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DESCRIPTION 
There’s a reason this course has been the top-rated elective for over a decade. The independent business market is your 
most profitable segment, and every bank wants access to it. For decades, true differentiation has been elusive—until now. 
This is not traditional credit analysis; the strategic perspective developed will be exceedingly valuable to all bankers—from 
HR, Marketing, to Operations—as well as to seasoned lenders. 
 
This elective course will examine the financing needs and challenges of closely-held businesses—with an emphasis on 
both balancing credit risk with business development objectives in the “new normal” lending environment and creating real 
differentiation in the business community. 
 
Today’s restrictive credit environment creates unlimited opportunity for those banks able to “view the cup as half-full.”; but 
how to connect and offer real value to a reduced number of bankable businesses? 
 
The course will provide a unique perspective in terms of utilizing core financial concepts to accomplish business 
development goals—while concurrently focusing on the tools and information necessary to advise and deal with non- 
financially oriented owners or managers of businesses generally up to $30 million in sales. 
 
Topics covered in this course include: 

• Practical, "short cut"—yet sophisticated—financial analysis for bankers with credit, marketing, or 
business development responsibilities / identification of credit and non-credit needs. 

• Application of unique tools to improve cash flow, profitability, and bankability—the “Roadmap,” the “Cup,” and 
the “Gap.” 

• Financing considerations for fixed assets, seasonal expansion/contraction, and growth. 
• Application of cash flow concepts to repayment ability and debt structure 
• Methods to improve communication with closely-held business owners, focusing on conveying 

financial concepts/products in non-technical terms. 
• How to put sophisticated financial concepts and tools in a “plain-English,” intuitive manner that improves 

both communication and performance. 
 

PURPOSE 
This course is strongly oriented to practical aspects of working with customers regarding: financial position; projecting 
financial needs and problem-solving through cash flow planning; analysis of the firm's financial needs and requirements for 
growth; financing patterns; structuring debt; and obtaining sound loan proposals from the customer. You might say: 
“developing business by building a better business owner – as well as a “bank ready” client.” 
 
The goal of the course is to increase the banker's ability to deal effectively with closely-held business owners...and the 
financial requirements of owner-managed enterprises. The beauty of this course is that you can actually deliver these 
same powerful tools directly to your business customers/prospects. 
 
To summarize, you might describe this course this way: “Finance is the medium, but communication is the message.” This 
is finance like you’ve never seen it before! 
 
OBJECTIVES 
After successfully completing this course, students will be able to: 

• Understand how banks/bankers can effectively differentiate themselves in the business market — by focusing 
on the real needs of business owners/managers. 

• More accurately determine financing needs and repayment ability of business borrowers. 
• Communicate concepts of "cash flow" to their customers and prospects, and to referral sources like CPA's 

and attorneys. 
• More appropriately structure debt, and identify three different methods to finance growth businesses. 
• Fine tune analysis techniques for seasonal borrowers. 
• Utilize methods of financial analysis as a relationship-building tool. 

 
FEATURES 
Presentation methods include lecture/discussion, as well as take-home reference material. Short illustrative case 
examples are used to emphasize teaching points and provide insight to industry needs/differences. "Real life" case 
examples are used to provide relevant background stories to make the material interesting and applicable. The 
“genius” of this course is simplicity in format combined with sophistication in application. 


	DESCRIPTION
	PURPOSE
	OBJECTIVES
	FEATURES

