and new online tools/capabilities for prospects and area stakeholders (such as incorporating GIS search tools into the prospect marketing/handling process)

· Development of the New Employment Opportunities Network or NEON.  More and more regions are addressing labor force challenges proactively to ensure future growth and success.  NEON would involve new communication and marketing efforts to help address growing workforce supply and quality issues faced by the region.

· Seek to leverage and capitalize on selected “special economic opportunities” within the region.  These could include but are not limited to support for:

· Barksdale Air Force Base

· Regional healthcare sector/entities including LSU Health Sciences Center
· Continue work with the Biomedical Research Foundation and various partners to assist in growing a vibrant regional life sciences sector

· Shreveport Bossier Community Renewal and its planned national Training/Support Center in downtown Shreveport.

· The continued development of “Camp Minden.”

· Sustain support for the Chamber’s Northwest Louisiana Government Procurement Center, which serves about 500+ clients annually.

· Offer advocacy support on selected key issues seen as impacting economic development and/or the success of area employers at both the state and national level.
Appendix B: Questionnaire
Northwest Louisiana Economic Development Foundation

Feasibility Questions/Issues February/March 2006

The following is a general guideline for use by the interviewer for the funding feasibility.  It is not designed to be a survey instrument but rather a tool to help format the interview and to ensure all subject areas are covered.
General

1. General information about company/firm.

2. How involved have you been with the Greater Shreveport Chamber and the Northwest Louisiana Economic Development Foundation over the past 3 years?

3.
From your perspective, what are Northwest Louisiana’s greatest assets and greatest weaknesses from a business development perspective?
Priorities

Briefly review priorities / goals / programming / target budget then:

3. Take a look at this summary list of targeted program priorities and give me your reaction.  Does it make sense to be more regional in its approach?

a. Do these make sense?

b. Are there items you would add?  Exclude?  Emphasize more or less?

c. Is one area more or less important in your view than another?

4. Generally speaking, are you supportive of the approach and major priorities as outlined?  If not, why not?

5. How important is direct involvement in program activities and decision making to you?  Is the ability to serve on the board, task forces, etc. attractive / important?

Funding

We have estimated the total cost of implementation to be a minimum of $3.5 million over the next five years beginning in 2006—or about $700,000 per year.  

6. In your opinion, is $700,000 per year a reasonable target from corporations throughout the region?  If not, what is a reasonable goal?

Northwest Louisiana Economic Development Foundation

Assessment Questions

Page Two

7. From your perspective, is it better to support the entire organization or pieces thereof?  In other words, do you prefer the flexibility of directing your dollars to specific program areas?

8. In order to attain the $700,000 annual target, we think that ______ will be required from your sector.  

a. What do you think of that target?  

b. If that is not a reasonable goal, what is?  

c. How would you tackle your particular sector?

d. Who are your sectors key leaders?

e. What will be most attractive to people in your industry?

f. Would a formula approach to funding work?

9. We have already discussed the total corporate need and your sectors piece of that.  If we are to achieve those targets we think something in the range of _______ will be required from a firm such as yours.

a. This is not a request and I am not asking for any kind of commitment but give me your reaction to that.  

b. What would it take to get you to that kind of number?

10. Are you comfortable with a multi-year pledge as long as it is subject to your annual review and approval?  Do you prefer a 3, 4 or 5 year term?

Northwest Louisiana Economic Development Foundation

Assessment Questions

Page Three

Leadership

11. Discuss for a minute corporate leadership.  If you had a major project and could pick 5 corporate leaders to help you accomplish your mission, who would they be?

12. In your opinion who is the single most well-respected corporate leader in this region?

Closing

13.
Is there anything else you would like to share or add?

Appendix C: Campaign Timeline
NORTHWEST LOUISIANA REGIONAL ECONOMIC DEVELOPMENT FOUNDATION

May 1, 2006 through February 28, 2006

	Phase I

May 1st to June 30th  

· Refine program details
· Hire and Train Coordinator
· Develop measurable benchmarks for each program area

· Recruit campaign leadership

· Screen and rate prospects

· Develop and produce campaign materials
	Phase II

July 1st  to September 30th 

· Initiate long lead time prospects

· Solicit top 50-75 prospects:
· Solicit:
ˉBoard Members           ˉAssessment  

  Participants 

        ˉOther Top Tier
          Prospects
· Prep and schedule Leadership Functions

· Prep for Kick-off?

	Phase III

October 1st   to  January 31st   

· Secure benchmark commitments

· Selected leadership functions

· Intense solicitation of all business sectors and selected individuals

· Complete all initial meetings and presentations

· 250+ solicitations estimated

· Hold Campaign Kick-off?
	Phase IV

February 1st   to February 28th
· Follow up and closure

· Close out function?

· Records hand-off

· Initiate investor relations




Appendix D: Investor Relations Program

History

Once a funding goal for an economic development effort has been achieved, investors, including the public sector, hear from the organization only once a year when they receive their invoice to renew their investment.  The goal of a good investor relations program is to communicate with your investors not just at invoicing time but throughout the year.  By communicating regularly with investors and prospects, it fosters a greater sense of ownership, ensures continued pledge payments and provides a solid base of support for future economic development campaigns.

Goal
The goal of a strong Investor Relations Program is to make every investor and potential investor be an integral part of the program by a systematic and structured:

· Communication

· Recognition

· Opportunities for input and feedback

· Participation in program implementation

1. COMMUNICATION

Communication is the single most important ingredient for a successful investor relations program and should be geared toward reinforcing the “Return on Investment” philosophy.  Forms of contact include but are not limited to:

· Semi-annual Investor Only Meetings – One of the requirements for good investor relations is to inform investors of activities and successes.  In addition, targeted short and long-term goals should be a part of the discussion.  

· Investor Only Newsletter – A semi-annual bulletin style newsletter should be utilized focusing on the economic development activities of Northwest Louisiana Economic Development Foundation as well as other programs of interest around the country that have been.  The newsletter should include information on targeted industries, number of jobs created and retained and the economic impact of those jobs on the community.

· Annual Report – An annual report should be provided to all investors and prospective investors outlining specifics of the program over the last 12 months.

· Regular updates on the website should be developed and implemented.

· Personalized Direct Mail (Bi-Monthly) – The theme and the sender should be varied.  Topics could include copies of articles on program activities in the area, success stories, and interviews with companies helped, etc.

· Telephone contact between key staff and investor companies quarterly.
2. RECOGNITION

An extremely important component of any successful fund-raising effort is recognizing investors in a positive and thoughtful way for the investment they have made in your program.  Many of these items are already being completed or finalized.  Components should include:

· Investor only annual reception

· Tangible memento that is creative and unique and should be accompanied by a letter, “Without you we never would have reached our goal…”

· Publicity in newsletters, articles and other printed materials and special mailings.

· Company expansions in addition to new company recruitments should be highlighted at annual investor only reception.

3. ACTUAL PARTICIPATION IN THE IMPLEMENTATION PROCESS

· Lead generation – People from the Northwest Louisiana area travel around the world.  Utilizing these people is a wonderful way to generate leads and further integrate your leadership and community into the program.

· Local image campaign

· Ambassadors

· Host receptions and tours for site consultants and prospects.

· Utilizing Elected Government Officials 

Appendix E: Leadership Interviews
	
	Company
	Contact
	Board Member

	1
	Aaron Selber, Jr.
	Aaron Selber Jr.
	No

	2
	AEP Southwestern Electric
	Nick Atkins
	No

	3
	Aillet, Fenner, Jolly & McClelland
	Mark W. Snow, P. E.
	No

	4
	Ai-Shreveport
	Jim Dean
	Yes

	5
	Allen Millwork Inc.
	B.J. Wheless
	No

	6
	Alliance 
	William L. Bailey
	No

	7
	AMSouth Bank
	Keith Crissman
	Yes

	8
	Associated General Contractors
	Mike Schofield
	No

	9
	Balar
	Jim Hagan
	No

	10
	Bancorp South
	Jerry Fielder
	No

	11
	Barksdale Federal Credit Union
	Arno Easterly
	No

	12
	Berg, Inc.
	Robert B. Hamm
	No

	13
	Biomed Research Foundation
	Jack Sharp
	No

	14
	Builders Supply Co.
	Grady C. Golden
	No

	15
	Campbell Co’s of Louisiana, Inc.
	Bo Campbell
	No

	16
	Capital One
	Keith Bergeron
	Yes

	17
	Centenary College 
	Ken Schwab
	No

	18
	Centerpoint Arkla
	Eric S. Barkley
	Yes

	19
	Chase
	John Peak 
	Yes

	20
	Clear Channel Radio 
	Charlie Thomas
	No

	21
	Coldwell Banker/Dowling Gosslee
	Jimmy Gosslee
	No

	22
	Cole Evans and Peterson
	Carol Barnes
	No

	23
	Committee of 100
	Vernon Chance
	No

	24
	Eagle Distributing
	Robert A. Nichols
	Yes

	25
	Franks Management Co
	Bobby Jelks
	Yes

	26
	General Motors
	Dave Gibbons
	Yes

	27
	Greater Bossier Eco Dev. Foundation
	Rocky Rockett
	No

	28
	Griggs Enterprises
	Roy Griggs
	Yes

	29
	Heard, McElroy & Vestal
	John W. Dean
	Yes

	30
	Heard, McElroy & Vestal
	Cody White
	No

	31
	Jean Simpson Personnel
	Sandra Braddock
	No

	32
	John D. Caruthers, Jr.
	John D. Caruthers
	No

	33
	Kilpatrick Life Insurance
	Virginia Shehee
	No

	34
	Kinsey Interests
	Glenn Kinsey
	No

	35
	KPMG, LLP
	Donald H. LeBlanc, Jr.
	No

	36
	Ladymon Interests
	Horace R. Ladymon
	No

	37
	Lemle & Kelleher
	Malcolm S. Murchison
	No

	38
	Louisiana Ventures
	Ross Barrett
	No

	39
	Mayer, Smith & Roberts
	Walter O. Hunter
	No

	40
	McElroy Metal 
	Thomas E. McElroy
	No

	41
	Querbes & Nelson
	Carolyn Nelson
	No

	42
	Red River Bank
	Harold Turner
	No

	        43
	   43   Regional Technology Strategies
	         Trent Williams
	         No

	44
	Regions Bank-Administration
	Jim Barlow
	No

	45
	Robertson, Bailes & McClelland LLP
	Austin G. Robertson, Jr.
	No

	46
	Roofing Supply
	Skip Sayres
	Yes

	47
	Sealy & Co.
	Mark Sealy
	No

	48
	Slack Alost and Associates
	Stewart Slack
	No

	49
	Stroud Production LLC
	Robert Stroud
	No

	50
	The Community Foundation
	Paula Hickman
	No

	51
	The Parade Fund
	Bill Atkins/Ed Crawford
	No

	52
	The Times
	Larry Whitaker
	No

	53
	Time Warner
	Cheryl L. Rummel
	No

	54
	TruSouthCapital/David Myatt
	Michael Moorehead
	No

	55
	U.L. Coleman Companies
	Linc Coleman III
	No

	56
	Vintage Realty
	Alvin Childs
	No

	57
	Wal-Mart #448
	Robert Malone
	No

	58
	Walton Construction Co.
	Greg McCrocklin
	No

	59
	Wiener, Weiss & Madison
	John Madison
	No

	60
	Wilkinson, Carmody, Gilliam
	Bobby Gilliam
	No

	61
	Wray Ford
	George Wray
	No
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