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THE SEDD MISSION AND HISTORY

THE SEDD ORGANIZATION AND MISSION

Sierra Economic Development District is a non profit corporation, established in 1969 to
stimulate and manage economic growth in the four county region including EIl Dorado, Placer,
Nevada and Sierra counties. SEDD works under a board of directors that consists of a total of
nine elected city and county officials and seven private sector representatives

SEDD’s mission is to alleviate unemployment and under employment by expanding industrial
resource, and small business development while preserving the quality of life in the Sierra Nevada
foothills.

SEDD BACKGROUND AND HISTORY

In July 1969, the counties of EI Dorado, Placer, Nevada and Sierra signed a joint powers
agreement creating a multi-county agency to foster economic development within the counties.
One year later the organization, known as the Sierra Economic Development District, or SEDD,
was officially designated as a development district by the Economic Development Administration
(EDA), as agency of the United States Department of Commerce. With this designation, the
District became eligible for federal assistance in planning and implementing economic growth
programs.

Funding for the administration of SEDD is provided by the federal government in form of
planning grants from the Economic Development Administration, with matching funds from
local jurisdictions. Incorporated cities are included in SEDD’s membership. Additional funds
come in the form of project specific grants from other federal and state agencies.

SEDD became active in regional lending by supporting local jurisdictions Community
Development Block Grant Economic Development Loan Programs. SEDD initiated the
proposals to the State of California Housing and Community Development Department and
when funded, initiated the community based lending programs to targeted business owners.

In 1999, SEDD applied to the U.S. Small Business Administration (SBA) to become an
intermediary in the SBA Micro Loan Program. The application was approved and the program
commenced in September 1999. SEDD has entered into a second round of funding with the
SBA and continues the program in conjunction with the Sierra College Small Business
Development Center, the program serves seven counties, from El Dorado, Placer, Nevada, Sierra,
Plumas, Lassen to Modoc.

The Micro Loan program provides pre loan training, the loan program with loans from $1,000 to
$35,000 and post loan technical assistance. Guiding the small business owners in all aspects of
business management and operations. SEDD encourages development of local businesses for
job creation, self-sufficiency and self-employment.




THE SEDD MICRO LOAN PROGRAM FOR ENTREPRENEURS

THE PROGRAM

SEDD established the Micro Loan Program in 1999 to better serve the district and the adjoining
counties. The loan program is meant to provide capital for start up and expansion for the small
business activity not served by traditional lenders. Loans may be provided in conjunction with
other financing, however cannot exceed a 2:1 leverage ratio. The SBA Micro Loan program keys
not only on credit but includes one on one counsel and guidance. This technical assistance
combination is necessary to provide the highest opportunity for success. With technical
assistance on a regular basis, SEDD can guide the business owner in management, marketing and
financial matters, while striving to see the business succeed and grow. With performance, these
businesses can then enter more traditional avenues for credit and growth.

USE OF LOAN PROCEEDS

Micro loan funds may be used for working capital or to purchase inventory, supplies, furniture,
fixtures, machinery and/or equipment. These funds may not be used to purchase real estate,
or, with limited exceptions, to refinance existing debts.

Funds can be utilized in conjunction with other financing when the SBA micro loan is
leveraged no more than two to one for project funding.

CREDIT REQUIREMENTS

Micro Loan applicants must meet the credit requirements of SEDD. Generally, however,
applicants will be expected to demonstrate;

1. Good Character
2. A Strong Commitment to their business.
3. A Credit History that demonstrates a assurance that the loan will be repaid.

In addition, applicants should have some demonstrated management expertise or be willing to
participate in training designed to strengthen management and operational skills.

ELIGIBILITY REQUIREMENTS

Virtually any type of for-profit small business is eligible for the Micro Loan Program. The form
of business, whether a proprietorship, partnership, LLC or corporation, is not a determining factor. It
must, however, meet the SBA'’s size standards at the time of application. Generally, borrowers applying
for this type of loan will fall well within these standards.

Financial data necessary to support the loan request may involve both historical and projected
business operations as well as overall project data required by SEDD or other lenders. Good
business practices will be encouraged and monitored through regular technical assistance by
SEDD staff or other appropriate advisors.



THE SEDD LOAN SIZE AND STANDARDS

LoANS FROM $1,000 TO $35,000

Businesses may borrow from $1,000 to $35,000 and have up to six years to repay the loan. A
business may borrow again when the first loan is paid in full.

COLLATERAL REQUIREMENTS

As with credit standards, collateral requirements are set by SEDD. In most cases, loans are expected to
be fully collateralized by equipment, contracts, inventory or other business property. In some cases, real
estate equity will be required. Personal guaranties will always be required.

INTEREST RATES AND TERMS

Interest rates will be fixed for the term of the loan. Rates will be 10 to 12% depending on the size and
complexity of the loan transaction. Fees for the loan will include all out of pocket expenses and a
technical assistance contribution annually.

APPLYING FOR A LOAN

Applications are available from the SEDD website, www.sedd.org or SEDD will mail you a
package for your completion. After review, additional information may be required to support
your application. If you have questions about the loan program or the information required,
contact us for details. SEDD offers classroom based business preparation courses and one on
one counsel to assist your preparation. When the application is complete, deliver the loan kit to
SEDD and we will respond within the week with any questions or information needed.

THE APPROVAL PROCESS

SEDD relies on a Loan Advisory Board (LAB) to make the loan decision; the application is
summarized and presented to the LAB along with client data, including business plans to present
the overall business and personal situation. A consensus or majority vote determines the SEDD
action. The decision is communicated to the applicant by letter within 24 hours, approvals may
include term and conditions to be met and declines often involve the areas needed to better
present or prepare for the program. All applicants are eligible for ongoing training and technical
assistance.



COVER SHEET

This is simply a sheet of paper with the name and address of the business, the name of the
owner(s), and contact information such as, telephone number, fax number (if any) and e-
mail address (if any). You should also type or stamp the word CONFIDENTIAL on the
bottom left hand corner of the page.

STATEMENT OF PURPOSE

Tell the reader exactly why you wrote the plan. “The company is seeking a loan in the
amount of $ to be used to purchase as part of an expansion (or
start up) of the company’s dry cleaning business.” This sentence can be used as your
opening line on your Executive Summary if it is short enough.

EXECUTI VE SUMMARY

This is your most important section of the business plan. It should be written last because
you'll be pulling the best of information from the other sections to create highlights of your
plan. This is the only section where you'll be able to share your vision of the business, tell
why you're the person or team to implement the plan, and ~ why you will be successful .
If your executive summary doesn’t capture the attention of your reader, he or she may never
read the nuts and bolts of the rest of your plan. Try not to go over two pages unless you
have some extraordinary information that needs to be shown.

TABLE OF CONTENTS

This is simply the sections of the business plan (the outline) listed with the page numbers
after each section to make it easier for people to turn to specific places in the plan.

THE BUSINESS

Description of the Business

This section describes your business and the industry you're in. It should include the current
status of the business (start-up, existing, acquisition), the business structure (sole-proprietor,
partnership, limited liability company corporation) and the ownership structure (Are you the
only owner? If not, list all owners and their percentage ownership in the business.)

Location and hours of the business

Where is your business located and what hours will you be opened?

If location is important to the business, explain the advantages and the benefits of the
location (foot traffic; closeness to highways.)

Products and Services

Tell the reader about the products and services that your business provides. The reader
should be able to easily understand your business. Tell which of your products are most
profitable and which have special or unique features.

Marketing Analysis and Competition

This section is one of the most important. You must demonstrate that you are
knowledgeable not only about your business but also the industry in general. First, describe
the industry and any trends in the industry. You will need to research this info in trade



publications, on the Internet, or from your experience. Secondly, discuss your target
customers. Who are they? Who'll be most likely to buy from you? Thirdly, what is the size of
your market area and how many potential customers do you think are in it. Lastly, identify
your competitors, explain why you are better or how you are different, and tell why you
think their customers will do business with you.

Marketing Plan

Now that you've identified your market, you need to explain how you can get these
customers to buy from you. Write about how you will reach these customers. Will you use
advertising brochures that you send to them (direct mail)? Will you use radio, telemarketing,
newspapers, e-commerce, or something else? How much will it cost? How many customers
you think you'll be able to reach? Are there special customers (niche markets) that you're
looking to reach? Will this advertising reach them?

Management and Personnel

A business is only as strong as the people running it. You need to show who will be running
the business, their qualifications (background and experience), and their responsibilities.
Include the resumes of owners and key personnel. If you have other employees, list their
responsibilities and cost to you. You will also want to include those professionals who will be
helping you. Attorneys, Accountants, Counselors, etc. are people that you should identify as
part of your team.

THE FINANCIAL DATA

This is the most important part of your business plan. This section will show how your
business is going to perform. This can be the most difficult part of your plan to do well. If
you are so inclined, you can have your accountant help you do this (but the key word is help.
You must understand the financial aspects of your business to be successful). It takes a lot of
thought about your business and honest evaluation of your sales and expenses. The finished
product will show you whether you'll have enough money to run your business and whether
you can make enough money to make a living. Remember ; don't let this section overwhelm
you. You can do it.

Sources and Uses of Funds

This section is brief, you simply list where monies are coming from to fund the project or
start-up of the business (“Sources”) and how you will spend the Sources to complete the
Project or start up the business (“Uses”). Use the following chart as a guide (your chart may
be very different). The totals of both sides must be equal . Working Capital is the money
you have left over after totaling all of the specific Uses and subtracting that total from the
Sources total. The Working Capital number will be used in month 1 of your Cash Flow
Budget Worksheet.



Sources : Uses:

Cash from business and owner Remodel Space

Investor Contribution Equipment

Loan Proceeds Rent Deposit

Utilities Deposit

&+ RdRTIR

Total Office Supplies

Initial Inventory

Other (Identify)

Working Capital

&+ B R R B R B B H

Total

Pro-Forma Income Projections (profit and loss statement)

This section requires you to project (estimate) future sales/income and expenses based on the
business plan going forward. Existing businesses can use their historical financial
information as a starting point to project future sales and expenses. If you are a start-up, you
won't have any prior numbers to work from. You'll have to give your best estimates on what
they will be. You have to be realistic. Do some research to support your estimates. Get
quotes for expense items to make sure your estimates are reasonable. This is a guideline for
your business's ability to be profitable. The business may not show profitability in its' first
year. However, it should be profitable within a reasonable amount of time or it may be
showing you that the business can't support you. Use the attached Projected Profit and Loss
Worksheet to help you calculate your first year. Other years do not need to be broken down
month by month. They can be done in a single column listing the same categories that were
used on the worksheet.

Pro-Forma Cash Flow Projections

This section is the most important for you. (Its' importance can't be stressed enough). Cash
Flow Projections tell you whether you'll have enough cash to allow your business to continue
running during the critical beginning stages or heavy growth stages. The government
estimates that most small businesses that file for bankruptcy are actually profitable when they
file. These businesses just run out of money needed to run day-to-day operations. Use the
attached Cash Flow Budget Worksheet to calculate your cash flow. Since there are
technically no sales in your first month of business (there are sales but they don't get
registered until month number two), you'll start Month 1 Beginning Cash Balance with the
Working Capital amount you calculated in the Sources & Uses Section. Add the appropriate
expenses underneath and you'll be able to calculate how much money will be left for the start
of month two. Remember, you'll have to buy inventory or materials to replace what you sold
in the previous month, so that amount will have to be plugged into the next month. Keep
doing each month's calculation until you finish the first year. Each month you'll take the
Available Cash Balance and subtract all the expenses from it, which will give you the
Beginning Cash Balance for the next month. This tells you if you have enough cash on hand
to keep your business running smoothly.




Break -even Analysis

This section will show you what level of sales will be needed so that you're making is enough
to cover all your fixed expenses. This will tell you at what point you start to produce profits.
It requires you to determine two numbers. The first is your fixed cost. These are expenses
you must pay every month regardless of your sales volume. Fixed costs include rent,
insurance, interest, office supplies, maintenance fees, administrative costs, etc. Total your
Fixed Costs and divide the total by your Average Gross Profit Margin. Simply put, your
Gross Profit is the amount of profit you make on a sale. The Gross Profit Margin is your
Gross Profit shown as a percentage of your total sales. For example, you sell an item for
$25.00. The item cost you $15.00.Your Gross Profit is $10.00 ($25.00 sale minus $15.00
cost). Your Gross Profit Margin is calculated by dividing Gross Profits by Sales Price. In this

example, the Gross Profit Margin is 40% ($10 , $25). Your Average Gross Profit Margin is
the average estimated gross Profit Margin on all sales of all products. This is also expressed as
a percentage. Now that you know your Fixed Costs and your Average Gross Profit Margin,
you can complete your break-even analysis. The formula is follows:

Fixed Costs
------------------ = Break-even Point
Profit Margin

For example, if you have $1000 per month in Fixed Cost and your Average Gross Profit
Margin is 40%, then your Break-even point would be $1000 divided by .40 or $2500. This
means that you have to sell $2500.00 to break even for the month.

Financial Assumptions

This section explains how you came up with the numbers you used in your financial
projections. The numbers that you are using can't be just made up. They must come from
your research. Any part of the financial projections that is not obvious to the reader should
be explained.

Here are some examples of assumptions you may make when creating financial projections.

GROSS SALES - Projected sales are based on the sale of 20 (product) per week at $63 each
as my research (copy enclosed) has indicated. The sales are projected from industry research
in markets with my demographic size.

COST of GOODS SOLD -The cost of goods sold is based on a 60% markup on inventory.
PAYROLL - Payroll expense is calculated by the owners salary of $24,000 and 3 part time
people working 15 hours a week at $7.00 per hour.

At the end of your assumptions, discuss the potential risks that your business could face (new
technologies, new competitors, etc.) and how you plan to deal with it.

Supporting Documents

This section should contain any other relevant information regarding your business.
Incorporation papers, owner resumes and any letters of recommendation, copies of leases or
contracts, owners personal financial statements, two years of owners tax returns, or anything
else to support your business plan.



Projected Profit and Loss

Year

Pre Start Up

Month 1

Month 2

Month 3

Month 4

Month 5

Month 6

Month 7

Month 8

Month 9

Month 10

Month 11

Month 12

Totals

Revenues

Cash Sales

Credit Sales

Other Income

Total Revenues

Product Expenses

COGS

Gross Profit Margin

Operating Expenses

Advertising

Auto and Truck expenses

Commissions and Fees

Depreciation, Depletion

Employee Benefits

Insurance

Interest

Legal and Professional

Office Expenses

Rent and Lease Expenses

Repairs and Maintenance

Supplies

Taxes and licenses

Travel and Meals

Entertainment

Utilities

Wages, employees

Other expenses

Total Op Expenses

Net Profit Margin

Owner Compensation

Net Profit for Business




THE SEDD MICRO LOAN APPLICATION KIT

THE APPLICATION

The SEDD application kit is enclosed in this package and available online at www.sedd.org. The
material required differs depending on whether you are a start up or an existing business. The
information required of individuals does not change. Depending on the needs of your business,
additional information may be required. You should anticipate additional information requests
within one week of your application submission.

Complete the application with as much detail as possible, there may be sections of the application
that do not apply until you begin or obtain approval, such as actual address of the business. This
is understandable and you may provide conceptual locations or data that can be considered in

your request. If you are uncertain about the information required contact SEDD for clarification.



Business Micro Loan Application Kit

Start up businesses will require a business plan
and ownership financial data to submit your
application for consideration. Community
resources are available to guide you in this
process, contact your local Small Business
Development Center office for free assistance.

Existing businesses must present historical
financial data to support your request and may
need projections concerning expansion and/or
business growth plans when future income is
required to demonstrate payment capacity.
SBDC assistance may be valuable in any
planned expansion or forecasting methods.

Business planning and forecasting assistance available through:

For businesses in Modoc, Lassen, Plumas, Sierra, Nevada and Placer Counties:
Sierra College SBDC, 560 Wall Street, Suite D, Auburn, CA 95603

phone 530-885-5488 fax 530-823-2831

For businesses in El Dorado County:
Greater Sacramento SBDC, 1410 Ethan Way, Sacramento, CA 95825

phone 916-563-3210 fax 916-563-3266

If you have questions concerning the program and qualifications contact:

Sierra Economic Development District
560 Wall Street, Suite F  Auburn, CA 95603
ph 530-823-4703  fx 530-823-4142



Sierra Economic Development District
560 Wall Street, Suite F  Auburn, CA 95603
ph 530-823-4703  fx 530-823-4142 Business Loan Application

Applicant Name

Company Information

Company Name Phone
Address City State Zip
Type of Business Date Established

Type of Entity (Check One) [ | Corporation [ | Partnership [ ]JLLC[ | Proprietorship

Company Ownership and Management

Name Title % or Ownership
Name Title % or Ownership
Name Title % or Ownership
Name Title % or Ownership

Project Request

Loan Amount Site Location

Use of Funds Sources of Funds
Leasehold Improvements $ Applicant’s Equity $
Machinery & Equipment $ Bank Financing $
Vehicles $ Private Lender $
Working Capital $ Micro Loan $
Inventory/Supplies $

Other $ Other $

Collateral Available
Describe real estate, vehicles, or business assets, which may be pledged to support your request.

Applicant Signature Date Signed



Sierra Economic Development District

Loan Information Requirements

Applicant Personal Financial Data
Current personal financial statement, (form enclosed)
Previous two years complete personal tax returns for all owners

Personal monthly budget, (form enclosed)

Start Up Business Data

Business Plan describing management, marketing, operations, funding,
financial projections.

Site location and expenses associated with initial operations.
Existing Business Financial Data
Previous three years or all business tax returns, include all schedules.

List of monthly business payments for outstanding contracts, loans
lines of credit, leases and rents.

Current interim financial statement, which includes a balance sheet
and profit and loss, data should be as recent as 90 days of application.



Sierra Economic Development District

Authorization to Release Information

I/We hereby authorize the release to Sierra Economic Development District of any and
all information they may require at any time for any purpose related t our credit
transaction with them. 1/We further authorize Sierra Economic Development District to
release such information to any entity they deem necessary for any purpose related to

our credit transaction with them.

I/We hereby certify that the enclosed information (plus any attachments or exhibits) is

valid and correct to the best of my/our knowledge.

Signature of Applicant

Signature of Spouse

Name of Applicant

Name of Spouse

Social Security Number

Social Security Number

Date of Birth

Residence Address

Date of Birth

Previous Residence Address

Street

Street

City, State, Zip

Name of Business or Corporation

Business Address

Street

City, State, Zip

City, State, Zip



Sierra Economic Development District

Personal Budget Needs as of

Name

CURRENT MONTHLY INCOME

Salary or Wages

Spousal Salary or Wages

Owner Draw

Rental Income

Interest Income

Other

Other

TOTAL MONTHLY INCOME

CURRENT MONTHLY EXPENSES

Rent/Mortgage Payment

Auto Loan

Installment Payments
Credit Lines/Cards

Utilities and Phone

Insurance

Food

Clothing

Child Care

Other

Other

TOTAL MONTHLY EXPENSES

SPENDABLE INCOME

(Total Income-Total Expenses)
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U.S. SMALL BUSINESS ADMINISTRATION

PERSONAL FINANCIAL STATEMENT

As of

, 19

Complete this form for: (1) each proprietor, or (2) each limited partner who owns 20% or more interest and each general partner, or (3) each stockholder owning
20% or more of voting stock, or (4) any person or entity providing a guaranty on the loan.

Name

Business Phone

Residence Address

Residence Phone

City, State, & Zip Code

Business Name of Applicant/Borrower

ASSETS

LIABILITIES

(Omit Cents) (Omit Cents)

Cashonhands &inBanks . ____...._ ... __. $ Accounts Payable . .. .. .. ... ... __....__.... $

Savings Accounts_ . . ... .. ..... $ Notes Payable to Banks and Others _ . _ . _ ... ... _. $

IRA or Other Retirement Account .~~~ $ (Describe in Section 2)

Accounts & Notes Receivable $ Installment Account (Auto) .~~~ $

Life Insurance-Cash Surrender Value Only $ Mo. Payments $

(Complete Section 8) Installment Account (Other) $

StocksandBonds - - - - .- $ Mo. Payments $

(Describe in Section 3) Loan on Life Insurance - . ... ... ... _.... $
Real EState . - - - o ooooeee $ Mortgages on Real Estate _ ... ..........._._. $
(Describe in Section 4) (Describe in Section 4)

Automobile-Present Value_ . ... _ ... __ ... .. $ Unpaid Taxes .. . ... $

Other Personal Property_ . _ .. _ .. _______.__. $ (Describe in Section 6)

(Describe in Section 5) Other Liabilites _ ... $

Other Assets . _ .. ... ... $ (Describe in Section 7)

(Describe in Section 5) Total Liabilities- - - - - - -« < - o oo o $
NetWorth - - - ... $
Total $ Total $

Section 1.  Source of Income Contingent Liabilities

Salary - ... $ As Endorser or Co-Maker _ _ . __ ... _____..__. $

Net Investment Income _ . . _ . _ ... _ ... .. ... $ Legal Claims & Judgments _ . _ . _ ... _ ... ._._._. $

Real Estate Income . _ . $ Provision for Federal Income Tax_ __ .. __ $

Other Income (Describe below)* . .. $ Other Special Debt . ... ... $

Description of Other Income in Section 1.

*Alimony or child support payments need not be disclosed in "Other Income" unless it is desired to have such payments counted toward total income.
(Use attachments if necessary. Each attachment must be identified as a part of
this statement and signed.)

Name and Address of Noteholdr() S S v e

SBA Form 413 (2-94) Use 5-91 Edition until stock is exhausted. Ref: SOP 50-10 and 50-30

This form was electronically produced by Elite Federal Forms, Inc.
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Section 3.

. Market Value Date of
Number of Shares Name of Securities Cost Quotation/Exchange | Quotation/Exchange Total Value

Section 4. (List each parcel separately. Use attachment if necessary. Each attachment must be identified as a part
of this statement and signed.)
Property A Property B Property C

Type of Property

Address

Date Purchased

Original Cost

Present Market Value

Name &
Address of Mortgage Holder

Mortgage Account Number

Mortgage Balance

Amount of Payment per Month/Year

Status of Mortgage

Section 5 (Describe, and if any is pledged as security, state name and address of lien holder, amount of lien, terms
) of payment and if delinquent, describe delinquency)

Section 6. Unpaid Taxes. (Describe in detalil, as to type, to whom payable, when due, amount, and to what property, if any, a tax lien attaches.)

Section 7. Other Liabilities.  (Describe in detail.)

Section 8. Life Insurance Held. (Give face amount and cash surrender value of policies - name of insurance company and beneficiaries)

| authorize SBA/Lender to make inquiries as necessary to verify the accuracy of the statements made and to determine my creditworthiness. | certify the above
and the statements contained in the attachments are true and accurate as of the stated date(s). These statements are made for the purpose of either obtaining
a loan or guaranteeing a loan. | understand FALSE statements may result in forfeiture of benefits and possible prosecution by the U.S. Attorney General
(Reference 18 U.S.C. 1001).

Signature: Date: Social Security Number:
Signature: Date: Social Security Number:
PLEASE NOTE: The estimated average burden hours for the completion of this form is 1.5 hours per response. If you have questions or comments

concerning this estimate or any other aspect of this information, please contact Chief, Administrative Branch, U.S. Small Business
Administration, Washington, D.C. 20416, and Clearance Officer, Paper Reduction Project (3245-0188), Office of Management and Budget,
Washington, D.C. 20503.






