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Housekeeping

• This is being recorded and will be emailed to you after the presentation.

• Please keep yourself on mute.

• Submit any questions in the chat.



What does the Maine SBDC do?
Provides no-cost and confidential business advising to current and aspiring Maine 
business owners!

 Business Planning and Startups
 Business Transitions and Exits
 Assistance with Credit and Financing
 Financial Analysis
 Marketing and Sales
 Operations Management
 Much More!

 www.mainesbdc.org

http://www.mainesbdc.org/


• Tax, legal or accounting advice
• Material is for informational purposes only
• Not to be relied on for tax, legal or accounting advice
• Consult your own tax, legal and accounting advisors before engaging
in any transaction

DISCLAIMER

THE SBDC DOES NOT PROVIDE



Ann McAlhany
Certified Business Adviser
Maine SBDC - Bangor
(207) 573.5070
ann.mcalhany@ceimaine.org

Christina Dodge
Certified Business Adviser
Maine SBDC - Waterville 
(207)504-5895
christina.dodge@ceimaine.org



TODAY’S AGENDA

 ‘Lender Lingo’ - The Five C’s of Credit

 Documents needed for financing applications

 Loan application best practices

 Summary of Do’s and Don’ts



FIVE C’S OF CREDIT

CHARACTER – overall 
trustworthiness & credibility

CAPACITY – ability to repay 
obligations with available 

cash flow

CAPITAL - owner’s investment 
is an indication of 
commitment level

CONDITIONS: state of the 
economy & specifics of loan 

request

COLLATERAL – assets pledged 
to secure a lender’s interest



AND A FEW MORE!
C’S OF CREDIT

CASH IN – your contribution to the 
project/business

CASH OUT – does this make sense? 
Does it cash flow?

CREDIT SCORE - your borrowing 
history



DOCUMENTS NEEDED FOR A 
FINANCING APPLICATION

 Personal tax returns for the past 3 years
 Business tax returns (if already in business or buying a business)
 Personal Financial Statement
 Business Plan
 Cash Flow Projections



Personal Financial Statement (PFS)
Household Balance Sheet



Loan Application Documents

• Personal Financial 
Statement (PFS) – page 1



Loan Application Documents

• Personal Financial 
Statement (PFS) – page 2



The Business Plan

• Why is the business plan important?

It is one of the most important and valuable tools for any business, 
small or large. 
It is a working tool that gauges the efficiency of your business, the 
accuracy of your projections, changing market conditions, and an 
evaluation of both the industry and the market. 
Used most effectively, it is reviewed on a regular basis to measure 
progress and provide an opportunity to make adjustments.



Business Plan Components

1. Description of the business – tells what you will sell, where you will 
be located, when you will be open for business and how you will 
deliver your product and/or service

2. A marketing plan – this should explain who your target customers 
are, how you will reach them, and who your competition is

3. An organizational plan – introduces the owner/manager with 
credentials and experience, and the number of employees, their 
hours and compensation. Also identifies the legal entity and 
whether licenses or permits are required

4. Financial plans – discusses the sources and uses of funding, assets 
and liabilities of the business, and projections showing how income 
will be generated



 

PRE-START Jan-22 Feb-22 Mar-22 Apr-22 May-22 Jun-22 Jul-22 Aug-22 Sep-22 Oct-22 Nov-22 Dec-22 TOTAL

CASH RECIEPTS

Cash Sales $0

Loans/Other $0

TOTAL CASH RECEIPTS $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0

CASH PAID OUT

Gross Wages (Ex. withdrawals $0

Payroll Taxes & Benefits $0

Outside Services $0

Supplies $0

Repairs $0

Advertising $0

Professional Fees $0

Rent $0

Telephone $0

Utilities $0

Other $0

Subtotal EXPENSES $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0

Loan Payment $0

Owner's Withdrawal $0

TOTAL CASH PAID OUT $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0

CASH POSITION $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0

This spread sheet is used in conjuction with Maine SBDC workshops and counseling and is freely distributed. 





Financing BEST Practices



What if I’m an existing business?



Elevator Pitch
Be prepared to discuss your business at a high level, 
addressing the: 
• WHAT (your product or service)
• WHERE (you do business)
• HOW (you make money)

Be fluent in explaining your financial history and projections 
and be prepared to answer questions about the assumptions 
you have made to generate the pro-forma



THE DO’s

Do research all sources for funding and apply for the ‘cheapest money’ firstDo research

Do interview potential lendersDo interview

Do be organized and conciseDo be

Do provide all supporting documentationDo provide

Do be honest and transparentDo be

Do know your credit score before you startDo know



THE DON’TS

Don’t sign any contracts without careful review

Don’t withhold any information that could impact receipt of funds

Don’t accept terms that you aren’t comfortable with

Don’t assume! Don’t Duck!



Need Help – Contact Us: 

Maine Small Business Development Centers 
(Maine SBDC)

Email: mainesbdc@maine.edu
Website: www.mainesbdc.org

Christina.Dodge@ceimaine.org
Ann.McAlhany@ceimaine.org

mailto:mainesbdc@usm.maine.edu
mailto:mainesbdc@usm.maine.edu
http://www.mainesbdc.org/
http://www.mainesbdc.org/
mailto:Christina.Dodge@ceimaine.org
mailto:Ann.McAlhany@ceimaine.org


Questions?
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