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Here is a question for you to consider.
What does an economic development professional do?
I’ve been asked that numerous times. My answer has im-

proved as I’ve learned more about the career. 
After attending several economic development certifi ca-

tion classes, I have come to some conclusions that might 
help you answer the question. In fact, when trying to defi ne 
the job it might be better to consider the role of an economic 
developer:

• Work with local residents, business leaders and govern-
ment offi cials to educate them on the importance of eco-
nomic development marketing and attraction.

• Market the community internally (inside the commu-
nity) as a great place to live and do business.

• Establish a positive image and attitude among business, 
political, and community leaders and unite them to collec-
tively contribute the required investments to make a region 
attractive to clients.

• Build a positive relationship between the public and pri-
vate sectors.

To date, the Imperial Calcasieu region has over $60 billion 
in announced economic development projects involving the 
petro-chemical, gaming and industrial sectors. As much as 
we have reaped the benefi ts due to our geography (being 
located to a major ship channel and the Gulf of Mexico) 
and the development of America’s natural gas industry, a lot 
of work has been accomplished by our regional economic 
developers.

They meet with these companies face to face and assist 
executives with site selection, community research, and 
other factors that impact business attraction.

Attitude and positive facts about the region are our most 
vital tools.

Exhibiting a positive attitude to site selectors and indus-
tries on the search for new areas to grow is imperative. In 
order to project a good image about the area, we have to feel 
good about our home. Corporate decision makers want to 
know they can succeed in a new area and that people power 
is ever present.

That positive image about our area can also be shared by 
the general public. It’s important that you feel good about 
the region too. When you take a trip out of town, out of state 
or even out of the country, chances are you will talk about 
home to strangers. You never know who is listening.

 You are an ambassador for our region, just like an eco-
nomic developer.

If we are negative, certain industry types will not even 
consider our region. Why should they build somewhere and 
relocate employees to a place that its own aren’t excited 
about?

As you talk about home, consider providing positive sta-
tistics about the Imperial Calcasieu region. Imagine how 
impressed a stranger will be (who might be a company ex-
ecutive or entrepreneur) when they hear you talk about the 
quality of the food and drop a few vital statistics too boot.

For instance, the number of entrepreneurs has nearly dou-
bled in our region from 16,228 in 2007 to 29,171 in 2011.

Average annual wages in our region grew from $37,576 to 
$39,302 in the same time period.

Do you know the types of businesses that would be worth 
time and effort to recruit into our area? According to the 
2013 Market Street Strategic Update, the fi ve target busi-
ness sectors that could reap rewards in our region are:

• Healthcare
• Aerospace and Defense
• Supply Chain Management
• Sustainable and Traditional Energy
• Gaming and Tourism
Those are just a few bits of information that all of us can 

use to garner interest for our region.
Having economic development professionals working for 

the public is important for continued growth which leads to 
improved quality of life for all citizens.

But all of us have a part in the forward movement of the 
communities we live in. All of us should take little time to 
learn the positive aspects of our community and tell them to 
the world!

That’s what economic developers do.

Eric Cormier is the special projects manager/
assistant communications director at the Southwest 
Louisiana Economic Development Alliance. He 
can be reached at 337-433-3632 ext. 1218 or at 
ecormier@allianceswla.org.
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Chamber Member Named Louisiana’s 
2014 Small Business Person of the Year

At an early age, Keith 
DuRousseau learned that 
owning a business meant 
hard work, gaining expe-
rience and never spending 
beyond what a person had.

His parents shared that 
hard earned knowledge 
with the expectation that 
all of their children would 
be prepared to succeed.

In 2007, DuRousseau 
started Keiland Construc-
tion (a Chamber SWLA 
member), he had already 
helped found HD Trucking 
and Tractor with his broth-
er Hiram DuRousseau II. 
Because he liked building 
“vertical structures” DuR-
ousseau ventured out on 
his own. That decision has 
been marked by continued 
business growth and ex-
pansion to the tune of $40 
million in construction 
projects including over $23 
million in government con-
tracts and $17 million in 
commercial construction.

Earlier this month, DuR-
ousseau visited the Loui-
siana Governor’s Mansion 
where he was recognized 
as the 2014 Small Busi-
ness Person of the Year. 
Louisiana Economic De-
velopment and the United 
States Small Business Ad-
ministration sponsored the 
event.

DuRousseau said that the 
hard work ethic instilled 
by his parents and sacrifi ce 
are the keys to his business’ 
development.

 “You know, we opened 
in 2007 and I did not take 
a pay check for myself 
until 2011. I lived off the 
money I had saved since I 
was 11-years-old,” DuR-
ousseau said. “My parents 
opened a bank account for 
my brother and myself. We 
had to save 10 percent of 
every dollar we made.”

Understand, when the 
two brothers opened their 

account, they were cut-
ting yards together. They 
weren’t given an allow-
ance.

Eventually, the family 
obtained a contract for yard 

maintenance at the Port of 
Lake Charles.

 “A person has to under-
stand that we worked. We 
read the newspaper daily 
because that’s what dad 
taught us to do to keep up 
with things. We saw an 
advertisement for grass 
maintenance at the port. 
We looked at it, gave an es-
timate and bid on the job. 
My dad, mother, my broth-
er and me handled the port.

“After the fi rst year, the 
port renegotiated with us 
and we ended up having 
that job for 14 years. It was 
the best work the port has 
ever seen done,” DuRous-
seau said.

What made his family’s 
work stand apart was that 
they paid attention to the 
details and did things be-
yond the contract like pick-
ing up trash, pulling weeds. 

They took pride in their 
work, DuRousseau said.

That work led to the fam-
ily expanding its business 
interest and they bid on site 
civil work at the port.

 “We bid and didn’t even 
have any trucks. But we 
were awarded the project 
because of a competitive 
bid. Dad secured a loan and 
bought 5 tandem trucks, 
insurance, fuel, and mon-
ey for payroll. These were 
super beginner trucks and 
there was no air condition-
ing in them,” DuRousseau 
said.

He went to school with 
his family’s encourage-
ment and learned weld-
ing and fabrication. After-
wards, DuRousseau was 
charged with keeping the 
trucks maintained.

DuRousseau notes that 
the family’s work load 
grew for other reasons too.

“We wanted to take it 
to the next level. It didn’t 
matter where we were, 
whoever we worked with 
we viewed them as a team 

with us. We wanted to 
make sure everybody is 
successful, because we are 
like that, there is no way 
you can’t win.”

When it became time 
to start his own business, 
DuRousseau had the ex-
perience, work ethic and 
thirst for knowledge.

He spoke with any-
one who could add to his 
knowledge. He even be-
came a client of an agency 
geared towards helping 
business.

In 2010, he contacted 
the Louisiana Procurement 
Technical Assistance Cen-
ter (LA PTAC) and gained 
an understanding about the 
bidding process for gov-
ernment contracts.

The result was Keiland 
Construction being award-
ed contracts with agen-
cies like the United States 
Army Corps of Engineers-
New Orleans District, Fort 
Polk, Federal Aviation Ad-
ministration, Department 
of Defense, Department of 
Navy, and Barksdale Air 
Force Base.

Keiland Construction’s 
portfolio also includes the 
new Lake Charles Transit 
Facility in downtown and 
the Springhill Suites by 
Marriott.

DuRousseau said keep-
ing his word and research-
ing projects in order to ser-
vice clients better is what 
sets Keiland Construction 
apart from others.

“We bring in-depth 
analysis at the end of the 
day. We become experts 
in everything we do. That 
will allow our clients to 
get more for their dollar,” 
he said. “We take a holis-
tic approach to a client’s 
objective. We ask a lot of 
questions. As a result, a lot 
of people we work with be-
come return clients.”

Keith DuRousseau, owner of Keiland Construction in Lake Charles, 
was presented the Louisiana Small Business Person of the Year for 
2014 during a ceremony in Baton Rouge. Standing are (left to right): 
Yolanda Olivarez, Regional Administrator for the U.S. Small Business 
Administration; Samantha DuRousseau and Keith DuRousseau; and 
Quentin Messer, Jr., Assistant Secretary for Louisiana Economic 
Development.

SEED Center Business Incubator Spotlight
In her own words: Liz Fuselier, Sassy Oil and Vinegar

Fuselier 
has been as-
sociated with 
the Business 
Incubator 
since Septem-
ber 2014. She 
started Sassy 
Oil and Vine-
gar after real-
izing a poten-
tial market for 

her products. Here is her perspec-
tive on starting a business…

While on vacation, I stumbled 
upon an olive oil and balsamic 
vinegar store that did sample tast-
ings. I found it to be an intriguing 
idea. I started my own research on 
olive oils, balsamic vinegars and the 
health benefi ts of these interesting 
and unique products. I realized that 
fl avored infused oils were a new 
trend in the United States and I knew 
we didn’t have that type of business 

in Lake Charles. I fortunately was 
the fi rst mobile boutique to open in 
this area and I’m dedicated to selling 
these products.

Because we are a mobile boutique, 
we have very little overhead. We are 
fi nancing our business on one credit 
card. Fortunately, this is currently 
working for us. Eventually we will 
open a store. That’s when the fi nanc-
ing will change. Believe it or not, we 
are actually looking forward to that 
time.

Being a mobile boutique allows 
us to really cater to our customers. 
We bring the store to them. They 
are able to sample and learn how 
they can use the fl avors while not 
being pressured to make a purchase. 
The soft sell is best for us, espe-
cially since our oils and vinegars 
sell themselves. We schedule tast-
ing socials. That allows a host to 
gather with their friends a family in 
a unique, interactive dining experi-
ence where they can all sample our 
products while creating simple or 
extravagant meals. It’s all a learning 
experience for everyone involved. 
We love seeing the reactions from 
people when they learn you can put 
our balsamic vinegars on ice cream. 

I haven’t 
had 
anyone 
disagree 
yet.

The 
SEED 
Center 
Business 
Incubator 
is an asset. I have had access to an 
offi ce and supplies for my business. 
I have met with members of SCORE 
where I have gotten valuable advice. 
Courses are available and taught 
by Adrian Wallace, the Incubator’s 
director.

The biggest lesson I’ve learned is 
that what I had hoped to do when 
I started my business will actually 
happen. And that is, I will be able to 
open a very successful boutique to 
service all of southwest Louisiana. 
Because of my experience in the 
Business Incubator, I am confi dent 
that I will have the tools to success-
fully open and remain in business 
for many years to come.

For more information about the 
SEED Center Business Incubator, 
call 337-433-0977 or visitwww.
seedcenterswla.come.


