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DAY 1: SEMINARS

Avis Yates Rivers, Technology Concepts Group International, LLC

Opening Remarks
Gene Tabor, General Manager, TEMA Purchasing

Seminar I

Terri L. Quinton, NMSDC, MBEIC National Chair
MBE Message – “A National Perspective” 

 Managing Director, 

MBE Message – “A Practical Perspective”

Seminar II 
 Assistant Manager, TEMA Supplier Diversity

Part A: MBEs Assessing Tier I Needs
Panel Discussion
Rosa Santana, Integrated Human Capital
John Jacinto, Vistech Manufacturing Solutions 

Part B: MBEs Presenting Their Company to Potential 
Tier I Customers 
Panel Discussion
Christine Rice, VisionIT

 Coolant Control, Inc. 

Seminar III
, CPA, Ralph G. Moore & Associates

Best Practices in Doing Business with MBEs
Defusing MBE Myths
Panel Discussion

 Continental, North America
Jeff Fliegel, Amtex, Inc.

Seminar IV 
 Professor of Management 

Tuck School of Business at Dartmouth

Strategic Alliances 
Panel Discussion
Larry Crawford, Diversity-Vuteq LLC

Jeff Davis, CB Tech

Q & A

Closing Remarks



Avis Yates Rivers possesses more than thirty years of general management experience in the 
information technology industry. She is currently the President and CEO of Technology Concepts Group 
International, LLC (TCGi), an information technology solutions provider and full-service equipment leasing 
firm. As a result of her work, Ms. Yates Rivers and TCGi have been the recipients of local and national 
recognition, such as Minority Business Advocate of the Year Award and NMSDC Supplier of the Year 
Award. 

During her career, Ms. Yates Rivers has held leadership positions in various supplier diversity advocacy 
organizations such as the National Minority Supplier Development Council (NMSDC), the Minority 
Supplier Development Council of NY & NJ, the Women Presidents’ Educational Organization (WPEO), 
and the BPU Supplier Diversity Development Council.

MODERATOR

SPEAKER

SEMINAR BIOS

Terri L. Quinton is CEO of the Alliance of Diversity Printers LLC, a printing, warehousing and fulfillment 
firm with a national and global footprint made up of minority and women owned print businesses. 
Quinton is also founder and president of Q2 Marketing Group. Prior to founding Q2 and ADP-LLC, 
Quinton was co-founder and president of Q2 Communications, Inc., an award-winning, full service 
commercial printing and graphic design firm headquartered in Dallas, Texas. 

Quinton is the first female elected to chair the National Minority Supplier Development Council's Minority 
Business Enterprises Input Committee (MBEIC) representing over 17,500 minority owned businesses 
and 1,000,000 employees nationwide. In this position Quinton serves on the Executive Committee and 
Board of Directors of the National Minority Supplier Development Council. 
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Ralph G. Moore, CPA, is the founder and president of Ralph G. Moore & Associates (RGMA), one of 

into corporate strategy and the formation of diverse strategic alliances. Mr. Moore has over 38 years 
of experience in business and public policy issues. He is a recognized expert in minority and women-
owned business development. Prior to founding RGMA, Mr. Moore was on the accounting staff of Arthur 
Andersen & Co., was vice-president for a Chicago-based minority business investment company and 
controller for a Black Enterprise 100 meat processing plant.

Mr. Moore is highly respected for his active leadership in several business development and civic 
organizations. In addition, he has earned a number of awards during his career including the 2010 
NMSDC Leadership Award. 

SPEAKER

SEMINAR BIOS cont.

SPEAKER

 has been actively involved in developing and expanding Daimler’s Hospitality 
and Student Housing Division since March 2009. Mr. Jackson has successfully formed strategic alliances 
with key members of Hilton, Starwood, Marriot, and Omni Hotels. Along with client management duties, 

that pertain to current and future pipeline of projects. 

During his 14-year tenure in the NBA, Mr. Jackson began his development career through a strategic 

facilities. Along with this skill set, Mr. Jackson’s knowledge of the intricate application process for obtaining 
State and Federal Historic Tax Credits is an invaluable resource as these types of credit enhancement 
programs can ultimately create a pipeline of new opportunities.



SEMINAR BIOS cont.
SPEAKER

Dr. Leonard “Len” Greenhalgh is The Tuck School of Business Director of Programs for Minority, 
Native American, and Women-Owned Businesses as well as Professor of Management at Dartmouth 
College in Hanover, NH. In addition to MBA teaching, he has done a considerable amount of executive 
education, research, and consulting, involving such organizations as Coca-Cola, NASA, Toyota, and The 
White House.

He is the author of Minority Business Success: Refocusing on The American Dream (2010) and Manag-
ing Strategic Relationships (2001). His areas of expertise include, but are not limited to, entrepreneurial 
business and effects of globalization and changing demographics on business.
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DAY 2: BREAKFAST AGENDA
Welcome ...................................................................................................................................... Adrienne C. Trimble

Cincinnati Welcome .............................................................................................. State Representative Alicia Reece

Breakfast Invocation .................................................................................................................. Father Jorge Ochoa

Opening Remarks ............................................................................................................. Rev. Jesse L. Jackson, Sr.

Toyota Message .......................................................................................................................... Tetsuo “Ted” Agata

Toyota Purchasing Message ................................................................................................................. Gene Tabor

Message from Toyota Diversity Advisory Board ..................................................................................... Jim Lowry

Keynote Address ....................................................................................................................................... Wil James

Closing Remarks ........................................................................................................................ Adrienne C. Trimble
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Wilbert W. (Wil) James 
President – Toyota Motor Manufacturing, Kentucky, Inc. 
  
Wil James is president of Toyota Motor Manufacturing Kentucky, Inc. (TMMK) located in Georgetown. TMMK is 
home to the Avalon, Camry, Camry Hybrid and Venza vehicles directly employing nearly 7,000 team members. 
  
Prior to this role, he served as senior vice president at Toyota’s vehicle assembly plant in Princeton, IN where he 
was responsible for manufacturing and quality. 
  
Mr. James’ career at Toyota began in 1987 encompassing several roles at TMMK. He was named vice president 
of manufacturing in January 2003, responsible for overseeing all vehicle manufacturing operations as well 
as production control. He was also general manager of assembly, responsible for engineering, maintenance, 
production and internal parts conveyance for TMMK’s two assembly lines, along with the plastics organization.  
In addition, he was general manager of production administration responsible for the coordination of production 
support, facilities, environmental, planning and project management. 

  
After nearly a 20 year career at TMMK, Mr. James joined TABC in Long Beach, Calif., in January 2006 as senior vice president of operations. TABC 
is a parts component operation and a wholly-owned subsidiary of Toyota. He was later promoted to president in January 2007. 
  
Prior to joining Toyota, Mr. James held positions in production, maintenance, project engineering at Olin Corporation. He received a Bachelor of 
Science degree in mechanical engineering technology and an associate degree in applied sciences from Old Dominion University. 
  
Mr. James has served on various community boards including: The Urban League of Louisville, The Kentucky Humanities Council, The Partnership 
for Youth Organizations, Georgetown’s Municipal Water and Sewer Service (board chairman), Toyota’s Federal Credit Union and North Carolina’s 
A&T School of Engineering. He currently serves on the boards for the National Society of Black Engineers, Kentucky State University as well as 
Academic UpRise. In addition, he was named Toyota’s diversity champion for Toyota’s North American manufacturing headquarters and is an 
active member of the Executive Leadership Conference and Kappa Alpha Psi Fraternity. 
  
A native of Norfolk, Va., Mr. James and his wife Michaelene reside in Louisville.

KEYNOTE SPEAKER
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2010 TOYOTA OPPORTUNITY EXCHANGE PLANNING COMMITTEE

Cary Patterson ………………………………………................................….……………….... Sumitomo Electric Wiring Systems

Charla Young ……………………………..........................………………….…………………… Power to Change Communications

Crystal Davis …………......……………...................................………. South Central Ohio Minority Supplier Development Council

Crystal German ……….......…………………..................................… GCCC – Economic Inclusion and Community Development

Crystal Kendrick ……………………………….……………........................……………………………. The Voice of Your Customer

Greg Battle ………………………………………………………………...................……………………………… Coolant Control, Inc.

Jeff Fliegel …………………………………………………………………………...........…………………………………… Amtex, Inc.

Mike Robinson ………………………………………………………………………............................. LaVERDAD Marketing & Media

Natonya Harbison ………………………………………………………………………………..................………. EnovaPremier LLC

Sonya Brown …………………………………………....................................……. Tri-State Minority Supplier Development Council

Suzanne Trubee …………………………………………………………….............……………………………………………. AK Steel

The members of the 2010 Planning Committee would like to dedicate this year’s OE in loving memory of their dear friend, Kevin 
Armstrong, phyllon Marketing Communications, who served on the committee from 1996 to 2009.

Toyota Motor Engineering & Manufacturing North America, Inc.	
Adrienne C. Trimble
Alicia Johnson
Donna Ridings
Erin Caudill

John Munson, Jr.
Jenny Dyer
Kathy Papp
Lance Lewis

Kia McWhorter
Patricia Wasson
Shari Bennison
Suzanne Martin

Steve Cochran
Tania Saldana
Tomoko Kawabe
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MAXIMIZING YOUR KEY TO OPPORTUNITY

BEFORE THE SHOW:
•	 Identify your purchasing needs: Who 

are your ideal MBE suppliers?
•	 Determine key supplier criteria 

(capacity, experience, etc).
•	 Register early to access a Match-

Up Report and identify potential 
MBEs*.

•	 Contact MBEs in advance, via e-mail 
or phone, and visit their web sites to 
learn more.

•	 Schedule meetings at OE with MBEs 
you’ve contacted in advance.

•	 Give purchasing reps at your booth a 
list of your purchasing needs.

DURING THE SHOW:
•	 Network to meet MBEs you’ve 

identified as potential suppliers.
•	 Make good use of “networking time” at 

and between planned events.
•	 At your booth, confirm an MBE’s fit, 

get information and set next steps.
•	 Focus on MBEs who can meet your 

current purchasing needs.

AFTER THE SHOW:
•	 Organize collected information and 

read through everything more closely.
•	 Follow up by calling the MBEs you met 

to set up meetings and understand 
how they can add value.

•	 Confirm that you’re speaking with 
company decision-makers who can 
negotiate agreements.

TIER Is

*Match-Up Report
Go to your confirmation page; in the “Products/Services” section (at the bottom) click on each of the items listed. You will be able to view the 
matching MBEs who are providing the products & services you would like to purchase.
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BEFORE THE SHOW:
•	 Outline your objectives for the day: 

Who are your best prospects?
•	 Register early to access a Match-

Up Report and identify Tier I 
suppliers who need your products/
services*.

•	 Do your homework. Visit web sites 
and gather information about the 
companies.

•	 Contact the Tier I suppliers in the 
Match-Up Report in advance, via 
e-mail or phone.

•	 Develop a short list of qualifying 
questions for the companies you plan 
to visit.

DURING THE SHOW:
•	 Study the floor plan you received upon 

arrival to locate companies you’ve 
identified.

•	 Circle the businesses you plan to 
approach and visit their booths first.

•	 Don’t waste time; focus on businesses 
who need what you sell.

•	 Go to key companies first, collect 
information and confirm next steps.

AFTER THE SHOW:
•	 Organize collected information and 

read through everything more closely.
•	 Follow up by calling the purchasing 

reps you met to set up meetings, and 
describe your competitive advantage.

•	 Identify decision-makers at targeted 
companies.

MBEs

MAXIMIZING YOUR KEY TO OPPORTUNITY

*Match-Up Report
Go to your confirmation page; in the “Products/Services” section (at the bottom) click on the products you provide. You will be able to view the 
matching Tier Is who have a need for the products/services you are selling.
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NOTES
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THANK YOU

ALL RIGHTS RESERVED // 2009 // TRI-STATE MINORITY SUPPLIER DEVELOPMENT COUNCIL

Toyota would like to thank all of the participating NMSDC councils at this year’s event. 
We would also like to give a special thanks to the South Central Ohio Minority Supplier 
Development Council and the Tri-State Minority Supplier Development Council for their 
support and contribution toward the planning of this year’s event.
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www.toyotaopportunityexchange.com


