
BIRMINGHAM – The word 

“partner” has been over utilized dur-

ing the past decade. However, it is chal-

lenging to find a better word to describe 

the relationship between Birming-

ham’s Alamerica Bank and Atlanta’s 

TDC Systems Integration (TDC SI). 

Alamerica Bank was founded in 

2000 by Donald Watkins, a well-known 

Birmingham attorney and businessman. 

At the time of inception, Alamerica Bank 

was capitalized with $10 million. Since 

then, Alamerica Bank has grown to in-

clude Alamerica BancCorp, the bank’s 

holding company, and Alamerica Mort-

gage Corp, the bank’s mortgage affiliate.

Tyrone Fenderson Jr., Executive Vice 

President, plays a vital role in identifying 

and assisting with growing unique busi-

nesses like TDC SI. Mr. Fenderson states 

that Alamerica Bank actively seeks out 

clients who can reap the highest benefits 

from the services offered by the bank 

while maintaining a narrow focus on 

serving small to mid-size business needs. 

“In the banking industry, everyone 

has access to the same products and ser-

vices,” stated Fenderson. “Fundamen-

tally, there is no difference between the 

services being offered. However, what 

distinguishes Alamerica Bank from our 

competitors is our capacity to provide 

excellent customer care and quality ser-

vices and products, and our ability to 

deliver our services in a timely manner 

when our customers need us the most.” 
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Antonio Dozier, CEO, TDC
Systems Integration (left) and 
Tyrone Fenderson, Exec. VP, Al-
america Bank (right) have built a 
successful business partnership.

It was Alamerica 
Bank’s level of personal 
care and rapid responses 
that attracted Atlanta en-
trepreneur Antonio ‘Tony’ 
Dozier to Alamerica Bank. 
 
Unique Bank, Big Partner 
   Mr. Dozier, President/
CEO,  founded TDC Sys-
tems Integration (TDC SI) 
in 1995. Today TDC SI is 
one of the most successful 
contracting firms in the 
nation. TDC SI is head-
quartered in Atlanta and 
serves clients throughout 
North and South Amer-
ica. This multi-million 
dollar company provides 
turnkey systems integra-
tion services – including 
engineering, design and 
implementation – for a 
wide range of industries. 

Coincidentally, TDC 
SI is currently working on 
a project in Birmingham, 
serving as a subcontrac-
tor on the Birmingham 
International Airport Se-
curity Surveillance and 
perimeter Security Close 

Circuit TV System Up-
grade. For this project, 
TDC SI will provide the 
infrastructure and equip-
ment implementation to 
upgrade or replace the 
airport’s existing secu-
rity surveillance system. 

 Mr. Dozier was 
introduced to Mr. Fend-
erson and Alamerica 
bank through a referral. 
After the initial meeting, 
Mr. Fenderson promptly 
determined that TDC SI 
was a unique company 
that could benefit from 
several of the services of-
fered by Alamerica Bank. 
Fenderson stated, “We are 
always trying to identify 
good business partners, 
and TDC SI was undoubt-
edly a qualified prospect 
for us. After Mr. Dozier 
presented us with TDC 
SI’s impressive business 
model and 5-year business 
plan during our initial 
meeting, Alamerica Bank 
was interested in assist-
ing TDC SI with accom-
plishing it financial goals 

in a short time frame.” 
 
Building a Long-
Te r m R e l a t i o n s h i p 
  The two firms assembled 
about a year ago, Dozier 
recalls, “What we liked 
most about Alamerica 
bank was their proactive 
approach, which was dif-
ferent from a traditional 
banking environment. 
Instead of asking a se-
ries of standard ques-
tions, they allowed us to 
open up, and encouraged 
us to share TDC SI’s vi-
sion with them,” says 
Dozier. “We told them 
who we were, what our 
goals were, what we had, 
and what we needed.”

 Fenderson agrees 
that the initial candor 
between the two organi-
zations paid off. “When 
you have an entity that 
has an understanding of 
where they want to go, 
and they share that pas-
sion with their banker 
or business partner, that 
passion allows you to 

think out of the box.”

 Alamerica Bank 
did its due diligence be-
fore entering into the re-
lationship with TDCSI. 
“You look at the financial 
stability, whether the busi-
ness has staying power, 
and the quality of man-
agement and leadership,” 
says Fenderson. “We were 
very methodical about our 
approach, even though our 
relationship was estab-
lished very fast. We were 
very candid and commu-
nicated upfront with Mr. 
Dozier about our pace and 
what we thought we could 
and could not do to help.”  
 
Getting Business Done 
      After establishing a 
banking relationship, 
Mr. Dozier outlined the 
company’s needs for a 
substantial line of credit 
in order to accomplish its 
short-term goals. Alam-
erica Bank quickly estab-
lished this line of credit for 
TDC SI. Within a year the 
line of credit was doubled 

based upon the company’s 
growth and working re-
lationship with the bank.

“First, we wanted to 
make sure that our initial 
engagement was success-
ful to allow both organiza-
tions to get to know each 
other,” says Fenderson. 
“After the first six months, 
we reviewed our relation-
ship and determined that 
TDC SI had accomplished 
what they said they were 
going to do – and more. 

 “We like to think 
that we go the extra mile 
by identifying our cli-
ents’ needs and meeting 
them,” says Fenderson. 
“I have been accessible to 
Mr. Dozier before hours, 
after hours and on holi-
days. This is service you 
are unable to get from a 
traditional bank due to the 
many processes – it makes 
providing personalized 
service very difficult.”

 Fenderson admits 
that Alamerica does not 

normally seek custom-
ers in the Atlanta area, 
preferring to fill a much-
needed niche in the large 
Birmingham banking 
market. However, there 
are exceptions to every 
rule. “We are not mar-
ried to a particular area,” 
he says. “We have certain 
regulatory requirements, 
but we look at expansion 
where there is a natural 
synergy for us to do so.”

 For Mr. Dozier 
and his company, TDC SI, 
the location of Alamerica 
is insignificant. It is the 
value of the relationship. 
“We can contact Alameri-
ca Bank when we need as-
sistance and are confident 
that they will provide us 
with the guidance on how 
they can assist us. Due to 
the bank’s ability to assist 
quickly, TDC SI is able to 
close deals and complete 
projects now, not later.”

 




