CEO Accelerator: More Time. More Money. Ultimately Sell!

Strategic Growth to Win MORE Contracts:
Build Profitability and Sustainability

POWERED BY

ﬁ
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, . Transportation
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LS, Small Business
administration

Think about....Write down...Share with Peer

Where are you now in business?

In 5 years, what life do you want to create? What is your definition of a
“successful” life?” (Why do you want to make money?)

How much money do you need to create that successful life?

Find 3 Areas to Improve to Win More Contracts

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Cliffs
Ice

Weather

Lack of Oxygen
Blind

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Macro Economics Micro Economics

Understanding of Economy, Your Allocation of Specific
Industry, Competitors, Etc. Growth Resources

:Lsﬂ..%m" Decision

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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"You re the same today as you'll be in five years except for the
people you meet and the books you read.” — chariie “tremendous” jones

With a Bias

Everyone Has Bias - 30+ Identities of
an Individual

Implicit (Unconscious) &
Explicit(Conscious) Bias

Always Find Better — Pay Forward!

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Success Triangle

ng DALE CARNEGIE® “85%”

TRAINING

Feople. Performance. Profits. c
’ | Attitude eo

ommunication Skills «q)

“15%” - Artitude (IQ)

Technical (Industry) | Business (Ownership)

Source: Carnegie Foundation & Studied by Harvard & Stanford

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Incredible Revelation

That Fatal Assumption: If you understand the
technical work of a business, you understand a
business that does that technical work...
The technical work of a business and a business
that does that technical work
are two totally different things!

...ultimately only one reason to create a business of
your own, and that is to sell it!

A mb
_\L
The |

Revisited

Myth

Why Most Small
Businesses Don't Work

and What to Do About It

MICHAEL E. GERBER

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Class #3: Strategic Execution: Getting the MOST Profitable Things Done - RECORDING

Strategic Business Growth to Win More! (Part 1) (30 Minutes) Additional Videos Totaling 30 Minutes:

Aceredited ro provide technology s . POWERED BY
t‘ﬁ?ﬂfﬂfﬂ'f‘fﬂfﬂ.iﬂrl.ﬂﬂftﬂ':"fﬂﬂ-'rtt:’ 3 Create Systemlzed Plan to Earn More | p— | ¢ Brief Video Overview of 4 Disciplines of Execution

o, e Video Summary of the Book "4 Disciplines of Execution”
(61% MORE MONEY Yearly) S A M e
I_| PRESENTATION FOR CLASS 3
Us. Small Business WORKSHEET 5 - Drive 5 in Excel

Administra

RESOURCES MENTIONED IN CLASS 3:
¢ Summary of the Book "4 Disciplines of Execution”
Class #1: Look Beyond the Crises & Open D.0.0.R.S to Make Money - RECORDING b e L S et L
PRESENTATION FOR CLASS 1 ADDITIONAL RESOURCES FOR CLASS 3.
WORKSHEETS 1 & 2 in Word

RESOURCES MENTIONED IN CLASS 1: Class #4: Your Activities — One-Page Plan to Win More: Time & Money - RECORDING
Apollo 13 Movie CLIP - Square Peg in a Round Hole PRESENTATION FOR CLASS 4

Video: The E-Myth Revisited by Michael E Gerber | Animated Book Summary WORKSHEETS 13-15 and 17 PDF

Patch Adams Movie CLIP-How Many Finger Do You See WORKSHEET 13 - Process Improvement in Excel
Earl Nightingale Reveals The Secrets In Think & Grow Rich WORKSHEETS 14-18 - Growth System in Excel
Everest: Creating Greatness WORKSHEET 19 - Loan Summary 2 Pages in Word

ARTICLES FOR CLASS 1: CEO Accelerator - Articles for Worksheets 1 & 2

RESOURCES MENTIONED IN CLASS 4:

ADDITIONAL RESOURCES FOR CLASS 1: e Private Equity Recapitalizations: Selling Your Business Twice
. E-Myth — Book Summary
E-Myth — Entire Book
Video: Dennis Kimbro and Daniel Ally on Think and Grow Rich Class #5: Leverage Resources: Maximize Profits in a Changing Economy - RECORDING
Video: Dennis Kimbro -Think and Grow Rich - A Black Choice (2/17/22 Webinar with BWI/MAA)
Video: The Science Of (Law Of Attraction) PRESENTATION FROM 2/17/22 WEBINAR WITH BWI/MAA

.
.
.
e Video: Think and Grow Rich for Women Summary
.
.

Think And Grow Rich - Full Audio Book ADGITIDMAL AESOU RCRS FORCLASSE:
Think and Grow Rich - Summary Animated
Zig Ziglar Evaluate Where You Are

Zig Ziglar - Goal Setting

[[www.khanacademy.org/economi: wce-domain/ap-macroeconomics/basic omics-concepts
n-to-the-economic-way-of-thinking-macro/a/lesson-summary-opportunit t-and-the-production-
possibilities-curve
youtuba.com/watch?y=1UxA6lzoT-4

sCenter/Pages/larry-adam-webinar.aspx

Class #2: Increase Profits 61% Year Over Year (AFTER "NEW" BASE YEAR) - RECORDING (45 s/ fur oo jral.com/
Minutes) Additional Videos Totaling 15 Minutes: s 5

e Video: Job to be Done :
e Video: 5 Ways to Massive Profits with Brad Sugars Leradi)

PRESENTATION FOR CLASS 2
WORKSHEETS 3-9 & 12 in Word
WORKSHEETS 10 & 11 PDF

RESOURCES MENTIONED IN CLASS 2:

*  Video: Clay Christensen: The "Job" of a Milkshake
e Video: 5 Financial Building Blocks NOTE: Velocity is the Showed Last in the Video

ARTICLES FOR CLASS 2: CEO Accelerator - Articles for Worksheets 3-0 & 12

www.marylandsbdc.org/accelerator

o Guide toSelling a Your Small Business — Full Book

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Begin with Your PEAK in Mind PEAK 3

“Lasting Company”

PEAK 2:
Independence

PEAK 1: “Great Company”
“Good Company”

Self E__.n_;lp,l, oyment

_Owﬁ' Uit
IT (510
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Becoming Rich is Simple...

Follow those Spending Money

L4 NAPOLEON Hat

Solve Known Problem Better, Faster,
Cheaper LRI
Communicate Their Way, Not Yours

...It’s Just Hard Work

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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5 [ ]
Business Value
Accredited to provide technology

commercialization assistance

Source: Exit Planning Institute (EPI)

5 x EBITDA

‘ Cost of Capital - Inflation

5 x $100,000 5 x $100,000

= $1,666,666 =$3,333,333
‘ .33-.03 | .18-.03

Independently Owned Business’s Cost of Capital: 8% - 40+%
Based on “Investor’s” View of Risk & Opportunity

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Business Value

Profitability (Money) — 5 Drivers

| Sustainability (Time) — 5 Align

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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No sales because | am Communicating...Wrong...

Aceredited 1o IfJ”J"fl'qu rechnology
a3 gm i '} i

commercialization assistance

1. Person: NOT Decision Maker with Money - 3 Decision Makers
2. Thing: NOT Solving Person’s Known Problem - 3 Different Problems
3. Way: NOT Place, Personality, Generation, Learning Style - 4-3-9

Stand Out
From Your PROPO\ASIK:.-;I/'\IIB?DDING MACI\(IDANGTI?I&-II;NT
Competition

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Contractor’s View

5 x EBITDA

‘ Cost of Capital - Inflation

5 x $100,000 5 x $100,000

= $1,666,666 =$3,333,333
‘ .33-.03 | .18-.03

Independently Owned Business’s Cost of Capital: 8% - 40+%
Based on “Investor’s” View of Risk & Opportunity

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Profitability (Money)

Sustainability (Time)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Demonstrate You are in
that 1% having BOTH
Profitability &

Sustainability

Line of Credit on
Capability Statement

CEO Coaching: www.marylandsbdc.org/accelerator

NN\

TRANSPACIFIC
COMMUNICATIONS
BRIDGING CULTURES

Certifications

(a) Certified, Case No. CO060e

SAM Registered

Annual Revenue Less than $4 Million
Cage Code: 3U9V8

DUNS # 961918658

EDWOS

Bilingual Language-Speech-Hearing
Association, Inc. ~ Certified speech & accent
neutralization consultant

Thunderbird University - Certified China
business cultural awareness consultant

Primary NAICS Code:

Professional and Management
Development Training

nal NAICS Codes:

541430 Graphic Design Services
541611 Administrative & General
Management C
541612 Human Resourc
541618 Other Management C:
rvices
Research & Development in the Social
Scie Humanities
541810 Advertising Agencies
541820 Public Relations Agency
541910 farketing Research & Public Opinion
olling
541930 Translation & Interpretation Services
541990 All Other Professional Scientific &
0

561920 Convention and Trade Show

611630
611699 0ols &

611710 Educational Support Services

(We accept credit card payments. )

Capabilities Statement

Supporting your organization by removing
communication and diversity, equity, inclusion,
and accessibility (DEIA) barriers.

Services & Solutions (available online)

Diversity, Equity, Inclusion and Accessibility (DEIA)
Consulting

Expert translation from top linguists

Simultaneous and consecutive interpretation for events,
calls and meetings

Conferences, Meetings & Webinars Organizers

Media Training

Cultwrally-competent graphic design from our
multi-lingual design team

Scientific and Technical Presentational Skills

Power Networking Across Cultures

Effective Communication for Non-Native English Speakers

Core Capabilities and Benefits

TransPacific Communications supports both public and
private sector clients through translation, interpretation,
DEIA assessment and training to improve the cultural
competencies of your entire organization. We focus on
breaking cultural barriers by providing culturally
appropriate graphics, translated materials, and
interpretation to effectively communicate with your
audience. Our multi-lingual team alleviates breakdowns in
communication by assisting people of diverse nationalities
and cultural backgrounds through improved cross-cultural
‘communications.

TransPacific Communications champions clients through
DEIA consulting, analysis, assessments, surveys and training
to improve the cultural competencies and advance the level
of DEIA in the entire organization. We believe your
organization can become more Diverse, Equitable, Inclusive,
Accessible - and more human-centric. We develop strategic
DEIA plans, review and remodel policies and programs
within the organization, design and deliver tailored training,
and advise organizational leadership. We bring together
essential DEIA, culture, and engagement initiatives into a
cohesive, integrated whole, and analyze and employ data to
support clients in harnessing their potential.

Our cross-cultural communication programs help employees
develop the skills needed to overcome professional, cultural,
and communication barriers, boost morale, confidence,
cultural competencies and overall communication of the
organization. We have the ability to tailor our cross-cultural
communications training to address your specific DEIA,
cultural and communication needs.

Dottie Li, Founder & CEO
301-928-7299 | dottie@trapac.net
if |

CEO Accelerator: More Time. More Money. Ultimately Sell!

Find YOUR SBDC: www.marylandsbdc.org/locations

Company Overview

TransPacific Communications has more than 20 years
of expertise in cross-cultural communications,
coaching, consulting, and media training. We are an
8(a) Certified, Economically Disadvantaged Woman
Owned Small Business (EDWOSB) and have been
providing communication training for public and
private sector clients.

Government Clients

—

FDA sBA

VeA ver BB (9

Translation and Interpretation

Diversity, Equity, Inclusion and Accessibility (DEIA) Consulting
Conferences, Meetings & Webinars Organizers

Power Networking Across Cultures Training

Cross-Cultural Communication Training

Personal Branding Training

How to Deliver a Winning Presentation Training

Effective C for Non-Native English

Keynote Speaking

Media Training

Commercial Clients
~ ]
Fannie Mae f@s_tjkr (@ ™e womo san
Microsoft T
Unitedway
i
- AvalonBay

pwe i

Contact Us

TransPacific Communications | wwwirapac.net
301-928-7299 | dottie@trapacnet

What our clients say about us

“Your excellent presentation emphasized the
powerful message on the importance of diversity,
multiculturalism, and inclusion in the total workforce
community. Your efforts will help the U.S. Coast Guard
become a leader in diversity management within the

federal government and a model for the nation.”

ADM. T.W. Allen, United States Coast Guard

About the Founder

Dottie Li,founder and CEO of TransPacific
Communications, is an expert on cross-cultural
communications and workforce diversity. Her mission in
life is helping remove communication barriers and
improving cultural competencies in the workplace.

Dottie was featured on NPR as a translation expert. Her
groundbreaking work has been profiled on NPR, Voice of
America, CGTN and China Daily and other media outlets,
She is a certified accent modification trainer. Her voice
can be heard by millions as the Voice and Voice Coach of
Rosetta Stone’s Mandarin products.

Dottie was awarded one of Maryland's Top 100 Women in
2020 and 2015 by the Daily Record and a Mandarin
Leader in America in 2018. She received the “Best Cross-
Cultural Communicator of the Year" title in 2013 by the
MWMCA.

Dottie is a Commissioner on the Maryland Governor's
Commission on Asian Pacific American Affairs and a board
member of Montgomery Television.

Dottie is a graduate of the University of Mobile in
Alabama and Hefei University in her native China.
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5 x EBITDA

‘ Cost of Capital - Inflation

5 x $100,000 5 x $100,000

= $1,666,666 =$3,333,333
‘ .33-.03 | .18-.03

Independently Owned Business’s Cost of Capital: 8% - 40+%
Based on “Investor’s” View of Risk & Opportunity
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Profitability (Money)

Sustainability (Time)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Access to Opportunities
Federal, State & Local Government Contracting S
TO WIN MORE!

Lessons of What TO DO: Finding & Bidding
on Unbundled Opportunitiess Planned,

Managed Growth ({Investors} e Fir
Managing Subcontractors

g Amys . Lessons of What NOT To Do Lied PART 4: Wednesday, October 12, 2022: "Access to Opportunities-
S 8 Performance « Lied about Fundin Andrews/NASA, MDOT & Prince George's County - WIN MORE!" — RECORDING

WRITING S Broke the DFAR  Did Not Pay Sub + PRESENTATION
PROPOSALS/BIDDING Zoiip s + RESOURCES & EMAIL LINKS MENTIONED DURING PRESENTATIONS

u
Maryland

nes of Execution Book" Summar
X nplate
Cash How Template
“Industry Financial Benchmarks”
Report (FREE): Kirk McLaren of NAICS

PART 2: Thursday, March 17, 2022: “Access to Opportunities: NIH, Ft
State of Maryland & Frederick/Montgomery Counties-WIN MORE!” —

RECORDING
v PRESENTATION
v RESQURCES & EMAIL LINKS MENTIONED DURING PRESENTATIONS

v RESOURCES & EMAIL LINKS MENTIONED DURING PRESENTATIONS
Proposal Writing / Bid Response:

codes at kirk@foresightcfo.com
Maryland Department of Commerce
Federal Government Contracting

¥ Theo: theo@catapultbd.com

Contract Management
Identify/Nurture Opportunities v Tommy: tommy@catapultbd.com Business Resources »

ess-resources/government-contracting,

CROV.Or

Maryland/BWI, Anne Arundel/Howard Counties-WIN MORE!” — RECO
RECORDING v PRESENTATION
+« PRESENTATION
+ RESOURCES & EMAIL LINKS MENTIONED DURING PRESENTATIO)
g 2 3 Federal Government Contracting Business Fiislerl Sontrct t Fort Meads:
¥ APG related resources in Harford County (Karen): klholt@h{ ¥ Nicole: nicole®fedinform.us s cargias: O TRl T EC IR, Pl e,
» Maryland Department of Commerce v loint Base Andrews {Juanita Hunt): juanita.hunt.2 @us.af.mil
State Contracting: ¥ https://fopen.maryland govfindustries/military-federal/ %
v ¥ Tamer: tamar.osterman@maryland.gov ¥ NASA (Jennifer Perez): jennifer.d.perez @nasa.gov
o ¥ NSA {Scott Jackson): smallbusiness@nsa.gov Prince George's County
o . @ contracting 3
Harford' HCGI.)rocurementZ harfordcountymd gov Federal Contracting: o State of Maryland Contracting: v Procurement (Harsh Oberoi) HOberoi@co.pg.md.us
¥ Cecil: PurchasingOffice v NIH: (Annette) v State Forecasting {Eduardo Haydon): eduardo.hayden@maryland.gor v Economic Development {Alicia Moran): amoran@co.pg.md.us
@ Northeastern Maryland University Research Park: Danny.DeMarini
v
3 2 ; v : K
chemise.smith@nih.gov v Howard County (Mahesh Sabnani}: msabnani@hewardcountymd.gov 7 Spticte: Private Equity Recap - Selling Your Business Twice
¥ Fort Detrick: {lerome) jerome.k.maultsby. civ@mail.mil Pinaneing: Private Equity/Venture Capital/Angel Investing: Tim
Keffer Tim.Keffer@raymondjames.com PLUS Macro Economic Trends Reports
Satenf Marylan Contracting v Howard County's Catalyst Fund (Darshni Patel): dhpatel@hceda.org "

. o g
PART 1: Tuesday, October 5, 2021: “Access to Opportunities| ¢
o APG:
¥ Matt: matthew.w.casey2.civ@mail. mil ¥ Download Free “Tools & Resources” to dentify Federal Opportunities ar Mdriid Dsgia et oF Comare ¥ https://open.maryland.gov/industries/military-federal,
Eduardo: eduardo.hayden@maryland.zov ¥ Gavsrnaant Contrasting Sosthess v https://open marviand "“":'1 State of Maryland Contracting:
¥ Cristen: cristen.ervin@maryland.gov Resources: https://open.maryland.gov/industries/military-federal i COTHRERRERT ML Bt ¥ State Forecasting (Eduardo Haydon): eduardo. hayden@maryland gov
scarbora@od. nih.gov ¥ MAA/BWI (Alice Cook): ACook? @bwiairport.com Financing ] . .
¥ Frederick National Laboratory CotalEavcrmiseat Contiactig: ¥ Two-Page Loan Summary in Word {Addresses 95% of Underwriter's Questions
v rec " H nay @ 'l il . " :
v Eté;e:g:‘:fr‘Zﬁ‘(ti:u::::) i::{:ar‘::dhaﬂien Iraiyaed fey ¥ Iwo-Page Loan Summary in Word {Addresses 95% of Underwriter's Question
v Two-Page Loan Summary with Sample (Addresses 95% of Underwriter's

Maryland, and Local Government (Cecil/Harford Counties) PART 3: Wednesday, June 8, 2022: “Access to Opportunities-Ft Meade|
Maryland, an %
v David: david.o.christ.civ@army.mil “Pipeline” Template in Excel: https://fedinform.us/webinar-attendee/ ) ¥ https://open.maryland.gov/business-resources/government-contractin
Local Government: ¥ Military & Federal Affairs: https://open.maryland gov/business-resource| ¥ DISA [Carlen Capenos): DISASmallBusiness @mail. mil v MDGT/MTA (Alice Cook}: acook2 @mdta state.md.us
for Cancer Research (FNL) Operated by Leidos Biomedical Research: {Chi ¥ Anne Arundel County: Purchasing@aacounty.org Two-Page Loan Summary with Sample (Addresses 95% of Underwriter's Questions
Local Government

[PORCAST BY
ERIC COFFIE

16,000 STORIES ¥ Montgomery County (Grace): grace,d tgomer

OF WHAT WORKS ¥ County of Frederick [Diane): dfouche @frederickcountymd.gov
A ¥ City of Frederick (Rebecca): rdrandall @cityoffrederickmd.pov

V== Weltilh

Assist and Win

mCe)

B MARYLAND PTAC [l

GOVCON GIANTS - Podcast 132

www.mdptac.org

https://open.spotify.com/eg de/6NFfHIVE NsIYXy1r3gHbGFx

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Sandler Sales Submarine

" YOUCANT

TEACH AKID TO
) RIDEABIKE
| ATASEMINAR

}
!

L.ILSTE.N Presentation

CEO Accelerator: More Time.

Sandler
Sales
Academy
Abridge{j Version b

Y
Univer of Maryland SBDC’s
CEO Accelerator
Presented by Russell C. Teter Il Certified Sandler Sales Trainer

CEO Coaching: www.marylandsbdc.org/accelerator

More Money. Ultimately Sell!

1, Yo )
& -

Webinar (Recording): Best
Practices in Sales/Business
Development to FIND & WIN
CONTRACTS.!...with Sandler
Training (June 30)

Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Accelerator: More Time. More Money. Ultimately Sell!

See clearly

P @ Dbeyond
_ & circumstances

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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reams are reached by building on
Eportumtles addressing

stacles utilizing
' Resources to take courageous
& oleps

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Create Change

. Thinking & Dreaming in Solitude

One Page Strategic Plan of Goals &
Priorities
External Version (i.e. Financing)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Create Change

Thinking & Dreaming in Solitude

One Page Strategic Plan of Goals &
Priorities
External Version (i.e. Financing)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




; 4 CEO Accelerator Webinars: Reliable. Relevant. Remote. RSy,
AMERICA'S S o,
SBDC S

Answer 3 Key Questions to Make Money

imercialization assistance

1. Who is spending money during/after COVID-19?
2. What are those spending money known problems that you can solve better,

faster, cheaper than who is providing it now?
3. How to best communicate their way?

* APPROACHABLE
* CONVERTIBLE
* PROFITABLE

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Ask 3 Key Questions to Build Pipeline

1. What do you buy?
2. What don’t you buy?
3. How do you buy?

Goal: What to achieve Plan: How to achieve it

+ DEMOGRAPHIC | Py
. GEOGRAPHIC > | o e
+ PSYCHOGRAPHIC

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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el e el 3 Qu estions Of What You Should Purse

WHAT YOU
SHOULD
PURSUE

WHAT WHAT CAN
YOU’RE
b gl s MAKE YOU
L MONEY

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Create Change

1. Thinking & Dreaming in Solitude

Prlorltles
3. External Version (i.e. Financing)
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Business Value

Profitability (Money) — 5 Drivers

| Sustainability (Time) — 5 Align
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Goal: What to achieve

Baseline

CEO Accelerator: More Time. More Money. Ultimately Sell!

Plan: How to achieve it

--l
L

* Finish
from What to How .

Q Rn;admap

@
Start
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Drive 5 to Earn More
Profitability — Money (Goals)

. Number of Prospects (2 Way; 9x Pipeline)
. Conversion Rate (% that Buy) BUYING
. Avg. Purchase Amount / Customer / Transaction = | e

. Avg. Number of Transactions (Visits, Contract or Hours)| """
. Profit Margin B

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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5 Mon. During
COVID-19; 7
Old Economy Mon. After Year 1
8,610 7,500 8,250
X X X X

Conversion Rate 10.4% 10.0% 11.0%

Prospects

Customers 895 750
X X X

Purchase Amount/Customer S281 S267
X X X
Transaction/Customer 3.6 3.5

$905,440 $700 875

X X
Profit Margin 10.0% b 10% 49 10.3%

Profit (Cash Home) EBITDA $90,544 $65,zszsz $106,104

10% -
167%

Revenue

Increase (-Decrease) Over Prevous Yr.
Increase over New Base Year
Valuation (5X EBITDA Rule) $452,720.14

-37.43% 61%
61%

$329,411 $530,520

CEO Coaching: www.marylandsbdc.org/accelerator

Drive 5 - During/After COVID-19

29 0532?
oY

CEO Accelerator: More Time. More Money. Ultimately Sell!

New Economy After COVID-19

Year 2
9,075
X
12487

&

Ql 024,151  $1,502,388

X

11.4%

$170,882

61%
159%
$854,408

Find YOUR SBDC: www.marylandsbdc.org/locations

Year 3
9,983

X

15.3%

1,329
X

$355
X

4.7

$2,199,646
X

12.5%

$275,207

61%
318%
$1,376,033

Year 4
10,981

X

14.6%

1,608
X

$391
X

5.1

$3,220,502
X

13.8%

$443,223

61%
573%
$2,216,114

Year 5
12,079

X

16.1%

1,945
X
$430
X
5.6

$4,715,137
X

15.1%

$713,815

61%
983%
$3,569,074




) 4 CEO Accelerator: More Time. More Money. Ultimately Sell!
AMERICA

S

MARYLAND |

Aceredited 1o I,ur'\'n'rn'q: rechnology
commercialization assistance

Drive 5 - During/After COVID-19

5 Mon. During

COVID-19; 7 New Economy After COVID-19

Prospects

X

Conversion Rate

Customers
X

Purchase Amount/Customer
X

Transaction/Customer

Revenue

X

Profit Margin

Profit (Cash Home) EBITDA

Old Economy
8,610
X
10.4%

895

X

§281

X

3.6

$905,440

X

10.0%

$90,544

Increase (-Decrease) Over Prevous Yr.
Increase over New Base Year
Valuation (5X EBITDA Rule) $452,720.14

CEO Coaching: www.marylandsbdc.org/accelerator

Mon. After

7,500
X

10.0%

750

X

$267

X

3.5

2.4%

$65,882
-37.43%

$329,411

W% >

10% -

10% -

10% =

%

J.O%Q\o 39

$700,875 %3

¢4,026,151

10.3%

$106,104

61%
61%
$530,520

Year 2
9,075

1249

S~
x

723
X
4.2

$1,502,388

X

11.4%

$170,882

61%
159%
$854,408

Find YOUR SBDC: www.marylandsbdc.org/locations

9.0

Year 3
9,985

Year 4
10,981

¥3.3% 14.6%

1,329 1,608
X X
$355 $391
X x

4.7 5.1

$2,199,646  $3,220,502

X X

12.5% 13.8%

$275,207

$443,223

61%
318%
$1,376,033

61%
573%
$2,216,114

12,079
X

16.1%

1,945
X

$430
X

5.6

$4,715,137
X

15.1%

$713,815

61%
983%
$3,569,074
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“Know the Math, or No Money”

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Set Goals 1-2% Increase Naturally %

e BUYING
Measure 1-2% Increase Naturally CUSTOMERS

meney

2-4% Increase Naturally
4-6% Better, Faster or Cheaper =

Bradley |. Sugars

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Conversation Average #
Rate

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Drive 5 to Earn More (MONEY) Allg{, Work Less (TIME)

(Worksheets 10) (Worksiheets 11)

Current Year I e
Prospects m 7,500 10°0 — 8,250
N X / ' STRUCTURE
m Conversion Rate IOO% 10% — ' | 09/ g
= .
Customers CULTURE 421-435

43645, 7 -

S M.
l . BUDGET/ _

SYSTEMS —HEASURE = SKILLS 341'376

, NV 94|
¥ STRUCTURE 413-420
Prof'¢ Margin 4%

Purchase Amount/Customer m ’e $294
MTransactlonsICustor .er 5 %

Revenuv:

a1zational

Profit $65,882

CEO Coaching. www.marylar<sodc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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c

The 4 Breakdowns in Execution

mmmwcrah-ﬂ ﬂ'ﬂﬂ ﬂ.S‘.SI!.i‘ﬁ‘J'H'I:"(".

DON'T KNOW DON'T
THE GOAL KEEP SCORE

4Dlsc1phnes

Executlon

@.‘

DON'T KNOW CHRIS McCHESNEY

WHAT TO DO ARE SEAN COVEY

To ACHIEVE NOT H ELD THE NLW YORK TIMEY BLY I'SELLING AU THOR
ACCOUNTABLE JIM HULING

THE GOAL | rouswous sy cLavion camsTINEN

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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AMERICA'S

Accredlid to provids echnolos) <4Disciplineso
commercia e iyl WHY EXECUTION FAILS /\ FranklmCovey

THE ULTIMATE COMPETITIVE ADVANTAGE

THE WHIRLWIND WILDLY IMPORTANT GOALS
e Existing work e New activities
e Urgent tasks that need ® Important tasks that

attention now VS affect future success
People are caught up in the whirlwind People lack clarity, commitment and
of urgent daily work, which saps their accountability to deliver the new
time, energy and focus. ; strategic goals.

Discipline 3

m

FOCUS OH
THE WILDLY
IMPORTANT

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Cash Balance
Checking Account # $0.00
Money Market Account # $0.00
Total Cash Balance $0.00 $0.00 $0.00 $0.00 $0.00 $0.00 $0.00

Week Number 1 2 3 4 5 6 7
Start date of the Week 3/23/2020 3/30/2020 4/6/2020 4/13/2020 4/20/2020 4/27/2020 5/4/2020
Checking Account balance SO SO SO SO SO SO SO

CASH INFLOWS

AR Payments [AR Balance] SO SO SO SO SO S0 SO
Or List Clients [AR Balance]

Pending Deposits SO SO SO SO SO SO SO
Fundraising/Investment SO SO S0 SO SO SO SO

Total Cash Inflows SO SO SO SO SO SO SO

CASH OUTFLOWS

Outstanding Checks SO SO SO SO S0 SO SO
AP Payments [AP Balance] SO SO SO SO S0 SO S0
Or List Key Vendors [AP Balance]

Payroll SO SO SO SO SO SO
Amex CC Liabitity SO SO SO SO SO SO SO

Total Cash Outflows SO SO SO SO SO SO SO

Weekly Forecasted Balance S0 S0 S0 S0 S0 S0 S0

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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AME

MARYLAND

Accredited to provide technology
commercialization assistance.

“WHAT HAD
HAPPENED
WAS...”

ABOUT THE AUTHOR

| Dee Bowden is on a mission to help
> 3 o businesses improve their bottom line while
3 Keys To Collecting Unpaid ‘ : B :cinive pcece of mind. Sho crated Collect
5 . . . A : | A the Cash to teach small businesses how to
Invoices And Still Maintaining \‘ / solve cash fiow problems caused by lacking

revenue recovery practices.
Strong Customer Relationships

After recovering $7.5 million for a single
large government agency, Dee recognized
small businesses also fall prey to revenue
loss because they don’t collect the
outstanding invoices.

She is on a mission to serve business
owners by sharing her three-step system.
Dee has 10 years of financial recovery
experience in which she collected over
$10 million for several companies and
govemment agencies.

. ’ % Dee is the Author of Collect the Cash: The
. 5 Sale is not Complete until the Money is In
Dee Bowden the Bank!

Dee has been featured in Yahoo Finance,

e y Snecialis
Revenue Recovery Specialist VIP Global, Forbes Magazines.

‘Wondering How You Can Begin Including The:

Receivable Proce

To learn more, go to www.collectthecash.biz

“WHAT HAD HAPPENED WAS

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Coaching: www.marylandsbdc.org/accelerator

Create more
time-to

generate more
money-to
buy more time

Find YOUR SBDC: www.marylandsbdc.org/locations
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Tuesday

COMMITMENT 1

COMMITMENT 1

COMMITMENT 2

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations
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Create Change

1. Thinking & Dreaming in Solitude

2. One Page Strategic Plan of Goals &
Priorities

3. External Version (i.e. Capability
Statement / Financing)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Business Value

Profitability (Money) — 5 Drivers

| Sustainability (Time) — 5 Align

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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MARYLAND |

Aceredited 1o I,urrn'rrh' rechnology

Contractor’s View

5 x EBITDA

‘ Cost of Capital - Inflation

5 x $100,000 5 x $100,000

= $1,666,666 =$3,333,333
‘ .33-.03 | .18-.03

Independently Owned Business’s Cost of Capital: 8% - 40+%
Based on “Investor’s” View of Risk & Opportunity

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Profitability (Money)

Sustainability (Time)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Demonstrate You are in
that 1% having BOTH
Profitability &

Sustainability

Line of Credit on
Capability Statement

CEO Coaching: www.marylandsbdc.org/accelerator

NN\

TRANSPACIFIC
COMMUNICATIONS
BRIDGING CULTURES

Certifications

(a) Certified, Case No. CO060e

SAM Registered

Annual Revenue Less than $4 Million
Cage Code: 3U9V8

DUNS # 961918658

EDWOS

Bilingual Language-Speech-Hearing
Association, Inc. ~ Certified speech & accent
neutralization consultant

Thunderbird University - Certified China
business cultural awareness consultant

Primary NAICS Code:

Professional and Management
Development Training

nal NAICS Codes:

541430 Graphic Design Services
541611 Administrative & General
Management C
541612 Human Resourc
541618 Other Management C:
rvices
Research & Development in the Social
Scie Humanities
541810 Advertising Agencies
541820 Public Relations Agency
541910 farketing Research & Public Opinion
olling
541930 Translation & Interpretation Services
541990 All Other Professional Scientific &
0

561920 Convention and Trade Show

611630
611699 0ols &

611710 Educational Support Services

(We accept credit card payments. )

Capabilities Statement

Supporting your organization by removing
communication and diversity, equity, inclusion,
and accessibility (DEIA) barriers.

Services & Solutions (available online)

Diversity, Equity, Inclusion and Accessibility (DEIA)
Consulting

Expert translation from top linguists

Simultaneous and consecutive interpretation for events,
calls and meetings

Conferences, Meetings & Webinars Organizers

Media Training

Cultwrally-competent graphic design from our
multi-lingual design team

Scientific and Technical Presentational Skills

Power Networking Across Cultures

Effective Communication for Non-Native English Speakers

Core Capabilities and Benefits

TransPacific Communications supports both public and
private sector clients through translation, interpretation,
DEIA assessment and training to improve the cultural
competencies of your entire organization. We focus on
breaking cultural barriers by providing culturally
appropriate graphics, translated materials, and
interpretation to effectively communicate with your
audience. Our multi-lingual team alleviates breakdowns in
communication by assisting people of diverse nationalities
and cultural backgrounds through improved cross-cultural
‘communications.

TransPacific Communications champions clients through
DEIA consulting, analysis, assessments, surveys and training
to improve the cultural competencies and advance the level
of DEIA in the entire organization. We believe your
organization can become more Diverse, Equitable, Inclusive,
Accessible - and more human-centric. We develop strategic
DEIA plans, review and remodel policies and programs
within the organization, design and deliver tailored training,
and advise organizational leadership. We bring together
essential DEIA, culture, and engagement initiatives into a
cohesive, integrated whole, and analyze and employ data to
support clients in harnessing their potential.

Our cross-cultural communication programs help employees
develop the skills needed to overcome professional, cultural,
and communication barriers, boost morale, confidence,
cultural competencies and overall communication of the
organization. We have the ability to tailor our cross-cultural
communications training to address your specific DEIA,
cultural and communication needs.

Dottie Li, Founder & CEO
301-928-7299 | dottie@trapac.net
if |

CEO Accelerator: More Time. More Money. Ultimately Sell!

Find YOUR SBDC: www.marylandsbdc.org/locations

Company Overview

TransPacific Communications has more than 20 years
of expertise in cross-cultural communications,
coaching, consulting, and media training. We are an
8(a) Certified, Economically Disadvantaged Woman
Owned Small Business (EDWOSB) and have been
providing communication training for public and
private sector clients.

Government Clients

—

FDA sBA

VeA ver BB (9

Translation and Interpretation

Diversity, Equity, Inclusion and Accessibility (DEIA) Consulting
Conferences, Meetings & Webinars Organizers

Power Networking Across Cultures Training

Cross-Cultural Communication Training

Personal Branding Training

How to Deliver a Winning Presentation Training

Effective C for Non-Native English

Keynote Speaking

Media Training

Commercial Clients
~ ]
Fannie Mae f@s_tjkr (@ ™e womo san
Microsoft T
Unitedway
i
- AvalonBay

pwe i

Contact Us

TransPacific Communications | wwwirapac.net
301-928-7299 | dottie@trapacnet

What our clients say about us

“Your excellent presentation emphasized the
powerful message on the importance of diversity,
multiculturalism, and inclusion in the total workforce
community. Your efforts will help the U.S. Coast Guard
become a leader in diversity management within the

federal government and a model for the nation.”

ADM. T.W. Allen, United States Coast Guard

About the Founder

Dottie Li,founder and CEO of TransPacific
Communications, is an expert on cross-cultural
communications and workforce diversity. Her mission in
life is helping remove communication barriers and
improving cultural competencies in the workplace.

Dottie was featured on NPR as a translation expert. Her
groundbreaking work has been profiled on NPR, Voice of
America, CGTN and China Daily and other media outlets,
She is a certified accent modification trainer. Her voice
can be heard by millions as the Voice and Voice Coach of
Rosetta Stone’s Mandarin products.

Dottie was awarded one of Maryland's Top 100 Women in
2020 and 2015 by the Daily Record and a Mandarin
Leader in America in 2018. She received the “Best Cross-
Cultural Communicator of the Year" title in 2013 by the
MWMCA.

Dottie is a Commissioner on the Maryland Governor's
Commission on Asian Pacific American Affairs and a board
member of Montgomery Television.

Dottie is a graduate of the University of Mobile in
Alabama and Hefei University in her native China.
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5 x EBITDA

‘ Cost of Capital - Inflation

5 x $100,000 5 x $100,000

= $1,666,666 =$3,333,333
‘ .33-.03 | .18-.03

Independently Owned Business’s Cost of Capital: 8% - 40+%
Based on “Investor’s” View of Risk & Opportunity

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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AMERICATS

Access to Capital
Document “Profitability & Sustainability”

Bank Debt Private Equity
Current Request Current & Future Request
Company Information Company Information
Description Description +
Owners & Team (Inside Experience) Owners & Team (Inside Experience) +
Personal Financials & Collateral Pledged + ROI — Plan for Investor to Cash Out
Owner’s Character Owner’s Character
Project Uses (Past, Current, Future) Project Uses (Past, Current, Future)
Revenue Sources Revenue Sources
Historical & Projected Financials Historical & Projected Financials

Professional Team (Outside Experience) Professional Team (Outside Experience) +

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Strategic vs Financial Buyer:
What is the Difference?

et BUS}NESSIOURNAL AC G nstional capial

REPRINTED FROM THE WASHINGTO N BUSINESS JOURNAL, GORPORATE GROWTHSUPPLEMENT __ MAY 15, 2006

Private Equity Recapitalizations:
Selling Your Business Twice

Enrique C. Brito, CFA, AVA, CM&A

INTRODUCTION

t some paint in the lifecycle of a business,
Amni owners wreslle with the decision of

whether they should sell or remain work-
ing in their growing business, What most busi-
ness awners probably do not realize is that there
is a way of accomplishing both objectives,
namely, to sell the business and still have the
opportuniity to participate in its future growth

There is a financial technique known as pri-

vate equity recapitalization (‘recap”) which ak
lows business owners
the opportunity to cash
cut of their businesses
while staying invalved in
the management and
decision making if they
50 desire. Best of all,
this technique also ak
lows them the opportu-
nity fo take a ‘second
bite at the apple” when
the business is sald in
———————— the future. As such, this
is an important tool that provides business own-
ers with growth and liquidity options.

ERIQUE C BRITO,
Fa, AYA, (Med

EQUITY RECAPITALIZATIONS DEFINED

A recapitalization is a transaction which re-
sults in the reallocation of the debt and equity in
the capital structure of a business. It represents
an attraclive eption for owners considering an
exit because it lets them exchange some of their
equity for cash and position the company for
future growth.

In an equity recapitalization a private equity
investor buys out most, but nct all, of the
owner's interest in the business, This allows the
oumer the epportunity to uniock some of the
wvalue tied up in the equity of the company and
creates a liquidity event for what is probably the
largest pertion of hisfer net worth. An added

benefit is that it gives the owner the opportunity
to remain invalved in the operaticn and decision
making process of the company, or altematively,
to phase out ever time. Moreover, when the in-
vestor sells the business at some paint in the
future, the awner sells the remaining equity thus
participating in the upside of a secand liquidity
event.

In addition to the benefits to the owner, re-
caps also provide management teams the op-
pertunity to participate in the equity of the busi-
ness when they do net have the capital to do so.
Since private equity investors usually require
and actively seek the support of the manage
ment team, i is liksly that they may offer top
management the opportunity o participate in the
equity of the business either in the form of a
buy-in and/or eamv-in basis

Ovarall, squity recagitalizations as a finan-
cial strategy offer numerous advantages includ-
ing increased owner liquidity, continued owner-
ship. fisk minimization and enhanced growth
apportunities amang others. Top management
also benefits in this process as opportunities are
created for them to become shareholders in the
business

THE PROCESS OF A RECAPITALIZATION

Wihen a shareholder in a private company
wanls to liquidate hisher investment, the re-
maining shareholders are often first presented
with the cppartunity to purchase these shares. If
the value of the ownership interest being sold
exceeds the companys available cash re-
sources, then another source of capital is re-
quired. In this situation, it is up to the remaining
sharehalders to determine whether they would
prefer to finance the buyout with debt or with
equity.

In the event that the companys capital
structure and cash flow can support additional
debt, the remaining shareholders are probably
better off financing the buyout with debt, as this
is usually the least expensive and easjest to ar-

Asseenin

range scurce of capital. Howswar, f debt (senice
ar subardinsted) is not avaiiabls to the company.
then the sharehokiers must find oher souros(s)
af capial, often from an squity nvestar.

For the most gart, private oty investers in
a rozap will 5ok o buy a contralling interest (at
least 51%} in the campany. Ta finance the deal.
@quiy investors bypically use ‘mezzaning debt
seourities” generslly in the form of subardinated
debt with equity-based opiions {wamants). In
assence, mezzaning debl is 3 hybrid between
‘senice debt and equity, bath in fems of structure
and cost, Under normal market conditions, sub-
ardnated mezzanine debt usually carries a cou-
pon between 12% and 14% and is generaly
rated by Fiten wihin the '8 category. f ranks
juniar to bank loans and fususly) high vield
Bends, VWNEn e couRen rate Is comeined wih
the refum frem the equily warants. the toial
ecostiretum of the mezzanine debt is usualy in
the low t mid twenty percent range. As the
eompany grows, its eamings are used Lo pay off
the mezzaning investment or e replace 1t wih
Iwer aust senler debl

BUSINESSJOURNAL ACG s o

concLUSIoN

Ag baby baomers continua te refire in record
numbers over the ned five fo ten years. many
business oxners wil begin o consider aliema-
tives fo @ their busingsses.

For soma, an aquty recapitalization wil bs-
oms a very wiable oplion, enablng them to
mosdify the company's captal sictur in such
way that is conistent with their pians and objoc
tives as well a5 thoss of the company

As axglaingd in bhis aricle, a private equity
revapitalzation makes § possible for busingss
awners to achieve partial liquidity for their inter-
est in the business. while contnuing to parici-
pate in beih the cpertions of the busness and
its upside petential. The managemert tam aiso
bensfits a5 they gan became sharshlders in the
company. And, most importantly, the business
wil have the financial resources required o
support ts future growth,

b e o T B MA CE A AT CAA e i e T e G il

Rion s e
ek el at leitod el cous o Call TI-27-5603

e it o Hovmby

Sppev e e AG Specaloes Moy SUspIamert 7 he A ashng S0er ess Soun S, £ as Lear el by WA gon Uan e Coural o
LDt S5 G LGIBT o 1 et p e 15 ST pENDEG A 0CE b PrashE i .l 158 V6O SV S 403 AN Y503 875
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Bank Debt

1. Debt Coverage
2. Collateral
3. Commitment

Cash vs Assets Based Lender

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Types of Lenders

National

Regional

Community
Government (Not SBA)

Hiring New Employees vs Working Capital

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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¥

“This is how | look now. This is what | want.
How do | need to look to get what | want?”

Consulting Role, Never Decision-making Role

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Debt Service Coverage

* For every $100k LOC @ 5.75%, 5yrs = $2,000/month
(Rounded) Net Yearly Cash Flow of $24,000 = 1:1
Match

 Underwriters Businesses Capability to Re-Pay the
debt, aim for 1.5x (The higher the better) $36,000

PLUS Collateral as Plan B

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Worksheet 19

Aceredited 1o I,urrn'rrh' rechnology

commercialization assistance

SUMMARY PROPOSAL FOR $XXXX TO XXXXX
XXXXXXXXXX

Description of Request:

USES Phase 1 (20xx-20xx)
Building & Property:

Phase 2 (20xx-20xx) Phase 3 (20xx-20xx)

Lease Improvements:

Description:

(Gurrent Phase Funding Request and Planned
. Results)

Company Information:
Legal Name

Address:

Web:

Phone:

Fax

Email:

EIN:

Date Established:

(Overview of Business & Marker Size)
(Historical Phases and Results)

(Future Phase & Plans)

Ownership

Current Owners:

Team:

Experience:

Personal Financials
Total Net Worth:
Credit Score:

Collateral Summary

Market
Coll 1 Value Value
Commercial Property §0 0
Account Recervable $0 0
Equipment & Sipnage $0 0

Owners’ Personal Property $0 $0

Research & Development:

Working Capital:

TOTAL USES:

SOURCES

Original Owner Investment:

Loans:

New Equity [nvestors

TOTAL SOURCES:

Historical & Projected Customers:

Phase 1 Phase 2

Phase 3

Market Size:

Awards & Recogp:

Leads/ Prospects:

Customers:

Average Fee:

Total Market Value $0
Less: Prior Liens §0 The owners have never been involved in bankruptey
$0 or nsolvency proceedings. There are no pending
lawsuits; not under indictment, parole or probation.
The owners have never been arrested or convicted
for any criminal offense other than, perhaps, a

minor vehicle violation.

Net Collateral Value

Explanation of Offered Collateral:
Improvements (Value x 0%}, Equipment (Value x
20%), Personal Real Hstate (Value x 80%)

Average Transactions:

Images Images

Historical Financials & Projections

18 Mo. Year | Year 2

‘Total Revenue

Gross Profit

Net Income

Debt Lixpense*

Owner
Compensation

Total Assets

Total Liabilitics

Cash on Hand

Professional Services:
DUNS Number:

Bank of Business:

Business Lawyer:

Business Accountant:
Insurance Agency:
Business Coach:
Professional Association:

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations




Aceredited 1o I,urrn'rrh' rechnology
commercialization assistance

CEO Accelerator: More Time. More Money. Ultimately Sell!

SUMMARY PROPOSAL FOR $125,000 TO EXPAND WITOLESALE & LIMITED RETAIL

GOLD & COIN EXCITANGE LLC

SINCE 1985

GOLD & COIN
EXCHANGE

Company Information:
Tegal Name: Gold & Coin Fischange 114
Address: 8186 Main Sirvet, Oneonta NY 13820
Webs: www.goldandeoinechangelle.co

Phone: 607-342-2690

Emails byoldbugy@eldandeninechasgrlc o
FIN: 27 6727977

Date Established: October 1985

Ownership
Current Owners: Brenda Goldburg 100%
To Hire: ['ull-Time Assistant (Year 31 Owner

Experiences Project Management (30 vears); Diamond
Grading Certified Gemological Tnstitute of America 1994

Personal Financials
Toral Net Worth: $8,063 (SBA Form 413)
Credit Score: 636 (VantageScore)

Collateral Summary

Description:

The capital enables Gold & Cain Exchange, LLC, a licensed
precions metal dealer, to inerease the velume of \‘lmlm ale
purchases of gold, silver, and platimm transactions from less fhan
§13,000 m‘sx'-/_\ 100 merbly (by the end of Also, hire an
experienced assistant by the end of pear 2), and enable 1= to begin
immeciately 12 reiail events (that wi

castt (only sble © do 20 mansactions /mon mus— et trmsaction]
Sitice 1985, we have opesned 355 daps pet pras, bupiig old
iewelry, coins, flatware, dental gold, and diamonds from primarily
cash purchaze at melt value ml‘rllmg; o areq
precions metal dorlers (Tier 1y for loss than 160% madkup vahe
NOTR: 2019 nunbers lower due 1o COVID restaction and
illness / death of owner's brother). Unbike s traditional setal coin
and jewelcy stor that fnances o takes on meme theis inventory,
our tmng: are higher because we own myeniory ouright {alier
INY State sequiced 18 day hold), puschased o¢ a pios wholesale
somp presious meral transaction. Deeause s
inventory over quickly for cash (average 21 da
to those Tier 1 clicnts, With the ability 10 acquite more metals ancd
hold that invenory for an average of 54 days, we an sell directly 1o
mational refinerics {“soarng demmand” Source: Bloombergeom) and
dusing; the monthly Oneonta events (Lier 2 clients) for a mazkup
greater thim 1615 Inflation:
need For farnilies o have cash. And stay-at home policies For senior
eitizens make a pent up demand to scll their presious metals
With the additional cash profits, able to begin to sell to Tier 3
“retail at the eueeent location) at are 172%+ markup. (Not
Financial prajections do NOT indlude Tier 3 transactions.) Jewely
vetail anticipates their “best cver” or “hetter than sverge” sales,
according to the 2021 Biy, Survey results, “a once-in-a-decade yeur
Lor sales.™

Colluteral Value

Prior
Liens

Commercial Property 30 $0

Inventory (6 Months) $125,000 | $25.000

The owner has never been

Lquipment & Signage $0 30

involved in bakruptey or
insolvency proceedings. There are

Gwners' Personal Property | $ 260,000 | $208,000

Frrr— no pending lawsuils; not under

Total Market Value

indiclment, parole or probalion,

Less: Prior Liens $232,000

Net Collateral Value $25,000

Marhet Yalue: Personal Property (80% Value), Inventory (209

Building & Improvements $0
Inventory $125,000
Working Capiral £35.000
TOTAL USES: $130,044

1 bt write  pesitioe rerien: o Codel
aund Cois Evabange buicosse sy aonat ond
T dlasit with iber o several acvasions -
cond cach anit every i they nyore thn
dngprossad 55 with Sheir Foontecie,

erstie snal honesty, They broke
dwiem everitling we needled fa Lwow 2o we
el s o g vith thens - T
secussrend thens i anyonie bolking to seil
o, sitner, amd platimans, - Shelly H. —
Hartwick, KY

Cold & Con J..(.fumj;n e i ogpestations By affetg SO% more sl than iy other

Owner lovestment:

troms camed T

it defiuitely camie ik Mler( s tate 1 sefl owe pieinim! | B me«

T.oans:
New Louity Investors Creal sonacngy.

hal iar
TOTAL SOURCES:

Year 2
Prospeetive Sellers 2 1340
Sellers 195 236
Avg Porchased /Seller 3966
Avg, Trans /Seller RND) 211 195
Purchases / Inventory $445,233
Ava, Mark-Up (RNTY) 1613% 163.0%
Revenue ss:-.u,ouu $729,890

Historical Financials & Projections

Projections: 5 years of fnuneing at 12% fnlerest, points &

Wiclissa, M. - Albany, NY

Cornad serice, Tell svcummended, Ghey v e o sall s e for oy uld vy,
to gusd o sefive. T g0t pak VEAHAS— Alan F. — Binghamizn, NY

Year 4 Year 5
1473 1,621 1,783
285 345 418
$14063 $1,169 $1,286
212 22 292
$641,458  $924723  $1,567,327
166.7%% 169.5%0 171.9%
SL069,097  $1,567,327  $2,693,677 54 020,494

(Created by RMR Accountancy, LLC)
Lees) & 4 yrination [ve. Seek a better offer.

2018 2021

2022 | Ycearl Year Year

Toral Revenue $378,669 366,219

$125,858 | $584,000 | $729.800 [$1,069,097]31,567,327]

Gross Profit $97.835 557 | §130,207

S47.810 | §221,920 | §284,657 | 365,639 | $578,124

Net Income $34,934 $49.944

S42.458 | $38,609 | $93.530 | §138,177 | $293,353

Deht Lixpense s0 50

50 $18955 | $11494 | $8710 $5,594

Minimal Owner Comp.| $34.934 §49.044

$28 830 $48.000 F50,400 z 555,366

CEO Coaching: www.marylandsbdc.org/accelerator

Total Assers $12.000 §12.000

$149,198 | §220.855 | §334.385 | $509.965

Total Liabilities $0 30

$105,589 $m 16 | $39,068 | $31,205

Cash on Hand 95,526 $2,068 39,563

$24,198 §209,385 | $474965

Professional Services:

Precision Metal Dealer License (NY): ¥

Certificate for Weighing & Measuring (NY): 9348757
A Ciermigi Tnstitnts of Arerica

(GTA) gradvate & ahamni member

Bank of Business: Ousego Credit Union

Business Lawyer: Clemens & Mayer

Business Accountant: RMR Acconntancy, LLC
Insurance Agency: Cooperstown Mutal
Business Training: SBDC at SUNY Oneonta

Find YOUR SBDC: www.marylandsbdc.org/locations
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Growing Your Business During/After COVID

Drive 5 to Earn More; Align 5 to Work Less
4 Disciplines of Execution

3 Sets of 3 Questions
2 PITS to Avoid
1 MOST Profitable at a Time (Big Rock)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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AMER

Strategic Growth to Win MORE Contracts:
Build Profitability and Sustainability

commercialization assistance.

POWERED BY

ﬁ‘

Maryland S A
.. Transportation

LS, Small Business
administration

Questions? * Register for 3 Virtual Libraries at NO COST!

www.marylandsbdc.org/accelerator

Webinar (Recording): Best Howto.
Practices in Sales/Business [0 |
Development to FIND & WIN Kl
CONTRACTS!...with Sandler |
Training (June 30) o

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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