CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

WIN MORE! Learn to Approach & Convert

MORE Profitable Contracting Opportunities
BONUS: ACCESS TO CAPITAL!

GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

A GOVERNSS

wh
. —,'-j.' MINURITY & SMALL BUSINESS OUTREACH SUMMIT
NOVEMBER 19,2024 HILTON INNER HARBOR & i

center....
Howard County Economic Development Autherity

8:00AM - 5:00PM A01W. PRATT STREET, BALTIMORE, MD 21201
Think about....Write down...Share:

What is your definition of “success?”

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




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

MINORITY & SMALL BUSINESS OUTREACH SUMVIT

Success Triangle

DALE CARNEGIE® “85%”
TRAINING

People. Performance. Profits. A t ti t_l l de (PQ)

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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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

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 e

Why Most Small

that does that technical work usinses Do
are two totally different things! MIGHAELE, GERBER

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

CEO Coza_@jgggg\pw.maryIandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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N
MI ﬁ RIT Y & SMALL BUSINESS OUTREACH SUMMIT

Becoming Rich is Simple...

PR

1. Follow those Spending Money
2. Solve Known Problem Better, Faster, Cheaper

i N \P()l 1~()N 'fj

3. Communicate Their Way, Not Yours w

o

..It’s Just Hard Work

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

o Strategic Business Growth to Win More! (Part 1) N
SBDC Create Systemized Plan to Earn More e
(61% MORE MONEY Yearly) S A

qensiz,
Selo

Us. small Business
Administration

Class #1: Look Beyond the Crises & Open D.0.0.R.S to Make Money - RECORDING
PRESENTATION FOR CLASS 1
WORKSHEETS 1 & 2 in Word

RESOURCES MENTIONED IN CLASS 1:

*  Apollo 13 Movie CLIP - Square Peg in a Round Hole
Video: The E-Myth Revisited by Michael E Gerber | Animated Book Summary
Patch Adams Movie CLIP-How Many Finger Do You See
Earl Nightingale Reveals The Secrets In Think & Grow Rich

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

ADDITIONAL RESOURCES FOR CLASS 1:
E-Myth — Book Summary.
E-Myth — Entire Book
Video: Dennis Kimbro and Daniel Ally on Think and Grow Rich
Video: Dennis Kimbro -Think and Grow Rich - A Black Choice
Video: The Science Of (Law Of Attraction)
Video: Think and Grow Rich for Women Summan
Think And Grow Rich - Full Audio Book
Think and Grow Rich - Summary Animated
ZigZiglar Evaluate Where You Are
Zig Ziglar - Goal Setting

Class #2: Increase Profits 61% Year Over Year (AFTER "NEW" BASE YEAR) - RECORDING (45
Minutes) Additional Videos Totaling 15 Minutes:

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

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

ADDITIONAL RESOURCES FOR CLASS 2:

o Guide toSelling a Your Small Business — Full Book

Class #3: Strategic Execution: Getting the MOST Profitable Things Done - RECORDING
(30 Minutes) Additional Videos Totaling 30 Minutes:

Brief Video Overview of 4 Disciplines of Execution

Video Summary of the Book "4 Disciplines of Executior

Video of Discipline 4: WIG Meeting

PRESENTATION
WORKSHEET 5
RESOURCES MENTIONED IN CLASS 3:

Summary of the Book "4 Disciplines of Execution!

Entire Section 1 of Book “4 Disciplines of Execution

IONAL RESOURCES FOR CLASS 3.

+ ement in Excel
WORKSHEETS 14-18 - Growth System in Exce!
WORKSHEET 19 - Loan Summary 2 Pages in Word

RESOURCES MENTIONED IN CLASS 4:

e Private Equity Recapitalizations: Selling Your Business Twice

Class #5: Leverage Resources: Maximize Profits in a Changing Economy - RECORDING
(2/37/22 Wabinar with BWI/MAA)
PRESENTATION FROM 2/17/22 WEBINAR WITH BWI/MAA

ADOITIONAL RESOURCES FOR CLASS 5

ZY28 (Principals for Success)

t/gim/ady/insight

NOR

‘& SMALL BUSINESS OUTREACH SUMMIT]

www.marvlandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

“It’s not just what you know, it’s also

you know. ”

Social Copiol‘

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

Becoming Rich is Simple...

‘%Iﬁ_v DALE CARNEGIE “QFE 0/
TRAINING 80/0

BRI Attitude e 1. Follow those Spending Money
Roslo sy 2. Solve Known Problem Better, Faster, Cheaper a3
ommuiicallon SXi1ls e 3. Communicate Their Way, Not Yours o B

...It’s Just Hard Work

“15%” - Artitude (IQ)

Technical (Industry) | Business (Ownership)

Source: Carnegie Foundation & Studied by Harvard & Stanford
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

“It’s not just what you know, it’s also

who you know. ”

e+

Social Copiol‘

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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“What is the difference between
making contacts and having

contracts?

Ja R = Relationship”™

Socml A0 ITC]|
BUILDERS

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



S Networking ~ .

V‘ The process of making connections with SCES

V'é individuals, organizations, and institutions within a "5
network. &

“The opportunity cost of networking is lost social

capital.”
-Edward DeJesus

@)

Social Capital Building 6,
Q

The consistent act of building, measuring and o)

maintaining valuable relationships with a z@
select group of network members with the goal B
of mutual economic and social wellbeing.

..................
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

“Social Capital

Social = Building Relationships
Capital = Money

=~ Social Capital is Building
FIEZMA . Relationships for Money

Social Capital Refers To Building Relationships That Can Lead To Financial Benefits”

CEO Coaching: www.marylandsbhdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
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What You Who You

Know Know

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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WIN MORE!
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Art

Subjective of Now
Expression & Exploration
Telling a Story

CEO Coaching: www.marylandsbdc.org/accelerator

GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

Science

* Objective (Facts) of Now
e Evidence from Studies/Tests
* Theoretical

Find YOUR SBDC: www.marylandsbdc.org/locations
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s ’2 GOVERNSRR'S g
z @: % MINORITY & SMALL BUSINESS OUTREACH SUMMIT]
e Tl Crian®

WIN MORE!

shutterstock com - 168224546
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SOVERNERR'S

i\ﬂlﬁﬂhlﬂ & SMALL BUSINESS OUTREACH SUMMIT

WIN MORE!

shutterstock.com « 2369019901

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
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“Planned, Managed Growth”

“Diverse, Centered Relationships”

e+

Social Copiol‘

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




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

“Only Can Improve What is
Measured...and Can Only Measure a
Number”

4"\ “Measuring Who People Know
Soalpl’rolﬁ NOt Only What They Knowll

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNERR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

In-Bound (Active) Out-Bound (Passive)

They are
*Your target audience

They are
°I[n the market and

actively seeking *Able to buy your

products or services, if
their window of
opportunity is open

*Researching,
investigating, and
buying

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Webinar (Recording): Best

Practices in Sales/Business
[T Development to FIND & WIN
macasxm 1o  CONTRACTS!...with Sandler

| ) | RIDEABIKE Training
0 ATASEMINAR

THE
SANDLER SALES INSTITUTE’S
7-STEP SYSTEM

|

L.L.S.T.E.N

2\

Social Capital®

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Accelerator(uldrAdinierathionécliones rRdvioke Rénluait@dA/éN.MORE & SELL!

No sales because | am Communicating...Wrong...

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 - Not Enough

Stand Out
From Your B — VANAGEMENT
Competition

CEO Coaching: www.marylandsbhdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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| Ny
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Fran®

Acer

Sandler Sales Submarine

2\

Social Capital® ©
Sandler

Training

Bonging Up-front

Decision Fulfillment | Post-sell
Contracts

Rapport

9X Pipeline

15X Suspects "
Opportunities

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
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CEO Coaching: www.marylandsbhdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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25%
Federal
DoD
Prime
Product A

North

25%
Local
Communication
2" Sub
Product C
East

CEO Coaching: www.marylandsbdc.org/accelerator

25%
State
STEM
15t Sub
Product B

South

25%
Private
Transportation
3" Sub
Product D
West

Find YOUR SBDC: www.marylandsbdc.org/locations

COVERNERS
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

SOCIAL CAPITAL

Relationship with Contracting Opportunities
3 Roles - Individual(s) Organization - Agency Level:

Program Director / Project Officer/ User * Current Active Buying

SCORE: 1-6 SCORE: 1-6

Contracting Officer / Legal Department " Immediate Past Active Buying

SCORE: 1-6 SCORE 1-6

Small Business/Supplier Diversity * Immediate Future Passive Buying

SCORE: 1-6 SCORE 1-6
Social SCORE 3-18 Capital SCORE 3-18

Social + Capital = Total Score for Pipeline (6-36)
A =Top 15% B = Middle 45% C= Bottom 40%

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNS*R'S
MINORITY & SMALL BUSINESS OUTREACH SUMVIT

Sandler Sales Submarine

2\

Social Capital® 1S¢
Sandler

Training

Bong(‘iing Up-front

Decision Fulfillment | Post-sell
Contracts

Rapport

9X Pipeline

15X Suspects "
Opportunities

|

L.I.S.T.E.N

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUVIMIT

"We have two ears
and one mouth

so that we can
listen twice as much

as we speak.”

Epictetus
Greek philosopher
c. AD 55-135

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

4 \/ehicles
3 Months
9 Exposures

Baby Boomers Generation Xs Millennials Generation Z

3 Vehicles 4 Vehicles 4 Vehicles 4 Vehicles
3 Months 3 Months 3 Months 3 Months
7 Exposures 9 Exposures 13 Exposures 19 Exposures

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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MINORITY & SMALL BUSINESS OUTREACH SUMMT

Examples Activities :

Anchoring
Signaling
Compassion
Assistance
Reciprocity
Trust
Information

N

Social Capital®

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

Set Goals 1-2% Increase Naturally

Measure 1-2% Increase Naturally

2-4% Increase Naturally
Break Down into Small Pieces
for Impact

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNERR'S
mNUhITY & SMALL BUSINESS OUTREACH SUMMIT

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 ~ o
i GEOG RAPHIC from What to How > Q R?;;map
. PSYCHOGRAPHIC Baseline St:rt

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNESR'S
MINHhITY & SMALL BUSINESS OUTREACH SUMMIT

Goal: 10 Contracts for S200K Revenue

Suspects: (15X): 150 Contracts for S3M in 4 Areas

Pipeline (9x) of Prospects (A&B): 90 $1.8M in 2-3 Areas
No-Go

Proposals/Bids Submitted: 40 for S800K

PWIN: 25% “

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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: " - GOVERNR'S ‘
z /@ MINORITY & SMALL BUSINESS OUTREACH SUMMIT]
mertatbaion ssonc Fan®

Acer

Sandler Sales Submarine

2\

Social Capital® 1S¢
Sandler

Training

Bonging Up-front
Rapport Contracts

Collect
4 [
15X Suspects > CASH

L.I.S.T.E.N Presentation

Pain Budget Decision Fulfillment

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Allagash Pursuit Process Steps - Page 1 (Pre-development)

Forward SOW/ SO0
or PWS and Bid no
Bid document to
Business
Development Lead

Completes Bid no

Locztes Opportunity Bid Document

identify Partners
and begin

development of

NDA and other
agreement

MNominate Proposal
Manager
Forvard BNB and
SOW to iIRB

8id no 8id?

Business Development

IRB Reviews
Opportunity and
documentation

Execute NDAs and
Assign Proposal TAs and any other
Manager partnening

agreements

Develop Proposal | Conduct Kick Off
Schedule Meeting

Develop o | Submit Questions to
Compliance Matrix Government

Develop Win Thems

Proposal
Manager

o | Make changes as
7| required by reviews

Proposal Team

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Allagash Pursuit Process Steps - Page 2 (Proposal Development)

Writing Team

Gold Team

Write Initial Draft

_’

Proof Initial Draft

Submit Initial Draft Write Gold Team WritePerfs and
to Pink Team Write Smoath Draft HAal Uoument > Uuals

Develop Changes to
Initial Draftrcof
Initial Draft

Develop Changes to
Rough Draft

Create Pricing
Model

Assemble final
volumes |, I, 11l and

v

Conduct final
executive review Deliver to Client
(Gold Team)

CEO Coaching: www.marylandsbdc.org/accelerator

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

TRANSPACIFIC
COMMUNICATIONS
BRIDGING CULTURES

Certifications
8(a) Certifie
SAM Registered
Annual Revenue L
Code: 3U9VE

s
neutralization c

ional and Management

Demonstrate You are in
that 1% having BOTH
Profitability &

Graphic Design Services
Administrative & General

Human Resources Consulting
Management Consulting

Development in the S

Sustainability = B

Marketing Research & Public Opin

Polling

Convention and Trade Show
Organi

611630 Language Scho

611699 AlL Other M
Instructions

611710

Line of Credit &
Bonding Capacity on
Capability Statement

CEO Coaching: www.marylandsbdc.org/accelerator

Capabilities Statement

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

Management Consulting Services

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

Culturally-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
o cations |

More Value to WIN MORE & SELL!

/ER

RNESRS
MINﬁRITY & SMALL BUSINESS OUTREACH SUMMIT

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

m * usDa

— MILLENNIUM —/_

+ Translation and Interpretation
« Diversity, Equity, Inclusion and Accessibilty (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

~ ﬁ
G Cooske a }\)‘N\?‘

i Flagstar
@) Fannie Mae \.llsfm (@ e woro san

Microsoft T

o
Unived Way wsun

= a AvalonBay SIRM

Contact Us

TransPacific Communications | wwwirapac.net
9 | dottie@trapac.net

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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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

Business Value

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 Coza_@jgggg\pw.maryIandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

Profitability (Money) — 5 Drivers

Sustainability (Time) — 5 Align - 18 area

CEO Coza_@jgggg\pw.maryIandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

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 Coza_@jgggg\pw.maryIandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

GOVERNS*R'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

Underwriter’s View

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 Cog@gygg\pw.maryIandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

Profitability (Money) — 5 Drivers

Sustainability (Time) — 5 Align - 18 area

CEO Coza_@jgggg\pw.maryIandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

GOVERNZER'S
‘NE‘I\NUHITV & SMALL BUSINESS OUTREACH SUMMIT

)3

“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




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

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



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

THE GOLD & SILVER EXCHANGE LLC

EXCHANTEGE

Company Information:

Legal Name: The Gold & Silver Exchange LLC
Address: 8186 Main Street, Oneonta NY 13820
Web: www.goldandceinechangelle.co

Phone: 607-342-2696

Email: bgoldburg@goldandsilverexchange.co
EIN: 27-5727977

Date Established: October 2018

Ownership

Current Owners: Brenda Gomez 100%

To Hire: Full-Time Assistant (Year 3) Owner

Experi Project Management (30 years); Diamond
Grading Certified Gemological Institute of America 1994

Personal Financials
Total Net Worth: §8,063 (SBA Form 413)

Credit Score: 638 (VantageScore)

Collateral Summary

Descnptlon: The Gold & Silver Exchange [LC is a
licensed precious metal dealer that has the opportunity to increase
the volume of wholesale purchases of gold, silver, and platinum
transactions from less than $15,000 to $89,000 monthly by the end
of year 3, thanks to a capital injection. By the end of year 2, the
company needs to hire an experienced assistant and begin 12 retail
events that would coincide with Oneonta events. Despite having
limited marketing with only 7 contacts per week, the company has
to turn away or delay 50% of all requests by people to sell their
gold for cash as it can only do 20 transactions per month, each
valued at $487. Since 2018, the company has operated 355 days per
yeat, purchasing old jewelry, coins, flatware, dental gold, and
diamonds from primarily senior citizens for a cash purchase at melt
value and selling to area precious metal dealers (Tier 1) for less than
2160% markup value. However, COVID restrictions and the
illness/death of the owner's brother have led to lower numbers in
2019, The company owns inventory outright (after holding it for 18
days as required by NY State law) which allows for higher marpins
compared to traditional retail stores that finance or take a memo of
inventory. As the company needs to turn inventory over quickly for
cash (within an average of 21 days), it can only sell to Tier 1 clients
With the ability to acquire more metals and hold that inventory for
an average of 54 days, the company can sell directly to national
refineries (due to the soaring demand - soutce Bloomberg com)
and during the monthly Oneonta events (Tier 2 dlients) for a
markup greater than 161%. Inflationary/recessionary indicators
create the need for families to have cash, and stay-at-home policies
for senior citizens result in a pent-up demand to sell their precious
metals. With additional cash profits, the company can expand its
operations and sell to Tier 3 clients (retail at the current location) at
a markup greater than 172%. However, financial projections do not
indude Tier 3 transactions. According to the 2021 Big Survey
results, jewelry retail is expected to have their "best ever” or "better
than average' sales, making it a once-in-a-decade year for sales

Collateral

Prior
Liens

Commercial Property 40 40

Inventory (6 Months) $125,000 §25,000

The owner has never been
involved in bankruptey or

Equipment & Signage $0 $0

insolvency proceedings. There are

Ovmers’ Personal Property | $260,000 | $208000

no pending lawsuits; not under

$232,000

Total Market Value $257,000

indictment, parole or probation.

Less: Pror Liens

$232,000

Net Collateral Value $25,000

Market Value: Personal Property (80% Value); Inventory (20% Value)

CEO Coaching: www.marylandsbdc.org/accelerator

Current Request

Company Information
Description
Owners & Team (Inside
Experience)

Personal Financials & Collateral
Pledged +

Owner’s Character

Project Uses (Past, Current,
Future)

Revenue Sources

Historical & Projected Financials
Professional Team (Outside

Experience)

Worksheet 19

GOVER

MINORITY & SMALL BUSINESS OUTREACH SUMMIT]

USES

Building & Improvements $0
$125,000
Working Capital $5,000

Inventory
TOTAL USES: $130,000

SOURCES

1 fd Yo wiihe @ posikion rview for Gald
and Con Excchange beavuse ngy asorl and
I decdt with thene o sevenal oca s -
and each and evegy nee ey nore Yinn
dngpressed s4s with Yy borowdedze,
@urtoss semice and homesty. They broke
down ewepythéng we meded o losow 10 we
el saft when dealing with thens - T
reomoscend hene 1o aoyome looksng o sell
pld, shoer, and platinsere. - Shelly H. —
Hartwick, NY

Golid @7 Cain Escchnge exxcveded gy exqpeciations 8y offiring 3 0% neore ash than any otixr

Owner Investment: $5,000

@mgpedong meendiant (for ney platnsene and siboer) Thyy huaoe a swooth and sficiont queraion and I

will defortely e back whes s Kine o sell more piknserd Thantes agan! —

Loans: $125,000
New Equity Investors $0

Melissa N.- Albany, NY

Great conpany. Grea semvia, Weil secomomnded, they made nee o all cash offer for my okd g elyy,

that was fo good 1o rifice. 101 paid YEAHM! — Alan F. — Bingharaton, NY

TOTAL SOURCES: $130,000

Year1 Year 2
Prospective Sellers 1,218 1,340
Sellers 195 236
Avg, Purchased/Seller $879 $966
Avg Trans/Seller RND) 211 195
Purchases / Inventory ~ $362,080 $445,233
Avg Mark-Up (RND) 161.3% 163.9%
Revenue $584,000 $729,890

Year 3
1,473
285
$1,063
212
$641,458
166.7%

$1,069,007

Year4
1,621
345
$1,169
229
$924,723
169.5%
$1,567,327

Year 5 Year6
1,783 1,962
418 506
$1,286 $1,415
2.92 321
$1,567,327  $2,295,72
171.9% 175.1%
$2,693,677  $4,020,494

Historical Financials & Projections (Created by Emami Business Services)
Projections: 5 years of financing at 12% (interest, points & fees) & 4% origination fee. Seek a better offer.

2019 2020 2021

-A 2022

Yearl

Year 2 Year3 Year 4

‘Total Revenue $378,669 | $173,783 | $366,219

$125,858

$584,000

$729,890 |$1,069,097[$ 1,567,327

Gross Profit $97,853 | $21557 | $130,207

$47.810

$221,920

$284,657 | $365,639 | $578,124

Net Income $34,934 $2 $49 944

$42,458

$38,609

$93,530 [ $138,177 | $293,253

Debt Expense $0 $0 $0

$0

$18,955

311494 | $8719 | $5594

Minimal Owner Comp. | $34,934 $0 $49 944

$28,839

$48,000

$50,400 | $52,920 | $55566

‘Total Assets $12,000 | $12,000 | $12,000

$16,705

$149,198

$220,855 | $334,385 | $599,965

‘Total Liabilities $0 30 $0

$0

$105,589.

$83,716 | $59,068 | $31,295

Cash on Hand $5,526 | $2068 | $9,563

$191

$24,198

$95,855 | $209,385 | $474965

Professional Services:

Precision Metal Dealer License (NY): 379
Certificate for Weighing & Measuring (NY): 9348757
Professional Association: Gemologcal Instinte of Amenia
(GILA) graduate & alumni member

Current Bank of Business: Truist

Business Lawyer: Clemens & Mayer

Business Accountant: Emami Business Services
Insurance Agency: Cooperstown Mutual
Business Training: NOVA Hispanic American
Chamber of Commerce’s CEO Bootcamp Revenue
Accelerator

Sapie Ohamsuca Rurpesas Ol - Adwned foe NOV.A Hispme Amncas Comaber ef Ceammeree © Cepyngbied 24 Al Righis Rexreed Loy Wi - Buldiog 2 Suazaful Busmcss by Exme, LLC

Find YOUR SBDC: www.marylandsbdc.org/locations




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

RS
Y & SMALL BUSINESS OUTREACH SUMMIT]

Current Request

] USES
Description: . CO m pa ny | nfo rmation Building & Lyproverments

Inventory

Company Information: . D e S C rl pt | O n Working Capital

TOTAL USES:

Tegal Name:

Address: 1

e . Owners & Team (Inside
hone:

Email: Owner Investment:

ECIN:

Dee Evabished Experience)

SOURCES

New Equity Investors

O rshi . .
. . Personal Financials & Collateral ToTAL SOURCES

To Hire:
Experience:

Yearl

Targeted

Pledged + T

. . Customers
Personal Financials Avg $/Trans
Avg #/Yr

B SRR . Owner’s Character

Collateral Summa . Historical Financials & Projections (Created by XXXXXXX)
v 7. Project Uses (Past, Current, et il tock sl

2021 2022 2023 YID Year1l | Year2 | Year3
Market 2024

Collateral Value Reve
Future)

: @ Vont - % The owner has never been ECLI'ECO"IC
nventory (6 Months 0 0 : : ebt Exp.
T ) involved in bankruptey or it

Tiquipment & Signage ] $a § insolvency proceedings. ‘There are . Reve n u e S O u rce S Owner Comp

no pending lawsuits; not under j[‘otal Assets
e s Total Liabilities
indictment, parole or probation.

" . Historical & Projected Financials B

Less: Prior Liens $0 Cash on Iland

Commercial Property § $0

Qwners’ Personal Property ) $0

Net Collateral Value $0

Professional Team (Outside Professional Services:

Professional Certifications: Business Lawyer:
Advisors: Business Accountant:

EX p e ri e n C e ) Insurance Agency:

Worksheet 19

Market Value:

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




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

o Strategic Business Growth to Win More! (Part 1) N
SBDC Create Systemized Plan to Earn More e
(61% MORE MONEY Yearly) S A

qensiz,
Selo

Us. small Business
Administration

Class #1: Look Beyond the Crises & Open D.0.0.R.S to Make Money - RECORDING
PRESENTATION FOR CLASS 1
WORKSHEETS 1 & 2 in Word

RESOURCES MENTIONED IN CLASS 1:

*  Apollo 13 Movie CLIP - Square Peg in a Round Hole
Video: The E-Myth Revisited by Michael E Gerber | Animated Book Summary
Patch Adams Movie CLIP-How Many Finger Do You See
Earl Nightingale Reveals The Secrets In Think & Grow Rich

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

ADDITIONAL RESOURCES FOR CLASS 1:
E-Myth — Book Summary.
E-Myth — Entire Book
Video: Dennis Kimbro and Daniel Ally on Think and Grow Rich
Video: Dennis Kimbro -Think and Grow Rich - A Black Choice
Video: The Science Of (Law Of Attraction)
Video: Think and Grow Rich for Women Summan
Think And Grow Rich - Full Audio Book
Think and Grow Rich - Summary Animated
ZigZiglar Evaluate Where You Are
Zig Ziglar - Goal Setting

Class #2: Increase Profits 61% Year Over Year (AFTER "NEW" BASE YEAR) - RECORDING (45
Minutes) Additional Videos Totaling 15 Minutes:

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

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

ADDITIONAL RESOURCES FOR CLASS 2:

o Guide toSelling a Your Small Business — Full Book

Class #3: Strategic Execution: Getting the MOST Profitable Things Done - RECORDING
(30 Minutes) Additional Videos Totaling 30 Minutes:

Brief Video Overview of 4 Disciplines of Execution

Video Summary of the Book "4 Disciplines of Executior

Video of Discipline 4: WIG Meeting

PRESENTATION
WORKSHEET 5
RESOURCES MENTIONED IN CLASS 3:

Summary of the Book "4 Disciplines of Execution!

Entire Section 1 of Book “4 Disciplines of Execution

IONAL RESOURCES FOR CLASS 3.

+ ement in Excel
WORKSHEETS 14-18 - Growth System in Exce!
WORKSHEET 19 - Loan Summary 2 Pages in Word

RESOURCES MENTIONED IN CLASS 4:

e Private Equity Recapitalizations: Selling Your Business Twice

Class #5: Leverage Resources: Maximize Profits in a Changing Economy - RECORDING
(2/37/22 Wabinar with BWI/MAA)
PRESENTATION FROM 2/17/22 WEBINAR WITH BWI/MAA

ADOITIONAL RESOURCES FOR CLASS 5

ZY28 (Principals for Success)

t/gim/ady/insight

NOR

‘& SMALL BUSINESS OUTREACH SUMMIT]

www.marvlandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Accelerator: More Time + More Money = Mo

AMERICATS

SBDC Business-to-Government (B2G):
‘ Best Practices in Sales/Business Development &
Access Opportunities (4 Part Series)

June 2, 2023: Best Practices in Sales/Business
Development to FIND & WIN CONTRACTS...with

Sandler Training — RECORDING SANDL-=R"
e PRESENTATION

e RESOURCES & EMAIL LINKS MENTIONED DURING
PRESENTATIONS

o Sandler Sales Academy: Abridged Version by University of Maryland SBDC’s CEO Accelerator-
Presented by Russell C. Teter lll, Certified Sandler Sales Trainer — Provided by The Neuberger Group
Sandler Download - Book: "Why Salespeople Fail... And What You Can Do About It!
Sandler — "DISC Assessment-Sample:"
Sandler — "Up-Front Contract Builder:"
Sandler — "Pre-Call Planner:"
Sandler — "Three Ways to Deliver an Effective Sales Presentation:"
Sandler - "Timeline Identifier”
Sandler — “The Presentation Creator”
Sandler - FREE OFFERS AND WHITE PAPERS — Click to Download e e
Sandler - YOUR ULTIMATE GUIDE TO THE NEXT EVOLUTION OF SALES — Click to Download for Free
Social Capital Building
v Edward: ed@socialcapitalbuilders.com
¥" Social Capital for Entrepreneurs — NEXT SESSION: https://www.mdinnovationcenter.com/brite/
State of Maryland Contracting: Eduardo: eduardo.hayden@maryland.gov
Federal Contracting Resources: Theo: theo@catapultbd.com
Financing:
Two-Page Loan Summary in Word (Addresses 95% of Underwriter's Questions
Two-Page Loan Summary with Sample (Addresses 95% of Underwriter's Questions
Article: Private Equity Recap - Selling Your Business Twice
Private Equity/Venture Capital/Angel Investing: Tim
Keffer Tim.Keffer@raymondjames.com PLUS Macro Economic Trends Reports

SANDL=R"

Sandler Sales Academy - 8 Sessions - Virtual Training — NEXT SESSION

NEUBERGER
& COMPANY

[ —

e Value to WIN MORE & SELL!

Access to Opportunities
Federal, State & Local Government
Contracting
TO WIN MORE! (4 Part Series)

PART 1: Tuesday, October 5, 2021: “Access to Opportunities: APG, State of
Maryland, and Local Government (Cecil/Harford Counties} - Win MORE!" —

RECORDING

» PRESENTATION
« RESQURCES & EMAIL LINKS MENTIONED DURING PRESENTATIONS
APG:
¥ Matt: matthew.w.casey2.civ@mail.mil
¥ David: david.o.christ.civ@army.mil

¥ APG related resources in Harford County (Karen): klholt@harfor dcountymd.gov
State Contracting:

v Eduardo: eduardo.hayden@maryland.gov
v Cristen: cristen.ervin@maryland.gov
Local Government:
¥ Harford: HCGProcurement2@harfordcountymd.gov
v Cecil: PurchasingOffice @ccgov.org
Northeastern Maryland University Research Park: Danny.DeMarinis@nemd-urp.org

16,000 STORIES enc ik
THIS WONT
{ 4 & WHAT DOESN'T

Z GOVCON L g
g @Q!ANT.S

GOVCON GIANTS - Podcast 132 GOVCON GIATES - Podcast 132

PART 2: Thursday, March 17, 2022: “Access to Oppartunities: NIH, Ft Detrick,
State of Maryland & i VIN MOREY" -
RECORDING

NTATON

EATIONEL: SURING PRESFATATIONS

G0

ecerr crnoumtes and
iratent

Lessons of What 10 00: - nding & Hidk g
.

WAR DOGS

Meade/nsa,

PART 3: Wednesday, June 8,
A " ~ RECORDING

NOR

‘& SMALL BUSINESS OUTREACH SUMMIT]

PART 4: Wednesday, Dctober 12, 2022: *Access ta Opports

& pr

MORE

RESENTATIONS

www.marvlandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations
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CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

GOVERNERR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT]

Create more
time-=to

generate more
money-to
buy more time

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




CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

Tuesday

COMMITMENT 1

[ COMMITMENT 1

COMMITMENT 2

CEO Coaching: www.marylandsbdc.org/accelerator

&

GOVERNESR'S
MINHhITY & SMALL BUSINESS OUTREACH SUMMIT

DALE CARNEGIE “85%”
TRAINING

People. Performance. Profits. A t tl tu de o

ommunication Skills «q)

“15%” - Agtitude (1Q)

Technical (Industry) | Business (Ownership)

Source: Carnegie Foundation & Studied by Harvard & Stanford

Find YOUR SBDC: www.marylandsbdc.org/locations







CEO Accelerator: More Time + More Money = More Value to WIN MORE & SELL!

WIN MORE! Learn to Approach & Convert

MORE Profitable Contracting Opportunities
BONUS: ACCESS TO CAPITAL!

GOVERNSRR'S
MINORITY & SMALL BUSINESS OUTREACH SUMMIT

A GOVERNSS

wh
. —,'-j.' MINURITY & SMALL BUSINESS OUTREACH SUMMIT
NOVEMBER 19,2024 HILTON INNER HARBOR & i

center....
Howard County Economic Development Autherity

8:00AM - 5:00PM 40T W.PRATT STREET, BALTIMORE, MD 21201

www.marylandsbdc.org/accelerator

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