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REGIONAL DEVELOPMENT CORPORATION

Santee-Lynches Regional Development
Corporation’s (RDC) service area is
Clarendon, Kershaw, Lee, and Sumter
Counties. The RDC is a non-profit, public
corporation located at:

36 West Liberty Street, Sumter, SC 29150
P. O. Box 1837, Sumter, SC 29151-1837
Phone: 803-775-7381; Fax 803-773-9903

The RDC manages Loan Programs to
encourage local economic development and
provide capital for small business concerns.
The primary goal is to improve job opportunities
and expand economic development in the
Santee-Lynches Region.

RDC loans are provided at low interest rates
and advantageous terms to qualifying
borrowers. Traditional lending sources must
participate in the project for joint funding up to
90% (85% if new business) of Project Totals.
The RDC cannot be the majority lender in an
economic development financing project.
Unsecured loans are not authorized.

HOW TO APPLY FOR A LOAN

To be eligible for a loan, the business must be
operated for profit. Loans are available to start,
expand, or modernize a retail, wholesale,
manufacturing, or service business. To assure
a successful project, applicants must
demonstrate management expertise related to
the industry, and a minimum value commitment
of at least 10% (15% if new business) of the
Project Total.

Borrowers should do extensive research
evaluate the goals of the business, including
risks to the business and guarantors. This
process will then identify the Project Total,
market potential, revenue streams, and
collateral available to secure the loan.

The information gathered will be used to
develop a well-thought-out “Business Plan” that
will help the business reach its goals. The
business plan is a significant part of the loan
evaluation.

FUNDING SOURCES AVAILABLE

RLF: Project Total from $75,000°, RDC
portion cannot exceed $200,000 or 33% of the
Project Total, or limit of $20,000 times the
number of jobs created or saved. Minimum
portion $25,000.

Collateral: Business or personal assets.
Interest Rate: Below bank rates.

Terms: Up to 15 years. 1% fee or $500.

Santee-Lynches IRP: Project Total from
$33,333", RDC portion not to exceed $250,000
or 75% of the Project Total. Jobs created or
saved must be 51%" from Low & Moderate
Income (LMI) households. Minimum portion
$25,000.

Collateral: Business or personal assets.

Interest Rate: Below bank rates.

Terms: Up to 15 years. 1% fee or $500.

SBA 504: Project Total from $125,000", RDC
portion not to exceed $4 Million or 40% of the
Project Total or limit of $50,000/$100,000
times the number of jobs created or saved
depending upon “public policy” and/or mfg.
Collateral: Fixed assets (Building or Equipment)
Interest Rate: Fixed rate, U.S. Treasury
auction.

Terms: 20 years on building, 10 years on
equipment, debenture fees approximately 3%,
bank pays 2% of senior lien to SBA, small
decreasing pre-payment penalty thru %2 term.

Please call, write, or fax the RDC to find out
more. We will review eligibility and arrange an
appointment to provide more specific details.




REGIONAL DEVELOPMENT CORPORATION

LOAN APPLICATION

I authorize Santee-Lynches Regional Development Corporation to obtain a credit
report on me and to make inquiries as necessary to verify the accuracy of the
statements made and to determine my credit worthiness. | certify that the above
statements and any attachments are true and accurate as of the stated date(s). |
understand FALSE statements may result in the forfeiture of benefits and possible
prosecution by the U.S. Attorney General (Reference 18 U.S.C. 1001).

Signature: Date:

Disclosure Statement:
The following information is requested by the Federal Government for certain types of loans,
in order to monitor the lender’'s compliance with equal credit opportunity. You are not required
to furnish this information, but are encouraged to do so. The law requires that a lender may
neither discriminate on the basis of this information nor on whether you choose to furnish it.
However, if you choose not to furnish it, under Federal regulations, this lender is required to
note race/ethnicity on the basis of visual observation or surname. If you do not wish to furnish

the above information, please check the box below.
U | do not wish to furnish this information.

U Ethnicity:
Hispanic or Latino
American Indian/Alaskan Native
Asian
Black or African American
Native Hawaiian
White

Gender:

o Male

o Female
o]

Name Date

This is an Equal Opportunity Program. Discrimination is prohibited by Federal Law.
Complaints of discrimination may be filed with the USDA, Director, Office of Civil Rights,
Washington, D.C. 20250.
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REGIONAL DEVELOPMENT CORPORATION
BUSINESS INFORMATION

1) Name of Business:

2) Tax ID Number:

3) Mailing Address:

4) Location Address:

5) County: Bus. Ph: Fax:

6) Legal Structure: Sole Proprietorship Corporation Partnership

7) Type of Business: Retail Service Manufacturing Other

8) New or Expanding? If expanding, # years in operation?

9) Brief Description of Project:

(The Business Plan will provide detailed information)

10) Name of Principle Contact:

11) Title of Principle Contact:

Home Phone: Cell Phone:

Email:




Proposed Use of Funds

%

. Land

%

. Building

%

. Renovations

%

. Signage

%

. Machinery and Equip.

%

. Furniture & Fixtures

%

. Inventory

%

. Other

B B B B B B B B B

%

. Working Capital*
(*See Cash Flow Sheets)

PROJECT TOTALS $

Proposed Sources of Funds

. Owners Equity %

. Commercial Lender(s) %

. Santee-Lynches Loan) %

. Other $ %

FUNDING TOTAL $ 100%

(Funding totals for Uses must equal Sources)




Assets Available to Secure Loan

Type of Asset Approximate Total of Title in Name of:
Value Existing Liens

Real Estate

Vehicle(s)

Equipment

Inventory

Other

Name of Accountant/Bookkeeper

Name:

Name of Firm:

Address:

Telephone No: (

Name of Attorney

Name:

Name of Firm:

Address:

Telephone No: (

Insurance Coverage

Name:

Name of Firm:

Address:

Telephone No: (




Name of Depository Bank (Business Use)

Name of Depository:

Branch Name/Location:

Telephone No:

Participating Commercial Lender Information

Name of Lender:

Account Officer's Name:

Address:

Telephone No:

Employment Information

Current Number of Emplovyees Projected Employment

Male Number
(After Operating 2 years)

Female

Minority

Low Income




EXHIBITS REQUIRED

BUSINESS INFORMATION Date Rec’d
- For existing businesses: Business Tax Returns and Audit
Reports for the last 3 years

- For existing businesses: interim financial statements,
less than 90 days old, to include statements for:

8 Profit & Loss

§ Balance Sheet

§ Aging of A/R and A/P

§ Debt Schedule (list Provider, Balance, Payment,
Interest Rate, Amount Past Due & Collateral)

- For new businesses, Projected Balance Sheets at the
opening date, and the end of the 1st & 2nd years

- For new businesses, Projected Profit & Loss, monthly for
12 months, plus 1 additional year

- For new businesses, Projected Cash Flows to match P/L
periods

MISCELLANEOUS
- Proof of commercial or other lender commitments

- Name and title of company officers

- Name and share of all owners of 20% or more of the
business

- Names of Affiliates and/or subsidiaries, if applicable

PERSONAL INFORMATION (owners of 20% or more and
guarantors)

- Personal Tax Returns for the last 3 years

- Personal Financial Statement (Bank Form or SBA Form
413 {attached} may be used. Ask about this, do not do
both) — Begin with schedules on last page, then complete
1st page.)

Other documentation may be required to support the application depending on
the scope of the project and funding program guidelines. The loan officer will
guide you through supplemental forms as necessary.




THE BUSINESS PLAN

Let’'s clear up some misconceptions first. The business plan is management’s document.
It is not a banking or investment document. Management has the vision for what the
company is going to accomplish. The business plan then becomes a narrative of what
management is thinking and provides the path for accomplishing the vision. The
business plan is management’'s process document. It sets up the future activities and
expected results of implementing the plan. Therefore, the business plan could
beneficially share the vision with the entire management team and other parties of
interest. It is the company’s map to the future and should be revised regularly.

For a new company, the business plan sets out the vision and the conditions of the
marketplace that the new business will operate in. For an existing company,
management should already have a document in use and be able to discuss how the
company has used the plan and made adjustments to the business as it moved forward.
The plan will also develop the capital requirement and growth rate from conception to
stability (whenever that might occur). That the business plan is usually requested by
bankers and investors is really secondary. The business plan is management’s
document and management should be using it for their benefit. Management should be
willing to share relevant components of the document with bankers and investors when
that helps the business move forward.

All that being said, The Business Plan is a very individualized document and it does not
lend itself well to overly structured software programs or rigid consultants. There are
several components that tend to be common to well thought-out business plans but the
narrative within the components is highly specific to this particular business. You
would expect the business plans from several different entrepreneurs considering the
identical market segment to be “different” in consideration of their market perceptions
and personal strengths/weaknesses.

Bankers see lots of business plans and immediately begin to “push back” from a
business plan that comes across as “canned” It is certainly acceptable to have
consultants assist in developing a business plan. However, management should be the
driving force in the document and they should be conversant in every element of the
plan. Bankers and investors will listen to the language used by management in relation
to the language used in the business plan. If there is synchronization, credibility
becomes higher. If the interview and the narrative are disjointed, confidence decreases.

Because business plans should be highly individualized, suggested elements should be
deleted if they don't apply. Conversely, if an element is not suggested but the
information is needed to understand the company’s market or strategy, management
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should insert the needed element. This is a flexible document. It should be relevant to
this special circumstance. Management may adopt any of the form or consultant
documents in the market place, but must then adjust it to the individual circumstances
of this particular company at this particular phase of its operation. Management may
find the following outline useful. As mentioned, simply delete those elements that do
not apply or insert elements that are important. Attach additional schedules as needed
for such information as Product/Activity Volumes, Seasonality, Financial Assumptions,
and the Financial Statements.

EXECUTIVE SUMMARY-SKip this for now & come back to it at the end of the plan.

BUSINESS DESCRIPTION (Possible suggested topics)
What kind of business is it?
Is it wholesale, retail, service, manufacturing, etc?
Has the concept been around a long time or is it new?
If it's new, where has it been successful & why?
Describe the product or service.
What is unique about it?
What legal form will the business be, (Proprietorship, Partnership, Corporation {S or
C}, or other form)? What is the Federal Identification Number (FIN)?
Include the business code (NAICS) number if known?

MARKETING PLAN (Possible suggested topics)
National Industry Trends
Service Area
Existing Customer types
How will you distribute your product or service?
Describe your target customers
Why would they buy this product or service over others?
What form of promotion or publicity will you use and why.

COMPETITIVE ANALYSIS (Possible suggested topics)
Who are the competitors?
How many are there within the service area?
Is there a relatively close alternative product or substitute service?
What competitive basis does the most similar competitor compete on? (Pricing,
Quality, Delivery, Service, etc?)
Describe your product/service’'s main features
How does it differ from the competition?
What are your company’s key assets & skills?
Is the business seasonal? Understand the sales volume in $ or % for each month of
the year. Be certain this is reflected in the financial exhibits.

DESIGN & DEVELOPMENT (Possible suggested topics)
Is the product in design stage, prototype, testing, or production?
Is the service being developed or currently marketed?
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What is the time frame to have a quality product available for use

OPERATION & MANAGEMENT PLAN
Describe key management backgrounds and strengths
Include management resumes
Projected Employment Plan at the end of the 2nd year (Form enclosed)
(Optional) Organizational Chart

FINANCIAL PLAN (Assumption sheets required)
The financial plan exhibits should be in standard accounting format. An accounting
professional (CPA) is recommended.
Industry standard statements should be obtained and referenced in building the
financial plan exhibits for this enterprise (Inquire at trade organizations or Santee-
Lynches RDC).
The narrative for this section should only highlight and explain significant items in
the financial statement exhibits.
The projected financial exhibits must have a page of assumptions for the individual
headings. The Assumptions describe the methodology used in each line item.

Balance Sheet (Projected)

U The initial Balance Sheet exhibit should show the use of funds to acquire
assets, and the debt incurred and equity contributed, as of the opening day of
business. For an existing business, use of funds (etc.) would be added to the
most recent interim financial statement.

U The subsequent projected Balance Sheet exhibits are built from the results of
projected operations (Income/Expense) at year end. Balance Sheets are
required for each fiscal year end.

Income Statement (Projected)

U New and existing businesses should provide the first 12 months of operations
in a monthly format that includes the start-up volume and time to achieve
normal volume and any seasonality that exists.

U At least one additional year of Income Statements should be provided. The
second year may be monthly or quarterly.

Cash flow statement (Projected)

U Cash flow reflects the timing of cash inflows and outflows based on credit
policies, trade terms, debt repayment, and other balance sheet changes. The
statement is particularly valuable in identifying the correct amount of working
capital required to support the growth of the enterprise. Please see line 9 of
the “Proposed Use of Funds”.

The cash flow exhibits should follow the same periods as the Income
Statement.

EXECUTIVE SUMMARY
Now is the time to think of a short summary of what is important in the Business
Plan that has just been completed. You will write only one or two paragraphs about
the plan and move it to the beginning of the document where it will serve as an
introduction to the contents to follow.




O -
0e® o  31-60 days
“i\k Over 60 days
®° Total

o

C}(\e Material cost

o®

)
o)

Sa.mpre

EXHIBIT VI-B 7‘101"”7 .

* Cowmpulerized

114;‘«* ;S
5’;5, 2

Month: 3

Pro Forma Cash Flow Analysis

Sales:
Sales No. 1

Sales No. 2

Less returns

TOTAL SALES

Cash Receipts:
é\\% 0- 30 dZVS

Disbursements:

Labor

Management

Payroll tax

Benefits

Advertsing
Auto expense

Contributions

Charge cards

Dues

Freight
Insurance

Legal/acct.

Office supplies

Shop supplies
Travel

Telephone

Utilities

Repairs

Tax/license

Rent/lease

Other expense

Principal pmt

Interest pmt.

Add inventory

Equipment
Fixmures

Other assets

Income taxes

Total

NET CASH FLOW
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e
o™




REGIONAL DEVELOPMENT CORPORATION

Business Resource Links

www.santeelynchescog.org

www.Ssba.gov

www.scbusinessinitiative.org

WWW.SCmMep.org

WWW.SCOre.orq

www.sciway.net

WWWw.Ssccommerce.com

Santee-Lynches Regional Council of Governments, and
Regional Development Corporation (RDC). Loan
Application and Business Utilities for RDC loans in the
4-county region of Clarendon, Kershaw, Lee and Sumter.

U.S. Small Business Administration. Starting, Financing
and Managing your business. Business plan samples
and helpful links. Workshops and training for business
owners. Microsoft Excel financial spreadsheets and
more. Also, PDF download the Personal Financial
Statement form 413.

South Carolina Business Initiative (SCBI) and Women'’s
Business Center. Supported by SBA and affiliated with
South Carolina Manufacturing Extension Partnership

(SCMEP). Provide business skills assistance to emerging
and established businesses.

South Carolina Manufacturing Extension Partnership:
Coaching and improving South Carolina companies to
improve their competitiveness, performance and
profitability.

Service Corp. of Retired Executives, "Counselors to
America's Small Business". One-on-one meetings with
retired business executives to provide guidance on a
wide range of business topics.

South Carolina Information Highway. Good resource for
everything related to South Carolina including
government, lodging, and other useful information.

South Carolina "Resource Guide for Businesses" in .pdf
format
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http://www.sccommerce.com/

REGIONAL DEVELOPMENT CORPORATION

Business Assistance Resources:
Santee-Lynches Region

Orangeburg:
SBDC, SC State University
John W. Goodwin, Regional Director
300 College Street, Belcher Hall Suite 353
Campus PO Box 7176
Orangeburg, SC 29117
B: 803-533-3964
Fax: 803-536-8066

email: jgoodwin@scsu.edu

Sumter:
SBDC, USC Sumter
James B. (Jim) Giffin, MBA, Consultant
200 Miller Road, Room 212
Sumter, SC 29150
B: 803-938-3833
Fax: 803-938-3835
email: giffinj@uscsumter.edu
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Bookkeeping Systems:

Excellent electronic systems-BIG learning curve. Need to have this skill
BEFORE opening your business or HIRE a skilled technician/CPA.
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Good manual systems-SMALL learning curve-works very much like a
check book. Includes instructions and Filing Dates for tax forms.
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SIMPLIFIED WEEKLY
BOOKKEEPING
RECORD
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