

The 2010 CBE Bonding & Access to Capital Training Program

The DSLBD Certified Business Enterprise Bonding & Access to Capital Training Program is a 12 week educational program intended to advise certified business participants with the necessary information to better prepare themselves for receipt of business loans and/or surety bonds.  The first 4 weeks of the program will focus on financing and credit repair.  The remaining 8 weeks will focus on bond readiness.

The first 4 weeks of the program are open to any certified business.  The remaining 8 weeks of the program will cater to businesses in the construction and development industries.

DSLBD is partnering with SunTrust Bank to offer the 4 week Access to Capital training and Construction Bonds Inc. and the Surety & Fidelity Association of America to offer the 8 week bonding training.

The Course Curriculum

The Access to Capital Workshops

During this four week Access to Capital training participants will receive comprehensive training in the areas of Basic Accounting & Record Keeping; The importance of personal credit ratings and their impact on a banks’ business loan decision; Bank Underwriting guidelines and loan packaging.  During the fourth and final session, participants will have an opportunity to meet in one-on-one sessions with senior bank loan officers and gain valuable feedback.
These workshops will be held on Tuesday evenings from 6:30 to 8:30pm at SunTrust Bank located at 1445 New York Avenue, NW Washington, DC 2005
Session 1:  April 6
Managing By the Numbers: Understanding & Using Your Financial Statements to 

Grow Your Business

During this session, led by a Certified Public Accountant and a SunTrust Bank Senior Lending Officer, participants will be taught how to understand and use their firms’ financial statements as management and strategic planning tools.  Participants will learn the importance of good financial recordkeeping, learn about the most popular accounting software packages on the market, learn the anatomy of basic statements including, Balance Sheets, Income Statements and Cash Flow Statements.  Participants will also learn how to quickly calculate a few basic ratios using their financial statements and learn how to determine their company’s’ financial health. 
Session 2:  April 13          

Financial Literacy for Small Business Owners
During this session, led by the SunTrust Bank Regional CRA Manager, participants will develop an understanding of how their personal credit rating and financial condition impacts their company’s ability to borrow from traditional sources.  Participants will learn what steps to take to improve their scores and what resources are available in the Greater Washington Region to assist them.  Participants will also receive tips on how they can maintain acceptable credit scores.

Session 3:  April 20    

Access to Capital and Credit: Bank Underwriting and Loan Packaging 

During this session, led by the Manager of the SunTrust Small Business Resource Center, Participants 
receive a “Behind the Scenes Look” at small business lending.  Participants will learn how to determine

the appropriate level of financing for their company and learn the role of the business plan in the credit 
decision.  Participants will also learn the various types of loan products banks offer and determine which 
one is right for them. Participants will be familiar with banking and loan terminology as well as 
understand the criteria used to approve a loan to a small business.  Alternative sources of small business 
financing will also be discussed.
Session 4:  April 27

Meet the Money People

During this last session participants will have the opportunity to present their company to a senior lending 
officer.  Participants will use their newly acquired skills to present the capabilities of their company and 
receive valuable feedback from a live banker on next steps for each participant.  
The Bonding Workshops
During this eight week bonding training participants will attend workshops that will provide a range of

information related to improving their company’s operations and thereby making it easier to be bonded or

to increase their bonding capacity.  They will learn how bonding relates to all aspects of their business

operations and specific approaches and techniques that result in a successful bond application and long

term surety relationship.
These workshops will be held on Tuesday evenings from 5:30 to 7:30pm at 441 4th Street NW

Washington, DC in conference room 1107 South located on the 11th floor.
Session 5:  May 4

Business Planning and Management for Construction 
This workshop focuses on such areas as assessing or reassessing the legal form of the company, developing a succession/business continuation plan, managing/controlling growth and assembling a business team.  Areas covered include legal and corporate structures, certifications/licenses/permitting, establishing goals and objectives under a business plan, and issues related to company management, policies and procedures, and staffing.  The team-building portion of the workshop describes the importance of choosing the right construction lawyer, accountant, banker, insurance agent and producer; how to identify them; why they are important; what role these individuals would play and how they interrelate, what they would expect from the contractor, and how their involvement contributes to overall business success.  
Session 6:  May 11

Construction Accounting and Financial Management
This workshop focuses on basic construction accounting concepts and will provide an overview – from job costing to financial reporting – as well as construction-specific practices that introduce the contractors to construction accounting fundamentals.  These fundamentals include: debits and credits and how they work, accounting for job cost, work-in-progress (WIP) schedules, percentage-of-completion revenue recognition, and developing financial statements.
Session 7:  May 18

Banking and Financing for Contractors
This workshop addresses the need for capital equipment financing, how to determine working capital requirements, the use of lines of credit and establishing a banking relationship.
Session 8:  May 25

Bonding and Insurance for New Emerging Contractors
This workshop focuses on what surety bonds are and the various types of surety bonds, how to begin the process of obtaining a bond, the role of the agent/producer and underwriter, the prequalification process, the 3 “C’s” – capital, capacity and character, the costs of bonding, and how to develop a surety bond relationship.  On the insurance side, the workshop covers the various types of insurances required (commercial general liability, Workers Compensation, etc.) and what to look for in an insurance agent relationship.  The workshop also covers such programs as the SBA Bond Guarantee and Loan Programs, relevant state bond guarantee and loan programs, and any local bonding or financial support programs that might be available for emerging contractors.
Session 9:  June 1

Marketing, Estimating and Bidding
The marketing portion of this workshop focuses on such areas as identifying core company capabilities and determining company capacity, developing a marketing plan, identifying targets of opportunity, and making sales calls and visits.  For estimating and bidding, the workshop covers methods of computing measurements, including off-the-shelf estimating software, metric conversions and essential mathematical formulas for estimating and planning construction projects, and preparation of bid documents.
Session 10:  June 8

Project Management and Field Operations
This workshop focuses on project-specific activities, including hands-on advice at the job site.  The workshop covers such topics as plan reading, estimating and bidding, types of contracts (lump sum, cost plus fee, etc.), common contract forms, project planning methods, job costing and scheduling, management of subcontractors, the proper expedition of change orders, and measuring project performance.  On the field operations side, the workshop covers setting up the job site and on-going job site operations.  
Session 11:  June 15

Claims and Dispute Resolution
This module focuses on such areas as mechanic’s liens, the claims process under Miller Act payment bonds, the various mediation services and approaches available to a contractor in a dispute, the arbitration provision in standard form construction contracts and what it means, and when and under what circumstances does one consider litigation.
Session 12:  June 22

Success Stories: - Why Some Contractors Succeed and Others Fail
This workshop identifies the most common reasons why contractors, especially small contractors, fail.  The workshop also provides suggestions and approaches as to how to avoid these situations and the various management approaches and techniques that help to ensure contractor success.  In conducting this workshop, the instructor will present “real world” examples of contractors who have succeeded, what pitfalls they were able to avoid and how.

