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Measuring the Impact
of Your Business TA Services

How Technology Can Multiply Your Effort
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At Colorado Enterprise Fund,
Technology Enables Us to Tell
Our TA Impact Story BETTER

Our Technology:

" Client Relationship Management System
(Downhome Loan Manager)

" TA “Databases”—

30th

EIF'PURTLJNITYFINANEE:E'
NETWORK




10/30/2014

2014 OPPORTUNITY FINANCE NETWORK CONFERENCE

We Hoped to Deliver Messages
to Stakeholders, like....
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And Hoped to Deliver Messages
Internally, like....

N
Impact of Borrower Acceptance of Services On
Loan Default Rates Unresponsive to
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How We Are Doing This

...and How You May Be Able to Do It, Too
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What Do We Track in TA
Databases?

" TA Advising and Training
" Borrower Progress
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TA Advising and Training Tracking
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* Projects

hangw, hit Control 1. To add a column, insert one left to the grey one.

° H ours updating the info in the new rows, click "F9" Function Key to calculate the formulas. Then Save the file.
| button "Update Data Table" to create Data table in "Dat Update "Data" Table. s. Copy D8:AK5000 in "DataF
° —
SUCCGSS e Or nOt ~|BA + Status + Practice Are: v ssignec v | Comments ~ Cautior + Borrow ~ le Gave ~ Cefl
° H H M&B BAS Assigned Legal
BIZ' PraCtICeS AW BPAAssigned Biz Planning
H d SL  BASAssigned General Actg. not appropirate for Jordan to wark with SBC, in my judgment
Tral n e RM  P3212 General Actg.
° Tools Trained nc. |pT AS Completed Strategic Actg. ‘NQma ca‘sh Cash
.d/o D enera) Acto

I Correlated with Demographics o

o . * Business Sector
Tool Kit « Woman, Minority Owned

25 9/14/14 9/14/14 MyCROSite, LLC. Cash

‘ 26| 9/14/14 9/14/14 Fairbank/Wecker, Inc. d/b/a Hardin'd ® Geog raphy cash
27| 9/14/14  9/14/14 Former Future Brewing Company, L H
* Loan Size

From CEF
Acceleration
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CEF Acceleration Tool Kit™

Practice Areas

" Business Planning

" Cash Management

" Employee Accountability
" Pricing Strategy

" Sales & Marketing

" Strategic Accounting
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CEF Acceleration Tool Kit ™
Excerpt

Accountability

What is Employee Accountability?

Do you know the nine components of accountability
used by greaf businesses?

Business Function Flanner

Too many “hats” to wear, right? A toolto helpyou
decide who should wear the hats.

Delegation Planner

Do youwear too many of the “hats” yourself2
Management methods to share the hats responsiily.

Coaching to Improve Performance

Why is performance less that you demand?
Answer: Learnto be amanagement coach.

Employee vs. Contractor Planner

Isn't it just a matter of W-2 or 10992 No. A guids fo

help you minimize risk.
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TA Tracking Reports
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...But Does TA Have an Internal
Impact?

4 2 times as many whose loans are
* ™ written off are unresponsive to BAS Services.

3 8 times as many are written off

for borrowers who are unresponsive to BAS
Services compared to those who follow our

advice.
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But Does TA Have an Internal
Impact?

Impact of Borrower Acceptance of Services On Loan

Default Rates Unresponsive to
TA Services

Responsive
to TA Services
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What Do We Track in Field
Databases?

" TA Activity
" Borrower Progress
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How to Measure Borrower
Progress?

® Score Standard Business Practices
® Score against a Standard
" Create Quantitative and Qualitative Data
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30th

Business
Practices
We Score

1. Business Planning
les and Marketing
2. Sales
3. Marketing ROl
4. Leads
5. Target Market
6. Unique Selling Proposition
7. Prospect Incentives

I
8. Business Functions ($es "Business Functions Plannsr)
5. Organization Structure
10. Meetings
11. Policies & Procedures
12. Positive and Negative Consequences
13. Delegation
14. Coaching
15. Employee Incentives
Collections
16. Terms
17. Collections Management
General Accounting
18. Inventory (not for pure ssrvice providers)
18. Sales Taxes [not for purs wholesalers or govemment-only providers)
20. Profit & Loss
21. Balance Sheet
22. Miscellaneous Competencies
ection
Strategic Accounting
24. Cost of Goods Sold
25. Accounting Classes
26. Pricing
27. Breakeven

28. Management Dashboard ANCE §Bg "~
‘work B
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Example of Standards and Quantitative Approach

1
26. Pricing for Predicted Profits

MARGINAL
up bo

50%

Prices are set by the business in an ad hoc fashion with no apparent rational
methodology applied. Alternately, a traditional method (That's how we've
always done it") may be in place, such as matenials cost plus a percentage or a
standard industry markup plus standard labor rate, etc.

ADERUATE
uwp to

Pricing may be based upon the business' understanding of what the prevailing
market price for the product or service currently is (Vhat the market will bear”).
Or, the business is beginning to consider most or all applicable product/senice
costs in their pricing method. Prices may not be evaluated regularly with the
purpose of maximizing profit margins relative to competitive restrictions, but may
only be reviewed in response to significantly increased costs.

OUTSTANDING
up to

100%

Prices are based on a systematic and comprehensive method, which accounts
for such factors as material costs, labor costs, overhead allocation, competitive
pressures, etc. Pricing is reviewed on a regular basis, at least annually, or more
often as appropriate for the industry and market. The accounting system is

structured in a manner to easily support the pricing analysis.
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Method of Tracking Borrower
Progress

" Perform Initial Assessment
" Deliver Consulting Work to Improve Practices
" Perform Follow-up Assessment
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Can We Demonstrate that TA
Has External Impact?

Borrower Progress, in Selected Business Practices
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Using Our Technology...
We Can Target Our Impact Story

Borrower Progress by Loan Size
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Using Our Technology...
We Can Target Our Impact Story
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Using Our Technology...
We Can Target Our Impact Story

Vs

- Borrower Progress by County
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