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ACE distinguishes itself from
other lenders with its post-
loan Business Advisory
Services (BAS). This service is
specifically designed to assist
and support loan clients to
strengthen their operations,
achieve growth, and improve
organizational sustainability
by delivering up-to-date
counseling, training, and
technical assistance in all
aspects of small business
management with an
emphasis on strengthening
their financial acumen.
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ACCESSs TO CAPITAL FOR ENTREPRENEURS

This assistance consists of
one-on-one coaching and
mentoring as well as self-
guided online learning on
topics including finance,
marketing, management,
accounting, credit building
and more. The services aid
clients in expanding rainy day
cash flow strategies, pivoting
business models, or scaling up
new models of operations to
meet customer needs,
respond to a shock, or
maintain/generate jobs and
revenue.

We achieve this by building a
strong relationship with our
borrowers, understanding
their goals, assessing their
needs and strengths; and
matching those borrowers to
our team of internal Business
Advisors who are experienced
subject matter experts that
provide high quality
consulting and training.
Obtaining counseling early on
can be the determining factor
that helps businesses reach
success and grow to scale.




MEET THE FINANCIAL ADVISORS

MS. CORINA
ADKINSON

Entrepreneur,
Expertise with Accounting,
Bookkeeping, Cash Flow
Strategist, Analyze Operating
Efficiencies, & Revenue
Generation Guidance

MR. GLENN
BACHMAN

Serial Entrepreneur Professional,
Angel Investor, Build A
Sustainable Business, Grow Your
Revenues, Improve Profit,
Potential Financial Review & Plan

DR. JUAN COLON

Entrepreneur, Business
Turnaround,
Feasibility Studies,
Financial Analysis, Strategic
Planning & Investments,

MS. ANA MAAG

Business Management,
Marketing Strategist,

Food Service Industry Expert,
Community Outreach within the
Latin Community,
Focused on assisting Start Ups in
South GA region
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UPDATES

SALESFORCE INITIATE PROSPERITY IMPLEMENTATION

Increasing technologies within
Salesforce — Creating BAS
Workflow

GOAL:
MANAGE INCREASED BAS
CAPACITY

Re-establish Integration to Target Date — JAN 2026
Salesforce

GOAL: GOAL:

Increased TA hours and capture BASTEAMWILL BEGIN
Salesforce reporting on Initiate ~ UTILIZING A UNIFORMED BAS
usage FLOW APPROACH



Navigating the A=~

Changing Business ACCESS TO CAPITAL
Landscape

FOR ENTREPRENEURS

Business & Financial Review to
Improve Performance

Cash Flow Analysis
Prepare for a New Loan

Bookkeeping Recommendations

CONTACTUS™

Corina Adkinson @ 706-809-0568
Business Financial Advisor @ adkinson@aceloans.org




BUSINESS
: SERVICES

ACE’s Relief, Recovery and Reinvention Program

The goal is to provide you with 15 hours of business advising services in a period of 6 months right after
your loan closing. You will be assigned a financial consultant who will help you assess the current
financial situation of your business, address current challenges, and draft a tangible plan of short term
and long-term steps that will help you recover and maintain strong growth. All of this from a financial
scope of work.

As you start working with a consultant subcontracted by ACE to provide business advice, you agree to
the following:

e You can use up to 2.5 hours per month meeting with the consultant assigned to you, where at
least 1 hour should be a face-to-face session (virtual or in person).

We aim for personalized coaching sessions, in an environment where both client and consultant
can feel safe. Below the types of meetings accepted by the program:

o Virtual (Recommended): Virtual meetings conducted via a laptop or desktop computer
to facilitate the transfer of documents. Phones and tablets do not produce same results.
Please inform us ahead of time if this is an issue.

In person (Accepted but not encouraged): If both consultant and client feel safe and
choose to meet in person, meetings can take place at a location where you both agree.

You agree to provide the consultant with your business’ financial documents 48 hours prior to
your initial meeting, giving time for a financial assessment to take place.

Due to the tight schedule, there is not much room for re-scheduling of meetings. Please inform
your consultant and copy ACE Program Manager ahead of time if you need to re-schedule. Try
as much as possible to re-schedule within the same month.

You will be given access to our online platform /nitiate. This platform reports the time spent
by each user. You can leverage the time you spend on the platform to count towards your
monthly goal as long as it doesn’t exceed 1.5 hour per month.




Business Advisory Services (BAS)

On-Boarding Agreement and Client Self-
Assessment

As a client of ACE, you have much more at your fingertips than the funds we loan you. With our
Business Advisory Services (BAS), ACE offers resources tailored specifically to your needs to help
you build a sustainable enterprise. Our services are provided on an individual basis and at no
additional cost to you. We can help you with several aspects of your business, including financial
management, general accounting, and strategic planning to name a few.

Please provide the following information to help us identify your needs.

Customer Name: Client

Business Name:ASC. LLC

Email: ABCLLC@123.com

Please check all that apply below on the areas that are most critical for your business
today:

Cash Flow Management

(W] Understanding Financial Reports
Bookkeeping and General Accounting
Budgeting

[ ] cOVvID19 Resources

[_] Business Strategy

[ ] Business Development

[ ] Other (Please specify.

By signing this document, you authorize ACE to enroll you in their free online platform
Initiate, and access BAS services and resources.

WS

Signature
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Hello Client,

CO ngratu latiO NSon successfully closing your loan with _! I

Great News! Your company (_) has been officially assigned to me (Corina Adkinsom as your ACE Business Advisor.
+ Visitthe ACE website and learn more about my department: Business AdViSOI’V Services

Based upon your attached ACE Client Self-Assessment Form completed during the loan closing. Inoticed you checked off wanting assistance with increasing your knowledge in areas such as

Let's plan to meet and discuss some additional FREE resources available to your company as an ACE post loan client via the Initiate Prosperity website.

Inaddition, we can discuss your company’s business and financial goals as 2025 is coming quickly to an end. Along with forecasting 2026 business projections.

Select link below to schedule a day and time that works best for you.

Best Regards,
Corina Adkinson
Business Financial Advisor
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KEY PARTNERS

Who will supply you with the necessary
products or materials to perform
services for your customers? Will you
need outside help o handle necessary
Lasks you can't manage on your own
fe.g. bookkeeping, web development.
cieaning)? List all the key partners you
can think of in this section

COST STRUCTURE

What costs are included in runniing your business? Inlude regular, fixed costs (such 3s monthly rent for office
space, utilities, etc.), plus any other expenses you may need to pay In order to generate sales (like inventory, raw

materlals, and marketing costs, for example)

KEY ACTIVITIES

What services will your business offer. or

VALUE PROPOSITION
Why would customers buy from you? Wiat
roblems do they face that you can solve?

what products wil you sell
You should ask yourself: “What core
activitios do we need to do to make sure
our business model works*

KEY RESOURCES
Connect your key activities to the
resources that make them possible.
What is required to carry out those key
activities? Consider: human resources
(ie..mare employees), financial, and
physical resources (i, office space or
special equipment)

‘Why would they want to do business with your
company in particular, as opposed Lo one of your
competitors? State what solution you're offering
o customers, and why that solution is better than
those offered by other businesses in your market.

BUSINESS MODEL CANVAS

CUSTOMER
RELATIONSHIPS

CUSTOMER SEGMENTS

Define which customers are most.

Haow will 1

Haw will you stay connected? For
Instance, will the relationship typically
begin face-to-ace, over the phone,
or via online chat? Wil you grow the
relationship via follow-up calls, emals,
of other channels

DISTRIBUTION
CHANNELS

What are the different ways you'll be
able to reach your customers? Which
channels will your target customers.
typicaly use? Consider direct (your
website, slore front, soclal media
‘accounts) and indirect ifetal or
wholesale partner).

REVENUE STREAM

willing to pay for your affering? How much is your product or service worth to them? Be

What are your customers
o

Y3 you tal

the solutions yo:
Who are you solving a problem for?

In revenue. such as product sales, subscription fees, etc.




Cash Flow Example ~inttiate

Mar-22

CASH ON HAMND (|

CASH RECEIPTS
Cash Sales

190 000

Collections on Accounts Receivable 55_000

Loar Proceeds 10,000
Churner Contributions o
Cither o
TOTAL CASH RECEIPTS

255,000

CASH PAID OUT

Furchases - Cost of Goods Saold
Pavrall Expense [incl. taxes)
Advertising

In=urance

Br S e e e e
belaimterarce

PAdesting Expenses

kderchant # Credit Card Frocessing Fees
Office Supplies

Churners' “wWithdrawal

Packitg ! Shipping

Frofessional ! Legal

Savings ! Reserves

Fent

Taxes - Sales

Taxes - State ! Federal ! Oither
Techrology

Trawvel

Ltilities:

whiehsite

Cithver

Cithver

Cither

TOTAL CASH PAID OUT

CASH ON HAMND [end of month)




~initiate Profit & Loss

Construction Company

Prior Perlod Increase [Decrease)
O7/01/XX to 09/30/XX O7/01/XX 10 09/30/%%

SALES
Product/Service 1... 11,685.00 2,311.00
Product/Service 2 22,11100 2,889.00
Product/Senvice 3 ... 3,899.00 4,101.00
Other Sales 20200 157.00

TOTAL REVENUES 37,502.00 9,498.00

COST OF GOODS SOLD
Product/Service 1. 3,506.70 25330
Product/Service 2 11,055.50 1,844.50
Product/Service 3 1,555.60 1,640.40
Salaries-Direct 1,76600 134.00
Payroll Taxes and Benefit-Diract 215.00 10.00
Depreciation-Direct -
Supplies 50.00
Other Direct Costs

TOTAL COST OF GOODS SOLD

GROSS PROFIT (LOSS)

'OPERATING EXPENSES
Advertising and Promotion
Automobile/Transportation
Bad Debts/Losses and Thefts
Bank Service Charges
Business Licenses and Permits
Charitable Contributions
Computer and Internet
Centinuing Education
Depreciation-ndirect
Dues and Subscriptions
Insurance
Meals and Entertainment
Merchant Account Fees
Miscellaneots Expense

Understanding your company’s profitability is e

vital to ensuring it will deliver necessary profits i S o s

and ultimately ensuring its success. e W

Subcontractor
Telephone
Travel
Utilities
Website Development
TOTAL OPERATING EXPENSES

OPERATING PROFIT (LOSS)

INTEREST (INCOME), EXPENSE & TAXES
Interest (Income)
Interest Expense
Income Tax Expense

TOTAL INTEREST (INCOME], EXPENSE & TAXES

NET INCOME (LOSS)
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ACCESS TO CAPITAL FOR ENTREPRENEURS

Customized Resources

QuickBooks Training
o
z Resources







