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Empowering Tomorrow's Small Businesses.

—— FOR CORPORATE PARTNERS

Capable suppliers,
already vetted.

Your regional supplier base is thinner than your risk models assume.
SRMSDC has spent fifty-three years building the one thing you cannot
buy on short notice — capable, known, Gulf South suppliers who are
ready before you need them.

SRMSDC gives you a vetted regional supplier pipeline, the supplier development to
make it real, and reporting you can take to a board.

Southern Region Micro and Small Business Development Council - Serving Alabama, Arkansas, Louisiana and
Mississippi since 1973
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The business case
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Supplier concentration is a resilience problem, and it has a price.

Every category served by one or two distant suppliers is an unhedged exposure. Disruption, tariffs,
freight, single-source failure — the cost lands on you. Regional depth is the hedge, and it cannot be
assembled during a crisis. It has to exist first.

The suppliers exist. Finding them is the hard part.

99.9% of U.S. businesses are small or non-employer firms. They do not have business development
teams, they do not appear in the databases you already search, and they will never find your portal. This
is precisely what a fifty-three-year-old regional network is for.

A directory is not a pipeline.

The failure mode of supplier programs is a list of names that nobody can transact with. We work the
other side too — helping suppliers reach the capacity and readiness your requirements demand. That is
the difference between a database and people who know who can actually deliver.

Regional spend compounds where you operate.

Money spent with Gulf South businesses stays in the communities where your workforce lives and your
customers buy. That is a measurable economic argument, not a sentiment — and it is durable.

You will be asked to show your work.

We report spend, jobs supported and regional economic impact in a form you can take to a board, a
regulator, or a customer.

srmsdc.org - info@srmsdc.org - 504-293-0400 400 Poydras St, Suite 1960, New Orleans, LA 70130
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What you actually get

-> Category mapping — your spend categories matched against capabilities that already exist in the
SRMSDC network.

-> Structured matchmaking — you meet owners who are willing and ready to do the work. Not a
database export.

-> Supplier development — we help suppliers grow to meet your requirements, rather than handing
you a list.

-> Priority access to matchmaking events and signature sessions across four states.

-> Impact reporting — spend, jobs and regional economic effect, documented.

THE ASK

Give us one category.

One category where you are struggling to find capable regional suppliers. We will map it against the
network and come back with a short list. That is the whole first step.

What you are probably thinking

“The environment around these programs has changed.”

It has. So the case we make to you is supply chain resilience, regional supplier capacity and measurable local
economic impact — arguments that stand on business merit and do not depend on a policy climate. What we do
has not changed. How we justify it has gotten simpler.

“We already have a supplier engagement program.”

Then you already have the goals. What most programs lack is regional supply — capable firms, close to operations,
ready to transact. That is the specific gap we fill.
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