Welcome to Bridging the
Capital Access Gap

Please share your name, where you’re based, and the
organization you’re representing in the chat.
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About the Project

* There is a lack of high-quality and accessible training that
business support and development organizations (BDOs) can @
easily adopt and deploy to assist small business owners in O

navigating the finance landscape. m O
1

* United by our shared commitment to elevating diverse
entrepreneurs as a means of attaining economic equity, LISC and @
|ICIC partnered to create Bridging the Capital Access Gap, a Ve
free, publicly-accessible curriculum and video series to help
business support organizations navigate the capital landscape
with and for their clients.

2y
BRIDGING THE CAPITAL ACCESS GAP // LAUNCH EVENT usc "‘i&:lg';‘\ ICIC 2
N



Background and Process

* To inform the creation of the curriculum and video series, ICIC and LISC
conducted in-depth research and held local and national focus groups o
with key stakeholders.

* ICIC’s report provides an overview of the financing options available to
small businesses and documents the ways in which racial and gender
Inequality in entrepreneurship and access to capital drives a widening
divide in asset ownership and wealth in low-income communities and
communities of color.

* We contracted with small business capital access specialist and trainer,
Susan Brown, to create the curriculum.
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Project Goals

Support business development organizations to:

* Understand the products and lending landscape best suited for the
businesses in their communities.

* Prepare small businesses to create loan applications with the
best chance of approval.

* Understand what lenders in different financial markets look for
when assessing loan applications.

* Most importantly, gain knowledge and skills to increase capital
access for clients who are often left out of traditional financing options.
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Capital Access Information and Training

The project has three main elements:

Landscape Study Curriculum Watch Parties and

5 chapter, 16 Office Hours
Bridging the module capital Live watch parties
E%p'tal‘of‘tﬁcse:ffap access training for and office hours with
FiERe (et BDOs facilitator Susan

Brown to engage
with the curriculum
content together
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https://www.lisc.org/our-resources/resource/bridging-capital-access-gap/
https://www.lisc.org/our-resources/resource/bridging-capital-access-gap/
https://icic.org/wp-content/uploads/2022/05/An-Overview-of-the-Small-Business-Finance-Industry-report.pdf

BRIDGING THE CAPITAL ACCESS GAP

Bridging the
Capital Access Gap:

An Overview of the Small Business
Finance Industry
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https://icic.org/wp-content/uploads/2022/05/An-Overview-of-the-Small-Business-Finance-Industry-report.pdf

Sources and Types of Financing

* Who are the lenders for small businesses?
— Banks
— Credit Unions
— CDFls
— Minority Depository Institutions
— Finance Companies
— Fintech & Crowdfunding
— Small Business Administration Loans
— Venture Capital & Equity Investment

B,
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How BDOs Can Use the Report ]—

See the big picture of small business financing options: B_

Expand your ability to serve different kinds of small businesses

* Alternatives to banks

Understand pros and cons of different types of financing sources and products for
different kinds of small business clients:

« Starting, expanding, or maintaining a business, « Very small business or more than 50
or refinancing debt employees
* Need funding immediately or can wait * Minority-owned business
« Good or bad credit

Understand pre-existing racial and gender disparities in income and wealth that affect
business owners’ ability to obtain financing:

* Counseling small business clients

\
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Bridging the Capital Access Gap Modules
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CHAPTER 1 CHAPTER 2 CHAPTER 3 CHAPTER 4 CHAPTER 5
Lending Landscape Underwriting Basics The Best Version of Preparing for the Resources for
(Modules 1 - 4) (Modules 5 - 8) the Business Next Level Professional Development
(Modules 9 - 14) (Module 15) (Module 16)
1 Lending Landscape 5 What is Underwriting? 9 Quality Applications 15 Preparing for the 16 Resources
2 When to Borrow 6 Five C's Overview 10 Startups vs Next Level for Professional
Existing Businesses Development
3 Finding the Right 7 Understanding Credit g
Lender 8 Debt Service Coverage 1 h%?%ﬁg:g g dvs
4 Building Relationships
with Lenders 12 Improving Credit
13 Improving Debt Service
Coverage
14 Collateral
o
P8
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CHAPTER 3

Best Version of the Business
(Module 9: Quality Applications Excerpt)

&

—
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What you’ll learn:
O How to create a
guality

apphcaﬂon
If you teach a business planning course, what are the
most important topics you cover? YO ur I‘O|e

) _?_ * How to prepare
L Produ_ct .and service * Marketing plan .
Sty « Sales strategy — clients for
* Target market research x

« Market anaysis e OO0 O application

* Competitive analysis m m m process

* How to present
clients in best

light

Your Role

USC < 1cic
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Schedule and Next Steps
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CHAPTER 1 CHAPTER 2 CHAPTER 3 CHAPTER 4 CHAPTER 5

Lending Landscape Underwriting Basics The Best Version of Preparing for the Resources for

(Modules 1 - 4) (Modules 5 - 8) the Business Next Level Professional Development

(Modules 9 - 14) (Module 15) (Module 16)
Watch Party 1 Watch Party 2 Watch Party 3 Watch Party 4

Tues. 12/6, 1pm ET/  Tues. 12/13, 1pm ET/  Tues. 1/10, 1pm ET/ Tues. 1/17, 1pm ET /

10am PT (60 mins) 10am PT (75 mins) 10am PT (75 mins) 10am PT (60 mins)

&
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Thank you for joining us! Any Questions?

Presenter: Susan Brown

Business & Nonprofit Development
Microlending & CDFI Capacity Building
Online Program Design
susanrileybrown.com

Together with residents and partners, we forge
resilient and inclusive communities of opportunity
across America—great places to live, work, visit,
do business and raise families.

Learn more at: lisc.org

'~'=“i ICIC

ICIC drives inclusive economic prosperity in
under-resourced communities through innovative
research and programs to create jobs, income,
and wealth for local residents.

Learn more at: icic.org
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Lending Landscape (Module 1)

What you’ll learn:
O Inequality in

accessing capital
0 Who are the

lenders:
e Banks

Credit Unions

CDFls

Online lenders
Crowdfunding

SBA

Venture




] CHAPTER 1
——
i $

When to Borrow (Module 2)

What you’ll learn:

d

Defining the
project

Sources and
uses of funds
Good reasons to

borrow

Bad reasons to
borrow

Helping clients
start the process
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O Importance of
understanding
lender landscape

U Understanding a
business owner’s

capital needs

O Identifying their
credit reality

O Identifying where
they might qualify

Finding the Right Lender (Module 3)
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Building Relationships with Lenders (Module 4)

What you’ll learn:

O How lenders vary

O The value in
understanding
lenders’
requirements

O Becoming a
trusted referral
partner




Underwriting Basics
(Modules 5 - 8)

What is Underwriting? (Module 5)
Five C’s of Credit (Module 6)
Understanding Credit (Module 7)

Debt Service Coverage (Module 8)

MODULE 0: ORIGINS AND INTRODUCTION

ISC < 1c1C
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Underwriting Basics
(Modules 5 - 8)

What is Underwriting? (Module 5)
Five C’s of Credit (Module 6)
Understanding Credit (Module 7)

Debt Service Coverage (Module 8)

MODULE 0: ORIGINS AND INTRODUCTION
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Underwriting Basics
(Modules 5 - 8)

What is Underwriting? (Module 5)
Five C’s of Credit (Module 6)
Understanding Credit (Module 7)

Debt Service Coverage (Module 8)

MODULE 0: ORIGINS AND INTRODUCTION
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Underwriting Basics
(Modules 5 - 8)

What is Underwriting? (Module 5)
Five C’s of Credit (Module 6)
Understanding Credit (Module 7)

Debt Service Coverage (Module 8)

MODULE 0: ORIGINS AND INTRODUCTION
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Best Version of the Business
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(Modules 9 - 14)

Quality Applications (Module 9)

Startups vs. Existing Businesses (Module 10)
Loan Ready vs. Not Qualified (Module 11)
Improving Credit (Module 12)

Improving Debt Service Coverage (Module 13)

Collateral (Module 14)

What you’ll learn:
O How to create a
guality
application:
 Your role
How to prepare
clients for
application
process
How to present

clients in best
light

BRIDGING THE CAPITAL ACCESS GAP // MODULE 0: ORIGINS AND INTRODUCTION
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CHAPTER 3
Best Version of the Business
(Modules 9 - 14)
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What you’ll learn:
0 Why existing

Quality Applications (Module 9) businesses look
better to lenders

Startups vs. Existing Businesses (Module 10) O Why startups are
harder to finance

Loan Ready vs. Not Qualified (Module 11) O Financing ideas

for startups and
those not served

Improving Debt Service Coverage (Module 13) by conventional
financing options

Improving Credit (Module 12)

Collateral (Module 14)

BRIDGING THE CAPITAL ACCESS GAP // MODULE 0: ORIGINS AND INTRODUCTION ST ICIC
W

23



CHAPTER 3

Best Version of the Business

&

(Modules 9 - 14)
What you’ll learn:
0 What does “loan
Quality Applications (Module 9) ready” mean’
0 How is that
Startups vs. Existing Businesses (Module 10) different from
gualifying?
Loan Ready vs. Not Qualified (Module 11) Q Why it's

important to
determine the

Improving Debt Service Coverage (Module 13) difference

Improving Credit (Module 12)

Collateral (Module 14)
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(Modules 9 - 14)

Quality Applications (Module 9)

Startups vs. Existing Businesses (Module 10)
Loan Ready vs. Not Qualified (Module 11)
Improving Credit (Module 12)

Improving Debt Service Coverage (Module 13)

Collateral (Module 14)

Best Version of the Business

What you’ll learn:

d

d

Why credit is
central to capital
access

The biggest
credit challenges
faced by clients
How to help
clients improve
their credit
reports
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@ CHAPTER 3
Y/ Best Version of the Business

(Modules 9 - 14)
What you’ll learn:
0 Why DSC is
Quality Applications (Module 9) central to capital
access
Startups vs. Existing Businesses (Module 10) 0 What are the
biggest cash
Loan Ready vs. Not Qualified (Module 11) capacity
. : challenges faced
Improving Credit (Module 12) by clients

Improving Debt Service Coverage (Module 13)

Collateral (Module 14)
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Best Version of the Business
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(Modules 9 - 14)

Quality Applications (Module 9)

Startups vs. Existing Businesses (Module 10)
Loan Ready vs. Not Qualified (Module 11)
Improving Credit (Module 12)

Improving Debt Service Coverage (Module 13)

Collateral (Module 14)

What you’ll learn:

d

d

Why lenders
require collateral
Conventional vs.
mission-based
lenders
Common forms
of collateral
Alternatives
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CHAPTER 4

Preparing for the Next Level (Module 15)

BRIDGING THE CAPITAL ACCESS GAP //

What you’ll learn:

O Underwriting
criteria for larger
loans

O P&L and Balance
Sheet indicators

O Intro to personal
financial stmts

O Ideas for building
capital access
program



é)é—é Resources for Professional Development

(Module 16)

Resources for Professional Development (Module 16)
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