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Hello!
Introducing Mike Forney

Mike has been an SBA-sponsored small business counselor since 

2004. 

He sold his New Jersey-based commercial mortgage banking 

business to a national multi-family mortgage company in 2000, 

was then hired as their president and CEO, and helped take that 

company public in 2001.

He retired to Steamboat Springs in 2003 and moved to Fort 

Collins in 2017.

He was a general aviation pilot for more than 50 years and is an 

active children’s storyteller today. 



“1. One-minute introductions

2. Recap Business Plan 101

3. Business Plan “Lite”

4. Traditional Business Plan

5. Where’s the money?

6. Where’s the resources?

7. Wrap Up

8. Evaluations 
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Our Agenda Today
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What’s your business/idea?

➢ ____________________

➢ ____________________

➢ ____________________

➢ ____________________
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Make sure we cover this:

➢ ____________________

➢ ____________________

➢ ____________________

➢ ____________________
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A business plan:

• Validates a business idea

• Proves you know what you’re doing

• Creates financing opportunities

• Manages the business

• Sets up steps for growth and eventual sale
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Business Plan “Lite”
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The Basics

Define the Business

What is your product or service?

What are your benefits (outcomes)?

What customers will pay for it?

Who else is providing it?
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What’s your core value?

• What do people “get from you?

• Outcomes

• Relief (Pain Points)

• Why are you different or better?

• Price?

• Quality?

• Service?
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The Management

What’s your background? 

Experience

Accomplishments

Credit worthiness

What resources do you have?

Assets

Co-Founders

Investors

Suppliers

Employees

Family members

How will the business function?
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Why you?

• Your personal and business assets
• Successful “outcomes”

• Credit score

• Financial capacity

• Business relationships

• Reputation

• Your competencies
• Passion 

• Work ethic

• Problem-solving

• Creativity

• Adaptability

• Communication

• Resilience 
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Key management resources

Partners

• Co-owners

• Investors

• Suppliers

• Distributors

• Clients

Professionals

• Lawyers

• Accountants

• Insurance agents

• Bankers

• Counselors
Advisors “Kitchen Cabinet”

• Immediate family

• Business associates

• Colleagues

• Informal “board” members

• SBDC consultants
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Selling the “goods”

• Who are my customers?

– Customer profile

• What drives their purchase

– Need? Price? Loyalty?

• What is my message?

– Value proposition

• How do I reach them?

– Social media?  Direct?   Referral?

• Who is my competition?

– How am I better?
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The Numbers

How much cash do you have?

How much cash do you need to start?

How much cash do you need until profitable?

How realistic are your operating projections?
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Realistic projections

Revenues

Expenses

Profit (Loss)

Cash Position
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Traditional business plan

• Lender/investor driven

• Extensive narration

• Detailed.  Comprehensive

– Service or product line(s)

– Market analysis

– Organization and management

– Sales strategies

– Financial needs (Short and long-term)

– Extensive financial projections and reports
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I. Executive Summary

• The business idea (Why!)
• Outcomes
• Goals
• Market
• Competition
• Management
• Financial projections

II.  Company Description

• Mission (Reason for being)
• Vision (Long-term outlook)
• Goals
• Target market
• Legal Structure
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III.  Products and Services

• Benefits, features and solutions

• Creation, piece parts and delivery

• Competitive advantage

• Pricing and profit margin
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IV. Marketing Plan

• Market research

• Challenges and barriers

• Risks and opportunities

• Features and benefits

• Primary customers

• Key competitors

• Brand/positioning

• Advertising plan

• Budget

• Pricing

• Fulfillment/distribution

• Sales forecast
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V. Operational plan

• Production

• Quality control

• Physical location

• Legal requirements

• Personnel

• Inventory

• Suppliers

• Credit policies

VI.  Management & Organization

• Owner(s) and key employees
• Advisors
• Roles and responsibilities
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VII. Startup expenses &

capitalization

• Capital investment
• Source of funds (initial)
• Sources of fund (operating) 

• Inventory
• Fixed expenses
• Contingency reserve
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VIII.  Financial Plan-Projections
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VIII.  Financial Plan-Cash Flow
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Break….
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Where’s the money?
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Banks and Credit Unions

• Generally lower interest rates

• Require good credit (700+ FICO score)

• Demand personal guarantees

• Interested in full service “relationships”
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Five “C’s” of credit

• CAPACITY (Why? What? How?)

• COLLATERAL (Personal assets)

• CREDIT (FICO rating; Character)

• CAPITAL (“Skin in the game.”)

• CIRCUMSTANCES/Conditions 
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Applying for a loan

New business projections

• Income statements 1-3 yrs

• Cash flow statements 1 yr

• Balance sheets 1-3 yrs

Existing business statements
• Balance sheets (last 3 yrs)

• Income (last 3 yrs)

• Cash flow (12 months

Lender requirements
• Current personal financials

• Prior year tax return

• Review of projected ratios
• Liquidity
• Leverage
• Operating
• Profitability
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SBA BACKED FUNDING - COMMERCIAL LENDERS

https://www.sba.gov/funding-programs/loans/lender-match-connects-you-lenders
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Colorado Housing and Finance Authority
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HTTPS://WWW.SBA.GOV/FUNDING-

PROGRAMS/LOANS/MICROLOANS/LIST-

MICROLENDERS

Community and Micro-Lenders

• Lower credit requirements

• Fewer personal assets

• Lower loan proceeds

• Higher interest rates

• Relationship to lender’s “mission



“

34

• New and existing businesses
* No access to traditional loans

• Covid 19 impacted business

• Businesses in underserved areas
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Equity Sources

• Personal assets

• Family and friends

• Crowd Funding

• Angel Investors

• Venture Capital

• Source of advice/support

• Some investor control

• Ownership diluted

• More difficult to obtain
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• Official Colorado State association

• $50,000-$3.25M

• Seed and early-stage startups

• Five active funds 

https://oedit.colorado.gov/venture-capital-authority

Venture Capital Investor & 
Angel Investor in Colorado

• Investors by location

• By industries

• By investment stages

• By location

• By market

https://angelmatch.io/investors/by-location/colorado

Equity Investors
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https://startupcolorado.org/resource-center/funding-database

• Loans
• Venture Capital
• Grants
• Revenue-sharing
• Crowd-funding
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Grants

Foundation and Federal Grants
• Nonprofits
• Small businesses
• Individuals

https://www.grantwatch.com

For non-profits, targeted 

community programs

Government-funded programs and projects
• Search for grants
• Grant policies
• Granting agencies

Innovation Research and Technology

https://grants.gov

https://www.sbir.gov
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Resources

Amada Simental
Business & Nonprofit Librarian

970-818-8035
asimental@poudrelibraries.org

Harmony Library at
Front Range Community College

4618 South Shields Street
Fort Collins, Colorado 80525 
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https://coloradobusinessresourcebook.com/

(English and Spanish versions)

https://coloradobusinessresourcebook.com/
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WWW.LARIMERSBDC.ORG
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https://larimersbdc.org/what-we-do/consulting/
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https://larimersbdc.org/consultants/
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https://larimersbdc.org/consultants/
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Today’s Review

Business Plans

* ”Lite”

* Traditional

Where’s the money?
*Loans

*Investors

*Grants

Where’s the help?

* Colorado OEDIT

*  SBDC

* Poudre Library



Questions?



Who we are & what we do
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High Quality 

Training

Free 

Confidential 

Consulting

Connection 

to Resources

www.LarimerSBDC.org www.score.org
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Thank you!
Please tell your business friends to 

find us at www.larimersbdc.org

Follow Larimer SBDC on social media for upcoming events, 
daily updates, small business tips and insights…



The End
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