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STRENGTHENING ACCESS TO CAPITAL FOR
MINORITY-OWNED SMALL BUSINESSES

FRIDAY, SEPTEMBER 14, 2018

UNITED STATES SENATE,
COMMITTEE ON SMALL BUSINESS
AND ENTREPRENEURSHIP,
Baltimore, MD.

The Committee met, pursuant to notice, at 10:04 a.m., at Morgan
State University Earl G. Graves School of Business and Manage-
ment, Martin D. Jenkins Hall, Behavioral Science Center, Room
514, 1600 Havenwood Road, Baltimore, Maryland, Hon. Ben
Cardin presiding.

Present: Senator Cardin.

OPENING STATEMENT OF HON. BENJAMIN L. CARDIN,
RANKING MEMBER, A U.S. SENATOR FROM MARYLAND

Senator CARDIN. Good morning, everyone. Let me thank you all
for being here.

Let me call to order the meeting of the Senate Small Business
and Entrepreneurship Committee in this field hearing at Morgan
State University, here in Baltimore. This is part of our oversight
function of the Small Business and Entrepreneurship Committee,
and today we will be talking about the source of capital for minor-
ity businesses. And I thank all the witnesses that are here.

I want to start by first acknowledging and thanking the leader-
ship of our Chairman, Senator Risch, who authorized this field
hearing. I serve as the lead Democrat on the Small Business Com-
mittee. Senator Risch is the Chairman. The two of us have worked
very closely together through this Congress, and we are very proud
that we have been able to produce several significant bills that
have become law, and we have worked together on oversight of the
SBA and small business. I particularly thank Senator Risch for his
cooperation and for allowing this Committee field hearing to take
place.

I want to acknowledge the staff that is here. From Senator
Risch’s office, we have Meredith West, Renee Bender, and J.R.
Walker; and our Chief Clerk of the Committee, Kathryn Eden.

I also want to acknowledge from the Democratic staff, we have
Sean Moore, Kevin Wheeler, Beth Bell, Olivia Nutter, Ellen Har-
rington, and Sean Bartlett.

On my staff, I want to thank Jerome Stevens. Whenever we are
at Morgan, Jerome is going to be here with me. He is an incredible
asset to our field operations as my outreach director, and I thank
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you. And Carleton Atkinson, who is my Maryland director, is also
with us today.

So we have a full staff that is with us. Steve Umberger is here,
who is the SBA director in the Baltimore office. He is also my
neighbor. We are both in the Bank of America building together,
and I thank Steve. He does a great job in reaching out, getting as
much input as we can and providing services to businesses. He was
on the ground immediately every time we have had a significant
crisis in our business community, Ellicott City being one that
stands out, the great work that the SBA office here did in helping
those businesses in Ellicott City.

Dr. Wilson will be with us shortly, and when he is here, I am
going to ask the witnesses if we will interrupt for a moment so I
can give him an opportunity. Dr. Wilson is the president at Morgan
State University. Morgan State University is very proud of the
work that they have done in leadership, innovation, and producing
great leaders in minority-owned businesses in our community.
There are several examples that we will be talking about today
that owe their roots to their education at Morgan State University.
So we are very, very pleased about that.

Again, I thank all the panelists. I thank the people that are here.

Let me just start, if I might. A friend of mine gave me this book
to read, “They Call Me Little Willie.” Now, for those of you who
know Baltimore, we are talking about Willie Adams. He was a leg-
end in our community, a person who was known as one of the great
leaders in the black community in Baltimore.

I mention Little Willie because it is very relevant to the topic we
are talking about today, access to capital by minority businesses,
and Little Willie, Willie Adams, came to Baltimore from the South.
He had virtually no education, but he was an entrepreneur. He had
a brilliant mind for business, and just about every legal avenue for
business was not available to him, coming to Baltimore in the
1940s.

So he decided the only way he could make some money was to
run numbers. He was good at it. I mean really good at it. He un-
derstood numbers, and he was able within a relatively short period
of time to establish the largest numbers business in Baltimore and
basically was able to get capital. And he used that capital to help
black entrepreneurship in Baltimore.

There are many, many examples, but probably the most promi-
nent would be Henry Parks and Ray Haysbert with Parks Sausage,
which was financed by Willie Adams to get started.

The other, which is known very well, is ANR with Theo Rodgers,
and the rest is sort of history.

Now, many think he did a much better job on the use of lottery
r}elvenues in the states, doing today, but we will not go through
that.

[Laughter.]

But it was the only avenue available to black entrepreneurs.

Now, we have come a long way since those days. We now have
financing options available to minority businesses and women-
owned businesses, but quite frankly, we still have a long way to go.

Many of you will recall this is my second term as Ranking Mem-
ber of the Small Business and Entrepreneurship Committee. For a
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brief period in 2015, I was the Ranking Democrat, and we held a
field hearing at Bowie State University in 2015, talking about the
barriers affecting minority-owned businesses.

As a result of that hearing, we did talk about the importance of
the Fee Waiver Program under the 7(a) and how that helped mi-
nority businesses. We also talked about the SBA Microloan Pro-
gram and its success rate in getting funds to small businesses, and
we looked at the challenge at that time of the baby boomers selling
their businesses and whether black entrepreneurs were going to be
able to deal with that. And we looked at employee-owned busi-
nesses and other opportunities that we thought would be relevant
in order to advance those issues.

Well, now I am Ranking Member of the Small Business Com-
mittee again, and I felt it was important to build on what we start-
ed in 2015, recognizing that America’s strength is in our values. It
is in our values. Our values are that every American, every person
has the opportunities of this great Nation, and the fact that black
owners do not have the same ability for capital is against the val-
ues of this Nation. We need to do something about it. That is who
we are as a country. So that is one reason we need to look at access
to capital.

Secondly, we know about the wealth disparity in this country.
We know about the tremendous wealth disparity between the mi-
nority community, between women, and we need to bridge that
gap.
Yesterday, I was at the Congressional Black Caucus when we
looked at the issues of venture capital with start-up companies,
and we looked at the disparities there. I commented then there is
a reason why venture capitalists are not investing as much in black
businesses. One reason is that you look at the senior leadership in
venture capital, and only 2 percent are African American. So there
are obstacles that are out there that we need to do something
about.

And, yes, it is important because that is what is right about this
country is to give opportunity to all, but it is also holding down the
growth potential of this country when we hold down entrepreneur-
ship in minority communities.

The fastest growing firms in the United States are owned by mi-
nority entrepreneurs. The great State of Maryland is no exception.
In fact, Maryland is home to the highest average number of minor-
ity-owned businesses in the country and ranks second for minority-
owned women businesses.

In 2012, minority businesses accounted for 38 percent of all
Maryland small firms compared to 29 percent nationally. Despite
this growth, gaps in key areas remain in Maryland’s minority-
owned and non-minority-owned businesses.

In 2012, minority-owned businesses created .8 jobs to the econ-
omy, compared to the non-minority community, 2.3 jobs. It shows
that this gap, what is affecting our overall economy. If we could do
better with access to capital to all businesses, we will grow our
economy and create more jobs.

Non-minority-owned firms also reported gross receipts four times
that of minority-owned businesses. This disparity, if we can bridge
this gap, we can grow our economy. The gap results in part from
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the significant obstacles that minority business owners face in ac-
cessing capital, including capital through contracting opportunities.

Here is what we know. Minority-owned businesses are two to
three times more likely to be denied credit, more likely to avoid ap-
plying for loans because they believe they will be turned down from
those lines, and are more likely to get smaller loans and pay higher
interest rates and use non-conventional loan sources that are not
as regulated.

Adding to these barriers, we know that banking consolidation
has harmed small businesses lending in Baltimore. There has been
a consolidation in banking. We all know that. We know how we
have seen the conglomerates, these international firms. They are
not as attuned to dealing with small businesses, minority busi-
nesses, women-owned businesses.

According to a recent report from Johns Hopkins—and we will
have testimony on this from Mary Miller—bank deposits in Balti-
more nearly doubled between 2007 and 2016, yet the number of
small loans actually were less. So there has been a disconnect be-
tween the banking community and providing access to capital to
small businesses. Access to capital matters because it correlates to
hiring. Closing the wealth gap between minorities and non-minori-
ties are fueling the general economy.

Based on the data from the National Small Business Association,
there is a clear correlation between a small business’ ability to get
financing and its ability to hire. If minorities are not getting access
to capital, the economy is losing job opportunity. All of us need to
be interested in this issue for many reasons.

As Stanley Tucker testified in 2015 on this topic, “There is a di-
rect correlation between the growth of these businesses, minority-
and women-owned, and who they are. Minorities hire minorities;
women hire women.”

Entrepreneurship is one way to chip away at the wealth gap ex-
perienced in the minority communities, particularly in the black
community.

The Small Business Administration has programs that exist to
increase access to capital. They do a lot of good, and I support
them, but some of these programs struggle to adequately serve mi-
norities and have been struggling for some time.

In the 7(a) loan program—this is our premier program under the
SBA, the one that gets the most attention—black business owners
received only 4 percent of approvals and 2 percent of the dollars
in FY 2017, despite owning 9 percent of the country’s small busi-
nesses. That is unacceptable. Hispanic or Latino borrowers received
only 8 percent of the 7(a) approvals and 6 percent of dollars, de-
spite owning 12 percent of small businesses. We must do better.

In Baltimore, the lending environment is even more disparate,
with black businesses receiving only 19 percent of approvals and 12
percent of dollars, despite owning 47 percent of businesses.

The SBA 504 program, which finances buildings and equipment,
the longer-term financing critical for economic expansion of a busi-
ness, a growth, that are poised to create or save jobs, also does a
lot of essential financing in this country, but it consistently fails to
reach black and Hispanic or Latino borrowers at the level equal to
their business ownership.
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Now, not all is bad. The SBA’s Microloan Program and the 7(a)
Community Advantage Pilot Program have shown promising re-
sults in reaching underserved communities, and I hope we will
have a chance to talk about that. And I look forward to hearing
more from our witnesses as to how these programs have been effec-
tive and what we can do to make the 7(1) and 504 programs more
effective and reaching all audiences.

Lack of access to credit for minorities is not a new problem, and
the trends show that this situation is not improving as quickly as
it needs to do. We can and must do better.

Today, we will hear from witnesses who can talk about the pro-
grams I just mentioned. If the SBA programs are not working to
adequately reach all Americans, I want to have a constructive ex-
change about how to make them better. I also want to hear about
non-SBA products and services that are helping minority-owned
small businesses in Maryland.

So, to our witnesses—and I really do thank you all for being
here. This is an incredibly important topic, and I really do look for-
ward to your testimonies and our exchange.

As is the Committee’s practice, without objection, your full state-
ments will be made part of our record. We would ask that you try
to summarize, 5 minutes. We do not have a timer on. I think they
forgot to bring the timer, but anyway——

Ms. WHEELER. Kathryn has——

Senator CARDIN. Oh, we do have a timer. I see. I am sorry. We
have the old-fashioned timer, not quite as fancy as we have in our
Committee room in D.C.

[Laughter.]

But we ask that you try to keep it within that range.

First, we will hear from Bill Manger, associate administrator of
the SBA Office of Capital Access. Mr. Manger oversees the SBA
loan program policy and oversight, managing a $120 billion port-
folio of direct and guaranteed loans, nine operation centers, and
560 employees.

After Mr. Manger, we will hear from Dawn Medley, vice presi-
dent of Business Finance Programs for FSC First, a nonprofit orga-
nization whose mission is to provide local, small, and minority-
owned businesses in Prince George’s County and the State of Mary-
land access to creative and innovative finance solutions through di-
rect and indirect loans.

Following Ms. Medley’s remarks, we will hear from John Lewis,
who is executive vice president and chief administrative officer of
The Harbor Bank of Maryland, the only Maryland-chartered, Afri-
can American-owned and -managed commercial bank. We did not
have Harbor Bank during Willie Adams’ day, so that did not exist.
The Harbor Bank is an important fixture in Baltimore, especially
for the black business community, providing underserved entre-
preneurs with SBA loans and business assistance, checking and
savings accounts, and critical financial guidance. Mr. Lewis has
over 20 years of experience in the financial services. So we welcome
you here.

And lastly on this panel—we have two panels—we will hear from
Marla Bilonick, the executive director of the Latino Economic De-
velopment Center, on the importance of SBA Microloan Programs



6

for business owners and particularly Latino business owners in the
Baltimore area and D.C. She has led the LEDC’s regional efforts
to drive the economic independence and social advancement of
working-class Latinos and minorities. LEDC is the second largest
SBA micro lender in Maryland—and found out this week that they
have been approved to participate in the SBA’s 7(a) Community
Advantage Pilot Program. That is critically important and one of
the subjects we are going to talk about today because of the mora-
torium that has been put in place.

Congratulations for getting in under the wire. We would like to
hear how you were able to achieve that.

I will hold the introductions of the second panel after we com-
plete the first panel, and we will start with Mr. Manger.

STATEMENT OF BILL MANGER, ASSOCIATE ADMINISTRATOR,
OFFICE OF CAPITAL ACCESS, U.S. SMALL BUSINESS ADMIN-
ISTRATION, WASHINGTON, DC

Mr. MANGER. Okay. Thank you to the members of the Senate
Committee on Small Business for having me testify today. I would
also like to thank Ranking Member Cardin for the opportunity to
answer questions in his home State about SBA’s loan programs
and how they assist minorities with access to capital. Additionally,
I would like to thank our hosts at Morgan State University for pro-
viding this beautiful venue.

As associate administrator for the SBA Office of Capital Access,
it is my job to administer programs that make capital available to
small business entrepreneurs who would otherwise be unable to ac-
cess capital to start or expand a business through conventional
means. Many of SBA’s lending partners are community-based and
have a particular focus on providing loans to veterans, women-
owned businesses, minority-owned businesses, and businesses lo-
cated in rural communities.

SBA has several programs that help minority entrepreneurs ob-
tain access to capital, but the most common and widely known is
the 7(a) loan program. This loan program offers guarantees on
loans to small businesses of up to $5 million on reasonable terms
and conditions that can be used for almost anything, including ac-
quiring land, purchasing or constructing a building, purchasing
equipment, or working capital. On loans up to $150,000, the guar-
antee is 85 percent of the value of the loan. For loans over
$150,000, the guarantee is 75 percent.

For small businesses that need longer-term loans for fixed-asset
acquisition, such as property, a building, or heavy equipment, SBA
offers the 504 Loan Program. These loans are made available
through Certified Development Companies, CDCs, which are SBA’s
community-based partners. The 504 loans are typically structured
with a lender providing 50 percent of the cost of the project. The
CDC is providing the next 40 percent—that is the 504 loan—and
the borrower contributing the remaining 10 percent of the project
cost.

The advantage of this program is that it provides terms of 10
years, 20 years, and, just introduced in April, 25 years, all at fixed
interest rates. The addition of the 25-year term for the 504 pro-
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gram offers borrowers an extra 60 months of financing, freeing up
cash flow for the small business.

An example of a recent 504 loan being made to a local business
owner right here in the Baltimore area is the $3.5 million loan that
went to Laundry City West in June. The owner currently has plans
to increase the number of his employees over the next 2 years.

Under Administrator McMahon’s leadership, there has been
growth in our smaller, including a record volume of dollars lent in
our Microloan and Community Advantage Programs. Both the
Microloan and Community Advantage Programs are designed to
provide access to capital to traditionally underserved communities
through mission-oriented lenders.

The SBA’s Microloan Program offers small business loans of up
to $50,000 from not-for-profit lending intermediaries. SBA makes
funding available directly to the intermediaries which in turn lend
to small businesses. The average size of a microloan in the program
is just under $14,000.

The program has been very successful in filling a need for small
loans. For example, in Fiscal Year 2017, the Microloan Program
provided loans with reasonable interest rates to almost 5,000 small
businesses. Year-over-year, we have seen a 5.6 percent increase in
these loans, which created and/or retained an estimated 17,648
American jobs year to date. I would like to note here that over 8
percent of our microloan small business borrowers return to the
SBA when seeking larger amounts of capital from one of our other
loan guarantee programs.

In our Community Advantage Program, mission-oriented lenders
can make SBA-guaranteed 7(a) loans of up to $250,000 for those
small businesses that have capital requirements above the
microloan limit of $50,000.

Currently, my office has implemented new collaborative efforts
with our Office of Field Operations to increase the number of loans
in both inner cities and rural areas. We have a goal to increase the
number of loans by 5 percent in HUBZones and rural areas, and
beginning October 1st, we are offering fee relief for 7(a) loans of up
to $150,000 made in these specific areas.

We view this initiative and others such as the launch of our
Lender Match tool last year as valuable ways to provide access to
capital for minority entrepreneurs looking to attain the American
dream. Lender Match is a technology platform that allows entre-
preneurs to complete a quick online form, without registration or
cost, in order to be connected with an approved SBA lender within
48 hours. Lender Match is an extremely useful tool to protect small
businesses from non-regulated predatory lenders.

Another electronic platform we have developed for our lending
partners who do not make a large number of SBA loans is
SBAOne, which provides a step-by-step process for submitting a
loan with an SBA guarantee.

Additionally, my office is working in collaboration with our Office
of Field Operations to train our Lender Relations Specialists on
how to better support our lending partners, encourage more lenders
to use our programs, and provide first-class customer service.

As you can see, there is a lot of work being done at the SBA to
help aspiring entrepreneurs everywhere. I am very proud of the
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work we are doing at SBA and the strides we have made to make
our programs as effective and efficient as possible.

Thank you very much for inviting me to testify here today, and
I look forward to answering your questions.

[The prepared statement of Mr. Manger follows:]
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Statement of William Manger
Associate Administrator
Office of Capital Access

U.S. Small Business Administration

before the
U. S. Senate Committee on Small Business and Entrepreneurship
at Morgan State University, Earl G. Graves School of Business and Management
Hearing on “Strengthening Access to Capital for Minority-Owned Small Businesses”
September 14, 2018

Thank you to members of the Senate Committee on Small Business for having me testify
today. I would also like to thank Ranking Member Cardin for the opportunity to answer
questions in his home state about SBA’s loan programs and how they assist minorities with
access to capital. Additionally, 1 would like to thank our hosts at Morgan State University for
providing the venue.

As Associate Administrator for the SBA Office of Capital Access, it is my job to
administer programs that make capital available to small business entrepreneurs who would
otherwise be unable to access capital to start or expand a business through conventional means.
SBA’s loan programs have been helping small businesses get on their feet and grow for decades.
Many of SBA’s lending partners are community based and have a particular focus on providing
loans to veterans, women-owned businesses, minority-owned businesses and businesses located
in rural communities.

SBA has several programs that help minority entreprencurs obtain access to capital, but
the most common and widely known is the 7(a) loan program. The 7(a) loan program is a
powerful tool for helping create and retain jobs for American workers. This loan program offers
guarantees on loans to small businesses of up to $5 million on reasonable terms and conditions
that can be used for almost anything including: acquiring land, purchasing or constructing a
building, purchasing equipment, or working capital. On loans up to $150,000, the guarantee is
85% of the value of the loan. For loans over $150,000, the guarantee is 75%.

The SBA has established credit criteria and terms and conditions for loans made by its
partnering lenders, including national banks, community banks, credit unions and other financial
institutions. The SBA reduces risk for lenders and makes it easier for small businesses to get
loans.

For small businesses that need longer-term loans for fixed asset acquisition, such as:
property, a building, or heavy equipment, SBA offers the 504 Loan program. These loans are
made available through Certified Development Companies (CDCs), which are SBA's
community-based partners. The 504 Loan program is a powerful economic development loan
program that offers small businesses another avenue for business financing, while promoting
business growth, and job creation. 504 Loans are typically structured with a lender providing
50% of the cost of the project, the CDC providing the next 40% (that’s the 504 loan), and the
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borrower contributing the remaining 10% of the project cost. The advantage of this program is
that it provides terms of 10 years, 20 years, and, just introduced in April, 25 years, all at fixed
interest rates. This is especially important in a rising interest rate environment. The addition of
the 25 Year term for the 504 Program offers borrowers an extra 60 months of financing, freeing
up cash flow for the small business. An example of a recent 504 loan being made to a local
business owner right here in the Baltimore area is the three and a half million doliar loan that
went to Laundry City West in June. The owner currently has plans to increase the number of his
employees over the next two years.

SBA Administrator McMahon and I understand how important access to capital is for a
budding entrepreneur and how difticult obtaining small dollar loans can be. That is why we
continue to stress to our lending partners that we want to see more small-dollar {oans being made
—and I'm pleased to report that we have seen that in the numbers. Under Administrator
McMahon's leadership, there has been growth in our smaller loans, including record volume of
dollars lent in our Microloan and Community Advantage Programs. Both the Microloan and
Community Advantage programs are designed to provide access to capital to traditionally
underserved communities through mission-oriented lenders.

The SBA’s Microloan Program offers smail businesses loans of up to $50,000 from not-
for-profit lending intermediaries. SBA makes capital available directly to the intermediaries
which, in turn, lend to small businesses. The average size of a microloan in the program is just
under $14,000.

The program has been very successtul in filling a need for small loans. For example, in
Fiscal Year 2017, the Microloan Program provided loans with reasonable interest rates to almost
5,000 small businesses. Year-over-year, we have seen a 5.6% increase in these loans, which
created and/or retained an estimated 17,648 American jobs year to date. Realizing the success of
the program, Congress recently passed a law that increases the maximum ceiling for the SBA
loan to microlending intermediaries from $3 million dollars to $6 million dollars. I would like to
note here that over 8% of our microloan small business borrowers return to SBA when seeking
larger amounts of capital from one of our other loan guarantee programs.

In our Community Advantage program, mission-oriented lenders can make SBA-
guaranteed 7(a) loans of up to $250,000 for those small businesses that have capital requirements
above the Microloan limit of $50,000.

Currently, my office has implemented new collaborative efforts with our Office of Field
Operations to increase the number of loans in both inner cities and rural areas. We have a goal to
increase the number of loans by 5% in HUBZones and rural areas, and beginning October 1¥, we
are offering fee relief for 7(a) loans of up to $150,000 made in these areas. We view this
initiative and others such as the launch of our Lender Match tool last year as valuable ways to
provide access to capital for minority entrepreneurs looking to attain the American dream.
Lender Match is a technology platform that allows entrepreneurs to complete a quick online
form, without registration or cost, in order to be connected with an approved SBA lender within
48 hours. To date, Lender Match has generated over 3.5 million leads on behalf of small
businesses to our lenders; and over 146,000 unique borrowers have been contacted by lenders
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with financing options. Lender Match is an extremely useful tool to protect small businesses
from non-regulated predatory lenders. Another electronic platform we have developed for our
lending partners who do not make a large number of SBA loans is SBAOne, which provides a
step by step process for submitting a loan with an SBA guarantee.

Additionally, my office is working in collaboration with our Office of Field Operations to
train our Lender Relations Specialists on how to better support our lending partners, encourage
more lenders to use our programs and provide first-class customer services. It is important to
Administrator McMahon and me that the SBA provides our lenders with a unified and consistent
experience across the country.

As you can see, there is a lot of work being done at the SBA to help aspiring
entrepreneurs everywhere. Our agency stands committed to help advance opportunities for the
millions of American small businesses that contribute so much to our economy. These businesses
bring economic development that makes an immeasurable difference in their communities. They
hire American workers, and transform the landscape by invigorating entire neighborhoods or
even entire industries. I am very proud of the work we are doing at SBA and the strides we have
made to make our programs run as effectively and efficiently as possible.

Thank you for inviting me to testify here today and I look forward to answering your
questions.
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Senator CARDIN. Thank you very much.

I do also want to acknowledge that Ryan Dorsey is with us, the
gouncilman from this District. We thank you very much for being

ere.

And we also have a representative representing my colleague in
the Senate, Chris Van Hollen, my partner, who does an incredible
job on these issues, small business issues, so thank you very much.

I also want to acknowledge my colleagues in the House that rep-
resent this area—Elijah Cummings, John Sarbanes, and Dutch
Ruppersberger—all strong proponents of small business.

And, lastly, I think I should mention Parren Mitchell, who
chaired the House Committee on Small Business and provided
great leadership for the small business community through his
leadership in the House of Representatives.

Ms. Medley.

STATEMENT OF DAWN R. MEDLEY, VICE PRESIDENT OF
BUSINESS FINANCE PROGRAMS, FSC FIRST, LARGO, MD

Ms. MEDLEY. Thank you again, Senator Cardin and members of
the Committee on Small Business. My name is Dawn Medley, as
stated before, and as the vice president of Prince George’s Finan-
cial Service Corporation, also known as FSC First, I provide over-
sight of our loan administration team, which consists of five bank-
ers, including myself, from various institutions like SunTrust,
PNC, NCB, CitiFirst, BB&T, and SBA’s OCRM and various Fed-
eral, State, and County State agencies.

And 1T also administer eight loan products, including the SBA
Community Advantage Program. We market it as a Small Business
Growth Fund and SBA 504.

Again, it is my pleasure to serve on this panel today because it
is always a great day to speak about what is working to assist
small business with access to capital and what can be done to fur-
ther improve that effort.

FSC First has a 40-year successful track record in the industry.
We were established in 1978 as a 501(c)(3) nonprofit organization
and in 2000 was designated as a CDFI by the U.S. Treasury.

In 1982, 36 years ago—I was not there then.

[Laughter.]

Through the U.S. Small Business Administration, FSC was des-
ignated as a Certified Development Company, or CDC. We have
been an SBA Community Advantage Lender now for 5 years, re-
ceiving our approval in 2013, and received Delegated Authority in
March of 2017.

We also serve as a fund manager and lender service provider for
a Microenterprise Fund; the Maryland Video Lottery Terminal, or
VLT Program; the County’s $50 million Economic Development In-
centive Fund; the City of Bowie Revolving Loan Fund; and two
Green Energy Programs, C-PACE and Green Energy Loan Guar-
anty Program.

Our business loan programs have assisted businesses that have
created over 7,600 jobs in just the last 20 years. We operate very
much like a community bank in that we fully underwrite all our
loans and we retain the loans and service them from origination to
maturity; however, we also focus on business sustainability. There
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is no need in providing capital with terms so burdensome that they
are impediments to healthy cash flow and liquidity at the outset
of the business.

Our experience as a Community Advantage lender is that this
program has been an invaluable asset to our ability to provide cap-
ital to small minority-owned business in Prince George’s County
Maryland. We could do more if we were not limited by having to
provide loan loss reserves because our $4 million loan pool is lim-
ited to serving county-based businesses due to the funding source
for those loan loss reserves.

Just this past fiscal year, we had to turn away or attempt to
source another program, $3.4 million in applications from small mi-
nority businesses throughout Central and Southern Maryland
across seven counties. We became a CA lender to better service this
unmet need for capital but are still restricted from helping due to
this requirement.

Still, without this guaranty provided by Community Advantage,
we would not be able to utilize our loan pool at the rate we do now
because our bank pool of participating lenders requires that we
have a guaranty in order to lend. Nevertheless, we manage to do
a very good job providing loans in our underserved communities
utilizing CA where we can.

FSC’s portfolio of CA loans is diverse, consisting of 100 percent
of loans being made to minorities and 55 percent to women-owned
businesses. Sixty-six percent of the loans are to black or African-
owned businesses; 22 percent are to Asian-owned business, and 11
percent are to American Indian- or Alaskan Native-owned busi-
nesses.

Our industry mix is just as diverse, consisting of restaurants,
food service and caterers, media and broadcasting, professional
staffing, and construction.

Seventy-seven percent of our loans have been made in under-
served markets, as defined by the SBA, creating 122 jobs and re-
taining 94 jobs.

The CA portfolio is quite healthy as well. FSC has experienced
zero losses—no defaults, no charge-offs, no workouts, no liquida-
tions. There is one caveat. One borrower filed for personal bank-
ruptcy, which of course is a technical default of the loan docu-
ments, but continued to pay as agreed and paid the loan off early
and in full.

Our borrowers realize that but for the Community Advantage
loan guaranty, their business ownership and expansion dreams
would not be possible, and so they have been diligent in being good
stewards of the financing that has been made available to them.

Many of our businesses are startup or emerging businesses who
have been turned away by banks. We manage risks starting with
the application package, requiring a business plan, not a business
paragraph, which includes a viable marketing strategy and finan-
cial assumptions based on current industry data and site location
demographics.

A good business in a bad location can be just as detrimental as
unrealistic revenue projections. We use common sense and best
practice underwriting to give the business the best chance to be
able to repay the loan, and we stay close to our borrowers through
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site visits, financial statement and tax return analysis, and regular
personal engagement, so we can try to detect any tremors in the
business early enough to help.

We utilize this approach to be an instrument in eliminating bar-
riers to capital and to graduate businesses to being bankable.

One of our borrowers, a media and broadcast company, has been
able to expand nationally after receiving a $100,000 CA loan. Even
though they had a collateral shortfall, she has paid her loan off 3
years early and is now bankable.

Prior to Community Advantage, the SBA 504 program was our
organization’s flagship program. It is our desire for it to be so
again. We have obtained SBA authorizations for 90 loans in our 40-
year history, most of them not in the recent past due to competition
with banks utilizing the 7(a) program over the 504 program, in-
creased regulations, increased compliance and reporting require-
ments, loan submission software limitations, and surprise new poli-
cies not clearly communicated or included in the SOP.

Even though SBA has been responsive to our inquiries and ad-
dresses our questions rapidly, the latter makes utilizing the pro-
gram more difficult and is a barrier to making more loans and cre-
ating more jobs.

Of those 90 loans, only 29 were to minority-owned businesses
and 12 were to women-owned businesses.

We would like the opportunity to increase 504 lending again as
our pipeline and our target market areas are revealing many new
possibilities.

FSC First specializes in blending our diverse loan products to
create capital solutions for businesses that then create jobs and in-
crease economic growth.

I thank you for the opportunity and for inviting me to testify
today.

[The prepared statement of Ms. Medley follows:]
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Dawn Medley, Vice President, Business Finance Programs
Prince George’s Financial Services Corporation {FSC First}

Good Morning Senator Cardin and Members of the Committee on Small Business and
Entrepreneurship. My name is Dawn Medley. I am the Vice President of Business
Finance Programs with Prince George’s Financial Services Corporation aka FSC First.
As such I provide oversight of our Loan Administration team and all 8 loan products
including SBA Community Advantage (aka as Small Business Growth Fund} and SBA
504. It is my pleasure to serve on this panel today. It’s always a great day to speak
about what’s working to assist small businesses with access to capital and what can
be done to further improve that effort.

FSC First has a 40 year successful track record in the industry. FSC was established
in 1978 as a 501 c {3) non-profit organization and in 2000 was designated as a
Certified Development Financial Institution {or CDFI)j by the U.S. Treasury. In 1982,
36 years ago, through the U.S. Small Business Administration, FSC First was
designated as a Certified Development Company (or CDC}. We have been an SBA
Community Advantage Lender for 5 years receiving our approval in March of 2013 and
then received Delegated Authority in March of 2017. We are also serve as fund
manager and lender service provider for a Microenterprise Fund, the County’s $50
Million Economic Development Incentive Fund, the Maryland Video Lottery Terminal
(VLT) Small Business FLEX Fund, the City of Bowie Revolving Loan Fund and 2 Green
Energy Programs {C-PACE and Green Energy Loan Guaranty Program}. Our business
loan programs have assisted businesses that created over 7,600 jobs in the last 20
years. We operate very like a community bank in that we fully underwrite all our loans
and we retain the loans and service them from origination to maturity; however, we
also focus on business sustainability. There is no need in providing capital with terms
so burdensome that they are impediments to healthy cash flow and liquidity at the
outset of the business.

Our experience as a Community Advantage lender is that this program has been an
invaluable asset to our ability to provide capital to small and minority owned business
in Prince George’s County Maryland. We could do more if we were not limited by
having to provide loan loss reserves because our $4 Million loan pool is limited to
serving Prince George’s County based businesses due to the funding source for those
loan loss reserves. Just this past fiscal year, we had to turn away or attempt to source
another program for $3.4 Million in applications from small and minority businesses
throughout Central and Southern Maryland across 7 Counties. We became a
Community Advantage lender to better service this un-met need for capital but are
still restricted from helping due to this requirement. Still without this guaranty
provided by Community Advantage, we would not be able to utilize our loan pool at the
rate we do now because our bank pool of participating lenders requires that we have a
guaranty in order to lend. Nevertheless, we manage to do a very good job providing
loans in our underserved communities utilizing CA where we can.

September 14, 2018

Senator Cardin Fieid Hearing

Committee on Small Business & Entrepreneurship
www. fscfirst.com

301.883.6900
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Dawn Medley, Vice President, Business Finance Programs
Prince George’s Financial Services Corporation (FSC First)

FSC First’s portfolio of Community Advantage loans is diverse consisting of 100% of
our loans being made to minorities and 55% to women-owned businesses. 66% of the
loans are to Black or African owned businesses; 22% are to Asian-owned business and
11% are to American Indian or Alaskan Native owned businesses. Our industry mix is
just as diverse consisting of restaurants, food service & caterers, media &
broadcasting, professional staffing and construction. 77% of our loans have been
made in underserved markets as defined by the SBA creating 122 jobs and retaining
94 jobs.

The Community Advantage portfolio is quite healthy. FSC has experienced zero losses.
No defaults, no charge offs, no workouts, no liquidations. There is one caveat. One
borrower filed for personal bankruptcy which of course is a technical default of the
loan documents but continued to pay as agreed and paid the loan off early. Our
borrowers realize that but-for the Community Advantage loan guaranty, their business
owmership and expansion dreams would not be possible and so they have been
diligent in being good stewards of the financing that has been made available to them.

Many of our businesses are start-up or immerging businesses who have been turned
away by banks. We manage risks starting with the application package requiring a
business plan, not a business paragraph, which includes a viable marketing strategy
and financial assumptions based on current industry data and site location
demographics. A good business in a bad location can be just as detrimental as
unrealistic revenue projections. We use common sense and best practice underwriting
to give the business the best chance to be able to repay the loan. We stay close to our
borrowers through site visits, financial statement and tax return analysis and regular
personal engagement, so we can try to detect any tremors in the business early
enough to help. We utilize this approach to be an instrument in eliminating barriers to
capital and to graduate businesses to being bank-able. One of our borrowers, a media
& broadcast company, has been able to expand nationally after receiving a $100,000
CA loan that had a severe collateral shortfall has paid her loan off 3 years early and is
now bank-able.

Prior to Community Advantage, the SBA 504 program was our organizations flagship
program. It is our desire for it to be so again. We have obtained SBA Authorizations for
90 loans in our 40 year history most of them not in the recent past due to competition
with banks utilizing the 7a program over the 504 program, increased regulations,
increased compliance and reporting requirements, loan submission software
limitations and surprise new policies not clearly communicated or included in the
SOP. Even though SBA has been responsive to our inquiries and addresses our
questions rapidly, the latter makes utilizing the program more difficult and is a barrier
to making more loans and creating more jobs. Of those 90 loans, 29 {or 32%)]} were to
minority-owned businesses and 12 (or 13%) were to women-owned businesses.

September 14, 2018

Senator Cardin Field Hearing

Committee on Small Business & Entrepreneurship
301.883.6900
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Dawn Medley, Vice President, Business Finance Programs
Prince George's Financial Services Corporation (FSC First)

We would like the opportunity to increase 504 lending again as our pipeline and our
target market areas are revealing many new possibilities.

FSC First’s specializes in blending our diverse loan products to create capital solutions
for businesses that then create jobs and increase economic growth.

1 thank you for inviting me to testify today.

September 14, 2018

Senator Cardin Field Hearing

Committee on Small Business & Entrepreneurship
www fscfirst.com

301.883.6900
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Senator CARDIN. Quite an impressive record. Well done.

Mr. Lewis.

I should point out that Joe Haskins, the founder of Harbor Bank,
is an alum of Morgan State University. I want to point that out.

STATEMENT OF JOHN LEWIS, EXECUTIVE VICE PRESIDENT
AND CHIEF OFFICER, THE HARBOR BANK OF MARYLAND,
BALTIMORE, MD

Mr. LEwis. Well, on behalf of our chairman and chief executive
officer, Joseph Haskins, Jr., thank you for inviting The Harbor
Bank of Maryland to testify at today’s field hearing.

My name is John Lewis, and I serve as executive vice president
and chief administrative officer of The Harbor Bank of Maryland.

Founded in 1982, The Harbor Bank of Maryland is a Maryland-
chartered commercial bank headquartered in Baltimore, Maryland.
The Harbor Bank of Maryland is one of few Baltimore-based com-
munity banks and was founded in part to make capital available
to creditworthy borrowers who were otherwise unable to access
bank capital.

Our portfolio has always been reflective of Baltimore and all of
its communities. A point of pride and distinction is that we have
been recognized an unprecedented 12 times by the United States
Treasury with the Bank Enterprise Award for demonstrating an in-
crease in lending, investment, and service activities in distressed
communities within our footprint.

The Harbor Bank of Maryland is a U.S. Treasury-designated
Community Development Financial Institution, or CDFI, a designa-
tion which requires 60 percent or more of our loans to be made in
low-income communities.

Our designation also lists our CDFI target populations as low-in-
come communities in Greater Baltimore and African-Americans.

The Harbor Bank of Maryland continues to work with the U.S.
Small Business Administration as a 7(a) lender, a two-time award-
ee under the Program for Investment in Microentrepreneurs,
known as PRIME, the Baltimore co-chair of the Partnership for
Lending in Underserved Markets along with the U.S. Small Busi-
ness Administration and the Milken Institute.

Since its founding, The Harbor Bank of Maryland and its affili-
ates have been innovative in providing capital access, advice, and
financial services to underserved areas throughout its regional foot-
print of Maryland; Washington, D.C.; and Northern Virginia. Its
subsidiary, Harbor Financial Services, is the first community bank-
owned investment subsidiary in the country.

Its holding company, Harbor Bankshares Corporation, expanded
the organization’s ability to provide gap capital by winning com-
petitive New Market Tax Credits awards seven times for a total al-
location of $299 million. Those awards have created over 4,000 jobs
and attracted over $2 billion in investment into local projects
which, by definition, would not have happened but for Harbor’s in-
vestment.

The provision of capital has continued with the growth of Har-
bor’s mission-based non-profit affiliate, The Harbor Bank of Mary-
land Community Development Corporation, also a U.S. Treasury-
designated CDFI. This affiliate provides gap capital in forms which
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range from patient debt capital to equity. Its innovations include
the formation of an EB-5 Immigrant Investor Program Regional
Center, the creation of the Minority Business Pre-seed Venture
Capital Fund. It also has dedicated technical assistance and accel-
eration programs for small businesses, neighborhood community
development corporations, nonprofits, and small real estate devel-
opers.

These programs are all housed in the Joseph Haskins, Jr. Center
for Community and Economic Development, a 6,000-square-foot co-
working space located at the headquarters of The Harbor Bank of
Maryland.

Harbor expects to continue its innovations in providing capital to
underserved markets with its platform for Opportunity Funds,
which were created by the Tax Cuts and Jobs Act of 2017.

In September 2016, The Harbor Bank of Maryland began a 2-
year pilot program called The Partnership for Lending in Under-
served Markets, co-chairing this initiative again with the SBA and
the Milken Institute.

I request that the two white papers produced by this initiative
be officially added to the record.

Senator CARDIN. Without objection.

[The information appears in the Appendix on page 99.]

Mr. LEwis. Thank you.

The “Partnership for Lending in Underserved Markets” gen-
erated the following key considerations for increasing capital ac-
cess. The first was the observation that a committed local partner
who knows the market and its players well is essential to advanc-
ing any capital access solution.

The Harbor Bank of Maryland reintroduced SBA 7(a) lending in
calendar year 2018 and is currently on track to close 10 deals total-
ing approximately $5 million. The range of those deals is from
$100,000 to $1.5 million.

Eighty-five percent of those deals are to minority-owned compa-
nies, and with this measured reentry, we have zero dollars on ad-
vertising to date. Harbor will close the year as one of the most ac-
tive lenders in the market by deal size and by number of deals.
This makes the point that community banks are essential to small
business capital access solutions. Small banks lend to small busi-
nesses.

Expert knowledge of local market and submarket conditions al-
lows banks to properly assess risk and provide capital where other
banks may be challenged.

Another observation of the PLUM initiative was that minority
businesses benefit from targeted networks that prioritize their
needs.

In minority communities, providing access to capital often means
confronting two challenges. The first challenge is having capital in
the right form to provide to businesses. Debt is the wrong form of
capital for many businesses with significant operating risk in un-
derserved communities.

The second challenge is preparing businesses for capital. The
SBA’s offerings through SCORE and similar technical assistance
programs are key to meeting the specific needs of minority busi-
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nesses. Minority businesses, just like startups in Silicon Valley,
often need supplements to their human capital.

The Harbor Bank of Maryland provides technical assistance
through its various programs and co-working space. Those pro-
grams were greatly aided by the receipt of two operating grants
from the SBA’s Program for Investment in Microentrepreneurs.
Those grants allowed us to service hundreds of businesses.

The third observation of the PLUM initiative was the lack of un-
derstanding of cultural factors as a major factor in the barriers to
access to capital for black and Hispanic entrepreneurs and small
business owners.

The Harbor Bank of Maryland is one of 21 remaining African
American Minority Depository Institutions, or MDIs. MDIs are des-
ignated by the Federal Deposit Insurance Corporation. These insti-
tutions have a long history of providing private capital and advice
to minority businesses.

According to a recent study, MDI branches are located in Census
tracts with an average of 74 percent minority population. That is
compared to 28 percent for all FDIC-insured institutions.

Our 80 employees are part of the fabric of this community, with
a depth of access that comes from being born, schooled, churched,
and accepted by its members. In fact, our Chairman and CEO, Jo-
seph Haskins, dJr., is a graduate of this fine university we are in
today.

A study by AEO cites three gaps which must be addressed to
overcome capital access issues: the wealth gap, the credit gap, and
the trust gap. Earning the trust of minority communities takes the
demonstrated and enduring commitment to their success, health,
and inclusion. It is frankly the one area of finance where past per-
formance may be indicative of future results.

The last thing I will mention is there are policy solutions that
serve as barriers to minority capital access. Relationships and part-
nerships with policy champions can be the difference between good
ideas being executed and good outcomes happening.

There are many aspects of capital access that work. The CDFI
Fund works. SBA programs that foster small business lending and
waive fees work. The Program for Investment in Microentre-
preneurs works. Their continued support by policy champions is es-
sential.

We also believe that the Opportunity Zones created by the Tax
Cuts and Jobs Opportunities Act creates an outstanding oppor-
tunity, but we also believe that similar to other programs and
other challenges to capital access, without having the proper inter-
mediaries, capital will not flow through that program to minority
communities as well.

A recent study on the MDI industry demonstrates that MDIs
have the highest percentage of small business loans to total assets
but also have the lowest median capital-to-asset ratio.

Thank you for the opportunity to provide this testimony, and I
welcome your comments and questions.

[The prepared statement of Mr. Lewis follows:]
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John D. Lewis
Executive Vice President & Chief Administrative Officer
The Harbor Bank of Maryland

Chairman Risch, Ranking Member Cardin, and Members of the Committee, On behalf of our
Chairman and Chief Executive Officer, Joseph Haskins, Jr., thank you for inviting The Harbor
Bank of Maryland to testify at today’s field hearing. My name is John Lewis and [ serve as the
Executive Vice President and Chief Administrative Officer of The Harbor Bank of Maryland.

The Harbor Bank of Maryland

Founded in 1982, The Harbor Bank of Maryland is a Maryland Chartered Commercial Bank
headquartered in Baltimore, Maryland. The Harbor Bank of Maryland is one of few remaining
Baltimore-based community banks and was founded, in part, to make capital available to
creditworthy borrowers who were otherwise unable to access bank capital. Our portfolio has
always been reflective of Baltimore and all of its communities. A point of pride and distinction is
that we have been recognized an unprecedented twelve times by the United States Treasury with
the Bank Enterprise Award for demonstrating increased lending, investment, and service activities
in distressed communities within our footprint.! The Harbor Bank of Maryland is a US Treasury
Certified Community Development Financial Institution (“CDFI”), a designation which requires
greater than 60% of our loans to be made in low-income communities. Our designation also lists
our CDFI target populations as low-income areas of Greater Baltimore and African-Americans.
The Harbor Bank of Maryland continues to work with the US Small Business Administration as a
7(a) lender, two time awardee under the Program for Investment in Microentrepreneurs
(“PRIME"), and Baltimore Co-Chair of the Partnership for Lending in Underserved Markets
(“PLUM™) along with the US Small Business Administration and the Milken Institute.

Since its founding, The Harbor Bank of Maryland and its affiliates have been innovative in
providing capital access, advice, and financial services to underserved areas throughout its regional
footprint of Maryland, Washington, D.C., and Northern Virginia. Its subsidiary, Harbor Financial
Services, is the first community bank-owned investment subsidiary. Its holding company, Harbor
Bankshares Corporation (“Harbor™), expanded the organization’s ability to provide gap capital by
winning competitive New Markets Tax Credit awards seven times for a total allocation of $299
million. These awards have created over 4,000 jobs and attracted over $2 billion in investment
into local projects, which, by definition, would not have happened but for Harbor’s investment.
The provision of capital has continued with the growth of Harbor’s mission-based non-profit
affiliate, The Harbor Bank of Maryland Community Development Corporation, also a US Treasury
designated CDFI. This affiliate provides gap capital in forms which range from patient debt capital
to equity. Its innovations include the formation of an EB-5 Immigrant Investor Program Regional
Center and the creation of the Minority Business Pre-seed Venture Capital Fund. It also has
dedicated technical assistance and acceleration programs for small businesses, neighborhood
community development corporations, non-profits, and small real estate developers. These

! BEA Distressed Communities are defined as those where at least 30 percent of residents have incomes that are less
than the national poverty level and where the unemployment rate is at least 1.5 times the national unemployment
rate.
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programs are all housed at the Joseph Haskins, Jr. Center for Community and Economic
Development, a 6,000 SF co-working space located at The Harbor Bank of Maryland's Baltimore,
Maryland, headquarters. Harbor expects to continue its innovations in providing capital to
underserved markets with its platform for Opportunity Funds, which were created by the Tax Cuts
and Jobs Act of 2017.

The Capital Gap for Minority-Owned Small Businesses

In September 2016, The Harbor Bank of Maryland began a two-year pilot program, The
Partnership for Lending in Underserved Markets, co-chairing the initiative with the US Small
Business Administration and the Milken Institute. 1 request that the two white papers produced
by the initiative (“Phase | Summary: Developing Action-Oriented Solutions to the Financing
Challenges Facing Minority-Owned Small Businesses™ and “Phase II: Summary Lessons Learned
for Advancing Minority Small Business Capital Access”) be added to the record.

Data shows a persistent gap in the percentage minority small employer firms and their employees
relative to percentages of the U.S. Population. In 2012 Blacks comprised 13.1% of the population
and only 2.1% of small employer firms and 1.9% of employees. Hispanics comprised 16.9% of
the population and only 5.6% of small employer firms and 4.5% of employees.? Conversely, non-
minorities comprised 62.9% of the population and 80.9% of small employer firms and 84.6% of
employees.? This under-indexing of minority business ownership and employment is relevant to
our discussion of the capital gap for two primary reasons. First, community wealth disparities lead
to major disparities in access to critical early-stage equity that can be leveraged to grow businesses
and share risk. A Stanford Institute for Policy and Economic Research Study on Access to Capital
for Minority-Owned Startups calculated the average outside equity of a black-owned business to
be $500 at founding as compared to $18,500 for a white-owned business.* Another reflection of
the disparity in access to outside equity is the fact that the median net worth of black business
owners is (most likely by necessity) twelve times that of black non-business owners.® The second
reason why the under-indexing of minority businesses is relevant is because it is reflective of the
disparity in the flows of capital and resources to minority entrepreneurs to successfully grow their
businesses. Across the capital spectrum, minorities show relatively smaller levels of capital access.
For example, 1% of venture capital dollars go to African Americans, as compared to 87% going
to non-minorities.$ 2.5% of US Small Business Administration 7{a) approvals went to African
Americans and 67.9% went to non-minorities.”

2 Small businesses employ half of the country’s private sector workforce and have created approximately 60 percent
of net new jobs since 1995.

* Karo, Carolyn, “Phase I Summary: Developing Action Oriented Solutions to the Financing Challenges Facing
Minority-Owned Small Businesses™ Partnership for Lending in Urban Markets. Milken Institute, September 2017.
* Fairlie, Robert, “Black and White: Access to Capital among Minority-Owned Startups” Stanford Institute for
Economic Policy Research, 15 December 2016

* Gorman, Ingrid, “The Tapestry of Black Business Ownership in America; Untapped Opportunities for Success”
Association for Enterprise Opportunity, 16 February 2017,

¢ American Sustainable Business Council, Fact Sheet: Closing the Funding and Opportunity Gaps for women and
Minority-Owned Businesses (2015)

7 Dilger, Robert, Congressional Research Service, Small Business Administration 7(a) Loan Guarantee Program, 27
June 2018
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These factors affect the ultimate growth and success of minority businesses. A recent research
report showed 28.4% of Black business owners responding reported that the lack of access to
capital negatively impacted their profits, as compared to 10.1% of white respondents. It also
showed 22.6% of Black business owners responding reported that the cost of capital negatively
impacted their profits, as compared to 10.6% of white respondents.® Undercapitalization is also a
leading cause of business faiture.?

Recommendations for Improving Access to Capital for Minority-Owned Small Businesses

The Partnership for Lending in Underserved Markets generated the following key considerations
for increasing capital access:

1. “A committed local partner, who knows the market and its players well, is essential to
advancing any capital access solution™?

The Harbor Bank of Maryland reintroduced SBA 7(a) lending in calendar year 2017 and is
currently on track to close ten deals totaling approximately $5 million (with deal sizes ranging
from $100,000 to $1,500,000). Over 85% of those loans are to minority-led companies based in
Baltimore. Even with this measured reentry (we have spent $0 on advertising to date), Harbor will
close the year as one of the most active lenders in the market by number of deals. Community
banks are essential to small business capital access solutions; smali banks lend to small businesses.
Expert knowledge of local market (and sub market) conditions allows banks to properly assess risk
and provide capital where other banks may be challenged.

2. “Minority businesses benefit from targeted networks that prioritize their needs™!!

In minority communities, providing access to capital often means confronting two challenges. The
first challenge is having the capital (in the right form) to provide to businesses. Debt is the wrong
form of capital for many businesses with significant operating risk in underserved communities.
The second challenge is preparing the businesses for capital. The SBA’s offerings through SCORE
and similar technical assistance programs are key to meeting the specific needs of minority
businesses. Minority businesses, just like start-ups in Silicon Valley, often need supplements to
their human capital. The Harbor Bank of Maryland provides technical assistance through its
various programs and co-working space. Those programs were greatly aided by the receipt of
operating grant funding through the SBA's Program for Investment in Microentrepreneurs
(“PRIME™), allowing Harbor to impact hundreds of local small businesses.

* Robb, Alicia, “Startup Financing Trends by Race: How Access to Capital Impacts Profitability” Annual Survey of
Entrepreneurs Data Briefing Series. Ewing Marion Kauffiman Feundation, October 2016.

% “Venture Capital Demographics,” CB Insights, available af hitps://www.cbinsights.com/blog/venture-capital-
demographics-87-percent-ve-backed-founders-white-asian-teams-raise-largest-funding/

1% Karo, Carolyn, “Phase IT Summary: Lessons Learned for Advancing Minority Small Business Capital Access”
Partnership for Lending in Urban Markets. Mitken Institute, May 2018.

" 1bid.
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3. “The lack of understanding and recognition of cultural factors is a major barrier to capital
access for Black and Hispanic entrepreneurs and small business owners™2

The Harbor Bank of Maryland is one of 21 remaining African American Minority Depository
Institutions (“MDIs™). MDIs are designated by the Federal Deposit Insurance Corporation
(“FDIC”). These institutions have a long history of providing private capital and advice to
minority businesses. According to a recent study, MDI branches are located in census tracts with
an average of 74% minority population, as compared to 28% for all FDIC insured depository
institutions.'? Our 80 employees are part of the fabric of this community, with the depth of access
that comes from being born, schooled, churched, and accepted by its members. In fact, our
Chairman and CEO, Joseph Haskins, Jr. is a graduate of this fine University, Morgan State
University, where we are gathered today. A study by AEOQ cites three gaps which must be
addressed to overcome access to capital issues: wealth gap, credit gap, and trust gap.!* Earning
the trust of minority communities takes the demonstration of enduring commitment to their
success, health, and inclusion, It is the one area in finance where past performance may be
indicative of future results.

4. “There are policy solutions to minority barriers to capital access . . . relationships and
partnerships with policy champions can be the difference between good ideas and executed
outcomes”!s

There are many aspects of capital access that work; however, many of these areas are continually
challenged. The CDFI Fund and its programs (Bank Enterprise Award, New Markets Tax Credits,
Bond Guarantee Fund, Financial Assistance/Technical Assistance Awards) work. SBA programs
fostering small dollar lending and waiving fees work. The Program for Investment in
Microentrpreneurs works. Their continued support by policy champions is essential. Harbor
Bankshares Corporation also believes that the Opportunity Zones created by the Tax Cuts and Jobs
Act of 2017 will bring catalytic market-based capital to low income communities and small
businesses. While there is significant discussion around “guardrails™ to somehow manage the
distribution of market-based capital, our experience informs us that similar to the challenges of
capital access in other capital markets, the solution to ensuring the funds get to minority small
businesses is a matter of ensuring the proper intermediaries have access to opportunity fund capital.
Accordingly, sound policy would make certified minority depository institutions eligible
opportunity fund investments, by rights. A recent study on the MDI industry demonstrates that
MDIs have the highest median percentage of small business loans to total assets (as compared to
all financial institutions), but have the lowest median capital-to-asset ratio.'®

12 1bid.

¥ Barth, James “Minority-Owned Depository Institutions: A Market Overview” Access to Capital. Milken Institute,
July 2018.

" Gorman, 26.

3 Karo, vi.

1S Barth, 29.
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5. Data challenges may yield information that is insufficiently localized to be instructive.
Moreover, “there is little demographic data on groups such as women and minority small
business owners and their ability to access capital” !, “Supplementing the information with
community insights and local knowledge and expertise will further facilitate identifying gaps
and opportunities for minority business owners.”'3

Most of the organizations providing loans and investments to minority small businesses do not
have research arms. They are subject to different reporting requirements than are large lenders,
and they spend their time looking for opportunities, underwriting them, writing checks, and
managing their portfolios. Much better efforts need to be made at getting their side of the story,
both quantitatively and qualitatively. Across the country (and Baltimore is no exception), entire
communities had their stories told by others for generations. It is no coincidence that these same
communities have also been neglected by capital markets for generations.

I am pleased to continue this dialog with this committee to help form additional policies that
support strengthening access to capital for minority-owned small businesses. Thank you for the
opportunity.

V7 The State of Small Business Lending: Innovation and Technology and the Implications for Innovation. 2016.
Karen Gordon Mills (former SBA Administrator) and Brayden McCarthy. Harvard Business School. Working
Paper.

18 Caro, vi.
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Senator CARDIN. Thank you very much for your testimony.
We will turn now to Ms. Bilonick.

STATEMENT OF MARLA BILONICK, EXECUTIVE DIRECTOR,
LATINO ECONOMIC DEVELOPMENT CENTER, WASHINGTON,
DC

Ms. BiLoNICK. Thank you.

Good morning. My name is Marla Bilonick, and I am the execu-
tive director of the Latino Economic Development Center, best
known as LEDC. Thank you very much, Senator Cardin and the
Committee on Small Business and Entrepreneurship for having me
here today.

LEDC 1s a 27-year-old organization with the mission to drive the
economic and social advancement of low- to moderate-income
Latinos and other underserved communities in the D.C. and Balti-
more Metropolitan Areas by equipping them with the skills and
tools to achieve financial independence and become leaders in their
communities.

We operate out of five offices in the region, with over 40 profes-
sional and bilingual staff providing top-notch services to our cli-
ents.

On an annual basis, we serve well over 4,000 low- to moderate-
income residents. Scanning all of our programs, the majority of our
clients are Latino at 60 percent. A sizeable portion are African
American at 30 percent, and the remaining portions are white/Cau-
casian and Asian at 10 percent.

Our core asset-building programs are Housing Counseling, Af-
fordable Housing Preservation; Small Business Capacity Building;
and Small Business Lending, which will be the focus of my con-
versation today.

We are a SBA micro-lending intermediary and a certified Com-
munity Development Financial Institution. LEDC receives support
for our lending services from partners including the SBA, CDFI
fund or Treasury, private corporations, and philanthropic founda-
tions.

Since we began lending in 1997, we have rolled out more than
$15 million in capital in the form of over 1,200 small business
loans. We have provided small business technical assistance serv-
ices to thousands of aspiring and existing small business owners in
the region. Last year, LEDC distributed close to 200 loans in the
communities we serve.

Until recently, our loan products ranged from $500 to $2,000 on
the consumer side and up to $50,000 for small businesses as an
SBA micro lender.

So, for 20 years, we were limited to the $50,000 threshold, de-
spite significantly rising costs of doing business in the neighbor-
hoods where we operate.

In 2015, we were awarded a Community Economic Development
Grant through the Department of Health and Human Services that
allowed us to pilot lending to restaurants at the up-to-$100,000
level. This program has been wildly successful, as we have dis-
bursed $300,000 to four businesses that have created over 100 jobs.
These loans are performing, despite representing the highest-risk
industry that we lend to.
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Just 2 days ago, as you mentioned, we were informed that we
have been approved as a SBA Community Advantage Lender. We
are extremely pleased and eager to provide larger loans to our cli-
ents. The demand is there. While we do not have plans to abandon
our core micro-lending business, we know that there is a market
of clients with growing businesses that have graduated out of our
micro-lending program and/or whose capital needs exceed our prior
$50,000 threshold.

For example, Mobtown Fermentation, a Baltimore-based
kombucha company on a growth trajectory that could further their
market expansion through an additional capital injection. Between
2015 and 2016, they grew by 253 percent and continue to show re-
markable growth of over 100 percent year over year.

They were capped at our $50,000 maximum loan amount when
they received a loan from LEDC in January. However, they could
use additional funding to expand outside of the Maryland, D.C.,
and Virginia markets where they currently have their products in
250 stores. They have their sights set on Pennsylvania, New Jer-
sey, and New York, but they will not get there by patch-working
together the microloans and the occasional pitch competition prize
money they may win. Traditional bank financing has eluded them
as a young start-up.

We currently have a pipeline of a dozen businesses like Mobtown
that we will be putting on track for Community Advantage loans,
now that we have the capacity to serve them. The Community Ad-
vantage Program is of utmost importance to scaling and supporting
our small business communities.

While there is a pervasive belief that CDFIs and other commu-
nity lenders are less equipped to underwrite and service larger
loans, I would respectfully beg to differ. At LEDC, we have a team
of 20 staff dedicated to underwriting, risk management, portfolio
servicing, and providing advisory services available to our bor-
rowers. We have a centralized underwriting function and staff des-
ignated to the sole task of monitoring our portfolio and managing
risk. Each loan is underwritten to an internal algorithm that as-
sesses factors including loan to value, cash flow, available collat-
eral, business and personal credit profile, among other factors.

Using this algorithm, we assess each transaction with a grade re-
flecting its level of risk. Our current portfolio at risk, measured as
loans late for over 30 days, is at 5.1 percent, with an annual write-
off rate that oscillates between 2 and 2.5 percent.

We achieve these metrics by having an in-house loan servicing
team working closely with clients and tracking closely the financial
performance of their ventures, including providing business advi-
sory support where needed.

We are doing deals that commercial banks would run from. How-
ever, our intensive underwriting process, coupled with constant at-
tention to each deal and each client, keeps our loans performing
and our portfolio sound.

The Community Advantage Program is a critical product for a
specific set of our clients. The communities we serve deserve access
to a full range of financial products that can be tailored to their
needs, rather than having to tailor and compromise their needs to
fit a limited set of offerings.
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I am appreciative of the opportunity to testify and be with you
today as well as your consideration of my perspective from the
front line.

[The prepared statement of Ms. Bilonick follows:]
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Good morning, my name is Marla Bilonick and | am the Executive Director of the Latino
Economic Development Center, best known as LEDC. Thank you very much for the opportunity
to discuss the SBA's Community Advantage Program with you today.

LEDC is a 27-year old organization with the mission to drive the economic and social
advancement of low-to moderate-income Latinos and other underserved communities in the
D.C. and Baltimore Metropolitan Areas by equipping them with the skills and tools to achieve
financial independence and become leaders in their communities. We operate out of 5 offices
in the region, with over 40 professional and bilingual staff providing top-notch services to our
clients. On an annual basis we serve well over 4,000 fow- to moderate-income residents.
Scanning ail of our programs, the majority of our clients are Latino {60%) and a sizeable portion
are African-American/Black {30%). The remaining portions are White/Caucasian and Asian
{10%). Our core asset-building programs are: Housing Counseling, Affordable Housing
Preservation; Small Business Capacity Building; and Small Business Lending. We are a SBA-
Microlending intermediary and certified Community Development Financial Institution. LEDC
receives support for our lending services from partners including the SBA, CDFi Fund {Treasury),
private corporations, and philanthropic foundations.

Since we began lending in 1997, we have rolled out more than 515 million in capitat in the form
of over 1,200 smali business loans. We've provided small business technical assistance services
to thousands of aspiring and existing small business owners in the region. Last year, LEDC
distributed close to 200 loans in the communities we serve.

Until recently, our loan products ranged from $500-52,000 on the consumer side and up to
$50,000 for smali businesses. So, for 20 years, we were limited to the $50,000 threshold,
despite significantly rising costs of doing business in the neighborhoods where we operate. in
2015, we were awarded a Community Economic Development grant through the Department
of Health & Human Services that allowed us to pilot iending to restaurants at the up to
$100,000 level. This program has been wildly successful as we have disbursed $300,000 to four
businesses that have created over one hundred jobs. These loans are performing, despite
representing the highest-risk industry that we lend to.

Just two days ago, we were informed that we have been approved as a SBA Community
Advantage Lender. We are extremely pleased and eager to provide larger loans to our clients.
The demand is there. While we do not have plans to abandon our core microlending business;
we know there is a market of clients with growing businesses that have graduated out of our
microlending program and/or whose capital needs exceed our prior $50,000 threshold.
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For example, Mobtown Fermentation, a Baltimore-based kombucha company on a growth
trajectory that could further their market expansion through an additional capital injection.
Between 2015 and 2016 they grew by 253% and continue to show remarkable growth of over
100% year over year. They were capped at our $50,000 maximum loan amount when they
received a loan from LEDC in January. However, they could use additional funding to expand
outside of the Maryland, D.C., and Virginia markets where they currently have their products in
250 stores. They have their sights set on Pennsylvania, New Jersey, and New York. But they
won'’t get there by patch working together microloans and the occasionat pitch competition
prize money they may win. Traditional bank financing has eluded them as a young start-up.

We currently have a pipeline of a dozen businesses like Mobtown that we will be putting on
track for Community Advantage loans, now that we have the capacity to serve them. The
Community Advantage (CA) program is of utmost importance to scaling and supporting our
small business communities.

While there is a pervasive belief that CDFIs and other community lenders are less-equipped to
underwrite and service larger loans, 'd respectfully beg to differ. At LEDC, we have a team of 20
staff dedicated to underwriting, risk management, portfolio servicing and providing advisory
services available to our borrowers. We have a centralized underwriting function and staff
designated to the sole task of monitoring our portfolio and managing risk. Each loan is
underwritten to an internal algorithm that assesses factors including loan to value, cash flow,
available collateral, business and personal credit profile, among other factors. Using this
algorithm, we asses each transaction with a “grade” reflecting its level of risk. Qur current
portfolio at risk, measured as loans late 30+ days, is at 5.1%, with an annual write off rate that
oscillates between 2.0-2.5%. We achieve these metrics by having an in-house loan servicing
team working closely with clients and tracking closely the financial performance of their
ventures ~including providing business advisory support where needed.

We are doing deals that commercial banks would run from. However, our intensive
underwriting process, coupled with constant attention to each deal and each client keeps our
loans performing and our portfolio sound.

The Community Advantage program is a critical product for a specific set of our clients. The
communities we serve deserve access to a full range of financial products that can be tailored
to their needs...rather than having to tailor and compromise their needs to fit a limited set of
offerings.

| appreciate the opportunity to testify and be with you today, as well as your consideration of
my perspective from the frontline.

-Marla Bilonick, Executive Director
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Senator CARDIN. Thank you very much for your testimony.

We have been joined by Dr. Wilson, who is the president of Mor-
gan State University, one of the great educators in our country and
doing a great job at Morgan. One of the things I like about Dr. Wil-
son is the way that he works very closely with this community and
recognizing that the growth of the community and both Morgan are
indeterminately intertwined.

So thank you for your leadership, and we would welcome if you
would like to make a comment, fine, but I just really wanted to
thank you.

STATEMENT OF DR. DAVID WILSON, PRESIDENT, MORGAN
STATE UNIVERSITY

Dr. WiLsoN. Thank you, Senator.

Good morning, everyone. First of all, let me thank you, Senator
Cardin, for creating this opportunity here, so we can hear, you can
hear, and the Senate can hear from small business owners and en-
trepreneurs. We certainly have appreciated your support of Mor-
gan’s growth and maturation and the role that we play here in
spurring economic development.

We have the Earl G. Graves School of Business and Management
here, and out of that school, we have an entrepreneurship program.
We recently partnered with Goldman Sachs, and there are 10,000
small businesses programmed that are unfolding here in Baltimore.

We have graduated three cohorts of entrepreneurs now out of
that program, and so we are delighted that you are creating this
opportunity to hear from small business owners and entrepreneurs
as to really what they need in order to grow that business, so that
businesses can continue to employ more individuals in our city and
in our region.

I do know that our honorable mayor, Catherine Pugh, wanted to
be here today. She had an unfortunate conflict, but Mayor Pugh is
a two-time graduate of Morgan. She also has an MBA from Morgan
and started her own businesses along the way. So on behalf of our
mayor and on behalf of the entire Morgan State University commu-
nity, welcome to our university.

Senator CARDIN. Thank you, Dr. Wilson. I appreciate it very,
very much.

[Applause.]

Mr. Manger, I would like to start with a question to you, and I
want to put this in context. You rightly so have showcased the
Microloan Program and the Community Advantage Program as to
the success in reaching underserved communities, minority busi-
nesses, and how you have been reaching out to improve the pro-
gran(lis themselves to meet the mission of the SBA. And that is
noted.

Administrator McMahon is well respected in our Committee. She
has been very vocal about her commitment to make sure that the
programs are diverse and fairly representative of this country.

So I put that in context to three decisions that were recently
made by the SBA that I am having a hard time understanding how
they fit into the mission.

So let me start with the Community Advantage Pilot Program,
but I also will want to get on the record the fee waiver changes
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that are being suggested in the 7(a) program, also your mission rat-
ing, withdrawal of the mission-rating process.

Mr. MANGER. Mm-hmm.

Senator CARDIN. But we have had a lot of testimony from all
these witnesses on the Community Advantage Pilot Program and
the importance of that program.

Administrator McMahon, when asked about that program, was
very complimentary about it. Recognizing that it is through 2020,
we have been trying to make it permanent, she suggested that we
wait until closer to 2020 before making those decisions so that we
can properly evaluate it.

So we were surprised to learn of modifications that were put in
to the program by the SBA that could very well affect its ability
to reach underserved communities. Can you just share with us the
changes? One is to put a moratorium on additional certifications.
As you have heard here, there are some questions about additional
needs in that regard.

Mr. MANGER. Mm-hmm.

Senator CARDIN. Another dealt with increasing the reserve, and
one of our witnesses already said the reserve is hampering her
ability to make loans. The other deals with the size of the loan and
different communities.

So there were changes that were made. Can you just go over the
rationale for that and whether there is now a change in SBA’s posi-
tion on whether we should try to make this permanent? You ex-
tended it for 2 years to 2022, but perhaps we should be looking at
making it permanent.

Mr. MANGER. Sure. So let me start by saying, Senator Cardin,
that Administrator McMahon and I are very committed to seeing
the Community Advantage Program succeed. As you know, it has
been a pilot program for several years now, and we want to do ev-
erything we can to make it strong and bolster it so that it does
have long-term sustainability. And we want the additional time
that we have called for. It is actually 2 years that we have called
for it. It was to expire in March. We are letting it go through the
end of the fiscal year to September 30th, 2022. We want to make
sure that we have the time to adequately observe the performance
of the program based on some of the changes that we have made.

And let me just go into some of the changes that we have made.
We have extended the pilot, as I said, by 2 years. I want to say
that we did take a suggestion actually that John Lewis made, and
it was actually incorporated before we even heard from John today,
that we have now expanded the “underserved market” definition to
include opportunity zones. So that is an expansion of the areas that
the loans may be used in.

The eligibility for delegated status will be contemplated after
seven loans are made. Right now, we are able to look at a lender
and see after five loans if they should be given delegated status,
which is very important. We have decided that we would like to see
two more loans be disbursed before delegated status is reached be-
cause we have seen some earlier issues, not with any of the pro-
grams of my colleagues here on the panel—and they have spoken
to their performance, but we had a report done in conjunction with
Dunn and Bradstreet, which I brought a copy of here today, that
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shows that there are some lenders in the program that are stressed
and seeing stressed portfolios that are affecting the program. So we
want to take steps to make it as strong as possible so that we can
eventually take it to permanency, just a couple of things that we
are doing here.

So we have also looked at the credit scores, credit scores of 139
or lower on scores show a much more significant problem, three
times as great as loans that are at 140.

So what we are saying is for those Community Advantage lend-
ers that want to make a delegated loan, the lowest they can go is
140. If they want to go below that, we will let them do that, but
they have to go through our centers for SBA staff to underwrite as
opposed to just doing it delegated on behalf of the lender.

So, again, it is just a change to try and tighten up where we have
seen and identified numerically where we have seen some issues.

We have increased the loan loss reserve correct on only the por-
tion—on only the portion that is sold in the secondary market.

When this program was first developed, actually, it was prohib-
ited to sell these loans in the secondary market, and in fact, ini-
tially, under the Obama administration when this program was
rolled out, the loan loss reserve was 15 percent. It was lowered to
5 percent for the portion that is not sold in the secondary market,
and the portion that is sold in the secondary market went down to
1?; percent when they allowed them to be sold in the secondary mar-

et.

All we are asking is to increase that on the sold in the secondary
market by 2 percentage points to 5 percentage points, so it is going
to be 5 percent across the board. It is still lower than the program
started with under the previous Administration, and the reason
why we are doing that is because any loans that are sold into the
secondary market, the SBA must make the money available to the
investor who is holding that loan immediately before we can take
any recovery. So we think that by adding an additional 2 percent
that it will be in the loan loss reserve will help us be able to have
some of that money to, again, pay the investor that has the loan
on the secondary market.

Most importantly, actually we took some steps here that I think
the Community Advantage lenders should be appreciative of as
well as our small business borrowers. We are limiting the fees that
may be charged to a borrower, and we are also limiting the fees
that a lender service provider can charge a Community Advantage
lender because we have seen—again, the reports show it—that
there have been some very stiff fees charged to not only borrowers
but then to Community Advantage lenders who use a lender serv-
ice provider. And we want to limit that because that is not the
point of the program. We want to make sure we are getting capital
out to small businesses. We do not want people to take huge fees
away from the small business borrower or the Community Advan-
tage lender.

So these are steps that we are taking to strengthen the program.
We want the additional time to observe the program with these
changes in hopes that then, yes, we will be able to make the pro-
gram permanent.

Senator CARDIN. Thank you.
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We were just somewhat taken aback that the changes were made
when we thought all that would be made when the decision on per-
manency was made.

Each of our other panelists have talked somewhat about different
changes. Ms. Medley, you mentioned the reserve as affecting your
ability to make loans. You have had a perfect record, and yet—so
you were, I think, arguing that the reserves could even be lower.
So I do not know if you want to comment or not about the increase
from 3 to 5 percent in regards to part of these loans.

Ms. MEDLEY. Thank you, Senator Cardin.

The reserves, the regular reserves that you must have on the
portfolio at 5 percent are a challenge enough.

When we explored selling loans on the secondary market, our
analysis at the lower loan loss reserve amount was that it made
no economic sense for our organization to be in the secondary mar-
ket because of the additional reserves.

If they are higher, there is no way that we would ever get to the
point where we would be able to sell loans on the secondary mar-
ket, which does improve cash flow. But when we did the long-term
analysis on whether we should sell the loans or keep them in port-
folio and just continue in that direction and not sell, it was more
cost effective for us not to sell in the secondary market because of
the reserve amount. And, certainly, with them increasing, there
would be no possibility in the near future.

Senator CARDIN. Mr. Lewis, you mentioned the gaps that we
have in regards to minority communities. You mentioned the gaps
on wealth and on trust, but you also mentioned it on credit.

Here, we are talking about increasing the credit score for partici-
pation. Does that present a problem as you see it?

Mr. LEwWIS. So, generally, when we look at credit scores, particu-
larly with entrepreneurs, anyone who has walked that path knows
when you are starting a business, you do what you do to keep the
business going, right? And that in itself, if you are starting from
a position of not having wealth and your own cushion and not hav-
ing family and friends and other investors, means that sometimes
you may have a history of paying some bills slow. You may still
pay them, but you may pay them slow.

And that walk in that progression, certainly from someone who
is not starting from a position of strength, would say by the time
you get to actually having a successful business that is ready to
grow, that is ready to meet with a lender or CDFI, that experience
getting up to that point may have impaired your credit.

And it speaks—a lot of the work that we do is not formulaic. It
is relationship based. It is getting to understand borrowers, not
only where they are going, but where they have been. And that re-
lationship base basis of doing your underwriting and considering
credit diminishes the importance of credit scores and things holis-
tically about the opportunity to lend.

But, certainly, anything that speaks to raising the required cred-
it scores will be punitive to borrowers ultimately.

Senator CARDIN. Ms. Bilonick, my numbers show there are 113
Community Advantage providers. I do not know if that includes
you or not, so maybe it is 114.

Ms. BILONICK. Probably not.
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[Laughter.]

Senator CARDIN. And they are located in 39 states.

But my information also shows that we do have regional gaps in
having the availability of these programs. With a moratorium being
imposed, if it was imposed last week, you would not be eligible.

From the Latino community, which is an emerging community in
so many parts of the country, do we have enough CA-authorized
providers to make these loans, or will the moratorium have an im-
pact? There is a growing change in this country.

Ms. BiLoNICK. I will say that I do not know the geographic dis-
bursement of the current CA lenders to make an educated answer
for that question, but I would imagine that it will have an impact
on minority communities that need this financing to be able to suc-
cessfully grow their businesses.

You know, apologies for not knowing this correct scenario.

Senator CARDIN. No, no. But the Latino community seems to be
a growing community.

Ms. BILONICK. Absolutely.

Senator CARDIN. And the fact that you just got certified points
out that there is a growing need in the community

Ms. BILONICK. Definitely.

Senator CARDIN [continuing]. And trying to be filled. My concern
is that imposing a moratorium freezes the CA lenders that we cur-
rently have.

In the Latino community, it seems like it is a more dynamic com-
munity that may not now be able to get a CA lender in order to
take advantage of this program.

Ms. BIiLoNICK. I think that is absolutely right.

And I did want to just also add onto what John was saying. I
think the other issue in terms of credit score that our clients have
is not only late payments but using sort of—as I said, patch-work-
ing together alternative methods so that they can put together
thgc does not exist in the market, which is the funding that they
need.

So they may be overleveraged, which is bringing their credit
score down, just because they have maxed-out credit cards and
other forms of credit that they have creatively put together in order
to be able to finance their businesses.

Senator CARDIN. And, Mr. Manger, I would just hope that we
will get this input because I think we all want to make this pro-
gram work as effectively as possible. I would just hope that there
will be an opportunity for this type of input as we look toward the
ultimate resolution of the permanency of this program and how it
should be configured.

Mr. MANGER. Certainly.

Senator CARDIN. And how we can learn from this program in re-
gards to the 7(a) program itself and the 504 program as to how we
can make it more effective in reaching underserved communities.

Mr. MANGER. Senator, that is really exactly why we are taking
the actions that we are taking now. We want to make sure, again,
we can bolster the program and make it as strong as possible.

What we are seeing, again—and the numbers were provided—the
last 12-month default rate for those Community Advantage loans
that were made with scores below 140 is over 10 percent. That is
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much higher than any other cohort in our 7(a) portfolio, and all we
are saying is that you can still make a loan below 140 credit score,
but it has to be done through one of our centers.

If you want to be a delegated lender, then you will have to make
the loans above that 140 level, just because of the evidence that we
have seen in the default rate.

Just to give you the balance, those over 140, the last 12-month
default rate is below 4 percent. So you see how dramatically it in-
creases when you go below 140. That is what our concern is.

Senator CARDIN. But I would just counter that, and I think Mr.
Lewis might be the best to respond to this.

One of the trends that we have seen that has been just a trend
that has hurt us in making credit available to small businesses has
been the banking consolidation, the loss of headquarters, more
branch banks, et cetera.

You look at a Harbor Bank, and you see an institution that is
a community institution. They cannot run away from the commu-
nity. We will find them, and their record is incredible in under-
served communities.

But as we move more to the consolidation and branches, yes, it
may seem like a simple process to have a different entity make
that determination, but it becomes intimidating for minority busi-
nesses.

Mr. Lewis.

Mr. LEwIs. Certainly.

So I would say the key point here is that scoring in itself can be
challenging for small businesses, for minority businesses, for the
things that we talked about before. There are gaps in access.

So when you get to distribution, which is really the score of this,
which is how do I get to these businesses, in getting to the busi-
nesses, you have got to be able to get to a point where you under-
stand them and understand them not from a score perspective.
Even if that is the best that you have, it is an inferior way to make
loans because lending is like any investing. If you know your neigh-
borhoods, if you know your entrepreneurs, if you know your busi-
ness opportunities better than anyone else, you can make a loan
that other people may not be able to make. And, if anything, that
is the distinction of community banks, of MDIs, of local lenders.

The other thing that I would lift, though, that is very important,
when we talk about low-income communities or communities that
have been disinvested for generations and generations and genera-
tions, they have particular challenges. There is a heightened risk
profile generally in those communities, which does not say that you
cannot lend in those communities. It says that you have to be an
expert at lending in those communities.

One of the things that has been very effective for us—and in
doing that, you may be taking on a heightened risk in your port-
folio, and you have to acknowledge that. You have to price it well.
You have to structure well.

But in doing that, one of the things that has been effective for
us in taking that increased level of risk has been the Bank Enter-
prise Award that we won 12 times. Essentially what that does is
it allows us to take the risk, have a riskier portfolio, and then be
compensated for having made those loans, in arrears which is not
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perfect, but it still is a compensation for taking those risks. And
we are able to do it effectively.

So one of the things that I would offer and think of, if it is that
you want to get to the point where you have got lower credit scores
and still have the flexibility of doing it the way that we do it is
to have some consideration of how you helped those lenders
through capital support, so they continue to make those loans on
a riskier level.

Senator CARDIN. Good suggestion.

Yes.

Ms. BILONICK. I just had a question with regard to the amount
of time that would be added to the process by needing to refer to
the SBA to underwrite.

My fear would be that doing that would just drive the businesses
to alternative sources like online predatory lenders, just because it
will add a significant time to the underwriting process versus doing
it in-house.

Senator CARDIN. And these are areas I hope that the SBA will
take into consideration as we are continuing.

I know our Committee is going to take a good deal of interest in
this and try to be constructive in working with the SBA. I share
that concern.

You have a process now. If you do a different process, one of the
things that we find with minority businesses, they do not make ap-
plications because they think they are going to get rejected, and
they use the alternative sources, which are not good. And you won-
der why there are more failures. There are more failures because
they are undercapitalized.

It is a cycle that we are trying to break, and I understand the
logic behind every change you suggested. I would just urge that we
look at the results. We have had really good results from the CA
program. Let us make sure that we are improving those results,
not moving in the wrong direction.

I want to ask you quickly about the fee waiver.

Ms. BiLoNICK. Yeah.

Senator CARDIN. This was an area of major interest in the last
hearing we had. Congress is very much interested in the fee waiver
program.

As I understand it, you have modified the fee waiver program for
loans under $150,000 under 7(a). That will only give partial fee
waiver unless the loan is in one of the HUBZones or rural areas.
Is that

Mr. MANGER. That is correct.

Senator CARDIN. So does not that work to the disadvantage of
the other 7(a) loans, small loans?

Mr. MANGER. So, currently, you are correct. This year, any loan
under $125,000 gets fee relief. Again, the decision was made,
though, that we wanted to offer fee relief targeted to help those
communities that are underserved.

If you get a small loan in the suburbs, should that person really
get the fee relief or should the fee relief be targeted to HUBZones
and rural areas that are underserved and underbanked, as you
were talking about?
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So we have changed, shifted this year, the goal or the initiative
so that fee relief will be offered up to $150,000, slightly higher, but
again zones made in HUBZones or rural areas.

Senator CARDIN. I would just make this observation. I do not
know if that is accurate. The fee waiver seems to have been very
effective in helping underserved businesses.

Mr. MANGER. And that is what we are trying to still target.

Senator CARDIN. We are not sure if the definition of rural and
HUBZone equates to underserved businesses, and I just hope we
can evaluate that because we do think there are a lot—I mean, I
know a lot of parts of Maryland that have had designations, are
losing their designations. We have used a longer average time, so
that they can continue to get some of the advantages of being in
an economic zone. But these are businesses that cannot get the
conventional types of interest.

We used a smaller loan amount as the barometer to give the re-
lief on fees because they are the ones that go more to the targeted
businesses that we are trying to get help to, the women and minor-
ity businesses, et cetera.

So I am not sure limiting it to HUBZone and rural—it may very
well exclude a target group that we are trying to get to.

Mr. MANGER. I would just say, Senator Cardin, with all due re-
spect, I think there are some small businesses that are getting
loans of up to $150,000 that are really not an underserved market,
and again, it could be a business that is located in a suburb of
Washington, D.C., that then gets the fee relief, and the question is
do they really need the fee relief or should it be going to histori-
cally underutilized business zones, which is the definition of a
HUBZone?

Senator CARDIN. Well, we might differ on this.

Mr. MANGER. Okay.

Senator CARDIN. Let us share the information back and forth.

Mr. MANGER. Yes.

Senator CARDIN. I know of a lot of businesses that are minority-
owned, women-owned businesses that do not fall in rural and do
not fall in a HUBZone that should qualify for the maximum
amount of help that we could give them to get loans. They cannot
otherwise get those loans. I do not know if the observation here of
anyone else on the panel on this or——

[No response.]

Let me move to my last point, and I will try to cover this quickly.

Mr. MANGER. Sure.

Senator CARDIN. And that is this mission rating. I understand
you have pulled that, and the mission rating was an effort to try
to identify those lenders that are giving smaller loans, rural loans,
minority businesses, women businesses, veterans businesses, ex-
port businesses. Basically, we are trying to give them a mission
rating so they could be identified as carrying out the mission that
we want them to do in regards to underserved areas.

It is also my understanding that you pulled that because this is
a self-reporting information, and you were not clear as to the reli-
ability of the self-reporting information, even though you do use
self-reporting information for a lot of other purposes within the
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It seems to me that was sort of a sledgehammer approach to a
program that is aimed at trying to identify those lenders that are
carrying out the mission that we want them to, and now we have
nothing.

Mr. MANGER. Well, Senator, I would just say that you are exactly
correct that all of that data is reported on a self-reporting basis,
and we actually caveat any of the information that we put out and
publish the data, and that it is captured on a self-reported basis.

In fact, actually over 10 percent come in with undefined, undis-
closed. So we thought it was not fair to rate a lending institution
based on incomplete self-reported data. That is the issue.

Senator CARDIN. Do you have an alternative?

Mr. MANGER. I think we can continue to look at it, Senator, but
we want to make sure that, again, in terms of credit risk over-
sight—and we just passed the 7(a) oversight bill—we want to make
sure that we have as much oversight over those programs as pos-
sible, and trying to come up with some way to give someone extra
credit based on unsubstantiated information just does not seem the
right way to do it. So we will continue to look at other ways we
can go about getting the mission accomplished.

Senator CARDIN. I want to thank all of the panelists. This has
been, I think, extremely helpful.

As T said in the introduction to Mr. Manger’s question, our Com-
mittee wants to work with the SBA to accomplish the mission in
helping underserved communities. We recognize it is a difficult def-
inition of “underserved communities,” and that is why some of our
concern on how you have drawn some of these lines.

So we will continue to have this dialogue. We welcome our wit-
nesses to continue to share with us your success.

Very impressive record, Ms. Medley, in your business.

And Harbor has an incredible record in helping our community.

Ms. Bilonick, we look forward to your record. We do not have a
record yet from you.

[Laughter.]

Although it has been 24 hours.

Ms. BILONICK. Right.

Senator CARDIN. But we look forward to the growth of your busi-
ness in our community.

So thank all of our witnesses for the testimony.

Ms. BILONICK. Thank you

[Applause.]

Senator CARDIN. We have a second panel. We are looking for-
ward to that. Our second panel—as we are making the transition,
I will do the introductions in order to save a little bit of time.

On our second panel, we have Ken Clark, who I believe is also
a graduate of Morgan State University.

Mr. CLARK. Yes, sir.

Senator CARDIN. All right. We want to make sure we get that in
there, Dr. Wilson. The use of this room is contingent upon pro-
moting Morgan State every time we can.

He is a business consultant in the Minority Business Develop-
ment Agency Business Center representing the Capital Region Mi-
nority Supplier Development Council. In this role, Mr. Clark pro-
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vides strategic counseling and business development services to
local and national minority businesses.

We will then hear from Tim Smoot, senior vice president and co-
founder, CFO of Meridian Management Group, who will speak to
us about the investment capital for minority-owned firms. We are
happy to have Meridian Management Group back with us today, as
we had the president and CEO, Stanley Tucker, join us in 2015.
Mr. Tucker is a frequent advisor to many of us here in the State
of Maryland.

And then we will hear from Mary Miller, who is a senior fellow
at the Johns Hopkins University, 21st Century Cities Initiative.
She will present findings from the 21st Century Cities eye-opening
report entitled “Financing Baltimore’s Growth: Strengthening
Lending to Small Businesses.” Ms. Miller is the lead author of the
report, and her team conducted critical research and identified
causes for the decrease in small business lending throughout Balti-
more County.

Finally, we will hear from Will Holmes, who is representing Mor-
gan State University in his role as the director of outreach for the
Goldman Sachs 10,000 Small Businesses Initiative. As a consultant
and small business owner, Mr. Holmes is living the access-to-cap-
ital issue, while helping expand opportunities for other minority
businesses in Baltimore.

So we will start first with Mr. Clark.

STATEMENT OF KENNETH E. CLARK, BUSINESS CONSULTANT,
MBDA BUSINESS CENTER-CAPITAL REGION, CAPITAL RE-
GION MINORITY SUPPLIER DEVELOPMENT COUNCIL, SIL-
VER SPRING, MD

Mr. CLARK. Good morning, Senator Cardin. Thank you very
much for the opportunity to be here. Kenneth Clark, business con-
sultant in the Minority Business Development Agency Business
Center-Capital Region.

This business center is operated by the Capital Region Minority
Supplier Development Council under the leadership of Sharon
Pinder, our president and CEO who could not be here today.

I am delighted to be here at Morgan State in the newest building
on campus, as both Ms. Pinder and I are alumni of this great insti-
tution.

You have my written testimony, and I would like to reserve the
option to offer some clarity and minor corrections in an updated
submission in a few days.

I will summarize some of the points in my testimony at this
time. The original testimony is a little longer than 5 minutes.

For clarity, I would like to explain the roles of the Capital Region
Minority Supplier Development Council and its relationship with
Minority Business Development Agency in the operation of MBDA
Business Centers.

The Capital Region Minority Supplier Development Council,
CRMSDC, is one of the 23 regional councils of the National Minor-
ity Supplier Development Council, which was formed in the after-
math of the riots following the assassination of Dr. Martin Luther
King. The significance of the establishment of the NMSDC was
that it was built on the idea of economic development and wealth
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creation in the minority communities. NMSDC was established—
they established regional counsels to certify minority businesses
and to provide a linkage to their corporate procurement depart-
ments.

The councils continue to host trades fairs, conferences, one-on-
one matchmaking, and various networking events to foster inter-
action between MBEs and corporate buyers, most often through
corporate supplier diversity professionals.

CRMSDC also offers highly impactful training to the leadership
of minority firms at major university business schools like Tuck,
Kellogg, and others, and supplement that with local training oppor-
tunities. This has helped minority firms to move from startup and
subcontractor status to more sustainable businesses.

The impact of CRMSDC’s activities is that its nearly 350 minor-
ity businesses generate over $3 billion in revenue and employ ap-
proximately 20,000 people, and that is within this region.

This tracks well with the National Minorities Supplier Develop-
ment Council, where 15-, 1,600 corporations work with 12,000 cer-
tified minority businesses to create $400 billion in output and $2.2
million in jobs. And I provided a graphic for your information on
that.

The Minority Business Development Agency developed along a
similar path following the riots, only this way in the Federal Gov-
ernment with people like Parren Mitchell and others, Executive
Order—putting pressure on the Administration—Executive Order
11625, over 45 years ago, started OMB, the Office of Minority Busi-
ness Enterprise, OMB.

The Minority Business Development Agency, which was the
name change, serves as the only Federal agency tasked to help mi-
nority businesses realize their full economic potential through tech-
nical assistance centers, public and private contracting opportuni-
ties, advocacy, research, and education for Minority Business En-
terprise growth and development.

The bulk of this work is accomplished throughout a nationwide
network of 35 Minority Development Agency Business Centers.

Included in that number are four manufacturing centers, which
promote capacity building among minority manufacturers and one
Federal Procurement Center.

There is an Minority Business Development Agency manufac-
turing center located—operated by the City of Baltimore here at
Morgan State University in the Business School.

Each center provides services that assist businesses in accessing
capital, accessing contracts, accessing new markets, as well as
helping them in their growth in size and scale, providing strategy
consulting.

In 2016, CRMSDC, under the leadership of Sharon Pinder, com-
peted to win an MBDA grant to run a business center here in the
Washington, D.C., area. Later, in 2016, CRMSDC won a bid to run
a Federal Procurement Center, the only one of its kind in the Na-
tion. The Federal Procurement Center is designed to specifically
help minority businesses with access to Federal and federally fund-
ed contracts.
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The business centers can help work with MBEs operating in Fed-
eral, State, local as well as corporate contracts. So our result is
that we have a dual, two-pronged approach.

Both teams use information systems tools provided by MBDA.
They use our personal contacts and our personal knowledge of the
various commercial and governmental sectors to help their clients
win and—find and win contracts.

They also assist their clients with finding loans, working capital,
and other financial instruments from minority-friendly sources of
which they have identified.

At a recent training conference, both of our centers were recog-
nized as being outstanding for our ability to provide contract activ-
ity, financial access, job creation, and retention of goals.

The two centers combined have about 220 clients, and they have
won over $240 million in contracts and have created 1,700 jobs in
the last year’s program.

There are a number of barriers that we operate to try to elimi-
nate. Those barriers are timely bid notification, explicit discrimina-
tion due to stereotypes, higher and double standards, and MBE/
DBE stigma.

We compete with larger—we try to help against large project
sizes, bonding and insurance requirements, and timely payment.

We also try to combat the barrier of good faith to use minorities,
except when they are required in a contract. There is explicit dis-
crimination, and this whole issue of MBE and DBE stigma is a
problem.

The issues boil down to access to capital, contract and network
access, and marketplace discrimination.

I see my time is out, so I will thank you very much for the oppor-
tunity to present this testimony, and I will answer any questions
you might have.

[The prepared statement of Mr. Clark follows:]
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Written Testimony of
Mr. Kenneth E. Clark
Business Consuitant, MBDA Business Center — Capital Region
Capital Region Minority Supplier Development Council
Before the
Senate Small Business Committee at a hearing in
Morgan State University, Baltimore, MD
Friday, September 14, 2018.

Good Morning, Senator Cardin. | am Kenneth Clark, Business Consuitant in the Minority Business
Development Agency Business Center — Capital Region and Past President of the Maryland/District of
Columbia Minority Supplier Development Council, the precursor to the Capital Region Minority Supplier
Development Council. This business center is operated by the Capital Region Minority Supplier
Development Council under the jeadership of Sharon Pinder, President and CEO, who could not be here
today. am delighted to be here at Morgan State as both Ms. Pinder and | are alumni of this great
institution.

For clarity, | would like to explain the roles of the Capital Region Minority Supplier Development Council
and its relationship with Minority Business Development Agency in the operation of an MBDA Business
Centers.

The Capital Region Minority Supplier Development Council CRMSDC) is one of the 23 regional councils of
the National Minority Supplier Development Council (NMSDC}. NMSDC was founded in the aftermath of
the riots following the assassination of Dr. Martin Luther King. As various federal commissions
undertook studies to determine the root causes of violence in the cities, so did corporate America. Their
studies determined that the root cause of unrest was lack of access to the American Dream of life,
liberty, and the pursuit of happiness. This dream requires money, i.e., jobs, income and business
revenue. The study led those corporate executives to the implementation of trade fairs and job fairs to
provide jobs for residents and business opportunities for minority businesses. Their activities coalesced
into the establishment of the corporate-fed National Minority Purchasing Council with regional affitiates.
The Greater Baltimore Minority Purchasing Council was founded in 1972. it later merged with the
Greater Washington Minority Purchasing Councit and, with subsequent national name changes, became
the MD/DC Minority Supplier Development Council. 1 had the privilege of serving as a Board Member,
including a term as board chair, and, later, president of this council.

The significance of the estabiishment of NMSDC was that it was built of the idea of economic
development and wealth creation in the minority communities. it was the hope of NMSDC'’s corporate
founders that an employed minority community and a vibrant minority business community would help
to generate income that could be spent by that community to buy the products and services of
corporate America. It would also create an economic sense of weliness that would fessen chances for
violence in the streets. NMSDC established the regional councils to certify minority businesses and to
provide a link to their corporate procurement departments. The regional councils continue to host
trades fairs, conferences, one-on-one matching, and various networking events to foster interaction
between MBEs and corporate buyers. This work is most often managed through corporate supplier
diversity professionals whose job is to find and advocate for minority businesses within the corporate
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procurement process. CRMSDC also offers highly impactful training to the ieadership of MBE firms at
business schools such as Kellogg, Tuck and others. Additionally, it has offered simitar training locally,
with the result that many minority business leaders are able to move their firms from start-up and sub-
contractor status to fully sustainable businesses. The impact of CRMSDC's activities is that its nearly 350
MBE firms generate over $3 Billion in revenue and employ approximately 20, 000 people. This tracks
well with the data from NMSDC nationally where 1,595 corporations work with 12,000 certified minority
firms to create $400 Billion in output and 2.2 million jobs. {See attached graphic data from NMSDC)

After the 1968 riots, the Commerce Department developed along a similar path as corporate America
with the creation the Office of Minority Business Enterprise, the precursor to the Minority Business
Development Agency under Executive Order 11625. Since 1972, MBDA has been working aggressively
to support the growth of MBEs. MBDA serves as the only federal agency tasked to help MBEs realize
their full economic potential through technica! assistance, public and private contracting opportunities,
advocacy, research, and education for MBE growth and development. The bulk of this work is
accomplished through a nationwide network of now 35 MBDA Business Centers {there were as many as
44 at one point.} There is an MBDA Manufacturing Center operated by the City of Baltimore here at
Morgan State. Each MBDA Business Center provides services that assist MBEs in accessing capital,
contracts, and new markets, as well as helping them to grow in size and scale. The Business Centers can
work with MBEs seeking federal, state and local as well as corporate contracts. Included in the 35
centers are four MBDA Manufacturing Centers and one Federal Procurement Center. The
Manufacturing Centers promote capacity building of minority manufacturers. The Federal Procurement
Center is designed to specifically help MBEs with access to federal and federally funded contracts.

in 2016, CRMSDC competed to win an MBDA grant to run a business center in the Washington, DC area.
Later, also in 2016, CRMSDC aiso won the bid to run a Federal Procurement Center, the only one of its
kind in the Nation. Both centers use information systems tools provided by MBDA, personal contacts
and knowledge of the various commercial and governmental sectors to help their clients find and win
contracts. They also assist their clients in finding loans, working capital and other financial instruments
from minority-friendly sources of which they have become aware. At the recent MBDA Nationai
Training Conference, both the Business Center and the Federal Procurement Center were recognized as
“Qutstanding” for meetings or exceeding the rigorous contract, financial, and job creation and retention
goals required in the MBDA grants. In order to create greater synergy for business development and
increased support to minority businesses, Sharon Pinder has created a Minority Business Consortium in
which the three organizations coliaborate to offer a more full siate of services to regional minority
businesses. in addition to the economic impact of CRMSDC stated above, together our Capital Region
MBDA business centers helped its 220 clients win over $240 million in contracts that created 1700 jobs
in the last program year.

While both CRMSDC and its MBDA centers, and MBDA and NMSDC as a whole, work hard at assisting
minority enterprises grow their businesses and develop their teams, there are stili many barriers to
minority contracting. A summarization of disparity studies from severat state and local jurisdictions was
released in January by MBDA. It showed that very significant disparity still exists in minority
contracting. it was most distressing to see that the disparities still existed even after remedies proposed
from prior disparity studies had been implemented in these areas. The barriers to contracting were the
following based on specific and verifiable data and anecdotal experiences:

* At the Prime level - timely bid notification, expiicit discrimination due to stereotypes, and higher

and double standards, MBE/DBE stigma.
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s Prime level non-discriminatory — large project sizes, bonding/insurance requirements, timely
payment

s Sub-contractor ~ timely bid notification, bid shopping, held bid, lack of good faith effort to use,
only taking an MBE if required, explicit discrimination {same as above), MBD/DBE stigma
{See Attached graphic from MBDA website for details)

Basically this boils down to Access to capital, contract network access, and marketplace discrimination.

To help address issues around access to capital, our business center held a finance seminar to educate
MBESs on the intricacies of working with various sources. Mr. Tim Smoot, on this panel, was one of those
experts along with four national and regional banks and an alternative lender. These “minority business
friendly” institutions shared how to best work with banks, when to go to aiternative sources, how to
develop the relationships that might help off-set some of the stereotypes associated with being an MBE
or DBE. One client said that this was exactly what she needed to hear to be better prepared. This
panelist has also just received approval for a line of credit based my referral to one the minority-friendly
lender at a bank after she had been previously denied a loan at several banks.

This is the environment in which CRMSDC, the MBDA Business Centers and the Federal Procurement
Center work to try to alleviate as many of these barriers as possible. it is work that is done in the field,
holding hands with MBEs, and talking to, calling and visiting contracting personnel in the corporations
and state and federal agencies to help get deals done. Policy personnel in the federal or state capitals
do not and cannot impact the problems faced daily by MBEs. 1 say this because, as you aware, it has
been proposed that MBDA discontinue the funding of business centers and that the agency is to become
strictly a policy organization. This action will be done to the great detriment of the minority business
community. | urge your strong support to continue fuil funding of the MBDA, its Business Centers and
the Federal Procurement Center.

Thank you, Senator Cardin, for the opportunity to speak. ! thank you for your interest and leadership in
this important area of supporting minority business growth and deveiopment. in 20 years, the
complexion of the Nation will reach a major transition. Many people fear a future in which minorities
are a majority and are trying to hoid back the tide. If we don’t create strong and viable minority
businesses and build wealth in the minority communities now, the cycle of economic fife in these United
States will spin out of control into a downward spiral. Effective leadership can guide the Nation to a
great future.

Thank you again,

Respectfully submitted,

Kenneth Clark
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Senator CARDIN. Thank you, Mr. Clark.
Mr. Smoot.

STATEMENT OF TIM SMOOT, SENIOR VICE PRESIDENT, CHIEF
FINANCIAL OFFICER, CO-FOUNDER, MERIDIAN MANAGE-
MENT GROUP, INC., BALTIMORE, MD

Mr. SmooT. Thank you, Senator. I appreciate you inviting us
today. I would like to thank you guys.

My name is Tim Smoot, senior vice president and co-founder and
CFO of Meridian Management Group, hereafter called MMG, a mi-
nority fund manager that provides capital to small-, minority-,
women-, and veteran-owned businesses primarily based in Mary-
land. The majority of our funds managed by MMG are from Fed-
eral and State sources. The lion’s share of the businesses we assist
are unable to obtain financing from banks and other traditional fi-
nancial institutions. MMG has a 23-year track record of excellence
in managing funds in this arena. Over the years, we have financed
$275 million in financing to more than 1,100 companies.

Specifically, we manage the Maryland Small Business Develop-
ment Financing Authority and one of the VLT funds. Ours is called
MCBIF.

Having said that, access to capital has always been a number
one obstacle for expansion of minority businesses.

My partners and I have been in the commercial lending business
for 35 years or more. I recall disparity study after disparity study
concluding that relatively then same predicament. Minorities are
being much more likely to be declined for financing than their
white counterparts by significant numbers, being approved for
loans on a much smaller level, and being forced to use expensive
forms of financing from many others.

Most studies found that the majority of the minority businesses
have become more successful in obtaining credit card and
microloan funding, which is helpful. However, they also concluded
that, as stated in a study, those loans cannot replace the impor-
tance of larger working capital loans needed to actually grow busi-
nesses in a significant way.

They also appear to be gaining more access to higher interest
rate funding, including online financing, but it is very difficult to
try to grow a business when the cost to capital is 15 to 30 percent.

One of our relatively frequent requests for funding involves the
refinancing of existing debt, the majority of which is expensive and
has very short repayment terms, crippling a business’ efforts to
generate cash flow and sustain operations. The refinancing is de-
signed to offer conventional bank lending rates and more tradi-
tional terms and in some cases deferments of principal and inter-
est.

The overall objective of this particular element of the program is
to offer more “patient capital” to allow the businesses to grow and
create jobs in minority communities, which is the very reason we
are here today.

It is pretty obvious that minority businesses tend to hire minori-
ties, as you mentioned earlier, and much more willing to hire indi-
viduals in low-income communities and those who are not as well
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educated and those who are returning citizens from our penal insti-
tutions.

Maryland is rather fortunate in that over the years, over the dec-
ades actually, MMG, its governors, and its Maryland lawmakers,
including you, Mr. Senator—you would be interested in knowing I
have a picture in our office of you and Mickey Steinberg and I
think Governor Hughes signing some legislation for our Equity
Franchising Program.

Senator CARDIN. Oh, wow.

Mr. SMOOT. It goes back a while, right? When we both had hair,
right?

[Laughter.]

Particularly, the legislative Black Caucus has been extremely
helpful, having strategically established programs to cover the ma-
jority of the most common needed resources for small businesses,
which are term loans, lines of credit, letters of credit, loan guaran-
tees, subordinated debt, equity financing, and surety bonding,
again, at affordable rates. In fact, Maryland’s Small Business De-
velopment Financing Authority has been recognized as a national
model by the Wall Street Journal and several other publications for
having the most comprehensive group of financing programs to as-
sist minority businesses.

The State’s Video Lottery Terminal Fun is also the first of its
kind in this country that is funded by revenue from the gambling
casinos. MCBIF is one of the eight fund managers in Maryland
managing up to $11 million in capital.

Over the course of the last 5 years, these funds managed by
MCBIF have provided 227 financings totaling $42 million to 175
companies, with an average loan size of $245,000. On average, 61
percent of the funds provided were provided to minority businesses,
ethnic minorities, and 27 to women-owned businesses.

One might ask, What is the risk/reward profile for these busi-
nesses? Well, in the case of MSBDFA, the loan loss rate grew from
less than 5 percent prior to the recession and nearly 11 percent
during the recovery. This is the obvious result of businesses being
undercapitalized from the start, not having sufficient reserves to
survive the decline in business activity.

On the other hand, the overall impact of helping such businesses
grow is substantial. For example, during the 20-year period in 1995
to 2014, the State invested $32 million of general funds in the
MSBDFA programs. This lending activity generated $343 million
in local and State tax revenue, $7.7 bill in commercial sales, $2.3
billion in personal income, and 3,820 jobs on average annually.
This resulted in a return on investment to the State of 9.3 times.
This is good economic policy for both the private sector and the
public sector, Mr. Senator.

[The prepared statement of Mr. Smoot follows:]
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Before the

U.S. Senate Small Business Committee
The Honorable Ben Cardin, Ranking Member

on

“Strengthening Access to Capital for Minority-Owned Smal Businesses”

Mr. Chairman and Members: First, I would like to thank you for the opportunity to appear
before you today, and also thank you for convening this hearing on such an important topic
to the State of Maryland and, indeed, our entire country as a whole.

My name is Timothy Smoot, Sr. Vice President, Co-Founder and CFO of Meridian Management
Group, Inc. (hereafter "MMG"), a minority-owned fund manager that provides capital to small,
minority, women and veteran-owned businesses, primarily based in the state of Maryland. The
majority of fund’s managed by MMG are from federal and state resources. The lion’s share of
businesses we assist are unable to obtain financing from Banks and other traditional sources of
financing. MMG has a23-year track record of excellence in managing funds in this arena.

That being said, “Access to Capital™ has always been the “Number One” obstacle of the
expansion of minority businesses. My partners and [ have been in the commercial lending
business for 35 years or more. 1 recall, disparity study after disparity study concluding the
relatively same predicament ~ minority entrepreneurs being much more likely to be declined for
financing than their white counterparts (by significant margins), being approved for loans in
much smaller amounts or being forced to use more expensive forms of financing among many
others. Some of the most recent studies include the U.S. Small Business Administration, the
Maryland Department of Transportation, the Federal Reserve Bank ot Cleveland, Harvard
University and Johns Hopkins University. An executive summary from the Cleveland study is
attached to this study for your reference and support for my testimony.

Most of studies found that more minority businesses have become more successful in obtaining
credit cards and microloans, which are helpful. However, they also conclude that, as stated in one
study, “those loans cannot replace the importance of larger working capital loans needed to
grow” small businesses in a significant way. They also appear to be gaining more access to
higher interest rate funding. But, it very diffieult trying to grow a business when the cost of
capital is 15 — 30% per annum.
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One of our relatively frequent requests for funding involves the refinancing of existing debt, the
majority of which is expensive and has very short repayment terms — crippling the businesses’
efforts to generate cash flow and sustain operations. The refinancing is designed to ofter
conventional bank lending rates and more traditional terms and, in some cases, deferments of
principal and interest. The overall objective of this particular element of the programs is to offer
forms of more “Patient Capital” to allow the businesses to grow and create more jobs in minority
communities, which is the very idea behind this hearing. It is pretty obvious that minority
businesses tend to hire more minorities and are much more willing to hire individuals in low
income communities, those who are not as well educated and those who are retumning to society
from our penal institutions.

Maryland is rather fortunate in that, over the course of several decades, MMG, its Governs and
Maryland law makers — particularly, the Legislative Black Caucus - have strategically established
financing programs that cover the majority of the most commonly needed resources for small
businesses (i.e. term loans, lines of credit, letters of credit, loan guarantees, subordinated debt,
equity financing and surety bonding) — at affordable rates. In fact, Maryland's Small Business
Development Financing Authority has been recognized as a national model on several occasions
for offering the most comprehensive group of financing programs to assist minority businesses by
the Wall Street Journal, The National Franchise Association, the Center for Insight Center for
Community Economic Development and the Center for Regional Economic Competitiveness.

The State’s Video Lottery Terminal Fund is the first of its kind in the country to be funded by
revenue from its gaming casinos. Maryland has a total of eight (8) fund managers. MMG’s fund
is referred to as the Maryland Casino Business Investment Fund (“MCBIF”) - capitalized with
$11 million.

Over the course of the past 5 years, these two funds managed by MMG provided 227 financings
totaling $41.8 million to 175 companies. On average, 61% of the funds were provided to
companies owned and operated by ethnic minorities. One might ask, what is the risk/reward
profile of financing these businesses.

Well, in the case of MSBDFA, the loss ratio grew from less than 5% prior to the economic
recession to nearly 11% during the recovery. This was the obvious result of businesscs
undercapitalized from the start not having sufficient reserves to survive the decline in business
activity. On the other hand, the overall economic impact of helping such businesses grow was
substantial. For example, during the 20-year period (1995-2014), the State invested $32 million
of general funds into the MSBDFA programs. The lending and investment activity generated:

—  $343 million in local and state tax revenues,
—  $7.7 billion in commercial sales,



50

Testimany of Timothy L. Smaoot
U.S. Senate Small Business Committee Hearing

-~ $2.3 billion in personal income; and
- 3,820 full-time equivalent jobs on average per year.

The result was a net return on investment of 9.3x. This is good economic policy for both the
private sector and the public sector.

My partners and I clearly agree that it is more difficult lending to many minority firms. The
firms lack sufficient start-up equity capital, credit scores are lower on average and they generally
have less collateral to secure the loans. But, there is all ton of underutilized talent that could be
extracted to strengthen minority communities that can provide tremendous economic benefits to
the municipalities and state where they are located and uitimately this great country of ours.
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Senator CARDIN. Thank you very much.

I would like to see a picture, a copy of that picture. I will go over
later.

[Laughter.]

Ms. Miller.

STATEMENT OF MARY MILLER, SENIOR FELLOW, 21ST CEN-
TURY CITIES INITIATIVE, JOHNS HOPKINS UNIVERSITY,
BALTIMORE, MD

Ms. MILLER. Good morning, Senator Cardin, and thank you for
the opportunity to make some remarks at this field hearing.

I would also like to thank your staff and Morgan State Univer-
sity for hosting us in this beautiful building.

I am a 30-plus-year resident of the City of Baltimore. I came
here in 1983 to work for a small private company called T. Rowe
Price that today is one of the city’s largest employers, and I saw
firsthand how a growing company can create jobs and economic
benefits.

I left T. Rowe Price in 2009 to work at the U.S. Treasury in a
time of incredible turmoil following the financial crisis. My office at
the Treasury oversaw both community development financial insti-
tutions as well as the country’s largest and most complex banks.

Nearly 5 years of public service gave me a great opportunity to
work on the regulation of our financial institutions and public pol-
icy goals in this sector.

You have probably forgotten this, but in 2011, you introduced me
to the Senate Finance Committee for my confirmation hearing as
the Under Secretary for Domestic Finance. Thank you.

Senator CARDIN. I did not forget that.

Ms. MILLER. Okay.

Senator CARDIN. I should have mentioned that in your introduc-
tion.

Ms. MILLER. That is okay.

I resigned from Treasury 4 years ago and returned to Baltimore
as a full-time resident. I have become intensely interested in the
question of how much financial capacity we have to support eco-
nomic growth in this city.

The Johns Hopkins University 21st Century Cities Initiative was
the perfect platform to research and write about this question. I
would like to submit for the record my written statement about our
most recent work on small business lending activity in Baltimore
over the past 10 years.

Senator CARDIN. Without objection, it will be included.

[The information can be found in the footnotes in Ms. Miller’s
prepared statement.]

Ms. MILLER. Our research is focused on every loan made to a
small business located in this city, including minority-owned busi-
nesses, and I think our findings are relevant to all.

Rather than restate all the findings in this report, I would like
to focus on a few important themes in my time here.

First, loans to small businesses have dropped by more than 30
percent over the decade ending in 2016, while bank deposits in the
city have doubled to $26 billion. This is a serious impediment to
growth, and we need to change that.
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If banks that take deposits in Baltimore had maintained the
same loan-to-deposit ratio in 2016 as in 2007, we would have seen
$600 million in small business loans made in 2016, compared to
the actual level of $200 million.

Baltimore takes less advantage of the federally guaranteed loans
offered by the Small Business Administration than comparable cit-
ies, as few of our banks have built the internal resources to origi-
nate these loans. I was very pleased this morning to hear about
Harbor Bank’s entry into the market in 2018 because I think that
is critical.

Baltimore lenders also predominantly focus on real estate lend-
ing with hard assets as collateral versus small business loans
backed by operating revenues. Our banks largely rely on offering
small credit card loans to small businesses, which require fewer re-
sources. The average credit card loan is about $10,000.

The decline in overall small business lending here mirrors
changes in the marketplace generally, although Baltimore has been
particularly hard hit by bank consolidations and the loss of locally
headquarters banks. Our leading banks today lend more into their
home communities than they do in Baltimore.

Our recommendations tie directly into the facts that we collected.
We need to ask our largest depository banks to do more, whether
as direct lenders to small businesses, as SBA loan originators, or
through providing capital to CDFIs to help them lend.

The city and the State have small public loan programs to reach
higher-risk borrowers, but we believe those dollars could be more
useful if used to leverage loans from the private sector by providing
a backstop against losses.

While not a focus of this report, which focused on banks, we also
need to understand the value that nonbank lenders can bring to
this marketplace to see whether technological solutions can reduce
barriers to finding credit, lower borrowing costs, and bring more
capital to Baltimore.

Finally, our work showed how Community Reinvestment Act re-
ports shed little light on small business lending shortfalls in Balti-
more. This is a real opportunity to modernize this 40-year-old law
to better measure the banking sector’s contribution to the real
economy in cities like Baltimore.

As our work has shown, we need to build a continuum of capital
to allow small businesses to thrive.

Senator Cardin, I appreciate your focus on these important
issues. Thank you for all of your work on behalf of the citizens of
Maryland.

[The prepared statement of Ms. Miller follows:]
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“Strengthening Access to Capital for Minority-Owned Smail Businesses”

United States Senate, Committee on Small Business and Entrepreneurship
Field Hearing, Morgan State University, Baitimore, MD
September 14, 2018

Written Testimony
Mary Miller, Senior Fellow, Johns Hopkins 21% Century Cities Initiative

Baitimore is home to more than 50,000 small businesses. Roughly 37,500 of these businesses
are sole proprietorships and about 12,500 have at least one employee.* Small businesses form
the backbone of the local economy, providing jobs for residents, tax revenues for the city, and a
sense of identity to neighborhoods and commercial districts. But for new and established small
businesses to thrive, the city needs a financing system with capacity to meet their needs.
Capital is certainly not the only ingredient necessary for successful business growth, but itis a
critical input. If companies lack access to appropriate types of capital at critical stages of
growth, they are likely to never take off and achieve scale, or even worse, to go out of business
or leave Baltimore and relocate where financial support is more readily available, depriving the
local economy of jobs and economic growth.

To better understand whether Baltimore’s financing system and the flow of capital to small
businesses is sufficiently expansive and diverse to support the entire landscape of the city’s
small businesses and their varying needs, the Johns Hopkins 21% Century Cities Initiative {21CC)
has spent the past two years analyzing data, interviewing experts, and convening stakeholders.
21CC has published two reports over the past year presenting a robust set of findings and
recommendations relating to the local financing system. These reports are summarized below.
The data provided here are drawn from the reports, where all original sourcing is provided.?

The first report, published in September 2017 and titled Financing Baltimore’s Growth:
Measuring Small Companies’ Access to Capital analyzed 40 separate public and private funding
programs and data sources to quantify loan, equity, and grant investments in small businesses
located in Baitimore City. Over the five-year period from 2011 through 2015 about $560 million
per year totaling about 7,000 individual transactions flowed to startups and small businesses in
Baltimore City.

Of the total doliar amount invested, 60 percent came in the form of loans, 30 percent in equity
investments, and 10 percent in grants. There was significant annual growth in equity
investments, increasing from $50 million per year in the mid-2000s to over $200 million per

* Figures from the U.S. Census Bureau's 2012 Survey of Business Owners and 2016 County Business Patterns.

? To view the full reports, visit http://21cc.ihu.edu/wp-content/uploads/2017/09/21cc-financing-baltimores-
growth-sept-2017.pdf and http://21cc.ihu.edu/wp-content/uploads/2018/07 /financing-baltimores-growth-

strengthening-lending-to-smail-businesses.pdf.

Mary Miller, 21% Century Cities Initiative, Written Testimony 1
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year a decade later. On the loan side, the report showed declines in the total amount of loans
originated to Baltimore City’s smali firms over the past decade.

Last month, 21CC published the second report, Financing Baitimore’s Growth: Strengthening
Lending to Small Businesses, that takes a deeper look into the dynamics of bank lending to
small businesses in Baltimore City. The report covers the period from 2007 to 2016, which is the
most recent available 10 years of loan and deposit data that banks are required to report to
federal regulators.

The report organized bank fenders into three categories: 1} banks with branches in Baltimore
City {referred to as depository banks); 2) banks that have branches elsewhere, but do not have
any branches or take deposits in Baltimore City {referred to as non-branch banks}; and 3)
regulated financial institutions that specialize in credit card loans. Overall, small business bank
lending in Baltimore was significantly lower in 2016 than 2007, falling from $457 million in 2007
to $307 million in 2016. Across the board, all three types of institutions were greatly impacted
by the Great Recession, with the number and dollar amount of loans both decreasing
significantly from 2007 levels and hitting low marks in the 2010 to 2012 period. Since then, all
three types of institutions have expanded their activity, but non-branch banks are the only
category of lender that has surpassed 2007 levels in total dollar amount loaned.

Depository banks are consistently responsible for about 70 percent of all loan amounts on an
annual basis. Their small business lending, however, has not kept pace with their growth in
deposits. Over the 10-year period from 2007 to 2016, total outstanding bank deposits among
banks with branches in Baltimore nearly doubled {from $13.5 billion to $26.5 billion), while
annual small business lending activity for these same types of banks fell 32 percent {from $311
million to $212 million}. The top five depository banks in Baltimore City in 2016, based on small
business loans originated, were: M&T Bank, PNC Bank, Wells Fargo Bank, Bank of America, and
BB&T Bank.

A key data point analyzed in the report was the annual ratio of small business foan amounts to
outstanding deposit amounts, or the loan-to-deposit ratio. Among the top 14 depository banks
in 2016, annual small business lending data is publicly available for 11. The total loan-to-deposit
ratio for these 11 banks was 0.82 percent in 2016. Bank of America had the lowest loan-to-
deposit ratio at 0.21 percent, aithough the bank originated the fourth most ioans to Baltimore’s
small businesses at $22 million. Maryland headquartered Howard Bank and Columbia Bank had
the highest loan-to-deposit ratios at 6.3 percent and 8.1 percent, respectively.

Looking back to 2007, the loan-to-deposit ratio was 2.4 percent among the top banks,
combined. If the loan-to-deposit ratio for 2016 was the same as in 2007, then the top
depository banks would have provided over $600 million in small business loans in 2016, rather
than the $203 million in small business loans that were in fact provided. In other words, just by
maintaining the 2007 loan-to-deposit ratio, banks would have originated nearly 5400 million
more in small business loans in 2016 than was actually the case.

Mary Miller, 21% Century Cities Initiative, Written Testimony 2
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Non-branch banks in Baitimore have grown in both number of loans and total

dollar amount, with increased growth over the past six years. in 2016, these banks provided
nearly four times the number of loans and loan amounts they provided in 2010. They

are the only lender type that is doing more small business lending in total dollar amount
compared to 2007. One example is the First National Bank of Pennsylvania, which began
originating smal! business loans in Baltimore in 2012 and steadily increased their lending in the
city to 2016 when the bank made 35 loans totaling $8.5 million, for an average of over
$240,000 per loan, indicating a focus on larger working capital term loans. In a sign of a tong-
term commitment to the Baltimore market, in 2016 the bank established its regional
headquarters in Bailtimore and opened its first branch in the city.

Credit card lenders have made some gains over the past five years, but their activity today is
well below what it was prior to the Great Recession. The number of credit card transactions in
2016 was about one-third what it was in 2007, and the total dollar amount was less than half
what it was a decade prior. The top lender in terms of number of transactions in Baltimore City
for every year from 2007 to 2016 was American Express, although their average loan size was
only $12,000 in 2016.

The report also looked closely at U.S, Small Business Administration {SBA} 7{a) loans in
Baitimore. in the overall landscape of small business lending by banks in Baltimore, SBA 7{a)
loans represent a smali portion of loan activity. However, they are an important tool for banks
to expand their small business offerings, particularly because they are generally larger

loans and a way banks can provide working capital to small businesses through loans

that are guaranteed by SBA.

From 2007 to 2016, the total dollar amount of all types of SBA 7{a} loans made to Baltimore
City small businesses increased from $19.2 million in 2007 to $28.3 million in 2016, while

the number of loans during that same time period decreased from 152 in 2007 to 108 in

2016, resuiting in an average loan size that was twice as high. In 2016, 26 banks originated SBA
7(a) loans to Baltimore City small businesses. An important observation in SBA 7{a} lending in
Baitimore is the dominance of M&T Bank in the market, which accounted for over half the
number of loan transactions and more than one-third of total loan amounts in 2016. Overall,
however, SBA loans are under-leveraged in Baitimore compared to their use in cities such as
Atlanta, Buffalo, Cleveland, and Pittsburgh.

The decline in overall small business lending over the past decade did not happen by accident.
Rather, it largely mirrors changes in the marketplace, some of which are national and some
Baltimore specific. The report highlighted three reasons for smail business iending declines in
Baltimore: bank consolidation, headquarters effect, and shrinking average loan sizes.

The national consolidation of the banking industry hit Baltimore particularly hard. in each case
where a locally headquartered bank was acquired by a larger national bank, the amount of
combined small business lending dropped. Examples include the acquisition of Mercantile Bank
by PNC Bank and Provident Bank by M&T Bank. These four banks were together originating

Mary Miller, 21* Century Cities Initiative, Written Testimony 3
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over $130 miltion in small business loans in 2007. The two acquiring banks originated 598
million in 2016.

For Baltimore, it is challenging to be a branch town and attract the same level of investment as
a bank’s headquarters city. The report looked at overall loan data and found that the two
largest smail business lenders in Baltimore, M&T Bank and PNC Bank iend at higher rates in
their headquarters communities, when controlled for population. in Buffalo, M&T’s small
business lending was 2.5 times its Baltimore area activity. in Pittsburgh, PNC’s smali business
lending was three times that of its Baltimore area lending. It’s also the case that these banks
have much higher deposits in the headquarters communities, which supports higher local
lending.

The average loan amount to small businesses by all depository banks has declined from
$191,819 per loan in 2007 to $70,877 per loan in 2016. Decreasing average loan amounts
appear to be driven by the growth of small business credit cards and smalier lines of credit
being offered by some depository banks.

The report also analyzed Community Reinvestment Act (CRA} evaluations for depository banks
active in Baitimore. The evaluations shed little insight into small business lending activity in
Baltimore. CRA guidelines, with regard to geographic assessment areas and lending criteria, do
not capture the decline in small business lending nor recognize the banks that are serving
Baitimore City’s need for these {oans.

in closing, the report offered several recommendations:

s Encourage the largest banks in Baltimore to increase smail business lending activity by
making more direct loans, becoming more active with SBA loans, and/or capitalizing
local smali business loan funds, such as community development financial institutions
{CDFls).

e More effectively utilize state and city loan programs to provide {oan loss reserves or
guarantees for private bank loans targeting new and/or higher-risk borrowers.

e A concerted effort should be made to attract and weicome banks and other types of
lenders from outside of Baltimore and Maryland that have identified market
opportunities in Baltimore’s small businesses and startups.

e Reports like the one developed by 21CC, which rely on CRA data focused on a specific
market, could be used as a case study for regulators and stakeholders currently working
on modernizing this 40-year-old legislation. Baltimore is an exampie of how CRA’s
geographic assessment areas and scoring need improvement to better measure
community reinvestment.

Mary Miller, 21* Century Cities Initiative, Written Testimony 4
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Senator CARDIN. Well, thank you very much.
Mr. Holmes.

STATEMENT OF WILL HOLMES, DIRECTOR OF OUTREACH,
GOLDMAN SACHS 10,000 SMALL BUSINESSES, MORGAN
STATE UNIVERSITY, BALTIMORE, MD

Mr. HoLMES. I would like to thank Senator Cardin and the Com-
mittee for the opportunity to speak to you today. Good morning,
Senator Cardin.

My name is Will Holmes, and I am director of Outreach for the
Goldman Sachs 10,000 Small Businesses Program in Maryland,
and I am the founder of WHC, a business management and tech-
nology consulting firm based in Baltimore. We work with govern-
ment agencies, financial institutions, universities, and growing
companies in North America, Africa, and Asia.

My testimony today will outline the fundamentals of the Gold-
man Sachs 10,000 Small Businesses Program and detail my obser-
vations on the challenges small minority- and women-owned busi-
nesses face when attempting to access capital.

First, the Goldman Sachs 10,000 Small Businesses Program.
Here in Maryland, the Goldman Sachs program is funded by Gold-
man Sachs and Bloomberg Philanthropies, and it is facilitated by
Morgan State University, Johns Hopkins University, and the Com-
munity College of Baltimore County. I am based at Morgan State,
and I am contracted to promote the benefits of this highly effective
program to business owners in Maryland who meet the following
criteria: at least 2 years in business, at least two employees; at
least $100,000 in revenue.

There is no cost to be in this 11-week program. It is free, but
there is a tremendous time commitment. Scholars are in class one
full day per week and often meet outside of class to work on their
growth plans and share ideas with the other scholars and their as-
signed business advisor.

The program is intense, and it is working. Across the U.S., grad-
uates are increasing their revenues and creating new jobs in their
communities. Here are some statistics from Goldman Sachs: 99
percent of business owners who start the program complete the
program, 67 percent of graduates report an increase in revenue
after finishing the program, 47 percent of graduates report creating
new jobs in their communities, 88 percent of graduates report they
do business with other Goldman Sachs graduates.

The scholars’ investment is their time, but the returns are a
more sustainable business, higher revenue, the opportunity to em-
ploy more people in their communities, and a new network of thou-
sands of graduates across the country. The Goldman Sachs Pro-
gram teaches business owners how to work on their businesses in-
stead of working in their businesses. Plus, upon graduation, busi-
ness owners have a better understanding of what is needed to at-
tract investors and lenders while pursuing capital to grow their
businesses.

Now, in regard to accessing capital, in my experience, the two
greatest barriers for small businesses are lack of information and
low credit scores.
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As for lack of information, Baltimore is rich in resources. So ac-
quiring knowledge is possible if business owners took full advan-
tage of consultants like me or they utilized the Small Business De-
velopment Center, the Small Business Administration, Minority
Business Development Agency, Small Business Resource Center
under Paul Taylor and Jim Peterson, or the many incubators in the
city. But I believe all business owners would benefit from more co-
ordination between these State, Federal, and local resources. Also,
better marketing of programs and some integrated case manage-
ment would surely help push new entrepreneurs to fully utilize
these services.

I believe that for first generation or minority or women entre-
preneurs, the information they need to grow, it exists here in the
city. We just need to develop a better system for connecting entre-
preneurs with the knowledge they need to develop sustainable
business models, access capital, and pursue RFPs and contract op-
portunities.

But low credit scores, that is a different problem. When it comes
to low credit scores, my experience is that minority and women en-
trepreneurs usually do not lack moral character or have some in-
sidious desire to be delinquent on payments. That is not it at all.
Instead, entrepreneurs often have low credit scores because of
three simple reasons.

First, their biggest customers are late paying them. Often busi-
ness owners wait for months for payments from large agencies or
organizations, well past the agreed-upon 30- or 45-day net payment
terms.

Second, they have little to no accumulated assets or wealth.
Minority- and women-owned businesses often do not have adequate
savings, investment accounts, or wealthy family and friends to pro-
vide startup cash or short-term personal loans.

Third, overwhelming debt. Ideal debt-to-income ratios set by
banks are hard to meet when business owners have high student
loans and maxed-out credit cards. Minority and women business
owners often use their personal credit cards to start their busi-
nesses, but if they run into slow periods or emergencies and they
cannot get additional funding, they often shut down. And their em-
ployees, suppliers, and community suffer, all due to lack of funding
and no access to capital.

In conclusion, the Goldman Sachs 10,000 Small Businesses Pro-

ram offers an amazing opportunity to businesses who make over
%100,000 in annual revenue. Graduates are adding jobs and posi-
tively changing communities, but Baltimore entrepreneurs who
have not made $100,000 yet need help also. They need to be better
connected to existing free and low-cost resources. They also need to
be better supported by programs created by legislators, lendings,
and investors to help them better prepare to access capital.

Access to capital is the key to stronger small businesses, and I
firmly believe that stronger small businesses who employ local resi-
dents are a cornerstone in the foundation of healthier, wealthier,
and safer communities in Baltimore.

I want to thank you and the Committee for allowing me to speak
to you today on behalf of Morgan State University and the Gold-
man Sachs 10,000 Small Businesses Program.
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I am happy to answer any questions you may have. Thank you.
[The prepared statement of Mr. Holmes follows:]

Wil Holmes | Director of Outreach | Goldman Sachs 10,000 Small Businesses | Morgan State University

Good moming. My name is Will Holmes and | am Director of Qutreach for the Goldman Sachs 10,000 Smalt
Businesses program in Maryland and ! am the Founder of WHC, a business management and technology consulting
firm.

My testimony today will outiine the fundamentals of the Goldman Sachs 10,000 Small Businesses program, briefly
explain my role in Baltimore's entrepreneur ecosystem, and detail my observations on the challenges small, minority
and women-owned business owners face when attempting to access capital.

Goldman Sachs 10,000 Small Businesses

Here in Maryland, the Goldman Sachs 10,000 Small Businesses program is facilitated by Morgan State University,
Johns Hopkins University and the Community College of Baltimore County. | am based at Morgan State and | am
contracted to promote the benefits of this highly effective program to business owners in Maryland who meet the
following criteria:

o Atleast 2 years in business
o Atleast 2 employees (including the business owner)
o Atleast $100,000 in revenue

After talking to me, Business owners apply online. If they meet the criteria, they are invited to an interview. if
selected, they are placed in a Cohort and they become a Goldman Sachs Scholar. Once they graduate from the
program, they are called Alumni.

There is no cost to be in the 11 week program. it is free. But there is a tremendous time commitment. Scholars are in
class one full day per week and often meet outside of class to work on their growth plans and share ideas with the
other schoiars.

The program is intense and it is working! Across the U.S., Goldman Sachs 10,000 Small Businesses graduates are
increasing their revenues and creating new jobs in their communities. Here are some statistics from Goldman Sachs:

o 99% of business owners who start the program, complete the program

o 67% of graduates report an increase in revenues after finishing the program
*  47% of graduates report creating new jobs in their communities

« B88% of graduates report that they do business with other graduates

When talking to graduates, I often ask them how the program has helped them. The most common answers usually
include:

» They have an appreciation for the peer-to-peer leaming environment. {They are often surprised that they
were able to learn from business owners in other industries; but extremely happy that they had the
opportunity to meet them and iearn from them.)

» They have a noticeable increase in their confidence, (They are always very pleased with the knowledge they
received and how that new knowledge has helped them to be more confident when negotiating, selling,
hiring and leading their teams.)

o They have a fantastic new network. (They are usually ecstatic about the new trusted colleagues and new
business partners they acquired by going through the program. Many mention that they have started an
Advisory Board for their businesses and plan to fill their Board with the people from their cohort.

o They feel more ready to grow and hire staff. (They often mention that before the program, how difficult it was
to take the risk of investing in new hires; but now, they feel ready to hire and expand.)

The Scholar’s investment is their time. But, the retums are a more sustainable business, higher revenue, the
opportunity to employ more people in their communities and a new network of thousands of graduates across the



60

country. Plus, they have a better understanding of what is needed to attract investors and ienders when pursuing
capital to grow their businesses.

Furthermore, the Goldman Sachs initiative brings attention and partnerships to the educational institutions that host
the program. For example, our Referral Partners Program brings focal banks and business organizations to outreach
events on the Morgan State University campus. Partners are introduced to all the resources Morgan State University
can offer in addition to the quality of the facuity and facilities. These new refationships are fantastic for creating
employment pathways for graduates and intemship opportunities for students.

The Goldman Sachs program teaches business owners how to work ON their businesses instead of working IN their
businesses. The program also gives business owners the tools to create positive change in their communities
through job creation. More jobs mean more stability in the community, a greater tax base and eventually better
schoals, more homeowners and a stronger local economy.

My role in Baitimore. ..
To give you some background about me, | am a business consultant. | opened WHC, my business management and

technoiogy consulting firm, in 2009. Our clients are government agencies, financial institutions, universities and
growing companies in North America, Africa and Asia. Additionaly, | am on the Board of Directors for the Baltimore
City Chamber of Commerce. And | often partner with the U.S. Smal Business Administration, Department of
Commerce, the Department of Treasury and the Greater Baltimore Urban League to provide free training to new
business owners and help connect them to new tools and growth opportunities. Additionatly, | founded Baltimore
Professionals and Entrepreneurs. BPE has over 5400 members and we have hosted over 800 professional
development events since 2011,

So, as a consultant and business owner, | know first-hand the difficulties entrepreneurs have in qualifying for
business capital.

Barriers to Accessing Capital
In my experience, the 2 greatest barriers for smal businesses, to accessing capital, are:

»  Lack of information
*  Low credit scores

As for fack of information, Baltimore is rich in resources. So acquining knowledge is possible if business owners
took full advantage of consultants like me or utilized the SBA, Small Business Resource Center, The Small Business
Development Center, The Urban League Entrepreneurship Center, The Baltimore City Chamber of Commerce, The
Minerity Business Development Agency or the dozens of incubators in the city.

But, | believe all business owners would benefit from more coordination between these state, federal and local
resources. Also, better marketing of programs and some integrated case management would help push new
entrepreneurs to fully utilize these services. | believe that, for first generation or minority or women entreprensurs, the
information they need to grow exists. We just need to develop a better system for connecting entrepreneurs to the
knowledge they need to develop sustainable business models, access capital and pursue RFPs and contract
oppartunities.

But, low credit scores... That is a different problem. When it comes to low credit scores, my experience is that
minority and women entrepreneurs usually do not fack moral character or have some insidious desire to be
delinquent on payments. instead, entrepreneurs often have low credit scores because of three simple reasons:

o  First, their biggest customers are late paying them. | can attest, set asides and government contracts
don't always mean smooth sailing for growing companies. Often business owners wait for months for
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payments from farge agencies or organizations, well past agreed upon 30 or 45 day net payment terms.
When big clients are late paying a business owner, that business owner needs to go into savings or find
other sources to pay their employees. Then, they wait to get paid by the client. That delay often causes
business owners to be late paying their creditors. And of course, those late payments negatively affect their
credit scores. Then, their bad credit scores and inconsistent income prevent business owners from
qualifying for the loans or credit lines they need from banks to cover payroll, add staff, buy new equipment
or pay fees. It can eventually reach the point where a business can't grow because they experience an
artificial cap on their capacity that is set by their limited financial resources. Not because their service is
poor or their products are inferior, it is because they don't have the money to market effectively, buy
equipment, pay accountants and attorneys or make investments in their infrastructure. This also means
they can't hire people from their communities and help grow the local economy.

« Second, they have little to no accumulated assets or wealth- Minority and women owned businesses
often don't have adequate savings, investment accounts or weaithy family and friends to provide start-up
cash or short term personal loans. And it is the nature of business, that unforeseen situations occur that
cause slow periods or create emergency situations that require immediate attention. With no cushion
provided by savings or go-to sources of short term capital, that business owner is forced to close temporarily
or permanently, lay off staff and possibly stop the streams that are providing revenue. And of course, no
assets and slow Account Receivables are not atiractive to investors or ienders. As ['ve grown my business, |
have met more wealthy business owners. Wealthy entrepreneurs throw money at their mistakes and
emergencies and have the financial cushion to outiast the situation, then regroup and begin again. But, an
underfunded business owner, without access to capital, must develop some long-term, complicated,
bootstrap plan to dig themselves out of their situation. And if that doesn't work, another small business fails
and the local economic ecosystem takes a loss.

» Third, overwhelming debt... ideal debt-to-income ratios set by banks are hard to meet when business
owners have high student foans and maxed out credit cards. Minority and women business owners often
use their personal credit cards to start their businesses. But, if they run into slow pericds or emergencies,
which are normal in business, and they can't get additional funding, they max out their credit fines, tighten
their belts, grind harder and cross their fingers in hopes of making it through until business picks up. But, if
that doesn't work, they shut down and their employees, suppliers and community suffer. All due to fack of
funding and no access to capital.

Conclusion

As a management consultant, | understand the need for financial institutions to limit risk and set standards to protect
their shareholders. But, as a Baltimore business owner who works with thousands of Baltimore business owners, |
also see how our local economy and communities suffer when smali businesses are not able to grow and offer long
term jobs to the thousands of residents who want to work and take better care of their families.

The Goldman Sachs 10,000 Businesses program offers an amazing opportunity to businesses who make over
$100,000 in annual revenue. Graduates come from diverse backgrounds and communities, and because of the
opportunities the program affords, these business owners are adding jobs, positively affecting their communities and
are prepared to access capital.

But, Baltimore entrepreneurs who haven't made $100,000 yet need heip also! To be successful, small, minority and
women business owners need to better access available free and low cost resources and be better supported by
legislators, lenders and investors. | believe greater access fo capital is the key to stronger small businesses. And |
firmly believe that stronger smalt businesses, who employ local residents, are a comerstone in the foundation of
healthier, wealthier and safer communities in Baltimore.

{ want to thank you and the committee for allowing me to speak to you today. On behalf of Morgan State University
and the Goldman Sachs 10,000 Smalf Businesses program, | am happy to answer any questions you may have.
Thank you.
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Senator CARDIN. Well, let me thank all four of you for your con-
tributions to this hearing, and I am going to have some specific
questions.

But I am going to ask the general question first, and I welcome
you supplementing this. And it does not have to be in a formal
sense, but just giving your thoughts.

We had these tools available through the Federal Government to
help access to capital for minority businesses, women-owned busi-
nesses. We talked about the 7(a) program. We have talked about
the Community Advantage, the Community Advantage’s attempt to
get the 7(a) program more effective in the targeted areas that we
are talking about.

We can argue whether it can be made more effective or less. We
have some modifications that are being suggested. We need to re-
spond to that.

We have the 504 program, which provides a longer-term capital
for expanding businesses. The record in minority community,
women-owned community in the 504 program is not impressive at
all.

What changes can we make in the 504 program to have it better
targeted for the communities that are not getting their fair share
of these 504 loans? What concrete suggestions do you have to mod-
ify that program?

Then in regards to an area we have not really talked much
today, which is one of the key resources the Federal Government
makes available to small businesses, and that is the contracting,
the Federal contracting 23 percent set-aside.

The Federal Government is the largest purchaser of services and
goods in the world. So it is the largest source of business for small
business in the world. How can we better—and by the way, we are
doing a better job of meeting our 23 percent. I thank the SBA for
its leadership and being an advocate for it.

I was responsible for getting an amendment in the National De-
fense Authorization Act, and I thanked Senator Risch and our
Committee for the Offices of Small and Disadvantaged Business
Utilization, which are included in all of the departments on their
procurement side to make sure that they are doing their 23 per-
cent. The amendment requires the SBA to see whether in fact they
are carrying that out and report back to Congress on that.

We also passed in the National Defense Authorization Act a
prompt payment provision, 15 days for small businesses, so that we
could also deal with one of the issues you were talking about on
slow pay.

My question generally is, What can we do to target that program
more toward minority businesses, women-owned businesses? The
record there is not as promising as the 23 percent, which we are
doing a better job in reaching, and by the way, what can we do bet-
ter for prime contracts rather than subcontracts? Because we know
the power is in the prime, and how many more prime when they
bundle—we passed anti-bundling legislation, but we need to have
I think your input how we can make these programs more effective
because having business gives you access to capital.
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So if you want to respond now, fine. If not, I would just challenge
you to give us information in that regard. I am more than happy
to

Mr. CLARK. Senator, I would like to comment about the con-
tracting piece.

The Federal Government has goals, 22 percent for small busi-
nesses.

Senator CARDIN. Right.

Mr. CLARK. Our issues in the country much more are directed to-
ward minority business and for which we do not generally create
goals because we have the whole issue of Croson and many other
court cases, which limit the issue of race-based requirements and
goals.

Only in the Federal 8(a) program—and you talked primarily
about disability—do you have the disability—disadvantage—not
disability—disadvantage do you have that item where you can look
at if you are disabled or disadvantaged—disadvantaged.

And the problem there is that minority businesses are generally
capped with size standards and with net worth requirements,
which limit our ability to grow, and so I think it would be much
more effective if we were to eliminate some of those standards for
minority businesses to allow them to grow. We cannot become—
many businesses can go up and get $6 million of revenue or a few
million dollars in net worth, and all of a sudden, they are capped.
And no longer can they get any of the set-asides or any other pro-
grams. So we need to open up these programs.

The most radical change would be if we were to open up our con-
tracting for minorities to be the same for—as we have for American
Indians, Alaska Natives, and Hawaiian, where there are no caps on
wealth and which allow those companies to grow as much as they
can. MSDC has that as their objective. They do not have any cap
for the certification programs for corporate America. They want you
to grow as large as you can so that you can provide their services
to not only locally but regionally, nationally, and internationally
where they do business. So why are we continuing to limit our mi-
nority businesses to being subcontractor programs with very small
areas where we are allowed to grow?

Mr. SMOOT. I just have a couple of comments, and this is on the
contracting side as well, Mr. Senator.

As you know, a lot of the minority businesses, to become primes,
they need capital, and a lot of times, one of the things that we have
done with the Maryland programs is to provide what we call “mobi-
lization funding” because there are contract opportunities, but un-
less they have the capital up front to even get the contract started,
they cannot compete. In a lot of cases, they just forego the contract
because they just do not have the capital.

In terms of the banks, I have heard a lot of stories through the
disparity studies that when they become sizeable and competitive,
the banks have the larger contractors in their portfolios, and they
are discouraged from lending to the minority businesses in order
to—because it would create competition for them.

So we think that more access to substantial capital to graduate
these companies from becoming continuous subcontractors to be-
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coming prime contractors—the talent and the ability is there, but
you just have to have that capital.

And one other comment, even on the State side, I think the
State’s minority participation program is not sufficient enough. In
a lot of cases, what happens, the prime contractors are required for
a year to meet those requirements, but after a year, they are no
longer required. I think the participation efforts ought to be longer
than a year because you want the continuous work for minority
businesses.

Senator CARDIN. Ms. Miller, you mention in your article about
modernizing the CRAs in regards to small business lending. Can
you just elaborate a little bit more?

You point out the problems of bank consolidations and not hav-
ing the headquarters. The CRA is not without controversy. We
have had significant discussions about that in the United States
Senate. It might be useful for the Small Business Committee to get
input into the Banking Committee as we deal with this issue, and
I would welcome your thoughts as to how that could be used to
help achieve this objective of this hearing.

Ms. MILLER. So you may be aware that one of the banking regu-
lators, the OCC, has just asked for a comment on a proposal to
modernize the execution of the Community Reinvestment Act, and
just for the benefit of our audience, this is a law that says if you
are taking deposits in a particular area, you need to have an ef-
fort—or you need to have evidence that you are making loans back
into particularly low- and moderate-income communities.

What we found in our work is that banks get to choose their as-
sessment areas for where they are measured for their Community
Reinvestment Act lending, and Baltimore, because it is not a head-
quarter bank location, is typically not the assessment area for the
leading banks in the city today. So that is one problem because we
are not getting attention on the activity in a particular market if
the leading bank’s headquarters are elsewhere. They might choose
Charlotte, or they might choose Pittsburgh or Buffalo to get their
Community Reinvestment Act ratings.

The banks that we do have in Baltimore, the largest banks are
choosing as an assessment area the entire State of Maryland for
looking at their lending activity.

So we lose the perspective and the focus on a small area when
we can draw very large assessment areas. That is one problem.

I think that also small business lending is not particularly culled
out of the data that banks provided on this measure, and I think
it would be good to get more focus on particular kinds of lending
that the banks are making.

The last thing I would say is that the ratings are very out of date
in some cases. They are conducted irregularly. We do not conduct
ratings for a long period of time, and we did not see any connection
between small business lending that is taking place in Baltimore
and the Community Reinvestment Act ratings for the banks that
are active in this area, like Howard Bank or Harbor Bank.

So our suggestion would be in this age of big data, where it is
much easier to get the information, that we try to modernize this
to look at how banking is conducted in a world where there are
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fewer branches and to really connected place-based data and activ-
ity.

That is a long complicated answer, but I would be glad to——

Senator CARDIN. What really got me, the information that was
presented to me by staff. It is so shocking I did not think it was
accurate, so I am going to say it anyway. The leading bank gave
out 58 SBA 7(a) loans, and one of our largest banks gave out zero.
That is kind of shocking.

Ms. MILLER. Yeah.

Senator CARDIN. And if CRA means anything in regards to com-
munity activities, how can you have zero for a big bank?

Ms. MILLER. To be fair, I think one of the bank’s responses would
be, “Well, we are doing some home mortgage lending. We are mak-
ing larger loans.”

Our focus was really zeroing in on small business lending, and
you are correct. The numbers are pretty shocking. It does not mean
that banks are not doing other things.

Senator CARDIN. If you are going to deal with the disparities that
we heard about, the wealth disparity in this country, you have got
to deal with entrepreneurship, and what do banks do? And they
are not responding to the small business community? You are abso-
lutely right. We have got to tailor it to minority businesses, but
they are not even dealing with small businesses.

Ms. MILLER. I cannot disagree with you, Senator.

I would say that we need to think about it very holistically in
terms of finding equity, capital for small companies that are not
yet ready to borrow, but we also need to be right there next to
them to provide loans when they are ready to grow.

It is going to take a lot of cultural change, I think, to improve
the environment.

And, again, our focus is on a city, and a lot of the data that we
see are based on much broader metropolitan areas or States or re-
gions, and we lose that particular focus.

Senator CARDIN. Mr. Holmes, thank you for your presentation,
and it is wonderful to see Goldman Sachs private entities get in-
volved and trying to deal with this issue.

What have you learned from the Goldman Sachs participation
that we could get more private interest in leveraging access to cap-
ital for minority businesses?

Mr. HoLMES. Well, I think that the Goldman Sachs program does
a fantastic job of combining information with essentially a push-
pull hand holding along the way. What I mean in particular is
every single person who comes through the program is assigned a
business advisor, and that business advisor, very knowledgeable,
experienced, not only are they helping them to understand what
they are learning each day in the program, but also to put together
a growth plan that they can use after they graduate.

And so the reason why I think that is so important and I think
that other entities should consider the importance of more coaching
and more hand holding or case management, per se, is because it
works.

Another example besides the Goldman Sachs program, I was a
subcontractor on a program through the Department of Defense
called the DoD Velociter Program for a few years, and that was
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very effective, the same amount of great information. What really
made those companies that have received a SBIR grant and they
were going for Phase I, Phase II, Phase III, helping them to really
move along, it was the coaching that allowed them to do it, teach-
ing them how to create a bid/no-bid process, teaching them how to
identify which parts of the budget were actually funded by Con-
gress, and so which agencies to target. But it was that coaching
that really taught them how to do it. A lot of them were first gen-
eration business owners, or they really were just focused on tech-
nology. So they did not really understand the business side of mar-
keting and sales and how to really grow a sustainable company.

So I think—and let me also mention that Bloomberg—I want to
thank them for—Bloomberg Philanthropies for also partnering with
Goldman Sachs here in Maryland to be a part of this initiative, and
I think more of that will only really help the economy.

I think the Goldman Sachs does a great job of focusing on affect-
ing small businesses because if you can affect a small business,
help them to be more sustainable, they are going to hire more peo-
ple. If they hire more people in that community, that means the
community will probably become more stable. That means there
will be a greater tax base. There will be better roads, better
schools, more firefighters, more police officers. That is really the
avenue or the approach we take.

I think if more organizations did that here in the city but then
also across the United States, we would have a stronger local econ-
omy, so I think it would turn into a greater national economy.

Senator CARDIN. Thank you. That was very helpful.

Mr. Clark, I appreciate you mentioning the Minority Business
Development agencies. The Trump administration zeroed out the
budget. Congress restored it. So the Senate in this year’s budget
has restored the funds. We recognize the value of the program. It
has been a 50-year program.

You mentioned it. You talked about it. Are there ways that we
can strengthen that agency to be more effective in carrying out the
mission?

Mr. CLARK. Yes, Senator. I appreciate Congress re-appropriating
more money to the agency.

The significant thing that I am not sure everyone is aware,
though, that while it was refunded more for FY 2018, for FY 2019,
many of the centers are—their contracts, even though they may
last for a year from September to September, they are being termi-
nated March 21st of 2019. So there is a move under foot in the Ad-
ministration.

Senator CARDIN. Determined by the Administration?

Mr. CLARK. Yes.

Senator CARDIN. Administrative action.

Mr. CLARK. They have been cut by administrative action.

And the problem is that MBDA was created on the executive
order. So, therefore, it is not a regulation that was passed by Con-
gress, so the President and the Administration can make some
changes in it.

Senator CARDIN. So one way to improve it would be to give it a
statutory basis.
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Mr. CLARK. That would be the first thing, give statutory ap-
proval, and—well, that is probably the only way that you can do
it.

And it is very important that we do be maintained. As I men-
tioned in the testimony, we are the hands-on people. We get calls
every day. Some, we have to defer off. Our goal is to work with
companies that are million dollars in revenue. That is the general
objective.

We get a lot of calls from people less than that, and we refer
them off to the SBDCs or other PTACs and other places to try to
get startup help, but we have to continue to work with them. And
we try to direct people who are looking for capital, for example, to
minority-friendly institutions.

The issue about capital and minorities is that, as Ms. Miller said,
there is a cultural change necessary, tactfully stated. What she
means is that we have to end the problem with a minority walking
into the door and you already lose a few points on your credit rat-
ing just because—the rules are objective rules, but they are subjec-
tively applied. And so we need to figure out how to take away the
subjectivity.

One of the ways of doing that is to make a requirement that if
you do not—Dbig banks, if you are not giving out a certain number
of loans, you will not have access to something else, like Federal
deposits that are coming in from which they make all the money.
So there are ways of trying to improve those processes.

But back to MBDA, it is imperative that we try to do everything
we can to maintain them. A statutory situation is the best—and
also to figure out if there are ways to incent other organizations
to pick up the ball that should the Administration drop it, that we
provide all the monies for organizations like the Minority Supplier
Development Council to still be able to do that developmental-type
services.

Senator CARDIN. Mr. Smoot, you mentioned returning citizens,
and I appreciate you doing that. It is of particular interest to me.
It should be an interest to everyone. We have too many people who
we lose in our economy that need an opportunity.

Can you just elaborate suggestions you might have on how we
can better target these programs to a very vulnerable group of peo-
ple returning from our prison systems?

Mr. SMoOT. I think in general, they may benefit from the Gold-
man Sachs program model where—because many of them have not
gone to college, have not gotten business degrees and what have
you. And the training, I think is critical, and I think the business
community, including folks like myself and Stanley Tucker, would
participate in a real hands-on training. I think mentorship pro-
grams would be very valuable and internship programs. There is
a plumbing company that was one of our former portfolio compa-
nies that actually has internships. Probably 40 percent of his work-
force are returning citizens, and I think that is a tremendous
model to follow.

Senator CARDIN. And you can imagine how challenging it is for
minority business owners to get access to capital. We have already
talked about that. If you are coming out of prison, I am sure your
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credit score is not exactly that high. To be able to participate in
any of these programs is going to be extremely challenging.

So I would just urge us to think of ways that we can offer oppor-
tunities for people that have really been disadvantaged in our com-
munity, and there is a lot of creativity that is out there that is un-
tapped that can help the individual in our community. We need to
think somewhat out of the box.

I was impressed by the response that our regulations may try to
fit into a cookie-cutter type of setup. Individuals do not fit into
that, so we have to be flexible enough, and that is why—I think
it was Harbor Bank. They know their customers, and they get that
sense.

Sometimes the banking regulations and the rules and regulations
make it difficult to do what you think is right, and we got to make
sure that you can do what is right.

In most cases, it will pay off big dividends. There will be failures,
but failures are part of life, and that is part of what we are dealing
with.

Mr. SMoOT. I thought John made a great point because many of
us come from the communities that those guys and ladies came
from. So we can relate to some of the things and issues that they
have, and that goes a long way, particularly in terms of—Ken was
speaking about in terms of the cultural awareness, so being able—
having the right people to do that is a great asset.

Mr. CLARK. An example of that, I had a client come into our cen-
ter a few days ago. I filled out a contract for her to do LED light-
ing, and she said, “I am sorry. I cannot take the contract because
I cannot get a lot of credit in order to buy the product in order to
sell it.” And so I was able to find what I call—well, I am not calling
it—minority-friendly lender within a big bank who knows the peo-

le and knows how to apply the rules. He was able to get her only
525,000, not very much, line of credit, but that was enough for her
to get started.

Now, next time, she will be successful. She now has past per-
formance. She will be able to take a larger contract the next time
and to also extend her line of credit.

But it is a matter of having what we refer to as minority-friendly
lenders even within the big banks, someone who is culturally sen-
sitive.

Senator CARDIN. Well, I want to thank this panel. Both panels
have been extremely helpful.

We clearly—as I mentioned in the beginning of this hearing, this
is an oversight hearing for us to get input as to how our Committee
can work with the SBA to improve the opportunities for access of
capital in the targeted areas that we have talked about.

This is an issue that Democrats and Republicans can come to-
gether with. We can get something done, and I think this hearing
has been very helpful.

You will notice that there are a lot of people around us that are
taking in this information. It is shared with all members of our
Committee and all members of the United States Senate, and I
know that this will be very helpful in carrying out our function.

I do urge you to let us have additional thoughts on how we can
refine the specific programs for access to capital or whether there
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are additional suggestions you have on new opportunities for access
to capital, and it can be outside of the traditional norms. Please let
us know, and we will try to partner and make that a reality.

As is the tradition of our Committee, the record will remain open
for 2 weeks for additional statements or questions that may be
asked, and again, I thank all the witnesses for their participation.

And with that, this hearing is adjourned. Thank you all.

[Applause.]

[Whereupon, at 12:05 p.m., the Committee was adjourned.]






APPENDIX MATERIAL SUBMITTED

(71)



72
Ranking Member Benjamin L. Cardin -
Opening Statement

Senate Small Business and Entrepreneurship
Committee

“Strengthening Access to Capital for Minority-

Owned Small Businesses”
Field Hearing

Morgan State University
September 14, 2018

Good morning and thank you for joining us for this Senate
Small Business and Entrepreneurship Committee hearing
entitled, “Strengthening Access to Capital for Minority-

Owned Small Businesses.”

I want to thank Senator Risch, the Chair of the Senate
Committee on Small Business and Entrepreneurship, for
consenting to this field hearing. Unfortunately, Senator

Risch is unable to be with us today,
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but I appreciate his interest in the subject and the many
bills and initiatives we have partnered on during my time
as Ranking Member of the Committee. I want thank his
Deputy Staff Director, Meredith West, and

his lead staffer for small-business capital,

Renee Bender (Ben-dur), and the Committee’s Chief Clerk,
Kathryn Eden (ee-done), for joining us today.

Welcome to Baltimore.

I want to thank President David Wilson of Morgan State
University for allowing us to host this field hearing on
their campus. I want to mention that Morgan State has
graduated some of the finest leaders on the issue of
minority-owned businesses. Related to today’s hearing,

we have our witnesses Mr. Smoot and Mr. Clark.
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Mr. Clark is representing the Capital Region Minority
Supplier Development Council, which is headed by a
Morgan State alum, Ms. Sharon Pinder. The Harbor Bank
of Maryland, represented by Mr. Lewis today, is headed by

Mr. Joe Haskin’s Jr. — also a Morgan State alum.

We have two panels of distinguished witnesses today, and
I thank them all for making time to be here. I also want to
thank all of the members of the public who have taken
time out of their day to join us as we hear testimony on the
important issue of access to capital for minority-owned

small businesses and how to strengthen it.

Increasing opportunities for minority-owned businesses is

a priority for me.
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As some may know, this is my second time serving as the
top Democrat of the Senate Small Business Committee. I
was briefly the Ranking Member in 2015 before taking
over the Senate Foreign Relations Committee. During that
short time, I held a hearing on minority access to capital at
Bowie State University to raise awareness of the unique

barriers that affect minority-owned small businesses.

Thanks in part to the testimony of those witnesses, some
of whom are represented here again today — such as FSC
First from Largo and Meridian Management Group from
Baltimore — we were able to build a record to support the
continuation of fee waivers for small-dollar 7(a) loans and
boost the capacity of the SBA microloan program —

two SBA resources that disproportionately help small

businesses owned by minorities.

4
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That field hearing also raised awareness of the need to
look at resources for minorities and women to buy
businesses of baby boomers as they retire over the next ten
years and sell their businesses. Related to succession
planning for baby-boomer businesses, the Small Business
Committee ended up enacting bi-partisan legislation to
expand financing through the SBA’s largest loan program
to small businesses that want transition to employee-

ownership as the owners retire.

Now that I'm Ranking Member of the Small Business
Committee again, I feel it is important that we build on
what we started in 2015. The fastest growing group of

firms in the U.S. are owned by minority entrepreneurs.
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The great state of Maryland is no exception. In fact,
Maryland is home to the highest average number of
minority-owned businesses in the country, and ranks
second for minority women-owned businesses. In 2012,
minority businesses accounted for 38% of all Maryland

small firms, compared to 29% nationally.

Despite this growth, gaps in key areas remain between
Maryland’s minority-owned and non-minority owned
businesses. In 2012, minority-owned businesses in
Maryland contributed an average of 0.8 jobs to the
economy, compared to 2.3 jobs for non-minority-owned

businesses.

Non-minority-owned firms also reported gross receipts

four times that of minority-owned businesses.

6
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This gap results in part from the significant obstacles that
minority business owners face in accessing capital,

including capital through contracting opportunities.

Here’s what we know: Minority-owned businesses are two
to three times more likely to be denied credit, more likely
to avoid applying for loans based on the belief that they
will be turned down, and more likely to receive smaller
loans and pay higher interest rates on the loans that they
do receive. In addition, minority-owned firms are more
likely to seek credit from an online lender — despite low

satisfaction rates and virtually no regulation.

Adding to these barriers, we know banking consolidation

has harmed small business lending in Baltimore.
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According to a recent report from Johns Hopkins — which
will be presented during our second panel by Mary Miller
— between 2007 and 2016, bank deposits in Baltimore
nearly doubled while the ratio of small business loans to
deposits plummeted. This hurts all small businesses, but
it most likely exacerbates the disparities that minority-

owned small businesses face.

Access to capital matters because it correlates to hiring,
closing the wealth gap between minorities and non-

minorities, and fueling the general economy.

Based on data from the National Small Business
Association, there is a clear correlation between a small

business’s ability to get financing and its ability to hire.



80

If minorities aren’t getting access to capital, the economy

is losing job opportunities.

As Stanley Tucker testified in 2015 on this topic: “...there
is a direct correlation between the growth of these
businesses [minority- and women-owned] and who they

are — minorities hire minorities; women hire women.”

Entrepreneurship is one way to chip away at the wealth
gap experienced in many minority communities,
particularly in the black community. According to the
Association for Enterprise Opportunity, the median net
worth for black business owners is 12 times higher than
that of black non-business owners, and not simply because

those who start businesses start out with more assets.
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The Small Business Administration has programs that
exist to increase access to capital. They do a lot of good,
and I support them, but some of these programs struggle
to adequately serve minorities and have been struggling

for quite some time.

In the 7(a) Loan Guaranty Program, the SBA’s flagship
loan program, black business owners received only 4
percent of approvals and 2 percent of dollars in Fiscal Year
2017, despite owning 9 percent of the country’s small
businesses. Hispanic or Latino borrowers received only 8
percent of 7(a) approvals and 6 percent of dollars, despite

owning 12 percent of small businesses.

10
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In Baltimore, the lending environment is even more
disparate, with black business owners receiving only 19
percent of approvals and 12 percent of dollars despite

owning 47 percent of businesses.

The SBA’s 504 Program, which finances buildings or
equipment for small businesses that are poised to create or
save local jobs, also does a lot of essential financing in this
country, but it consistently fails to reach black and
Hispanic or Latino borrowers at a level equal to their small

business ownership.

But it’s not all bad: the SBA’s Microloan program and the
7(a) Community Advantage Pilot Program have shown

promise of reaching more minorities,

11
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and I look forward to hearing more from our witnesses

about what makes these programs effective.

Lack of access to credit for minorities is not a new
problem, and the trends show that the situation is not

improving as quickly as it needs to.

We can and must do better.

Today we will hear from witnesses who can talk about the
programs I just mentioned. If SBA’s programs are not
working to adequately reach all Americans, I want to have
a constructive exchange about how to make them better. I
also want to hear about non-SBA products and services
that are helping minority-owned small businesses in

Maryland.

12
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Let me now turn to our witnesses.

First, we will hear from Bill Manger (Main-Grr),
Associate Administrator of the SBA’s Office of Capital
Access. Mr. Manger oversees the SBA’s loan program
policy and oversight, managing a $120 billion portfolio of
direct and guaranteed loans, nine operation centers, and

560 employees.

Our next witness will be Dawn Medley, Vice President of
Business Finance Programs for FSC First, a non-profit
organization whose mission is to provide local, small, and
minority-owned businesses in Prince George’s County and
the State of Maryland access to creative and innovative

finance solutions through direct and indirect loans.

13
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Prior to her current position at FSC First, Ms. Medley
served as the Director of Business Lending Programs at
the Maryland Department of Housing and Community
Development. FSC First President, Ms. Shelly Gross-
Wade, testified at our 2015 field hearing on minority
access to capital, and I want to thank FSC First for their
continued commitment to finding solutions for Maryland’s

small businesses.

Following Ms. Medley’s remarks, we will hear from John
Lewis, Executive VP and Chief Administrative Officer of
The Harbor Bank of Maryland — the only Maryland
chartered African—American owned and managed
commercial bank. Harbor Bank is an important fixture in

Baltimore, especially to the black business community,

14
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providing underserved entrepreneurs with SBA loans and
business assistance, checking and savings accounts, and
crucial financial guidance. Mr. Lewis has over 20 years of
experience in financial services and has contributed to the
creation of Harbor Bank’s social impact programs,
including the Minority Pre-seed Venture Capital Fund and
Emerging Real Estate Developer Program, which are
supporting the success of minority-owned businesses in

21st century industries.

After Mr. Lewis, we will hear from Marla Bilonick (Bih-
law-nick), Executive Director of the Latino Economic
Development Center (LEDC), on the importance of SBA’s
microloan programs for business owners — and
particularly Latino business owners — in the Baltimore

area and D.C.

15
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Ms. Bilonick leads LEDC'’s regional efforts to drive the
economic independence and social advancement of
working class Latinos and minorities. LEDC is the second
largest SBA microlender in Maryland, and found out this
week they have been approved to participate in the SBA’s
7(a) Community Advantage Pilot program. (A quick

thank-you to Mr. Manger for any role he played in that.)

Our second panel will commence with Ken Clark, a
business consultant in the Minority Business Development
Agency (MBDA) Business Center representing the Capital
Region Minority Supplier Development Council. In this
role, Mr. Clark provides strategic counselling and business
development services to local and national minority

businesses.

16
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Mr. Clark will discuss the challenges minority small
businesses face in obtaining federal contracts — an

essential resource for small businesses here in Maryland.

Following Mr. Clark’s testimony, Timm Smoot, Senior Vice
President, co-founder and CFO of Meridian Management
Group, will speak to us about investment capital for
minority-owned firms. We are happy to have Meridian
Management Group back with us today as we had the
President and CEO, Stanley Tucker, join us in 2015 as well.
Mr. Smoot handles the preparation of financial reports
involved in the approval of investment proposals at
Meridian Management Group and has advised minority-
and women- owned businesses in Baltimore throughout

his 30+ year career in financial services.
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Next we’ll hear from Mary Miller, who is a senior fellow
at the Johns Hopkins University’s 21st Century Cities
Initiative. Today she will present findings in the 21st
Century Cities’ eye-opening report entitled “Financing
Baltimore’s Growth: Strengthening Lending to Small
Businesses.” Ms. Miller — the lead author of the report —
and her team conducted critical research that identified
causes for the decrease in small-business lending

throughout Baltimore County.

This report and her testimony today will serve as another
resource in finding solutions to level the playing field for
all business owners in the region. I had the pleasure of
introducing Ms. Miller to the Senate Finance Committee
before her 2011 confirmation hearing to become

Treasury’s Under Secretary for Domestic Finance.
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Finally, we will hear from Will Holmes, who is
representing Morgan State University in his role as the
Director of Outreach for the Goldman Sachs 10,000 Small
Business Initiative. As a consultant and a small-business
owner, Mr. Holmes is “living the access to capital issue”
while helping expand opportunities for other minority-

business owners in Baltimore.

The Baltimore City Chamber of Commerce recently
awarded Mr. Holmes the Business Development Advocate
Award for his deep passion for the community of fellow
business owners and his action on their behalf. His insight

from both sides of the issues is highly valued.
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I would like to now turn our attention to our first witness —

Mr. Bill Manger (Main-Grr) — to hear his testimony.

Closing. I'd like to thank the witnesses and attendees for

coming today. The record will remain open for statements

and questions for two weeks. The hearing is adjourned.

20
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Statement for the Record
Chairman Jim Risch
U.S. Senate Committee on Small Business & Entrepreneurship
“Strengthening Access to Capital for Minority-Owned Small Businesses”
September 14,2018

First let me thank Ranking Member Cardin for holding this hearing on access to
capital. Access to capital has, and continues, to be an issue of huge importance to
entrepreneurs and small businesses — access to the necessary capital is often the deciding
factor in whether an entrepreneur is able to get their business off the ground, and whether a
small business is able to be successful past the crucial first two years of operation.

As Chairman of the Senate Small Business and Entreprencurship Committee, I strive
to advance and support policies that will break down barriers for small businesses seeking to
access capital, both through the Committee, and the larger Senate. For example, I strongly
supported the efforts of the senior senator and Senate Banking Committee Chairman Mike
Crapo to provide regulatory relief to the nation’s community banks that provide critical
access to capital in their communities. The Economic Growth, Regulatory Relief and
Consumer Protection Act (P.L. 115-174) provides an appropriate level of regulation for
smaller financial institutions to allow them to invest further in their communities. I believe
the continued downward trend in lending to entrepreneurs and small businesses is directly
related to the over-regulation of our community banks who have had to comply with
regulations meant for the biggest banks and whose ability to invest in their communities has
been stymied by compliance burdens and complex rules not meant for smaller institutions.

Overregulation and the tightening of traditional lending by banks has made the

programs offered by the Small Business Administration (SBA) a vital resource for small
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businesses. These programs are intended to provide some peace of mind for lenders in the
form of a government guarantee for a portion of the loan in order to facilitate lending to
entrepreneurs and small businesses that would otherwise be unable to obtain credit. [
understand Ranking Member Cardin has focused this hearing on minority-owned businesses
as an example of one of the groups that is served by SBA loan products. One program that
has been mentioned heavily in this hearing is Community Advantage, a pilot program at
SBA. This program is mandated to do 60 percent of its lending to underserved groups,
including minorities and women. On September 12, 2018, the SBA published a notice
extending the Community Advantage program past its expiration date of March 31, 2020 to
September 30, 2022,

The notice also revises the definition of an underserved market to include Opportunity
Zones and Rural Areas. This change will be instrumental to providing capital to borrowers
that need it. I have long advocated for, and held hearings on, the needs of entrepreneurs and
small businesses in rural areas and I'm pleased to see that SBA has made this change.
Additionaily, the Tax Cuts and Jobs Act of 2017 (P.L. 115-97) included a provision helmed
by Small Business Committee member Tim Scott (R-SC) that would provide tax incentives
for long-term equity investment in struggling communities. John Lewis, the Executive Vice
President and Chief Administrative Officer of Harbor Bank Maryland and a witness at this
hearing, underscored the positive impact the Opportunity Zones will provide for distressed
communities, both rural and urban, across the country. Ali-in-all, the notice released by SBA
provides stability to this program, expands it in important ways, and balances the need to

lend in underserved communities with good governance policies.
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I’m pleased the conversation about access to capital continues and I look forward ta
working with Senator Cardin to advance bipartisan efforts to ensure entrepreneurs and small
businesses across the country have access to the capital they need to grow, continue to

contribute to our economy, and create jobs.



95

“Strengthening Access to Capital for Minority-Owned Small Businesses”
September 14, 2018, 10:00 a.m.
Morgan State University — Earl G. Graves School of Business and Management,
Martin Jenkins Hall, Room 514,
Baltimore, MD 21251

Supplemental Testimony from Mr. Kenneth Clark
(Based on questions raised during the Hearing)

1. The Importance of the Minority Business Development Agency

As I mentioned briefly in my testimony, the 35 business centers respond daily to calls for advice
and guidance in how to access contracts, how to get financing, or how to position themselves to
meet the right people that can help them. The MBDA guideline for business centers is to work
with firms with greater than $1Million in revenue and 2 -3 years in business so that our efforts
are concentrated on firms with the ability to grow. They have already passed the threshold of
start-ups. We refer many callers to the Small Business Development Centers in the region.
Sometimes we are compelled to take on an MBE with the potential for rapid growth or a unique
product. MBEs are desperate for help. Some are in the 8(a) program and nearing the end of
their 9 year time and haven’t been successful. Others are newly into 8(a) without clear direction
on how to proceed. These people need someone who take the time to listen and understand
where they are and help them determine what their next steps should be. They need the business
centers to use the following tools the MBDA provides them to find contracts or contacts for
contracts;

e GovPurchase that can provide data on all federal, state and local contracts, past and
present and with contact information on contract officers and prime contractors involved
in the federal, state and local contracts;

e Dodge that provides on construction projects throughout the country; and

e DNB/Hoover with its business intelligence data.

These tools and our knowledge of the local environment in which these MBEs operate allow us
to provide strategic business counseling to our clients.

Ex. 1. Recent call from a MBE who has a contact that says there is an opportunity to a certain
programming language but she doesn’t know where to find the people. We scanned our database
for IT clients and put out a request for the language and have provided her with 7 or 8 firms that
can supply the talent. We are helping that client better frame the opportunity with the contract
officer and helping her narrow her choices of firms with which to partner for the opportunity.

2. We became aware of a contract opportunity and we called the firms that we believe qualify
and we sat up the contacts, got them the firm to register on the right websites and a $500K
contract was won.

3. I called an MBE about an LED lighting contract. She said she couldn’t bid because she could
get a line of credit to fund the purchase. I put her in touch with an MBE-friendly banker and
within days, she got a small LOC which allows her to start working toward larger contracts.
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2. Contracting Goals

I commented earlier that the biggest challenge areas are access to capital and access to the
information about contracting opportunities. The Business Centers help to address these
problems. However, the biggest challenge to contracting was stated in the analysis of disparity
studies is being a minority and the stigma that goes with it. The studies used the term MBE/DBE
bias — not wanting to use minorities. Therefore, RACISM and BIAS are the biggest challenges
in federal contracting for minorities. | know we don’t want to use those words, so we say
“disadvantaged” and make believe that there are some other issues involved rather than skin
color. Biased bank officials won’t give an MBE the money. Biased contract officers won’t give
information about a contract or are reluctant to award a contract to a minority. Biased outreach
staff and other staff positions certainly won’t help the MBE learn about procurement processes.
With their bias, they automatically withhold points on applications for capital and the
qualifications for a contract. Because they don’t know the MBE firm, they think the MBE
cannot do quality work or will repay the loan. They also won’t try to get to know the MBE to
build a level of trust. Biased persons in the lending and contracting processes all use what seem
to be objective standards but often they are subjectively applied.

So how do we deal with the issues? The best models to support increased minority spend are
those in which senior leadership in an organization have made it clear that diverse procurement
is an organizational imperative and it backed by both performance measures and salary
treatment. Corporations with successful supplier diversity programs get reports up to the
boardroom level. A portion of managers evaluations top to bottom include what they did or
didn’t do to support diverse procurement. This extends beyond just the procurement departments
but the end user organizations. Supplier diversity mangers are empowered to make sure
minorities are included in every procurement opportunity under consideration. In some
corporations, they have to sign off on the procurement that minorities have been fairly included
in the procurement decision and that there were valid reasons why they did not get the contract.
In the federal government structure, cabinet secretaries and top civil servants need to be charged
with meeting diversity goals and called out if their departments are not meeting objectives. This
can be effective. A few years ago, | was leading a business conference in Washington and we
wanted to also hear about federal opportunities. We had difficuity getting federal agencies to
attend. By coincidence, President Obama stated in a cabinet meeting that week that he wanted
more outreach to minority businesses. The very next day, we were getting calls asking to appear
at our conference from agencies we had not even called earlier. When corporate Chairmen &
CEOs Wes Bush at Northrop Grumman or Ivan Seidenberg at Verizon used to ask about supplier
diversity, contract managers knew that it is important and extra effort went into it. The President
and Cabinet Secretarics have the same power to change the working rules in their organizations.

I’d like to add one more point here. Because of the historic national programs that appropriated
the lands and wealth of these indigenous peoples and subsequent subjugation and repression of
their livelihood that resulted extreme poverty, the federal government has made special

regulations regarding Native American, Hawaiian and Alaskan Native Corporations as follows:
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Special Rights Under the SBA 8(a) Program. - Tribal and ANC 8(a) firms are eligible to
receive sole source 8(a) contracts regardless of dollar size, with no upper limit, while all
other 8(a) firms may not receive sole source contracts in excess of $3 million for services
and $5 million for manufacturing.

The full rules are more expansive but under this rule, Alaska Native 8(a) firms can compete more
openly and fully without having to watch wealth or revenue caps that normally apply to other
8(a) and DBE firms. Essentially, they can grow to be as large as they able to grow. The majority
of other minority firms are trapped into sub-contractor status because to personal net worth and
net revenue caps. If we were serious about support to minority businesses, and I have to say
especially in this case, African American minorities whose families survived the institution of
slavery and its spin-off, the “Jim Crow Laws”, minority businesses should have the same
program as the Native American and Alaskan Natives in doing business. The fact that a few
minority firms have managed to reach excellent heights in business, the majority of minority
firms have not. Note that corporate America does not have these artificial standards for their
procurement programs. There are no size standards or wealth caps. They want the companies
that work for them to grow as large as possible in order to provide services to them throughout
their national and international footprint. The federal government could also benefit from the
services of capable minority firms.

3. Small Business Advocacy with the Federal Government: OSDBUs

I have met and worked with QSDBU personnel. I see them regularly at conferences and trade
fairs. OSDBU started under Public Law 95-507 which addressed SMALL BUSINESS ISSUES.
They do outreach, help with policy in their agencies, and provide information. We occasionally
learn about forecasts and contracts with their agencies.

The OSDBU directors and staffs are like the Supplier Diversity Staffs in corporations. Not all
are created equal. I would strongly endorse your efforts to have them meet the federal
requirements. To meet the statutory requirement is the bare minimum of performance we need.
OSDBUs are somewhat held accountable for the results in their agencies but they can’t be if they
have no power other than outreach and helping to set goals. The words of the regulations is “at
least 23% small business™ with certain breakdowns for various sub-categories — Black, Hispanic,
Women, Hub-Zone, etc. I've found goals for construction for disadvantaged businesses. Due to
various court cases, the federal government can’t specify race — but race is the most critical issue
on the table.

I often feel that they could empowered to do more to advocate for minorities in the contracting
process. They should have the authority to make sure minorities are considered and included in
every procurement possible. Let’s use the “Roony Rule” for contracting. (As required for
tootball coaching jobs, the team must look at 5 minority candidates for the job.} Every federal
contract must have at 5 minority businesses actively considered for the contract and signed off
by the OSDBU.
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4. Prompt Payment for Small Business Contractors

Thanks for your effort to support prompt payment for minority contractors. It is absolutely
critical to small businesses — and even more important to small minority businesses. Without
question:
¢ Minority businesses will often have financed projects with high-interest debt financing,
e.g., eredit cards, alternative lending sources, factoring, lines of credit.
e They will need to pay their employees as soon as they can in order to keep them for the
next job.
e They need to pay their suppliers quickly in order to maintain business ties with them,
Late payments will cause their suppliers to demand payments up-front which many firms
will not have the capital to do. They will then lose more contracts.
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BACKGROUNO

Minority-owned small businesses play an important role in the
nation’s economic heaith by driving job creation, raising wages,
and elevating better standards of living in communities throughout
the United States. Business ownership is also a critical pathway for
Blacks and Hispanics to close the racial weaith gap—an increase in
entrepreneurship among people of color can create income for both
entrepreneurs and the people of color who work at the businesses.

Over the past two decades, the racial and ethnic composition of

the United States has changed, and so too has the racial and ethnic
composition of U.S. businesses. Parity is achieved when the percent
of minority-owned businesses approximates the percent of the
minority population. In the 10 years between 2002 and 2012, the
share of minority-owned small businesses increased-—and the rate
of increase far outpaced changes in population. However, given

the relatively small base, minority-owned businesses still remain
dramatically underrepresented.

in 2012, Blacks made up 13.1 percent of the poputlation, yet only
owned 2.1 percent of ciassifiable smali employer firms and only
made up 1.1 percent of sales {average receipts of $866,866), 1.9
percent of employees, and 1.4 percent of payroli {average wages
of $28,594. Hispanics made up 16.9 percent of the population, yet
only owned 5.6 percent of ciassifiable smail employer firms and
oniy made up 3.4 percent of sales laverage receipts of $1,021,506},
4.5 percent of empioyees, and 3.6 percent of payroll {average
wages of $30,110. These employee and payrol! figures speak to

a disadvantaged community and lasting economic effects—the
number of employed workers and how weli those workers are paid.

2 MHKEN INSTITUTE  PARTNERSKIP FOR LENDING iN UNDERSERVED MARKETS (PLUM): PHASE | SUMMARY
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The Partnership for Lending in Underserved
Markets (PLUM) initiative—a two-year pilst
program focuses on developing actionable
solutions to address long-standing structural
problems that inhibit minority-owned small
businesses from accessing capital and growing
their operations

MiISSION: IMPACT

Starting a new firm or growing an established business requires
capital, but Black and Hispanic businesses are reported to

have higher barriers to capital access. The challenges are weil
documented and many solutions have been proposed, but

to achieve change, we need to move ideas into action. The
federal government actually has a fot of programs that can help.
Between the Small Business Administration’s {SBA's} Community
Advantage Loan Program, Treasury’s Community Development
Financial Institutions {CDF{} Fund), Commerce’s Minority Business
Development Agency {(MBDA}, and the Department of Agriculture’s
Office of Small and Disadvantaged Business Utilization{OSDBU},
there is potential to mobilize resources that drive job creation and
sconomic growth, especially in minority communities throughout
the country. We need to leverage these resources, as well as
develop and execute new solutions.

Building from a series of meetings with local stakehoiders in June
2016 convened by the Milken institute and the SBA's Los Angeles
regional office, the Milken institute and the SBA convened a national
roundtabie at the White House to review the stubborn barriers to
capital access that impede Black and Hispanic Americans from
starting and growing their businesses. The aim of this roundtable
was to discuss opportunities and develop a plan to overcome
inhibiting hurdies. Representatives from financial institutions,
reguiatory agencies, community groups, research institutes, and
others considered how to increase not only the number and vaiue

3 MILKEN INSTITUTE PARTNERSHIP FOR LENDING IN UNDERSERVED MARKETS (PLUM) PHASE | SUMMARY
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of loans to minority-owned businesses, but also the number of

successfuf {growing} minority-owned smail businesses in Black and
Hispanic communities employing Biack and Hispanic workers.

That is why the Milken institute and the SBA formed the Partnership
for Lending in Underserved Markets {PLUM) initiative-—a two-year
pitot program to develop actionable solfutions to address long-
standing structural problems that inhibit minority-owned smali
businesses from accessing capital and growing their operations.
The focus of this initiative is on classifiable small employer firms vs.
non- employer firms (sole proprietors) that may generate income for
an individual, but are less likely to make an economic impact in their
communities as they do not create jobs and therefore do not achieve
the multiplier effect of associated additional economic activity.

Also, a deliberate commitment was made to acknowledge and pay
attention to the different financing {and technical assistance) needs
of start-ups vs. established firms.

Baltimore, Maryland and Los Angeles, California were seiected

as the pilot cities. The Baltimore protests in the wake of the 2015
death of Freddie Gray whiie in police custody brought attention

on a national level to the consequences of long-standing racial
tension and community divestment. Los Angeles is a microcosm
of racial and ethnic diversity with an instructive mix of overlapping
jurisdictions and governance structures. Both cities have locai-ievel
actors with the will and infrastructure to activate good ideas.

The initiative is divided into three phases:

Phase I-Problem Definition: Identify and analyze root
causes affecting lending to minority-owned small businesses. Create
warking groups in Baltimore and Los Angeles to identify specific
challenges refated to the loan underwriting process, public poticy,
and economic development. initiate research on these topics at the
national level.

4 MILKEN INSTITUTE  PARTNERSHIP FOR LENDING IN UNDERSERVED MARKETS (PLUM): PHASE 1 SUMMARY
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Phase ll—Solution: Identify solutions and opportunities  For more information about
0 . . . " the institute’s Financiat
for action. Action groups develop strategic pians with defined Innovstion Labs, s Ders: W
milkeninstitulesra/avenlalabs

objectives, tactics, champions, and an execution timeline. Nationally,
the Milken Institute develops policy briefs and convenes Financiat
innovations Labs® and other targeted research and activities to
identify actionable recommendations to address national policy

priorities and the loan underwriting process.’

Phase i!lmimplemematian: Begin to execute the strategic
plans and other recommendations deveioped during Phase ii. For
pilot cities, learn what works and establish best practices, as well

as learn what does not work and where to tweak program and
approach. Release final reports summarizing the two-year effort and
publish outcomes of Financial innovation Labs and other nationat
activities.

PHASE I: PROBLEM DEFINITION

PLUM-Baitimore faunched in September 2016 and PLUM-Los
Angeles launched in October 2016. In both cities, the Milken

Institute and SBA first convened steering committees composed

of {ocal stakeholders to oversee and guide pilot efforts. Launch
events were heid with a broader task force of government officials,
data providers, economic development representatives, business
resource specialists, traditional and aiternative lenders, and smali
businesses. It was vital to hear from practitioners and community
groups on how they defined the universe of focal challenges in order
to later prioritize issues to address.

Working groups were created to identify specific issues related

to lending, public policy, and economic development. Through

the fall and winter months, working group members shared their
knowledge, expertise, and experience to describe the minority
smail-business and tending environments in Baitimore and Los
Angeles. They provided anecdotal stories, presented qualitative and
quantitative survey data, shared local studies, and engaged with
additional stakeholders. Additionally, the Miiken institute explored

5 MILKEN INSTITUTE  PARTNERSHIP FOR LENDING N UNDERSERVED MARKETS (PLUMI PHASE | SUMMARY
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the issues at the nationat level, including conducting preliminary

small business data analysis.

PHASE Ii: SOLUTION PRIORITIZATION

In January and February 2017, the Milken Institute and the SBA
reconvened the Baltimore and Los Angeles task forces to summarize

the discussions thus far, share what had been learned, and ask the

groups to choose a path forward. Based on the issues identified

above, the Milken Institute prepared a survey and asked task force

participants to prioritize the challenges that PLUM would take on

in Phases 1} and ll. While participants found it challenging to rank

activities, the exercise provided the SBA and the Milken Institute

insight into participants’ priorities at the national and local levels.

Based on the combined survey resuits, additional discussions with

PLUM participants and stakeholders, and consideration of what

other partners and groups were doing, the Milken Institute selected

the fotlowing priority areas for PLUM to engage:

.

8

Local Research: Gather data-driven insights on minority-owned
small businesses, the iending environments, and the industry
sectors and geographic clusters to provide the evidence base
to enhance access to capital for new and growing Black- and
Hispanic-owned small businesses.

Local Policy: Engage with local and county officials to establish
champions to drive the PLUM effort forward.

Technical Assistance {TA) Best Practices: Support efforts to
identify best practices and standardize TA efforts focused on
individual TA providers, fenders, and new and established small
businesses.

National Policy: Provide thought feadership and support to
potlicymakers, federal officials, and reguiators.

Underwriting: Convene industry stakehoiders, policymakers, and
reguiatory officials to test- drive alternative underwriting models
to enhance investment in creditworthy, minority-owned small
businesses, and improve standardization in this space.

Investor Capacity: Create a participation fund to enhance the

capacity of iocal investors to provide capital to minority-owned
small businesses in a responsible manner.

MILKEN INSTITUTE  PARTNERSHIP FOR LENDING IN iNDERSERVED MARKETS (PLUM}: PHASE § SUMMARY
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Subsequently, the Phase | working groups were dissolved and

new action groups wers constituted to cover each of the priority
areas and identify solutions and opportunities for action. The cities
of Baltimore and Los Angeles are now tailoring their efforts for
maximum local impact. At the national level, the Milken institute is
developing policy briefs and convening Financial innovations Labs
and other targeted research and activities to identify actionable
recommendations to address public policy and the foan underwriting
process.

Phase l extends through the end of 2017.
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Minority-owned small businesses play an important role in > The Biiken instinse ang

. . . . . SBA recognize the differance
the nation’s overall economic health, driving job creation, botwean "Hispanic™ and "Lating®
Gesigrations ans the
sebate sagarding which

going

raising wages, and bettering standards of living in communities

throughout the United States. Business ownership is also a critical
pathway for Biacks and Hispanics to close the racial weaith gap.?
Per the Ewing Marion Kaufmann Foundation, an increase in
entrepreneurship among people of color can create income for
both the entrepreneur and the people of color who work at the firm.
For example, if half of the employees working at businesses owned

. .
by people of color are also people of color, a 10 percent increase CHED. iociat Wonith Divide

in the number of employees and firms owned by people of color tute for Poficy
could lead to approximately one million new jobs, as well as wealth

creation, for people of color. Over the past 30 years, the average

wealth of White families has grown by 84 percent—1.2 times the

rate of growth for the Hispanic population and three times the

rate of growth for the Biack population. if the past 30 years were

to repeat, the next three decades would see the average wealth of

White households increase by over $18,000 per year, white Hispanic

and Black househoids would see their respective wealth increase

by about $2,250 and $750 per year.?

“While the past three decades have seen the average wealth of
Latino and Black households increase from $58,000 and $57,000
in 1983 to $98,000 and $85,000 in 2013, respectively, the trends at
the median show Latino and Black weaith moving in the wrong
direction. In fact, when consumer durable goods are excluded,
median wealth for Black and Latino families has goos down over
the past thirty years from $6,800 and $4,000 in 1983 to $1,700 and
$2,000 in 2913, respectively. If current trends continue, Black and
Latine families at the median will never reach the level of wealth
of White families teday.”
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TRENDS: MINORITY-OWNED BUSINESSES IN CONTEXT * 2002 and 2007 population data:
U.S. Census Sursau, Intercansal
Between 2002 and 2012, the popuiation of the United States grew Estimates of the Residant

Poputation by Sox,

ace, and

about nine percent, from 288 mitlion to 314 million {see Table 1].* in

Hispanie Qrigin for iy 3
2002, minorities made up 31.8 percent of the tota! population {12.8 States: Apeil 1, 2000 to July 1,
percent Black, 4.1 percent Asian, and 13.4 percent Hispanic). By 2050; 12 poputation data: (5.

Cansus Buresy, Annual Estimatag
2012, these shares had increased by 37 percent, 13.1 percent, 5.1 of the Rasitdont Population by

. Se, Bace, snd His e
percent, and 16.9 percent, The largest increases occurred among the ~ ©°% % 2 Hishen Brgin

for e United Slates, States, and

Hispanic and Asian populations. The Hispanic population increased Countina: April 1, 2010 15 July 1,

by 37.3 percent and the share of Hispanics to the total population w1
increased by 25.8 percent. The non-minority population grew just 0.8  :u.s. Cansus Buseau, 2062, 2007,

R R nt 2012 Susvays of By
percent and its share of the total population fell by 7.6 percent. ;,r:.,‘,;,‘ s ot

Tabie 1. U.S. Population, 2002-2012

2002 2007 2012 . Zeezg0n2

; Poﬁul;tinn Sr_;_ao;;of i’up\{lgt‘ﬁn‘ Sr‘:%;:’bf o F{upﬁlation s'.'l.i';l"{‘ APohulaticn~:~ ‘%fs_"_:;-
Totat 287,625,193 301,231,207 313,914,040 9.1%
Black o0 36,684,650 ©.12.8%: 38/935533 7 12:9% 41,204,798 131% . 128% L0000 2.0%
Asian 11,649,265 4.1% 13934641 46% 16145821  5.1% 386% 27.0%
Hisparic 138617620 . 134% 48196853 - 18:3% B3 027,708 16.9% 37.3% 25.8%
Minority . 9T484,653- - 31.8% 1042198130 348% 116208385 37.0% 27.0% 16.4%
NonMinority. 156,140,540 - 68.2% 197,011:354 . 85.4% .~ 197,705865  63.0% 0.8% 7E%

Sourves: 2002 and 2007 population data &rom .S Census Bureay Intercensal Estimates of the Resident Pepulation

by Swx, Race, and Fispanic Origin for the United States. Apnl 1, 2000 to July 1, 2010; 2012 population dats from (..
Ceasus Bureasu Annual Estimates of the Resident Popuiation by Sex, Race, and Hispanic Origin for the Unitey States,
States, and Counties: Aord 1, 2010 10 Kty 1, 3012

As the racial and ethnic composition of the country changed, so too
did the racial and ethnic composition of U.S. businesses.? In fact, in
the 10 years between 2002 and 2012, not only did the number and

share of minority smail businesses increase, the rate of increase far

outpaced changes in population.

For example, while the Black popuiation increased 12.3 percent
between 2002 and 2012, the number of Black-owned smail
businesses increased 115.8 percent [see Table 2]. Biacks went from
making up 12.8 percent of the population in 2002 to 13.1 percent
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of the population in 2012—a 2.9 percent increase. Yet Black-owned
businesses went from making up 5.2 percent of smalt businesses

in 2002 to 9.4 percent of small businesses in 2012—a 79.5 percent
increase. The gains were greater for non-employer businesses, yet
even among classifiable employer small businesses, gains outpaced

population growth.

Tabie 2. Changes in Black P ion and i O ip 2002-2012
2002 00T oz o 2002:2012
“Courtt:: - Share: [ Gount 1 SHare - Count Share| A Count A'Share
86,684,650, 128% 389355337 12.9%:. - 41,204,793  131% 123% 29%
1167480 UB2% 4920760 7A% 2584300 . 94% - 1158%785%
1,1‘03,049‘ 6.3% 1815298 ¢ 8.5% - 2,475,266 11.1% 124.4%. 76.4%

ULT% “i08,0347 " 20% 155% 0 176%

Like Black smalfl-business owners, Hispanics more than doubled
their numbers between 2002 and 2012 {from 1.6 million firms to 3.3
mitlion) {see Table 3]. Their relative gains were slightly less than
Black owners overall, but Hispanics had much stronger growth

among employer firms—a potential indicator of job creation.

Table 3. Changes in Hispanic Popuiation and Business Ownership 2002-2072

2002 2007 2012 2002-2012

- Count: “Sharg. Coliit: 7 Share’ Count " Share A Count. A:Share.
Population - - 38,617,620 . 13.4% 461968537 153%. 63027708 169%  373% 26.8%
9:'-'3.'.';:2., 5732827 69% 2260089 . 83% 3305625  120%  1101%  T4T%
Smpioyer 1373922 . 7.9%. 2001417 94% 3018371 136%  1197% . . 727%
Businesyes
Emplovel . 490.360° C36% 2486720 43% . 2872540 53% 441%° 7 468%
Small R
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STATUS QUO: PERSISTENT UNDERREPRESENTATION

While population and business trends indicate minority-owned
businesses are gaining ground, analysis of the 2012 data point to
clear disparities in minority small-business ownership. Minority
smatl-business owners remain underrepresented compared to
their proportion of the population, and both Black- and Hispanic-
owned businesses fare below even the minority averages. in
2012, 37 percent of the U.S. population identified as minority [see
Table 4 ], yet only 17.7 percent of the 5,129,266 classifiable small
employer firms were minority owned {see Table 51.*” And while
minority-owned firms generated $1 trillion in sales {average receipts
of $1.1 million}, employed 6.3 mitlion people, and accounted for
$192 billion in payroil {average annual wages of $30,544}, the
underrepresentation compared to their share of the population
was even worse across these categories: sales {11.8 percent),

empioyment {14.1 percent), and payroil {11.4 percent).

Tabie 4. U.S. Poputation, 2012

2012
Tatal 313,914.040"
Black 41,204,793
Rsian' 6,145,821
Hispanic. 53,027,708
IMinority T g Z0R 385
Non-Minority. 197,705,655 62.89%

Soorce: 4.8, Census Bureau, Anmus! Estienates of the Residant Popuiation by Sex, Race, and Hispanic Origin for the
United States. States, and Counties: Aprif 1. 2610 to July 1. 2012

52032 po tion dats tame

from the WS, Tanisus Burean,
Annual Estimates of the Resident
Popuiation by Ssx, Keca, anid
Hispanic Origin for the Unitsd
States, Staes, snd Counties: Agsil
12070t duly 1, 2012

7 I 2012, thore wers 7.6 milfion
small busingsse: rigd o8

fess than 500 empioyess! in the
dnited States. About 22.2 mitlian
80,4 DETLEN WRre NOR-BIBEIYST
firms, most of which wers saif-
sraploysd individuals aperating
very small, inincorparated

businesses. Non-smployer firms
acgountad for B percent of small

riers 13 parsent of total

Business
sles) and no pddnd smplaymAnt,

O

Y A
snuividual, Dut they ars fass ik
w make an seonomic impsct

i the individual's community,
as they do not greate jobs and
tharefors do not achiave the

multiphier effect of assacintedt
avditionst econemis agtivis

The remaining 5.4 mitlion s
businesses ware employer
firens pocounting for $11.4
witlian in sales, over 54 midfion
jobs, and $2.2 writtion in annual
payroll. Finaily, of the 5.4 mittor
smplayer firms, about 277,009

(5 percent wers public hald,
teaving 5.1 milfion smalt ficms 195
percent) classifiable by gandar,
raca, phnisity, and vetersn SIS,
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Tabie 5. U.S. Popuiation, 2012

Number of  Percent. - §Sales {$000s) - Percent " Number of  Parcent. § Paytoll (5000s} - Perdent
Firms of Total T .of Tolal - ‘Enipfoyees  of Total of Totel
Tetal 5,129,266 8,616,304,593 44,697,223 S 1/688/452229

Bleck .. - 109,084 Y4517.860 839,673 24,009,337
Asian 480,784, (577,862,896 132220635 7.21% 99,254,497
Hispanic ... 287,254 1,988,218 59,864,338

293,431,631
T014a25 140 TR 6303197

o

Winosity 1 908,183 1 LM% reesznone %
Non-Minority:- 4,180400  '80.92%  7,616,131,229 - 87.23% 37,805,181 B8458% - 1.474.033739° '87.40%

TR

Source: U5, Census Bureau, 2072 Survey of Business Owners

In 2012, Blacks made up 13.1 percent of the population, yet only
owned 2.1 percent of ciassifiable small employer firms and only
made up 1.1 percent of sales {average receipts of $866,866), 1.9
percent of employees, and 1.4 percent of payroll {average wages
of $28,594. Hispanics made up 16.9 percent of the population, yet
only owned 5.6 percent of classifiable small employer firms and
only made up 3.4 percent of sales {average receipts of $1,021,506),
4.5 percent of employees, and 3.6 percent of payroli {average
wages of $30,110. These employee and payrol! figures speak to

a disadvantaged community and lasting economic effects—the

number of employed workers and how well those workers are paid.
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Starting a new firm and growing a business requires capital. From
start-up funds to expansion capital, sales require investment in

the business enterprise, and Biack and Hispanic businesses are
reported to have lower levels of available working capital and profits
to reinvest in their growth. There is extensive research on these
barriers to capital access from university scholars, government
organizations, think tanks, community groups, and advocates

{see Appendix A for a literature review). The challenges are well
documented and many solutions are proposed. Yet to achieve
change, we need to move these ideas into action.

Starting in early 2016, the Milken Institute and the SBA Los Angeles
regional office held a series of meetings at the Los Angeles office

of the Federal Reserve Bank of San Francisco with stakehoiders
from the business, lending, and regulatory communities. These
meetings helped create consensus on the need for more capital
going to minority-owned smatil businesses and to define the gaps

in capital access—the group also realized that this was an issue

that demanded national attention. Therefore, in June of 2016, the
White House officially convened a meeting co-hosted by the SBA
and the Milken Institute to review these inhibitors to capital access
for Black and Hispanic Americans to start and grow their businesses
in order to discuss opportunities and develop a plan to overcome
these hurdies. Representatives from financial institutions, regulatory
agencies, community groups, research institutes, and others
considered how to increase not only the number and value of foans
to minority-owned businesses, but also the number of successful
{growing)} smali businesses in Black and Hispanic communities.

We formed the Partnership for Lending in Underserved Markets
{PLUM) initiative~—a two-year pilot program to develop actionabie
sofutions to address fong-standing structural probiems that inhibit

White House Canvening Participants

Aspen Institute
Association for Enterprise
Dppartunity HRED)

BBIF Florida

Board of Governors of the Faderal
fesarve Sy

Business Assource Sroup
ity First Bork
ity National Bank

sity of Baltimars Smsl Rusiness
ures Contar

Congumer Foantial Protestion
Sureau

Gwing Marion Kauffman Faundation
Harbor Bank of Maryland

tope Credit Union

indumteial Bank

4P Morgan Chase & Co

Latiao Econamic Devsiapmen
Zenter

LEAF Coffege Savings

Las Cayos Partnwrs

Local initiay
LISC

Sipport Corparation
Lo Angates Deveiopment
Carporation

M&T Bank
Waryinng Capital Entarprisy

Nationst Communily Invastrment
et

Natiool Lirban Lrague

Office of Los Angsies Maryir
Ongwest Bank

Pacitie

Hegionat Curporstion
Paople Fund

Smalt Business Administzation
L8, Black Chambers, Ing.

Valtey Economie Devatopmant

Coritar

WK Keltogg Foundation
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minority-owned smalt businesses from accessing capital and

growing their operations. The Milken institute agreed to provide
direction and research support and engage stakeholders, while the
SBA committed to iending its expertise and available data. Key
stakeholders joined task forces and related working groups in each

city to provide focal market context.

We chose to focus on classifiable smait employer firms versus
non-employer firms (sole proprietors}, which may generate income
for an individual, but are less tikely to make an economic impact

in communities, as they do not create jobs and therefore do not
achieve the multiplier effects of associated additional economic
activity. Yet, the age and growth stage of small businesses—i.e., the
entrepreneurs vs, growing businesses—was another classification
we deliberately wanted to address.

START-UPS

Start-ups are new and young firms {zero to two years oid} and
account for nearly all net new job creation.®® Of the 5.1 million
employer small businesses in the 2012 U.S. Census Bureau's Survey
of Business Owners, 59 percent reported and knew the age of their
business.” Almost 16 percent {299,414) of these businesses were
start-ups {between zero and two years oid}). Over three-quarters

of these firms {78 percent) employed between zero and four
employees.” Companies {ess than one year old have created an
average of 1.5 million jobs per year over the past three decades.”

While start-ups are important sources of job creation, they are aiso
inherently volatile, with a high exit rate.™ Many young firms exhibit
an “up or out” dynamic in which innovative and successful firms
grow rapidly and become a wellspring of job and economic growth
or quickly fail and exit the market, aliowing capitai to be put to more
productive uses.™ While these businesses have high churn rates

*Foders! Reserve Banks of Naw
York, Attanta, Boston, Clavetand,
Phitadelphis, Richmond, and

1, Louls, “E015 Smalt Business
Tradit Survay Repart on Emplover
Firms," March 2016,

+ Ewing Marian Kawfmaan
Fowndation, "The bnporance
of Young firms for Esonomic
Growah™ by Jason Wiers and
Chris Jagkson, 2015,

« Of 5,128,264 classifiatle
employss businasses with fess
than 500 employess,
answarkd the qua:
yosr was this business originally
establishad o7 seif-empioyrent
activiry begun?” However,
381,238 fiems indicated they did
not know the year, Theretore,
we performed calculations with
o hase of 3,124,161 firms. £
AR 218,517,908 = 1E5%

mployment is based on fha
sber of employses dusing
the pay period inciuding Mazeh

ptoyer firms with vt
employses” consists of Brms
wGh 12 pay patiod

ut who had payrali
during other pay periods during
2012

= Bwing Marian Kaufmans
Foundation, “Tha Imporance
of Young firms for Ecosemic
Growth by Jasos Wisns and
Cheis dackson, 2015 and Jobn
Haltwanger, Ron S. Jarmin, ans
Javies Miranda, “Who Craass:
Jobs? Sroall versus Lage vars
Young,” The Review of Econamics
and Statistics, Vol XCV. Number 2,
Nay 2013,

» John Haltiwangar, Bon §.
Jarivin, and Jovior
"Wio Craates Jobs? Small versus
Largs versus Young,” The Review
of Exonomics and Bt Vol
XC¥, Number 2, May 2013,

“Jason Wiens and Chris Juckson,

“The Importsaes of Youny firms

for Branomis Growth,” Ewing
Marion Kaufmann Foundation,

RSREN
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{opening and closing frequently}, they contribute less to net job “ifhs, Kar
Heaydan Mg
creation than high-growth businesses. They are, however, critical of Srrialt Business Lan
nngeation and Tachnoo
to America’s middtie class. These “Main Street” or “mom-and-pop” the fmplisations for Regulation,”
Working Paper 19.042, Harvard
small businesses are the dry cleaners, mechanics, and medical Susiness Sehoot, 2018

clinics that form the fabric of our communities. Many of these

* “Ertrapranacrship Pakioy
Digest The Eaonomic impast of
High-Growth Stars-tps.” Ewing
Marnon Kaufmsnn Foundatien,
June 7, 2016,

businesses exist largely to support a family and are not principally

focused on expansion.'

+ Ewing Marion Kaufmann

HIGH-GROWTH START-UPS

As for “high-growth start-ups,” there is no singular definition for
Malarity, “The State of Semall
Business Landing: Ionavation and

these businesses that grow bigger and faster than the rest. However,

those that exist tend to focus on either firm attributes, such as I . *
 Reg
“secured venture capital funding” or “participated in an accelerator  17-042 Hurvasd Businass School,
Rt

program” or on business performance metrics such as revenue

"Entrepeonourship Pof
w1 The Eeanorsic impast of

growth, employment, or exits {e.g., the firm was acquired or went o

pubiic).” Though few in number, high-growth businesses have a High-Grawth Start ps.” &

Marion Kautmann Foundation,

big impact on the economy. The Kaufmann Foundation summarized = Juse .20t

key research on high-growth businesses and found that these firms “ Eveing Marion Kautrwans

. Foundation, "Tha Importance
account for up to 50 percent of new jobs created. A recent Harvard o Young firms for Ecanormic
study cited research indicating high-growth start-ups are responsible  Growth” by Jason Wians and

Chis dackson, 2015,

for 20 percent of gross job creation.” Regardiess of the difference
in percentages, these firms differentiate themselves from other

s employar intentio

rospondnts wers

companies by expanding not just in size, but also in number of new ~Expicted Employss &
locations—creating new opportunities in diverse geographic areas Next 12 Manths.” with the aptions

. . . of setecting “Wiil decrssse,” “No
and encouraging subsequent employment growth in their related change,” ar Wl ingrapse.

g2,

industries.” They are important engines of dynamism in focal
economies—adding jobs and spurring innovation.™

GROWING BUSINESSES
Again, there is no single definition for this group. The Federal
Reserve defines growing businesses as those that have increased

revenue or maintain employment in the next 12 months.?
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We can supplement this definition and distinguish growing univat eates of

o Sslishmants, by year stertest

businesses from high-growth start-ups by adding a criterion that and number of years since

15, in g

mant Diynamics.
Hurgaw of Labor Statisties
avaiiable 8t wwwbis.aovhde!

According to the Bureau of Labor Statistics, about half of all new antrepreneyrshis/bdm shartd,
him,

growing businesses are at least five years old.

establishments survive five years or more and about one-third
* Buraay aof Labor Stal
survive 10 years or more. The probability of survival increases with a  Susiness Emplayment
s from “Fraquesntly
ng about
Qtfice of
matt Husiness

While start-ups are the economy's primary job creator, in the last Administration, Septambar 2612..

firm's age and survival rates have changed little over time.”

two decades about 60 percent of the private sector’s net new jobs ot 54,423,526 s
have been created by existing establishments {vs. about 40 percent erngioyaes for ihe pey perind
from the churn of start-ups minus closures}.? in addition to job

creation, established firms help to stabilize communities.

wies satablished ?\er‘;«een 1953
In 2012, stightly more than half of ali employer small businesses and 2087

were established between 1990 and 2007. These firms {five to 22
years old) empioyed 13.7 million, about 45 percent of the reported

working employer small-business popuiation.*

With these size and age parameters in mind, the Mitken institute and
SBA selected Baltimore, Maryland and Los Angelss as the pilot cities
for the faunch of the PLUM program. The Baitimore protests in the
wake of the 2015 death of Freddie Gray in police custody brought
nationatl attention to the consequences of longstanding racial
tension and community divestment. Los Angeles is a microcosm

of racial and ethnic diversity with an instructive mix of overlapping
jurisdictions and governance structures, Both cities have local-tevel
actors with the will and infrastructure to activate transformational
ideas.

We divided the program into three phases:
« Phase —Problem Definition: identify and analyze root causes
affecting iending to minority-owned small businesses. Create

working groups in Baltimore and Los Angeles to identify specific
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challenges related to the ioan underwriting process, public infarenation
inancial

policy, and economic development. initiate research on these Innavation Lubs, a8 here: Wi,
milkeninstilulg ara/evonsiabs)

topics at the national level.

« Phase i—Solution Prioritization: identify solutions and
opportunities for action. Action groups develop strategic plans
with defined objectives, tactics, champions, and an execution
timeline. Nationally, the Milken Institute develops policy briefs
and convenes Financial innovations Labs and other targeted
research and activities to identify actionable recommendations
to address national poticy priorities and the {oan underwriting

process.*

« Phase lil—impiementation: Begin to execute the strategic plans
and other recommendations developed during Phase 1. For pitot
cities, learn what works and establish best practices, as well
as learn what does not work and where to tweak program and
approach. Release final reports summarizing the two-year effort
and publish outcomes of Financial innovation Labs and other
national activities.

17 MILKEN (NSTITUTE  PARTNERSHIP FOR LENDING IN UNDERSERVED MARKETS (PLUME PHASE 1 SUMMARY



116

PLUM-Baitimore faunched in September 2016 and PLUM-Los
Angeles launched in October 2016. in both cities, the Milken Institute
and SBA first convened steering committees of focal stakeholders

to oversee and guide piiot efforts. We then held kick-off events

with a broader task force of government officials, data providers,
economic development representatives, business resource
specialists, traditional and aiternative lenders, and small businesses.
it was important to hear from practitioners and community groups
about how they defined local challenges. In addition, we needed to
survey the universe of challenges in order to later prioritize issues to
address.

 Baltimore Stesring Commities Co:Chairs

Aron: s Managin Dnractor, Center for Fmam: s Matkets,
Eugene Corneliis, Jr. Diputy Assotiate Administrator, Field
doe Hasking, Jr.; Chairman, Presxdant‘ and CEQ, The Harbor Bav\k of| Maryland

- Mawland H:span Chamber of Commeme
l Regulation, Maryland Departivient of Labcr, Lmensrng and Regulatmn

up
ore Uman taagua :
usiness and Professional Barking, M&T Bank- ..
resident & CEO, Assocvat&d SIm:k Charities:
cutive Director, Baltimors City Small Business Resource Canter
~ v, Prosident & CEO, Meridian Msnagement Grodp g
Amok! W!mams, Managing Dxrecmr, ‘Abrams, Foster. Nole & Williams, B A
Vige Pres\dent for Cammunity Affairs and tegal Advigar, Sagamore Developmam

LosAnge smrmg&‘ommitmcd-cmn =

Kevin Kiowden, Exscutive Diractor, Milken institute. Csh?omxa Center:
Victor Parkar, Los Angeles District Director, Smail Susinass Administration
Mark Robertson; President & CEQ; PCR Corp

Lns Angim 3 nmng Commmaa

Hiisiness Devalupmsnt Manager. City of Los Angelas

Mmhad Bannet, Chief Executive Dfficer, LALDC

Sandy Cajas, President & CEQ; Regional Hispanic Chamber of Commerce

Earl “Skip” Cooper, President & CEO, Black Business Association

Angela Gibson, Prasident; Gruater Los Angeles African American Chamber of Commerce
Rubans ¥ra, Chairman & CEQ, Latin Business Association:

tonia Manning, Global Phitanthropy Executive, JF-Morgan Chase -

“Ann Sewill, Vice Prasident, Catifornia Community Foundation

Tunua Thrash-Ntuk; Executive Director, Local initiatives Support Corporation {LIST)
Sal Varala, Divector, Pan American Bank

Gilbert Vasquez; LA Latine Chambar of Commarce

Jose Villalobios; SeniorVice President, TELACU

Eric Weaver, Chinf Exscutive Officer, Opportunity Fund

Note: Alf Baitimere members 35 of September 2016 all Los Angsies mambers ss of Urtober 2016
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To ensure that we captured all the structural issues affecting

minority-owned businesses’ access to capital, we created working
groups to identify specific issues related to lending (e.g., at

what point(s} is the underwriting process breaking down? What

are the issues securing other financing, such as crowd funding
investments?), pubiic policy {e.g., which government interventions
are heipfuf and which ones are impediments?), and economic
development {e.g., what is preventing more minority entrepreneurs
from starting new businesses? What are the unique chalienges
affecting growing businesses?}.

Baltimore, D Los Angalas, CA
Léyx‘dgr Warking Group . Lendar Working Group
Policy and Regulatary Working Group Policy angd Regutatory Werking Group .
Economic Developrment Working Group igurial E i Working Group
ic D for i i Working Group
KEY FINDINGS

in the fall and winter of 2016-17, working group members shared
their knowledge, expertise, and experiences to describe the
minority-owned-smali-business and lending environments in
Baltimore and Los Angeles. They provided anecdotal stories and
quantitative survey data, shared local studies, and engaged with
additional stakeholders. Additionaily, the Milken Institute explored
the issues at the national level, inciuding conducting some
preliminary small-business data analysis. The key issues raised

during Phase | are summarized below.
Lending and Other Financing

Underwriting

After tha great recession, many minority homeowners saw their
home values and credit scores wiped out due to the worst financiat
crises since the Great Depression. As a common source of collateral

used in the traditional underwriting process, the deciine in home
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equity values {among other issues) made it far more difficuit for

minority smail-business owners in particular to secure capital.

Alternatives were needed.

Technological advancement and the proliferation of data over

the years has opened up new avenues for small businesses

to unlock capital. New, alternative underwriting models can
incorporate far greater criteria to more accurately assess the

overall creditworthiness of a small business when compared to
traditional underwriting processes. Both traditional and non-bank
tenders commented on the difficulties and potential of incorporating

alternative data into their underlying credit methodologies.

For instance, traditional lenders commented on the difficulty of
adopting alternative underwriting methods citing the uncertainty

of their effectiveness, especially given the implementation hurdles
(e.g., time it takes to fully understand the algorithms used in
assessing credit risk, testing those algorithms, and documenting the

process for reguiators without knowing how regulators will react).

Non-bank tenders were quick to point out that innovative platforms
still use the “Five C's” of credit analysis {character, capacity, capital,
collaterai, and conditions} just like traditional lenders. Aithough
they use the traditional means, they aiso pool that data with other
data puiled from services such as Quickbooks, payroll processors,
and other data metrics such as shipping analytics to provide for a
broader credit analysis of the business, and to develop mechanisms
that indicate the types of financing products companies reaily need.

Non-bank providers also commented on the need for the Internal
Revenue Service {IRS) to build an application programming interface
(APl for its Income Verification Excess Service to provide lenders
with additional data points to more accurately assess a business

borrower.
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Standardization and Best Practices

chation for Enterprise
One of the key issues that surfaced during PLUM meetings was Orpostnity
the lack of standardization and best practices in the smali-business

tending space. According to former Treasury Secretary Jack Lew,

8,000 smalt and microbusinesses are denied credit each day——

roughly two million in a given year.” Of those declined, roughly

one-third are considered creditworthy using currently available

underwriting methodologies, proving, once again, the significant

product mismatch that occurs between lenders and minority-owned

small businesses. in conversations with PLUM participants and

external stakeholders, discussions focused on the development of a

foan participation fund, which would provide lenders with balance

shaet relief in originating smail-business loans and aiso act as an

incentive for lenders to provide standardization across a range of

small business products in a responsible and more transparent

manner.

While supportive, a few participants noted that the financing
structure of a smali business is more important than the
standardization of products, as capital needs of a smaii business
may need a bespoke form of financing unique to that smaii business’
need.

Patient Capital

There was particular concern from participants on the lack of fong-
term capital to minority-owned smali-business firms. in Baltimore,
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for instance, discussions centered on how to best promote

equity capital investment.”’ Similarly to the concerns expressed
earlier about investor perceptions of the city, participants were
clearly concerned about the lack of equity available to the city's
entrepreneurs. Participants viewed the identification of a focal
champion capable of bringing investors and small businesses to the
table as a top priority for the PLUM initiative in Baltimore. This is not
just a Baltimore-specific issue, but a national issue as well, as the
average amount of new equity investments in minority firms across
the U.S. in 2010 was roughiy $3,400, or 43 percent the level of non-

minority-owned firms.*®

in Los Angeles, participants spoke to the need to promote state
legistative efforts in implementing intrastate crowdfunding in
California. While Maryland is one of the 35 or so states to have
impiemented intrastate crowdfunding, California has yet to pass
legisiation in this space. One participant noted the importance of
local investing and the opportunities it provides to drive wealth
creation and capital to underserved communities in particular.
Similarly, intrastate crowdfunding offers the ability for small
businesses to apply for hybrid financing with a certain portion raised
during the crowdfunding effort acting as collateral for financing from
a traditional financial institution.

However, one participant in Baltimore was concerned about drawing
funds from non-accredited investors without the education and
support that accredited investors often have. Nevertheless, one
participant from the PLUM-Los Angeles Task Force observed that the
use of a special purpose vehicie in intrastate crowdfunding would
reduce the complexity of a large number of investors investing in a
small business.

Financing Education

The lack of understanding and education regarding financing
alternatives that go beyond traditional bank toans hinders minority-

i 2013, the Kauffman
Foundation State of

Entreprensurship Addruss,
found that smal! busines.

averwhaimingly rely heavity an
personat loans to the founder,
porscanat oredit cards, businass
bank loans, business credit cards,
and persanal lings of cradit, some
of which required coltateral that
torpaly came from and were
facked by home sauity ines of
credit,

Aleia Robl and Roben
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owned small businesses from accessing the right kind of financing

products more tailored to the capital demands of a small business.

A PLUM-Los Angeles partner, the Business Resource Group (BRG},
in collaboration with the California Black Legislative Caucus, hosted
three Black roundtable events in and around LA County between
September-December 2016, Businesses were asked to share their
experiences, challenges, and needs as they related to accessing
capital, revenue and contracts, and building wealth. Approximately
169 businesses and 22 community organizations participated.

Many businesses expressed a need to better understand the
differences between consumer and business banking. They said
that existing programs teach about credit scores or the documents
lenders want in a ioan package, but they do not heip businesses
understand the factors considered for approving a loan. Some
questions asked by participants included:

- Do lenders really look at the whole story?
- Are mitigating factors considered?

- How aredpast credit issues and current ojperations considered with
autornated foan underwriting taking over?

- Before putting in the effort, what is the actual likelihood of obtaining a

foan?

Roundtable participants also shared that they really are not aware of
nor do they understand aiternative capital options, specifically:

- Bitcoin for smali businesses

- PayPal loans

- Gap financing

- Angel investors and other venture capitai financing
- Alternative collateral and guarantee programs

- Seed capital for inventors and innovators

- Crowdfunding
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Also, 90 percent of Black roundtable participants were unaware of
available financial subsidies for innovation, energy efficiency, and
disability access, as well as other financial incentive programs such

as state tax credits.

Bank Referraf Approaches

Both Los Angeles and Baitimore participants touched on the deficits
of current lender referral programs when prospective borrowers
are declined from traditiona! fenders. A primary concern is whether
smali-business owners are being steered to products and services
that meet them where they are in the financing process.

At the BRG roundtables in Los Angeles, aithough 90 percent of
businesses who were declined loans were told by banks why there
were denied, most {70 percent} did not receive any guidance or
information on steps that they could take to improve their ability to
obtain bank financing. Working groups and roundtable participants

questioned whether traditional institutions are simply steering smatl

businesses to thsir affiliates or sending them to community banks,

CDFls, alternative finance platforms, and other capital providers that

may not be the most appropriate, comfortable, or safest match.

One example is that there is a critical disconnect between CDFls
and smal!l businesses located in underserved communities. Of the
2.2 million small businesses focated in fow-income communities,
only between 2 and 5 percent are receiving financing from CDFis.”
CDFis operate in a fragmented industry community with more than
1,000 individual entities and many have not adapted to changes

in the landscape of financial technology.® Further, working group
members consistently reported that CDFls are undercapitalized and
not enough of tham are located in minority geographies.

Fear and mistrust of financial institutions and community enders
is another example. At the BRG roundtables in Los Angeles, many
Black business owners reported that the nonprofit fenders to whom
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Ertreproneurs.”

ity Development
stions: On the
Speech by Dennis
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they were referred did not understand their cuitures, and specifically  + Gwenay donaker Brox

. . . Caitin MeShane and Eric Weaver,
that there are not enough Black lenders in their communities. Some Unattardatle and Unsustoinables
The New Business Lending,
Cppartunity Fund, May 2016,

Biack business owners said that they view many nonprofit lenders
as outsiders, and that they prefer to do business with banks and

nonprofits that they know and trust.

Predatory Lending

Given the struggles business owners face in determining which
financing providers are well suited to the type of business {(and
market} and can provide financing in a responsible manner, a few
participants {particularly those focused on business development}
were interested in the idea of developing a Better Business Bureau
fist of approved lenders at the locat level. This would provide smali
businesses with a trusted source that they could turn to when
searching for responsible lenders operating in the city/area, with
minimum levels of disclosure thresholds determined by a third
party, the office of the mayor, or some other standards currently in
place {such as SMART Box Initiative or Smail Business Borrowers
Bill of Rights}.

Participants in both cities noted that minority-owned smatil
businesses are susceptible to predatory lenders who are able

to effectively market themseives through cold cailing or online
mediums, which potentially places owners at substantial financial
risk. At the BRG roundtables, some business owners shared that
when their loans were deciined by banks, they were referred to

a nonprofit lender charging exorbitantly high interest rates. One
Opportunity Fund report found that “the average alternative ioan
they analyzed carried an annual percentage rate {APR} of 94 percent,
with one loan reaching a shocking 358 percent.”*

Because smali-business owners and regulators often do not fully
understand the differences between various financiat products
offered to them, there is a high lfikelihood that borrowers seiect a
product that is iii suited and potentially costlier than products more
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merchant advances and payday-like loans vs. a CDFl).

financing system for minority-owned small businesses, participants
also highlighted their concerns regarding brokers operating in the
small business lending space. In the alternative financing space

in particuiar, there is the question of whether brokers have smalt
businesses’ bast interests at heart, as there is no real reguiation or
fiduciary responsibitity that brokers must adhere to. As noted by
participants in Baltimore and Los Angeles, brokers’ main concern is
their commission, and small businesses are often steered towards
financing providers based on commission, not on product suitability,
resuiting in higher costs for the smatl-business owner.

7(a) Laan Adjustments

The SBA's ftagship 7{a) Loan Program has facilitated more than $26
biltion in financing to small businesses nationwide and operates

at zero taxpayer subsidy with default rates of less than 1 percent.®
Despite the program’s benefit to smati-business finance and growth,
the program is not effectively targeting minority-owned smait
businesses. For instance, Blacks and Hispanics currently make up
iess than 10 percent of overall SBA 7{a}-guaranteed iending to U.S.
small businesses.

Separate from the distribution of 7{a)-guaranteed loans, the way in
which the program assesses non- performing loans is a significant
probiem, leaving lenders with no flexibility in being able to heip
small businesses adjust their finances, resuiting in increased
defauits in times of stress and heightening the credit risk of the
business owner.
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Policy and Regulation * See wewnsha.gav/antraging!
T
sure:vou-mestsba-siestandards!
Data Reporting and Analysis mw

Access to reliable and timely smali-business and fending data is key =~ »ses
to crafting effective policy recommendations to increase lending N
to Black and Hispanic small-business owners. Without complete
data, it is difficult to identify lending deficits and opportunities for
investment in specific neighborhoods or to target demographics.

The groups raised several challenges with existing data collection :i::\m.m Wouse in June 2015

and analysis.

- It’s not “apples to apples.” Various definitions of what is

a small business and a small-business loan make analysis
difficult. Typically, small businesses are defined in terms of a
size standard, which is often stated in the number of employees
or average annual receipts. The U.S. Census Bureau, Federal
Reserve, and SBA ali define small businesses as any business
with {ess than 500 employees. Certain government programs
{such as SBA ioan programs and contracting opportunities} are
reserved for smal-business concerns, and in order to qualify
businesses must satisfy SBA's definition of small-business
concerns along with the size standards for small business,
which often vary by industry.® Then, there are small-business
advocacy groups. The typical member of the National Federation
of independent Business {NFiB} employs 10 people and reports
gross sales of about $500,000 a year.* The Smalif Business and
Entrepreneurship Council loosely groups businesses into three
tiers by number of empioyees: fewer than 100 is considered
small, a midsized business is 100 to 500, and a company with
more than 500 is large.® At the June 2016 Mitken Institute-SBA
White House roundtable, the SBA shared there are more than
40 definitions at the federal level on what constitutes a smatll

business.*

- Not all lenders are required to report small-business lending
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data. Under the Community Reinvestment Act, banks and

thrifts report smal! business and farm data, and community
development data if they have total assets greater than $1 billion
doitars. The regulations miss the iending activities of the smalt
and mid-size banks whose commercial loans portfolios tend to
consist mostly of small-business loans. In addition, smaller banks
may be the most predisposed towards lending to the smaller,
locally owned businesses.

- Participants, particularly in Baitimore, were cautious in their
assessment of the Consumer Financial Protection Bureau's
{CFPB) approach to the collection of smali-business data. While
efforts are ongoing at the CFPB to build out their small-business
office, participants questioned how the Bureau intends to collect
small business lending data under Section 1071 of the Dodd-
Frank Wall Street Reform and Consumer Protection Act. Certain
{enders were concerned that this woutd add extra compliance
burden, especiatly given the lack of clarity on what constitutes a
smail business {mentioned above}, which wouid increase costs
and prevent them from focusing on iending and the success

of a small business. Other lenders noted that the CFPB is
already entering commercial banks and examining fair lending
applications, approvals, and denials, and performing tests
based on the name and/or zip code provided, therefore efforts
are redundant. Others noted that banks are already obtligated

to coltect information pertaining to consumer lending and that
the infrastructure in piace could be amenable to how the CFPB
intends to collect smali-business data.

- There is no consistent reporting for CDFis {who are often
recipients of investments from large banks). Again, we are

missing a piece of the market.

- Extensive reporting requirements can create administrative
burdens on fenders, which ultimately may translate to higher
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costs for customers. * Sos wwwodfifund gov!

in Los Angeles in 2012, the Los Angeles City Councit adopted a
“rasponsible banking ordinance” that requires banks doing business
with the city to disclose detailed data on loans {including smali-
business lending) and foreclosure activity by community. Banks that
decline to provide the information are deemed unqualified to bid for
a piece of the city’s billions of dollars in deposits and pension funds.
However, much of the information is already reported under federal
faw, At the time, proponents said that the federat data couid be

hard to find in voluminous federal banking reports and that the new
taw would bring the information together on a city website that the
public could search by census tract. Yet to date this information is
not readily available {e.g., it is not available on www.data.lacity.org).

Some participants in both cities questioned the overall extent to
which PLUM should be engaged on this issue given the forces in and
around Washington, D.C., in support of or opposition to the CFPB’s
efforts, and what sort{s} of accomplishments could be derived from

PLUM applying resources into this space.

Overall, many agreed that there is a need for accurate data to inform
effective policy to help increase access to capital. However, the lack
of clarity in how reporting standards would be implemented had
some stakeholiders concerned {e.g., bankers do not know how new
or revised reguiations would affect their bottom tine).

Tax-Based Incantives

The New Markets Tax Credit Program {NMTC) provides tax credits
to spur private investment in underserved communities.” Since
inception, the program has funded more than 5,400 businesses
leading to the creation or retention of 275,000 jobs, with nearly
three-quarters of NMTC investments made in highly distressed
areas. The program also generates $8 dollars of private investment
for every $1 dollar invested by the federal government.
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However, during PLUM meetings, lenders discussed the difficulties
associated with obtaining NMTC funding due to the required

paperwork, while non-bank financing providers highlighted the
difficulty of participating in the program as the avaluation of firms
interested in NMTC funding is largely viewed through a traditional
financial fender iens. Apart from the difficulties of participating, it
was also noted that NMTC has fong favored real estate investment
over investment in small businesses, particularly those most
underserved.

State Guarantae Programs

Both Los Angeles and Baltimore task force participants cited the
need for greater awareness among small businesses and lenders

of the variety of state guarantee programs available to them. Both
groups also encouraged the use of PLUM as a resource for educating
lenders on the benefits of leveraging the guarantee to make inroads
into Hispanic and Black communities that they would not have made
otherwise. in Los Angeles, participants noted the lack of a secondary
market as detrimental to the use of state guarantees.

SBICs

The SBA’'s Smali Business Investment Company program provides
fong-term equity and/or debt to qualifying small businesses, SBICs
are privately owned, managed, ticensed and reguiated by the SBA,
which provides a guarantee on top of qualifying investments to
small businesses.

Participants discussed how the process to set up an SBiC and
distribute funds is very convoluted. in addition, the program is
geographically concentrated with only a few states receiving

more than half of SBIC investment {California, New York, Texas,
Massachusetts, illinois, and Florida}, and less than a quarter of SBIC
investments were made to low- and middie-income areas in 2014. In
addition, SBICs can voluntarily report data regarding the percentage
of investments made to minority, women, and veterans’ smali
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businesses, and concerns remain as to the viability of the data and

the lack of standardization in the reports.

Economic Development

Technical Assistance

Small-business technical assistance (TA) refers to the support
provided to small businesses beyond financing, for example:

capital opportunities, business planning and operations, employee
recruitment, and speciaity training {e.g.. e-commerce). Technical
assistance is a big topic in of itseif and the economic development
{ED} working groups in Baitimore and Los Angeles identified several

chalienges and areas for improvement:

- Location, coordination, and quality of services: The geographic
separation between TA providers and lenders came up
consistently throughout the ED groups as a key TA challenge.
Co-locating service providers and ienders would facilitate a
smoother and more comprehensive iender referral process

{see page X for prior commentary on the iender referral
process). Similarly, locating TA services in geographically
convenient locations in the first place aiso made a lot of sense
to group participants. For example, Black business owners who
participated in the BRG roundtables and who were {ocated in the
South Bay and Westside cities shared that they do not want to
drive into downtown or south Los Angeles to access business
assistance services.

ED working group members aiso discussed the need for
extended and fiexibie hours to meet the needs of business
owners. The Los Angeles Emerging Businesses Working Group
identified a fack of coordination between investment in business
and the anticipated size and scale of the eventual operation.
They discussed how regional incubators could partner with focat
governments and educational entities to provide a standard
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framework for technical assistance and mentorship that could be

utilized to educate and prepare entrepreneurs to not only apply
for credit successfully, but also apply for the right kind of credit
needed to start growing their businesses.

This general notion of enhancing or standardizing the quality
of technical assistance providers in the market place was also
raised. A “Better Business Bureau” of approved TA providers
could ensure that the providers are prepared and capable of
meeting the needs of the target businesses in their markets.

- Data standardization: As was discussed in the policy groups, the
ED groups said that the lack of standardization of data-sharing
tools and practices among pubtic and private sector TA providers
serves to create numerous additional obstacles both to lenders
and to smali businesses by increasing the costs and complexity
of risk assessment for both primary and secondary lenders.
Developing standards for anonymous data sharing that includes
geographic components for applicants and borrowers, as well

as standardizing standards of measurement between different
federal and state agencies, should significantly reduce costs

in risk assessment as well as expedite the approval process,
particularly for newer borrowers.

- Education and mentorship: As was mentioned in the fender
working groups, the economic development groups in both
cities felt TA shouid include not just basic financial literacy
education, but financing education too, as weli as offer basic
management training. The Los Angeles Established Businesses
Working Group observed that growing businesses lack strategic
advising and resources. These firms are often held back by
either misunderstanding of risk, limited market knowledge, or
mismatch of appropriate capital opportunities. Accelerators,

for example, might provide access to relationships with other
business owners and lenders that enable businesses to scale. in

Baltimore, the group emphasized that locating accelerators
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{and incubators for start-ups} in geographic areas of need could

increase access to these critical opportunities.

- Industry clusters: The ED groups in both cities alf commented
on the lack of strategic targeting of industry clusters for growth
industries and tailoring the TA for those industries and clusters’
specific needs. The Baltimore group felt that clustering TA
providers into coordinated activities would be helpful. Regicnal
creation of accelerators based on growth sactors {bioscience,
entertainment, renewable energy, transportation, construction/
facility services, utilities, IT/professional services, and heaithcare/
social services) that includes targeted TA based on the individuai
ciuster would facilitate a heightened ability to obtain capital and
scale.

- Marketing and outreach: All of the ED groups acknowledged
that there are some great resources available to entrepreneurs
and to those looking to grow their businesses, but that marketing
and outreach efforts fali short. There is a fot of opportunity to
streamline and connect potential and existing smail-business

owners with in-person and online support.

Procurement and Supplier Diversity Programs

There are hundreds of programs to encourage government or
private sector contracting with minority- owned businesses, yet
most of these programs are voiuntary, and those with statutory
mandates lack enforcement. Working groups mentioned companies
using a “bait and switch” approach whereby companies say they
will use a minority-owned firm and then replace the firm after a
contact is secured.

BRG roundtables participants reported the following barriers and

challenges that adversely impact their ability to leverage contract

opportunities:
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- Insufficient expertise or time to plan, market, and implement a e
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- Limited legal resources to structure joint ventures and partner
on contracts

- Lack of marketing staff to find new contract opportunities

- Lack of relationships or access to contacts to win new business

- Many are not registered as a disadvantaged or minority
businesses

The groups brainstormed how to strengthen procurement and
supplier diversity programs via both “carrot” and “stick.” The Los
Angeles Policy Working Group also spoke about procurement and
specifically mentioned programs with the Los Angeles Unified
School District {LAUSD), LA Metro, the California Public Utilities
Comrnission {CPUC), the Los Angeles Department of Water and
Power {DWP), and others.

One participant noted that large companies that take diversity
seriously develop their own in-house mentoring and training
programs to create their own pipetine of suppliers.

Overiapping Jurisdictions

in Los Angeles, a multitude of jurisdictions {cities, county} creatas
regulatory confusion and complexity. Municipat self-interest and
fimits on municipal financing to restricted geographies means
centers of minority-owned business activity may not align within
existing programs.

Enterprise Zones, which were abandoned in 2014, may be a helpfu}
construct in which to think about smail-business development.®
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The Enterprise Zone Program, under the California Department of vive Zone Peograr

. Tmant of Bausing
Housing and Community Development, had been responsibie for andt cmﬁm‘,,ﬁ:m;ﬂopmm
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the designation and administrative oversight of the 42 Enterprise P et
Zones authorized by the state legislature, Targeting economically EkrRrise:I008 il

distressed areas throughout Catlifornia, the program provided
special incentives designed to encourage business investment and
promote the creation of new jobs. The purpose of the program was
to stimulate economic development by providing tax incentives

to businesses enabling private sector market forces to revive the
local economy. Each Enterprise Zone was administered by its local
jurisdiction working with local agencies and business groups to
promote economic growth through business expansion, attraction,
and retention, while providing an environment to nurture business

creation as well.

The group considered the idea of revisiting regional “hot spots”

or development zones where there are high concentrations of
Black and Hispanic small-business owners who would benefit from
pilot activities during future phases of the PLUM initiative. Several
participants said policies should be crafted to prevent unintended
gentrification in the development zones.

Financial Literacy for Youth

There was some discussion among participants in Baitimore and
Los Angeles on the importance of educating younger generations
on how to run a business and to develop an understanding of basic
finance. This could inciude how to develop and successfully market
a product and understand batance sheet and cash flow analysis.
Participants highlighted the need to track younger students as they
go through the programs and look to become entrepreneurs to fully
assess how successful current efforts are at promoting financial
literacy.

Community Percaption

Participants, particularly in Baltimore, discussed the difficulties the
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the city, thereby making it difficuit for small businesses operating in

the area to attract investment interest and open up new avenues of
raising capital for small businesses.

Priaritization of Issues

in January and February, the Milken Institute and the SBA
reconvened the Baltimore and Los Angeles task forces, respectively,
to summarize the discussions thus far, share what had been learned,
and ask the groups to choose a path forward. Based on the issues
identified above, the Milken Institute prepared a survey of seven
solution-oriented strategies with 23 associated activities on which
PLUM might engage {see Appendix B}. Task force participants
assigned a rating next to each activity on a scale of one to five (One:
No need to focus on; Five: Must-do}. While chailenging to rank
activities, the exercise provided the SBA and Milken Institute insight
into participants’ priorities at the national and local levels {see
Appendix C for complete survey results).

In Baitimore, more than 60 task force members came together

and heiped identify the following as Baltimore's priority areas

for engagement, all of which are solutions to the issues that are
negatively impacting minority small businesses and their ability to
access capital identified during Phase &

1. Financial literacy for youth

2. Technical assistance best practices
3. Baseline data

4. Marketing PLUM

5. improved underwriting

The top five priority areas for engagement in Los Angeles, as ranked
by 40 task force members, were:

1. Marketing PLUM
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2. CRA rightsizing

3. Improved credit scoring/underwriting
4, Co-location of TA providers and smali-business fenders

5. Customized TA approaches

Between both cities, the lender groups also ranked highly
incentivizing standardization and best practices by lenders with a
secondary market fund as the “carrot” and also exploring improved
credit scoring and underwriting modets. The policy groups favored
rethinking tax-based incentives, state guarantee programs, and
supplier diversity programs, and the economic development groups
strongly supported improving the lender referral process and
establishing technical assistance best practices. All groups in both
cities would like to have a better understanding of the baseline
minority small-business lending environment {i.e., access to data).
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Based on the combined survey results, additional discussions with
PLUM participants and stakeholders, and consideration of what
other partners and group are doing, as weli the capacity of the PLUM
constituency, the Miltken institute selected the following areas for

PLUM to engage:

+ Local Research: Gather data-driven insights on minority-owned
small businesses, the lending environments, and the industry
sectors and geographic ciusters to provide the evidence base
to enhance access to capital for new and growing Biack- and
Hispanic-owned small businesses.

« Local Policy: Engage with local and county officials to establish
champions to drive the PLUM effort forward.

+ Technical Assi Best Practi Support efforts to
identify best practices and standardize TA efforts focused on
individuai TA providers, lenders, and new and established smali
businesses.

« National Policy: Provide thought leadership and support to
policymakers, federal officials, and reguiators.

« Underwriting: Convene industry stakeholders, policymakers, and
regulatory officials to test- drive alternative underwriting models
to enhance investment in creditworthy minority-owned smatli
businesses and improve standardization in this space.

« Investor Capacity: Create a participation fund to enhance the
capacity of local investors to provide capital to minority-owned
small businesses in a responsible manner.

in late February and March, the institute shared the path forward
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with the respective steering committees. We dissoived the

working groups and formed action groups covering each area to
identify solutions and opporiunities for action. Like the working
groups, Baitimore and Los Angeles are tailoring their efforts for
maximum local impact. At the national level, the Milken Institute is
developing policy briefs and convening Financial Innovations Labs
and other targeted research and activities to identify actionabie
recommendations to address public policy and the toan underwriting
process.

Phase H will run through 2017.
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APPENDIX C. PLUM SURVEY RESULTS

Meathodology: In early 2017, the Milken Institute prepared a survey
for participants on the Los Angeles and Baitimore PLUM task forces.
Participants were asked to rank each of the activities {see Appendix
B} from one to five, with one being least important and five
representing most important. As can be seen in the below results,
not everyone who participated in the Baltimore and/or Los Angeles
PLUM launch were in attendance for the meetings heid eartlier this
year. To ensure everyone’s voice was heard, the Milken institute
also reached out through an online survey to those who couid not
attend the in-person meetings. Respondents to the online survey
were added to the sample size in the below charts. The purpose for
the survey was to help the institute map out the direction for Phase
{1 and where the PLUM initiative shouid best apply its resources
given limited capacities. The results of this survey led the institute
to develop several action groups focused on both focat and national
efforts in Baitimore and Los Angeles {see Phase il: Solutions).

Los Angeles and Balti e Survey Resuits: Combined
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Los A ies and Baiti e Survey Resuits: Top Activities Broken Out

Financial literacy mentoring for youth in underserved markets
Baseline of current fevels of lending and existing opportunities
Marketing PLUM

tmprove bank referral approaches

improved access to large market opportunities

Customize TA approach

Note: Sampia sive: 46

Marketing PLUM

CRA rightsizing

Improved credit scoring/underwriting

Co-tocation of TA and SB Lenders

Customize TA approach

Note: Sample 5iz6. 40

/o
e
=

Baltimore

Los Angeles
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Los Angeles and Baltimore Survey Resuits: Lender Working Groups
Battimore

incentivize standardization and best practices by Lenders with 8 secondary market fund as a carrot
Financial literacy mentoring for youth in underserved markets

improve bank referral approaches

Support place-based SBIC

Baseline of currant levels of lending and existing opportunities

tmproved credit scoring/underwriting

Customize TA approach

Note: Sample size: 20

Los Angeles

CRA rightsizing

improved credit scoring/underwriting

Baseline of currentlevels of tanding and existing opportunities
Co-location of TA and S8 Lenders

improve bank referral approaches

[ncentivize standardization and best practices by Lenders with a secondary market fund asa carrot

Mate: Sample size: 23
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Los A les and Baiti e Survey Resuits: E ic Develop t Working Groups

Baitimore

Customize TA approach

Suppon regulatory efforts to mandate small business data collection
Baseline of current levels of lending and existing opportunities
Co-tocation of TAand SB Lenders

Develop a suppliermentor program

Enhance state guarantee programs

Enhancesupplier diversity programs

Note: Sample size: 22

LA ~Economic Develtopment
Emerging Business Sector

Baseline of current lavels of fending and existing op) i
Marketing PLUM
Enhance supplier diversity programs
improved access to large market opportunities
incentivize standardization and bestpractices by Lenders with a secondary market fund as 3 carrot
CRA rightsizing
Promate angel-network of investors
Custamize TA approach
Dovelop "BBB-type” spproved list of lendars

tdentify pnd promote potential urban projects e.g. ion Vitlage, Port Coving!

LA -Economic Development
Established Business Sector

4.64 M

Develop a supplier mentor program
Customize TA approach

Deveiop strategic advising and resources for more established growth firms and sectors 4.64 SN
Enhance supplier diversity pregrams 4.55 M——
Marketing PLUM 436 mEmm
Promota angat-network of invastors 2.36 .

Improved access to large market cpportunities

Attract and develop mechanisms for mid-and-iater stage venture capital for growing MBEs
Establish a regional incubator that serves underserved markets

Support reguiatory efforts 1o mandate smail business data coltection

Note: The Los Angeles Feonomic Developraent Warking Granp was spiit inte two geoups: Emerging and established businesses. Sample size for
emerging businesses: 6; Sampis size for established busingsses: 11
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Los Angeles and Baltimore Survey Results: Policy and Regulatory Working Groups
Baitimore
improve bank referral approaches 5 -
Baseline of current fevels of lending and existing opportunities 4.75
improved access to large marketopportunities 4.75
Co-location of TA and SB Lenders

Financial literacy mentoring for youth in underserved markets

Tax-based incentives
CRA rightsizing // 4.25
7{a} Loan adjustments // 4.25

Promote angel-network of investors // 4.25

Note: Dus fo low turnowt, this portion of the survey was not collected in Los Angales. Adoitionally. becsuse of the kmited semple size in the palicy
andf regulatory working groupisl, this survey resuft may not be representative. Sample size in Baltimare: 4,
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ABOUT THE INTITIATIVE

The Partnership for Lending in Underserved Markets (PLUM}) is a two-year pilot
program led by the Milken Institute and the U.S. Small Business Administration to
develop actionable solutions to address long-standing structural problems in Baltimore,
Maryland and Los Angeles, California that inhibit minority-owned small businesses
from accessing capital and growing their operations. The pilot initiative will occur

over three phases: Problem Definition—Define challenges and opportunities that
minority-owned small businesses face in each metropolitan area; Solutions—ldentify
potential solutions to address the chalienges through established action groups focused
on local or nationa! policies and the creation and development of strategic plans to
guide execution; Implementation—Execute with local champions and other national
recommendations and publish local lessons learned and best practices as well as the
outcomes of other nationat activities.

ABOUT THE U.S. SMALL BUSINESS ADMiINISTRATION

The U.S. Small Business Administration {SBA} was created in 1953 as an independent
agency of the federal government to aid, counsel, assist, and protect the interests of
small business concerns; to preserve free competitive enterprise; and to maintain and
strengthen the overall economy of our nation. SBA recognizes that small businesses
are critical to our economic recovery and strength, to building America’s future, and

to helping the United States compete in today’s global marketplace. Although SBA

has grown and evolved in the years since it was established in 1953, the bottom line
mission remains the same. The SBA helps Americans start, build, and grow businesses.
Through an extensive network of field offices and partnerships with public and private
organizations, SBA delivers its services to people throughout the United States, Puerto
Rico, the U.S. Virgin islands, and Guam.

ABOUT THE MILKEN INSTITUTE

The Milken institute is a nonprofit, nonpartisan think tank determined to increase giobal

prosperity by advancing collaborative solutions that widen access to capital, create
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jobs, and improve health. The Center for Financial Markets promotes financial market

understanding and works to expand access to capital, strengthen—and deepen-—
financial markets, and develop innovative financial solutions to the most pressing
globat chalienges. The California Center produces rigorous, independent research-—
and maximizes the impact of our findings by convening influential stakeholders
from the worlds of business, finance, policy, and philanthropy. Together with these
stakeholders, the Center advances financing strategies and smart policy approaches
that can buitd a more prosperous future for California.

ABOUT THE AUTHORS

Carolyn Karo is an associate director for policy at the Milken Institute California
Center. She focuses on issues that affect California's economy, businesses, and jobs.
Karo's research areas include community development, smail businesses, education,
workforce development, and public pension management and governance.

Jackson Muetler is an associate director at the Milken Institute’s Center for Financial
Markets. He focuses on financial technology {FinTech), capital formation policy, and
financial markets education initiatives.

The authors wish to thank Aron Betru {managing director, Milken Institute Center
for Financial Markets and PLUM-Baitimore co-chair} and Kevin Kiowden {executive
director, Milken Institute California Center, managing economist and PLUM-Los
Angeles co-chair} for their teadership and guidance.

They would also like to thank Matt Horton, Rebecca Simon, and Ziyi Huang for their
contributions to PLUM Phase |.

©2017 Milken Institute

This work is made available under the tarms of the Creative Commons Attribution-

NonCommerciaiNoDerivs 3,0 Unported License, availabie at ivecommaons.org/li /by-nc-nd/3.0/
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LESSONS LEARNED

OVERCOME DATA DEFICITS TO IDENTIFY OPPORTUNITY

ENGAGE ANCHOR INSTITUTIONS AND LOCAL STAKEHOLDERS, AND
RECOGNIZE COMPETITION

DEVELOP CULTURALLY-COMPETENT MARKETING, OUTREACH,
PRODUCTS, AND SERVICES

BUILD WIDER AND MORE TARGETED NETWORKS

USE TECHNOLOGY AS ATOOL, NOT A SOLUTION

IDENTIFY CHAMPIONS TO PROMOTE LOCAL POLICY
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EXECUTIVE SUMMARY: LESSONS
LEARNED FOR COLLABORATION

Through the Milken Institute and U.S. Small Business
Administration (SBA} Partnership for Lending in
Underserved Markets {PLUM} initiative, we are learning
how to improve collaborative efforts in a given market
and around specific capital access solutions. There
have been many across-the-board lessons learned
through our focal pifot programs and national work

to date. Some speak to approaches to partnership
and coalition-building white others are reflections and
recommendations for existing capital and technical
service providers.

Overcome Data Deficits to Identify
Opportunity

Maximum opportunity for economic growth lay in the
overlap among industries in which Blacks and Hispanics
are strong {i.e., own businesses and are employed),

in the industries that are growing regionally, and the
communities in which Biacks and Hispanics five and
work. The challenge is identifying and accessing data
that is sufficiently localized to be instructive. Yet, itis
possible to piece together the minority small business
and capital landscapes by leveraging resources and
information from think tanks, universities, and city and
county agencies. Supplementing the information with
community insights and local knowledge and expertise
will further facilitate identifying gaps and opportunities
for minority business owners.

Engage Anchor Institutions and
Local Stakeholders, and Recognize
Competition

A committed iocal partner, who knows the market and

its players well, is essential to advancing any capital
access solution. In addition to compensating for data

deficits, local partners fend legitimacy to programs and
initiatives and create trust among stakeholders, Anchor
institutions provide local leadership and support buy-in
from service providers and potential clients to new
capitat solfutions. This {ocal ownership matters because
it empowers communities to be a part of long-term,
sustainable impact, With providers engaged, it is more
likely cfients, borrowers, and small businesses will
embrace new opportunities,

However, there are challenges when casting the net
widely. Competition for clients and resources can hinder
cofiaboration, and some organizations and institutions
fear that new solutions will disrupt the status quo.
Moreover, some local organizations can be hesitant to
engage with national partners because they lack the on-
the-ground knowledge and might impose standards or
requirsments that do not work locally. A comprehensive
minority capital access strategy should include existing
players while making room for innovation. The value and
necessity of engaging local stakeholders far outweighs
the tensions, but it is helpful to recognize that these
tensions exist with regard to outreach, expectations for
participation, and buy in for new ideas. Furthermore,
embedding a sustainable strategy requires a long lead
time for both a diagnostic of the issues and potential
solutions, as well as a runway for executing efforts with
focal ownership driving the way forward.

Build Wider and More Targeted
Networks

The current networks among debt and equity providers
are disparate, and shifting the discussion can result

in an entirely different set of stakeholders. Qften,
capital and service providers have narrow channels

of relationships or even awareness of the broader
ecosystem of players. For example, banks and oniine
fenders do not typically operate in the same space as

Phase  Summary: Advancing Capitat Access Solutions for Mimority Smali Businesses
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crowdfunding organizations and angef investors, and
tenders oniy know to refer declinations to a fimited
pool of organizations. Bridging the divide and bringing
together those who do not traditionally interact will
support new solutions and directly increase access to
capital by growing the pool of options.

At the same time, minority businesses benefit
from targeted networks that prioritize their needs.
Deliberate, targeted matchmaking will support
connections between capital providers to minority
entrepreneurs and business owners.

Use Technology as a Tool,
Not a Solution

Technotogy offers tools to support improved data
coftection, networking, and collaboration, as well as
operational efficiencies, yet there is much mistrust,
apprehension, and doubt around its application.
Some providers are hesitant to leverage onfine
ptatforms because they rely on algorithms versus
humnan relationships to bridge the disconnect between
providers and clients. There is no substitute for a
personal relationship, but there are FinTech companies
who seek to integrate high-tech and high-touch in their
modeis. Any onfine matchmaking should be routing
smalt businesses to the most cost-efficient products
and services available that are tailored to their neads.
Predatory lending, or routing to the highest cost
products and services to gain a better commission,
are clearly activities to monitor and discourage. Yet,

to realize the objective of increasing access to capital,
we must embrace the opportunities tachnology, and
technology partners, offer to save time and money
and reach more people, particularly the unbanked and
underbanked.

Pactnership for Lending in Undorserved Markets

Develop Culturally-Competent
Marketing, Outreach, Products,
and Services

in the context of capital access, cuttural competence refers
to an institution or organization’s abifity to understand
how race, ethnicity, gender, age, national origin, disability,
{anguage, and other demographics shape a population’s
relationship to financial products and services. The jack
of understanding and recognition of cultural factors is a
major barrier to capital access for Black and Hispanic
entrepreneurs and small business owners. For example,
tack of generational wealth and experience-based hurnan
capital {professional and management experience}, as well
as poor or limited credit histories change what business
readiness means to minority entrepreneurs and for
which products they may qualify.

Developing cultural competence is a dynamic and
complax process requiring ongoing assessment and
feedback. It is important to building trust between
providers and clients, and increases the fikelihood that
products and services reach their target audience.

Identify Champions to Promote
Public Policy

in addition to programmatic efforts, there are policy
solutions to minority barriers to capital access.
identifying policy champions, individuals with the
influence, access, and credibifity to promote solutions
to tegistators and other policymakers is paramount.
Whether locally, statewide, or nationaily, relationships
and partnerships with policy champions can be the
difference between good ideas and executed outcomes.
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BACKGROUND

Minority-owned small businesses play an important role
in the nation's economic health by driving job creation,
raising wages, and elevating better standards of living
in urban and rural communities throughout the United
States. Business ownership is also a critical pathway for
Blacks and Hispanics to close the racial wealth gap-an
increase in entreprenaurship among people of color can
creats income for both entrepreneurs and the people of
color who work at the businesses.”

in 2015, Blacks made up 12.7 percent of the

population, yet only owned 2.2 percent of classifiable
smail employer firms that made up 1.0 percent of

sales {average receipts of $818,512), 2.0 percent of
amployees, and 1.4 percent of payrolf (average wages of
$28,241). Hispanics were 17.6 percent of the poputation,
yet owned 6.0 percent of classifiable small employer
firms that accounted for 3.5 percent of sales {average
receipts of $1,020,706), 5.0 percent of employees, and
3.8 percent of payroll (average wages of $30,534}.% See
Figure 1,

These employee and payroli figures reflect a history
of disadvantage and its fasting economic effects —the
number of employed workers and how well those
workers are paid.

Starting a new firm or growing an established business
requires capital, but Black and Hispanic businesses
are reported to have higher barriers to capital access.
Genarally, alt Americans rely mostly on personal and
family savings to finance their startups and acquisitions

1 The Milken Institute recognizes the difference between
“Hispanic” and “Latino® designations and the ongoing
debate regarding which is most apprapriate. When citing
athers’ warks, we defor to the designation used by each
organizatton or agency. Otherwise, for consistency, we use
“Hispanic” versus “Latino,” and “Black” versus “African
Amanican,” per U.S. Census Bureau classifications.

2 2015 population data: U.S. Census Bureau, 2015 American
Community Survey 1-Yoar Estimates. 2015 business data:
Ui.5. Census Bureau, 2015 Annual Survey of Entrepreneurs.

Partnership for Lending in Underserved Markets

{66.7 percent).® However, nationally, the second most
used capital product is business foans {17.9 percent);
among Black and Hispanic small firms it is credit cards
{17.9 percent and 14.2 percent, respectively). As seen
in Figura 2, heavy refiance on credit cards reflects the
difficutty minorities face securing a joan due to poor or
fimited credit history, lower net worth, and lack of assets
to leverage as collateral, among other factors.*

To address minority capital access barriers, the Mitken
institute (the Institute) and the U.S, Small Business
Administration (SBA) convened financiaf institutions,
regulatory agencies, community groups, and research
institutes at a national roundtable at the White House
in June 2016. The product of that meeting was the
Partnership for Lending in Underserved Markets
{PLUM), a Milken Institute and SBA initiative to develop
actionable solutions to long-standing barriers that
constrain minority entrepreneurs from accessing capitat
to start and grow businesses, The objactive is to
increasa not only the amount of capita reaching minority-
owned businesses, but also the number of successful
{growing} minority businesses in Black and Hispanic
communities employing Black and Hispanic workers.

3 U.5. Gensus Bureau, "2015 Annual Survey of
Entrepreneurs.” Percentages are based aon 3,511,285
classifiable emplayer fims who reported their source of
capital to start or acquire a business,

4 Fairlie, Robert W. and Robb, Alicia M. “Disparitias in
Capitat Access between Minority and Nan-Minority-Owned
Businesses: The Troubling Reality of Capital Limitations
Faced by MBEs.” U.8. Department of Commerce, Minarity
Business Devalopment Agency. January 2010.
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FIGURE 1: RACE AND ETHNICITY AS A PERCENT OF POPULATION AND BUSINESS {2015)

BLACK ASIAN HISPANIC MINORITY NON-MINORITY

| Population Firms B sales | Employess Payrolt

FIGURE 2: SOURCES OF CAPITAL TO START OR ACOUIRE A BUSINESS (2015
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THE PARTNERSHIP FOR LENDING IN
UNDERSERVED MARKETS

National Efforts

Nationally, the Mitken Institute committed to initiate
rasearch, expiore improvements to federal policies
and institutions that affect minority small business
capital access, and identify broader opportunities
to address investor capacity and aiternative credit
underwriting criteria.

Congressional Engagement

The institute participated in a Congressional

Black Caucus {CBC) Wealth Creation and
Economic Development Task Force event covering the
Community Reinvestment Act {CRA), smalf business
data coliection, and the role of FinTech in providing
capital to underserved communities. We continue
to engage with the members of the CBC and other
iawmakers to inform the debate surrounding key
{egistation, including the Smalt Business 7{a} Lending
Oversight Reform Act of 2018, regulatory requirements,
including Section 1071 of the Dodd-Frank Act, and other
public policies that affect minority entrepreneurship,
economic development, and community revitalization.

Comment Letters

We submitted several comment letters to
federal agencies. First was in response

to an SBA request for comment regarding reducing or
eliminating unnecessary regulatory burdens and bringing
greater efficiencies to the agency.®in our mission to also
improve the capital access pipeline to small businesses,
we proposed action items such as expanding and
making permanent the Alternative Size Standards to
provide for greater certainty and to account for loan size

5 Klowden, K., & Betru, A. Comment Letter to the SBA: Smatt
Business Administration's Request for Information Aimed at
Reducing Regulatary Burden, Docket No, SBA-2017-0D05.
November 2017, Retrieved from: hitps://www.regulations.
gov/document?D=SRBA-2017-0005-0254.

Pastnership for Lending in Underserved Markets

when deteymining whether a smail business qualifias for
a program, making permanent the Community Advantage
7{a} Loan Program and refining specific protocols,
relaxing requirements for minimum SBIC capitalization
thresholds to encourage smailer investment, and
increasing the number of nonbank licenses with a specific
fow- and moderate-income focus.

We also submitted a series of recommendations

and calls for clarification on the Consumer Financial
Protection Bureau's (CFPB) efforts to bring transparency
and information to the smalt business lending market
through Section 1071 of the Wall Street Reform and
Consumer Protection Act {Dodd-Frank Act). Efforts to
address the data gap on small business lending coutd
result in reduced product mismatch and more tailored
technical assistance, enhanced responsiveness from
focal, state, and federal agencies, and reduced reliance
on “cookie-cutter” underwriting processes.

Lastly, the Milken Institute responded to the CFPB's
Request for Information (RFi) regarding the use of
alternative data and modeling technigues in the credit
process.” Comments included a recognition that despite
the inherent risks associated with the use of alternative
data in the credit underwriting process, alternative
data and modeling techniques are necessary when
considering the fact that a growing segment of the U.S,
population is either underbanked or unbanked and that
relationship-banking is increasingly being replaced with
automated credit scoring processes that fail to ook
beyond the FICO score and take into account the jocal
economies within which small business operate.

6 Muslier, J., & Betru, A. Comment Letter to the CFPB for
information Regarding the Smalt Business Lending Market,
Bocket No, CFPB-2017-0G1 1. Septernber 2017, Retrieved
from: http/fwww.milkeninstitute.org/publications/view/882.

Betru, A, & Mueller, J. Gomment Letter to the CFPB:
Alternative Data and Modeling Technigues in the Gredit
Process, Docket No. CFPB-2017-0045, March 2017,
Retrieved from: http://www.milkeninstitute.org/publications/
view/861.

—~
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Research and Initiatives

in response to the 40™ anniversary of the
Community Reinvestment Act {CRA) and
our continued engagement with the CBC, the institute
has initiated a series of mestings with stakeholders

to determine what CRA policy should iook like for the
21 century, given the proliferation of online, non-bank
financing platforms, and the continued consolidation of
the traditional banking sector.

We have aiso engaged a third-party to assess the role
{and impact} of alternative data for small business credit
underwriting purposes to produce potentially more
accurate (and holistic) credit profites, This work will
inform the development of policy options for lawmakers
and regulators to consider in efforts to redirect capital to
otherwise credit-worthy small businesses.

Finally, the Institute is researching the potential impact
of increasing Minority Depository institution {(MD})

equity capital and how it could transtate to increased
access to capital for minority-owned smail businesses.
Historicaily, MDis have been a critical source of financial
capital for low- to moderate-income {LM}} communities.
However, today MDis are significantly smalier in scale,
limiting their ability to serve their communities. in order
for MDis to scale up their efforts, they require capital
themselves, tier 1 equity capital in particular. We also wilt
explore the effects on job growth and wealth creation in
underserved markets.

Mitken Institute Events

At the 2017 Milken Institute Global
Conference and the 2017 Milken institute
California Summit, we held sessions where local
stakeholders and government officials discussed ways
to address the ongoing chalfenges in moving capital to
underserved small business communities.

Looking ahead, the Milken Institute will continue to
engage stakeholders, conduct research, and inform

public policies that affect minority entrepraneurs,
economic development, and community revitalization.

Pilot Cities

In 2016, the Milken Institute and the SBA also initiated
two-year local pitots in Baltimore, Maryland and Los
Angeles, California to better understand how focal
dynamics affect capitat access in a given market and test
solutions. The Baltimore protests, in the wake of the 2015
death of Freddie Gray while in police custody, brought
attention on a national level to the consequences of
iong-standing racial tension and community divestment.
Los Angeles is a microcosm of racial and ethnic diversity
with an instructive mix of overlapping jurisdictions and
govemance structures. We formed Steering Committess
of community leaders and broader task forces of partners
in both cities, and divided the pilot into three phases:

PR - A P

Phase |

Phase | faunched in the fall of 2016 and conciuded in early
2017, Government officials, data providers, economic
development workers, traditional and alternative capital
providers, and others participated in kick-off events and

Phase § Summary: Advancing Capital Avcess Sotutions for Minarity Smail Busiresses
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joined working groups to identify specific issues related to
tending, public policy, and economic development. They
provided on-the-ground evidence, presented gualitative
and quantitative survey data, shared local studies, and
engaged with additional stakeholders.

The task forces reconvened in January and February of
2017 to summarize the discussions thus far, share what
had bsen teamed, and ask the groups to choose a path
forward. The Milken institute presented iandscaping
data on the Los Angeles and Baltimore small business
and iending environments, a summary of root causes for
the capital access gap, and potential solutions.

SR e P e

Partnership for Lending in Underserved Markets

At the end of Phase i, we produced a Phase | summary
report that included information and data on the minority
small business and {ending environments, the genesis
of the PLUM initiative, and key findings from Phase

1 working groups around capital access chaflenges
related to lending, policy, and economic development.®

Phase li
}
» &% T
? A 3 9 ACTION GROUP MEETINGS
MATCHMAKING, NETWORKING,
7 AND CONFERENCE EVENTS

*%&% 3ﬂﬂ+ PARTICIPANTS

Based on task force feedback, survey results, additional
discussions with PLUM participants and stakeholders,
as well as consideration of what other partners and
groups were doing, the steering committees decided to
move forward on the following:

Local Research: Gather data-driven insights on
minority-owned smalt businesses, the fending
environments, and the industry sectors and geographic
clusters to provide the evidence base to enhance
access to capital for new and growing Black- and
Hispanic-owned smail businasses.

Local Policy: Engage with local and county officials to
establish champions to drive the PLUM effort forward.

8 Karo, C.. & Mueller, J. Partnership for Lending in
Underserved Markets Phase | Summary: Developing
Action-Oriented Solutions to the Financing Challenges
Facing Minarity-Owned Smail Businessas. Milken
institute. September 2017. Retrieved from: http:/Awww.
rilkeninstitute.ory/publications/view/879.
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Solutions to Root Causes of Minority Capital Access Gap

EXPAND AND CUSTOMIZE TECHNICAL INCREASE EQUITY/PATIENT CAPITAL IN
ASSISTANCE UNDERSERVED MARKETS

OVERCOME STRUCTURAL LIMITATIONS OF
MINORITY SMALL BUSINESS LENDING COORDINATE URBAN DEVELOPMENT

EXPAND SMALL BUSINESS MARKET
OPPORTUNITIES

IMPROVE TRANSPARENCY AND EFFICACY OF
SMALL BUSINESS LENDER ENGAGEMENT

IMPROVE EVIDENCE-BASE FOR ACTION

Phase I Summary: Afvancing Capitat Access Solutivns for Binarity Smalt Businesses
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Technical Assistance (TA} and Lender Referral Best
Practices: Support efforts to identify best practices
and standardize TA and lender referral efforts focused
on individuat TA providers, lenders, and new and
established small businesses.

Local steering committees then met to tailor local
approaches for next steps. in Baltimore, steering
committee members facilitated local policy, local TA,
and local research discussions. in Los Angeles, steering
committes members formed action groups to address
priority topics. These groups met monthly for the
remainder of 2017 to pinpoint specific opportunities

for impact—a challenging process that required
consideration of a host of factors including resources,
political viability, relevance, and likelihood for success.

in February 2018, the Los Angeles action group chairs
presented to the broader task force activities to date,
lessons learned, solutions identified, and details around
Phase it execution, which include short-term soiutions
and promotion of long-term opportunities, The Mitken
Institute will host a similar event in Baltimore to reiterate
opportunities and present a path forward. Current action
items include:

= A best practices report about culturalty-competent
technical assistance, which is critical to building the
capacity of entrepreneurs and smalf business owners
to access capital and start and grow businesses

= Matchmaking and networking events to expand focal
{ender referral networks and facifitate inbound and
outbound deal flow

Partnership for Lending in Underserved Markets

« A series of local policy briefs for municipal, county,
and statewide audiences about economic incentives
to promote opportunities for Black and Hispanic
businesses, addressing challenges in city and county
contracting; coordination of federal resources to more
effectively channel capitat to local communities, and
FinTech opportunities to automate several areas of
the capital access ecosystem including government
to business transfer, accounting, and marketing and
delivery of technical assistance

in some cases, execution on these solutions began last
year. And with the uitimate goal of increasing access

to capital in mind, we have been and will continue to
facifitate direct matchmaking between capital providers
and minority smatt businesses. The PLUM pilots will
conclude at the end of 2018, at which point we will
document outcomes and lessons learned around
execution and implementation.
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LESSONS LEARNED FOR COLLABORATION

in addition to supporting Jocal outcomes, the PLUM
pilots are helping us to improve coilaborative efforts

in a given market and around specific capital access
solutions. There have been many across-the-board
iessons tearned throughout Phase |, as welf as through
our national work. Some speak to approaches to
partnership and coalition-building, while others are
reflections and recommendations for existing capital and
technicat service providers.

Overcome Data Deficits to identify
Opportunity

Maximum opportunity for economic growth lies in the
overlap among industries in which Blacks and Hispanics
are strong {i.e., own businesses and are employed),

in the industries that are growing regionally, and the
communities in which Blacks and Hispanics live and
work, The challenge is identifying and accessing the
data to piece this information together.

Minority Small Business Landscape

There is no one source o telt us where minority
businesses are located. The U.S. Census coliects this
information at the metropoiitan statistical area (MSA} and
county fevel including industry, number of employees,
average sales, and average wages. Municipal-ievel data,

however, are scarce or difficult to acquire. For example,
the City of Los Angeles DBE/MBE/WBE Directory

fists the company name, address, phone number, and
NAICS {industry} code for City-certified Disadvantaged
Business Enterprises, Minority Business Enterprises,
and Women Business Enterprises. it does not break
out businesses by the race, ethnicity, or gender of the
business owner, nor is there sales, employee, or wage
data. The data is not in a downioadable format, and
ultimately it is not representative of the minority smaii
business population at large because certification
primarily helps businesses compete for contracting and
procurement opportunities; businesses outside this
scope likely will not register.

Efforts to address the data gap come in a variety of
shapes and forms, and despite how important these
efforts are, we still lack a consistent, standardized set
of nationwide data on smal} businesses. There are
databases to purchase, such as Dun & Bradstreet,
Hoovers, and Resource USA, but they are costly, and it
is often difficult to verify methodology and accuracy.

information about regional clusters and growth
industries can be more accessible via city, county,

and state economic development agencies and quasi-
agencies, but may not be to the fevel of detait to capture
community nuances. Los Angeles County includes 88
cities and 11 unincorporated areas which do not align
neatly with ethnic communities. Per the Los Angetes
County Economic Development Gorporation {LAEDC),
Latinos in the county are more likely to be employed in
manufacturing and construction finms than the average
LA County worker,® and construction and selected

§ Los Angeles County Dovelopmant Corporation, "An
Ecanomic Profile ot the Latino Community in Los Angeles
County” February 2017. Retrieved from: hitps:/aede.
org/2017/02/21 nomic-profije-iati ity-}

untys.

Phase i Sumemary: ddvancing Cepital Access Salutions fur Minority Smail Busingsses
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manufacturing are growth industries in the county.™
Major development projects including overhauling Los
Angeles International Airport {LAX), building the new
NFL stadium in inglewood, and preparing the city for
the 2028 Olympics point to procurement and logistics
oppaortunities for Latino owners of construction firms.
However, the airport is in the City of Los Angeles,
inglewood is its own city, and the Olympics will tap
infrastructure and transportation agencies and firms
across the county. Without more specific data around

10 Los Angeles County Economic Developrrent Corporation,
“People, Industry and Jobs: 2016-2021." June 2017.
Retrieved from: hitps /Aaede.0rg/2017/06/30/pij-2017/

Partnership for Lending in Underserved Markets

where Latinos live, work, and own businesses, it is
ditficult not only to tailor policy and programming,

such as where and to whom to market and recruit for
projects, but also to coordinate agencies and resources
to help firms identify and navigate opportunities,



Capital Landscape

Another information challenge is mapping the capitat
landscape. What lenders, investors, and technical
assistance providers are in the market, including
focal and statewide, national, or online providers? Are
there adequate providers in place to serve Black and

Hispanic entrepreneurs and business owners? Are they
accessible to businesses who need them? To examine

credit product offerings and gauge their capacity to

meet ethnic market needs, we need to understand who

is in the market.

172

Several initiatives are underway to provide an accurate
mapping of the capital landscape in the local economies
of Los Angeles and Baltimore.

in Los Angeles, the task force initiated a manuat process
of mapping the capital and service landscape. The
technical assistance groups surveyed TA providers,
including incubators and accelerators and other public,
private, and nonprofit programs, To support networking
opportunities, the Lender Referral group plans to survey
regulated financial institutions’ programs and products.
One local partner, Business Resource Group (BRG),

Phase } Sumtnary: Advancing Czpitat Access Solutinns for Minority Smatt Susinesses 1
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jeveraged its own proprietary data along with third panty
data to compliie a pool of more than 700,000 African
American and Latino businesses; they also surveyed
1,200 non-bank lenders and 100+ technical assistance
providers sesving the Los Angeles market. BRG is
comparing thelr data to growth industries in the region
and plans to develop Scalabiiity Toolkits in key industry
rs. Toolkits would inchude a scatabllity scorecard,
ssments, capital and Integrated technical
assistance, cpportunity paths, and industry referrals,

Encouraging data collection, whether through regulation
{8.g., Dodd Frank 1071}, or other industry-led efforts
such as the Marketplace Lending Ass
“Marketplace Lending Best Practicss,” will provide a
much stronger evidence-base for developing capital
access solutions and support-related marketing and
outreach efforts. In the absence of standardized

and accessible data, however, we have seen how (o
niece togather the minority small business and capital
landscape with existing resources, community Insights,
and local knowledgs and expertise o identify both gaps
and opportunities for minority business owners,

Engage Anchor Institutions and
Local Stakeholders, and Recognize
Competition

We cannot overstate the value of a committed fooal
partner who knows the market and its players wel

it order (¢ advance any capital access solution, In
the absence of jocal level data, we can tap those
who know thelr communities best for rmation.

Yet local stakehoiders are far more than information
rasources. in Los Angeles, the SBA district office has
been a critical fagtor in legitimizing the LA PLUM pitot
and creating trust among stakeholders. The district
director, Victor Farker, and his staff have strong
relationships in the community with CDFs, banks, and

other fenders. They have an intimate knowledge of the

LA market and better insights than maost about whatis
and s not working and why. In Baltimore, the steering
committee was co-chaired by the Mitken Institute, SBA,
and Chalrman, President, and CEO of the Harbor Bank
of Maryland, Joseph Hasking, Jr. The bank, a min
depository institution (MDY, is an anchor in the oity
with close connections to and knowledge of the Black
community in Baltimare.
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Anchor institutions also provide local leadership and
support buy-in from service providers and potential
clients to new capital solutions. Local ownership matters
because it enpowers communities to be a part of
fong-term and sustainable impact. With local capital
and technical assistance providers engaged, clients,
borrowars, and small businesses are more likely to
smbrace new opportunities.

Challenges arise, however, when we cast the net
widely. Competition for clients and resources can
hinder collaboration. For example, lenders recognize
that by working together they could poot their fending
data {e.g., approvals, declinations, referrals} and gain a
better understanding of the small business and capital
tandscapes, However, sharing data may not make good
business sense by revealing proprietary information
around business modeis, refationships, and outcomes.
The conflict of interest points to where policy could help
by establishing an objective third party {(government
agency or nonprofit organization} to collect and
aggregate data and share high level conclusions.

Also inhibiting collaboration is a fear among some
organizations and institutions that new solutions will
disrupt the status quo. Most mission-driven lenders and
TA providers already compete for the same resources
{e.g., bank CRA dollars, government and foundation
grants}, and are cognizant that solutions outside the
existing framework may limit or reduce their capacity.
Moreover, some local organizations are hesitant to
engage with national partners because they lack the on~
the-ground knowledge and might impose standards or
requirements that do not work iocally.

A comprehensive minority capital access strategy should
include existing players while making room for innovation,
The value and necessity of engaging local stakeholders
far outweighs the tensions, but it is helpful to recognize
that these tensions exist with regard to outreach,
expectations for participation, and buy-in for new ideas.

Furthermore, embedding a sustainable strategy requires
along lead time for both a diagnostic of the issues and
potential solutions, as welt as a runway for executing
efforts with local owneyship driving the way forward.

Build Wider and More Targeted
Networks

The current networks among debt and equity providers
are disparate, and shifting the discussion can result in an
entirely different set of stakeholders, Otten, capital and
service providers have narrow channels of reiationships
or even awareness of the broader ecosystem of

players. For example, banks and onfine lenders do not
typically operate in the same space as crowdfunding
organizations and angel investors, and lenders only know
to refer declinations to a limited poot of organizations,
Bridging the divide and bringing together those who do
not traditionally interact will suppart new solutions and
directly increase access to capital by growing the poot
of options. One of the strongest outcomes of the PLUM
pilots is the number of relationships faciiitated through
events and working groups.

At the same time, minority businesses benefit from
targeted networks that prioritize their needs. Targeted
matchmaking will support connections between capital
providers to minority entrepreneurs and business
owners. For example, the Milken institute and SBA held
Smali Business Investment Company {SBIC) events in
Baltimore and Los Angeles around minority businesses
looking to scale up and included asset managers,
service professionals {lawyers, accountants), and
minority smalt businesses. The SBIC program provides
an important avenue for qualified small businesses to
raise debt or equity capital to grow their operations.
Licensed and regulated by the SBA, SBIC's are privately
owned and managed investment funds that, together
with the SBA, committed $6 billion in financing to 1,200

Phase it Summary: Advancing Capital Access Sotutions for Minority Small Businesses
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small businesses in FY2016. Altogether, SBICs manage
upwards of $28 billion in assets. That investment,
however, is geographically concentrated in a few U.S.
states, with five states {Califarnia, New York, Texas,
Massachusetts, liinois, and Florida) receiving more
than half of aft SBIC investment in 2014, Additionally,
less than a quarter of SBIC investments were made to
jow- and middie-income areas in 2014, There is huge
potential, if done right, to mobilize capital from SBiCs to
small business in underserved markets.

The Baitimore and Los Angeles events connected
capital providers to small businesses and educated a
broader audience about capital solutions, These events
broadened the network of providers and businesses,
and targeted minority businesses and their specific
capital needs.

Parinership for Landing in Snderserved Markels

Use Technology as a Tool,
ot a Solution

Technology offers tools to address many of the concepts
we have been discussing—including data colfection,
networks, and coliaboration, as well as operational
efficiencies~yet there is much mistrust, apprehension,
and doubt around its application.

CDFis and other TA providers report that once a bank
declines a potential borrower, that person is less

fikely to reapply for mare financing or TA programs.
Oniine platforms can reduce paperwork by carrying
borrower information from one provider to the next,
making the process less onerous for the borrower. New
technology also may help disrupt the current service
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delivery system by increasing transparency and building
accountability through improved data collection and a
virtual paper trail, Organizations such as the Community
Reinvestment Fund (CRF) and the Association for
Enterprise Opportunity {AEQ) are leveraging tech-
driven solutions to derive greater efficiencies in the

ioan origination process (SPARK), and connecting smali
business providers with capital-starved businesses

who are declined by traditional {enders and unaware of
alternative options {Project Cue}."

1% Spark, “Product Features.” Aprit 23, 2018. Retrieved from:
hHp#www, ithsp Aoat L igination-
tool/; AEO, "Project CUE: Connecting Underserved
Entrepreneurs.” February 2016. Retrieved from: hitps:#
aeoworks.org/itemiproject-cue-cor served
entrpreneurs-with-funding.

in the U.S,, several online marketplaces have surfaced
over the past several years to connect small businesses
with the right financing provider, Firms such as Fundera,
Lendio, Intuit, and others connect borrowers with

a range of both traditional and alternative financial
providers and products. Separate from industry-driven
solutions, at the federal level, the SBA unveiled Lender
Match, an onfine referral tool connecting small business
borrowers with participating SBA ienders.” Lender
Match is the successor to the SBA's former matchmaking
program, LINC, introduced in 2015.

12 Smalf Business Administration. Lender Match helps you find
tenders. Retrieved from: hitps:/Avww.sba goviendermaich,

Phase 1 Summary: Advancing Capitat Access Setutions for Minority Small Bysinesses
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Despite the real potential of technology to deliver capitat
to those most in need, local stakeholders in Los Angeles
and Baltimore were hesitant to engage with these types
of piatforms because they rely on algorithms versus
human relationships to bridge the disconnect between
provider and borrower. There is no substitute for a
personal relationship, but some online lenders do strive
for high-tech and high-touch relationships. Lendio, for
example, partners borrowers with personal funding
managers to support small business throughout the
financing process. The funding manager will discuss
foan options, help to calculate how much financing is
needed, walk the customer through collecting all the
necessary documents and forms, and ultimately stay

in touch throughout the life of the business to help with
loan renewals, term adjustments, and goai-setting for
different kinds of financing as business needs change.”

Moreover, any onfine matchmaking shouid be routing
small businesses to the most cost-efficient products
and services available that are tailored to their needs,
Predatory lending or routing to the highest cost products
and services to gain a better commission are clearty
activities to monitor and discourage. Yet, o realize

the objective of increasing access to capital, we must
embrace the opportunities technology, and technology
partners, offer to seve time and money and reach more
peopie, particularly the unbanked and underbanked.

Develop Culturally-Competent
Marketing, Outreach, Products,
and Services

in the context of capital access, cultural competence refers
to an institution or organization’s ability to understand
how race, ethnicity, gender, age, national origin, religion,
language, disability, and other demographics shape

a population’s relationship to financial products and
services, The lack of understanding and recognition of
cuitural factors is a major bamier to capital access for Black
and Hispanic entrepreneurs and small business owners.
For example, lack of generational wealth and experience-
based human capital (professional and management
experience}, as well as poor or limited credit histories
change what business readiness means to minority
entrepreneurs and for which products they may qualify.

Among Black business owners, the trust gap and a
doubfe negative bias ioom farge. The trust gap refers

to the wariness of Blacks to engage banks, other
capital providers, and potential would-be mentors and
consultants based on a history of discrimination, bias,
and continued disappointment.™ The double negative
bias is the added pressure an entrepreneur of color, who
also is female, bears to prove herself and the value of
her work and ideas. "

For Hispanics, country of origin, immigration status, and
ianguage can act as barriers in obtaining capital. For

14 Assoeiation for Enterprise Opportunity, The Tapestry
of Black Business Dwnership in America: Lintapped
Opportunities for Success. March 2017. Retrisved
from: hitps #aeowarks, org/item/Fleport-Biack-Business-
Ownership-US.

15 Ewing Marion Kauftman Foundation. "including Peopie of
Golor in the Promise of Entrepreneurship.” Entrepreneurship
Potlicy Digest. December 2018. Retrieved from: hitps:#/
www.kauffrman.orgiwhat-we-do/resaurcesfentreprenaurship-

13 Lendio, “Smali Business Loans.” March 186, 2018. Retrieved
from: hitps ZAwww.lendio o H-busi b 3
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instance, the Individual Taxpayer {dentification Number
{ITIN} is a tax-processing number issued by the Internal
Revenue Service to help individuals who do not have,
and are not sligible to obtain, a Social Security number
{e.g. non-U.S, citizens) comply with U.S. tax laws. While
some banks offer products and services to people

who have ITINs, othars do not.'® Separately, marketing
materials and technicat assistance may only be provided
in the Engiish language, presenting problems to
immigrants whose first language is not English.

Developing cultural competence is a dynamic and
complex process requiring ongoing assessment and
feedback. it is important to building trust between
providers and clients, and increases the likelihood that
products and services reach their target audience.

in 2017, PLUM task forces spent considerable time
discussing how to tailor marketing, outreach, products,
and services to best serve these populations. The
institute is in the process of documenting best practices
for culturally-competent technical assistance for Black

16 Kokodoke, M. “Hispanic entrepreneurship grows, but
barriers parsist.” Community Dividend. April 2011. Retrieved
March 7, 2018 from; hitps://www.minneapolisted.org/

icati ity-divit i vic-entrap hip-

grows-but-barriers-persist.

and Hispanic entrepreneurs and business ownaers, and
will release a follow~-up report in the coming months.

|dentify Champions to Promote
Public Policy

in addition to programmatic efforts, there are policy
solutions to minority barriers to capital access.
identifying policy champions, individuals with the
influence, access, and credibifity to promote solutions
to legisiators and other palicymakers is paramount,
Whether locally, statewide, or nationally, relationships
and partnerships with policy champions can be the
difference between good ideas and executed outcomes,

in 2016, the Baltimore task force prepared a series

of recommendations for then incoming Battimore
Mayor Catherine Pugh. in 2017 she included several
recommendations in the Mayor's Transition Report and
requested follow-up next steps.

The task force then identified action iterns for the city,
including to appoint and empower a Smafl Business
Ombudsperson to advocate, navigate and troubleshoot
for small businesses; estabfish a one-stop shop in the city

Phase i Summary: Advascing Capital Access Sotutions for Minority Smatl Businesses
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econcmic development department to coordinate and
streamline business licensing and permitting requirements;
empower and resource the Baitimare Resource Center to
execute its mandate of providing customized technical
assistance to support small businesses in minarity
communities; and, finally, leverage the City's HUD funding
as equity injection for matching SBA loan guarantees for
strategic community development investmants.

in Los Angeles, lawmakers and city and county agencies
have attended PLUM events and meetings, and are
taking information back to their organizations to inform
policies and programs. The aforementioned policy briefs
are in process and task force members will then engage
policymakers, including the Los Angsles Mayor’s Office
of Economic Development as well as California State
Assemblymembers, to promote recommendations.

Partnorshiz for Lending In Underserved Markets
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CONCLUSION

Partnarship for Lending in Underserved Markets
stakeholders have had many healthy debates as to
what approach best supports driving job creation,
raising wages, and elevating better standards of fiving

in minority communities in the first place. There are

the sole proprietors (consuitants, online craft sellers,
gardeners) who generate income for themseives, but are
iess likely to make an economic impact in communities
since they do not create jobs and therefore do not
achieve the multiplier effects of associated additional
economic activity. Some argued that the focus shoutd
be on the smallest of businesses where the most people
work-the dry cleaners, health care provider facilities,
and beauty salons. Others see the future in technology
and want to explore how to create minority “unicorn”
companies. Stilf others say focus on the top 2 percent, 5
percent, 10 percent... “a rising tide lifts all boats."

When confronted with the magnitude of capital access
challenges and the scope of the ecosystem, narrowing
the focus can be difficult. Yet there is no one right
answer. Organizations will be most effective when
leveraging their assets and strengths, and it will be

the contributions of ail types of organizationsthink
tanks, regulators, community groups, capital providers,
and universities—that ultimately overcome the capital
access barriers that constrain minority entrepreneurs
from starting and growing businesses. As the PLUM
initiative advances, the Milken institute will apply the
lessons learned to date and continue collaborative
efforts to promote public policies that support Biack and
Hispanic economic growth, initiate research to grow the
evidence-base to enhance capital access support and
identify opportunities, and convene stakeholders who do
not typically interact to generate and implerment creative
community development financing strategies.

Phase Ji Summary: Advancing Capital Access Solutions for Minority Smatl Businesses
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This report is the third in a series of reports based on the 2016 Smalt Business Credit Survey (SBCS), a national coliaboration of the
Community Development Offices of the 12 Federal Reserve Banks, As a ke financial regulator and economic poficymaker, the Federal Reserve
Systzm plays an |mportant rale in ensuring fair access to credit and promoting economic growth for the well-being of all Americans. Smaft

are an imp of ic success and strong communities; they are respansible for 48% of private sector

* are imp drivers of local and regional ecanomic growth,® and are an important source of household wealth.* A
heallhy smalf business environment depends on an array of factors, not least of which is the ability to access funds for starting up, scaling up,
or maintaining operations, However, as a growing number of studies document, access to funds—whether debt, equity, of personal resources—
can vary across race and ethnicity even when business owners are simifar in other respects such as business performance and credit risk.”

The SBCS provides new data on minority-owned smali business financing needs, decisions, and This report shares
the descnpnve comparisan of the SBCS results by different firm ownership types (with emphasis placed on results that are statistically

$ A sub paper will i igate the dent marginal effects of race and ethnicity on credit experience, That paper will
include analysis that controls for firm age, size, and other available variables. The 2016 SBCS, which was fielded in @3 and 04 2016, yielded
7,916 responses from employer firms with race/ethnicity information in 50 states and the District of Columbia, We primarily report resuits by
four race/ethnicity categories: white, black or African American, Hispanic, and Asian or Pacific Istander.® However, when the respondent sample
size by race for a particulay survey quesnon is tao small, we report results in terms of minority- versus nonminority-owned firms fi.e., we
compare the ience of ity 10 busi with more than 50% ownership by white individual{s}}™. For select key
statisties, we also report results fnr the 4,365 nonemployer respandents wha provided racefethnicity information. The SBCS Report on
Minority-Owned Firms, therefore, offers unique insight into important, often underserved, segments of the small business population.

OVERALL, THE RESULTS SHOW firms and 21% of Hispanic- and Asian- community development financial
owned firms. institutions {CDFls) and online fenders,

= More white-owned firms are profitable N :
relative to white-owned firms,

than minority-owned firins. The gap is Looking at just firms that were approved

most pronounced between white- (57%) for at least some financing, when

and black-owned (42%) firms. pasing minarity- and ity

owned firms with good personal and/or

business credit scores,” 40% of minority-

owned firms received full amount sougm
10 68% of

ALED BESULTS INCLUDE

u Black-owned firm application rates for
new funding are 10 percentage points
higher than white-owned firms, but their
approval rates are 19 percentage points
fower.

Biack-, Asian-, and Hispanic-ovned firms
tend to be younger and smalfer in terms of
revenue size and are concentrated across

different industries

= Approximately 28% of black-owned firms,
28% of Asian-owned firms, and 25% of
Hispanic-owned firms ase 0~2 years old,

fums.

= Large banks are the most comnon type
of lender applied to overall, regardless of
race. Black- and Hispanic-owned firms are
fess likely to apply for financing at smaft
banks and more iikely to apply at

® Forty percent of nonapplicant black-
owned fims did not apply for financing
because they were discouraged §i.e., they
did not think they would be appsoved),
compared with 14% of white-owned

2016 SMALL BUSINESS CREDIT SURVEY | REPORT ON MINORITY-OWNED FIRMS

compared with 19% of white-owned firms.

i



192

= Black-owned firms are most concentrated
in the healthcare and education industry
(24%). Asian-owned firms are most
concentrated in the professional services
and real estate industry {28%}. Hispanic-
owned firms are most concentrated in
the nonmanufacturing goods production
and associated services industry, which
includes building trades and construction
{27%). White-owned firms are more evenly
distributed across several industries
but most commonly operate in the
professional services and real estate
industry {19%) and the nenmanufacturing
goods preduction and associated services
industry {18%).

= Forty-two percent of black-owned firms,
21%of Asian-owned firms, and 24% of
Hispanic-owned firms are smaller than
$700k in revenue size, compared with 17%
of white-owned firms,

The profitability performance index' of
minority-owned firms remains well below
that experienced by nonminarity-owned
firms
= in 2016, 42% of biack-owned firms,
51% of Asian~owned firms, and 51% of
Hispanic-owned finns reported operating
at a profit, compared with 57% of white-
owned firms.

Black-owned firms report significantly
higher expectations for revenue growth
{86%) and employment growth (65%)
than white-owned firms (70% and 43%,
respectively).

The credit gap is most pronounced for black-
owned firms, which are most likely to rely on
personal funds

= Black-owned firms report more credit
availability challenges (58% vs. 32%)
and difficuity obtaining funds for
expansion (62% vs, 31%) than white-
owned firms—even among firms with
revenues more than $1M (49% vs. 24%
and §3% vs. 23%, respectively). A similar
gap exists between Hispanic- and Asian-

owned firms compared with white-owned
fiems, but it is fess pronounced.

The use of personal funds is the most
common action taken as a result of
financial challenges, with 6% of biack-
owned firms, 77% of Asian-owned firms,
76% of white-owned firms, and 74% of
Hispanic-owned firms using this source
of financing. Ths is true even though
biack business owners tend to have
lower personal wealth levels than white
business owners.™

Cutting staff is also a common action
taken as a result of financial challenges.
Asian-owned fims cited this action most
at 48%.

A greater share of black- and Hispanic-

owned firms increased debt in the past 12

months, but these firms stiil have lower debt

fevels than white- and Asian-owned firms

= Thirty-six percent of black-owned firms
and 33% of Hispanic-owned firms have
existing debt less than $100k, compared
with 21% of white-owned firms and 14%
of Asian-owned firms.

The share of minority-owned firms with
outstanding debt increased from 51% in
2015 10 70% in 2016; in comparison,
the share of nonminority-owned fims.
increased from 63%in 20150 71% in
2016,

A greater share of black- (25%), Hispanic-
{26%), and Asian-owned (25%) firms also
expect to increase their debt levels in the
next 12 months, compared with white-
awned firms (16%).

However, minority-owned firms take on
greater risk to obtain debt, with black-,
Hispanic-, and Asian-owned firms using
future sales as coltateral more often than
white-owned firms. For example, 18%

of Hispanic-owned firms more than 5
years old use future sales as collateral,
compared with only 6% of simifarly

aged white-owned firms.

Black-owned firms apply for credit ata
higher rate and tend to submit more
applications—but seek fower amounts of
financing-than white-owned firms

= Fifty-three percent of black-owned firms
and 43% of white-owned firms applied
for financing in 2016. Forty-three percent
of black-owned firms submitted three or
more applications, compared with 31% of
white-owned firms,

=« Regardless of race, the top reason for
applying for financing is to expand
business or pursue a new opportunity,

Thirty-two percent of black business
owners and 39% of Hispanic business
owners sought more than $100k in
financing, compared with 46% of white
business owners and 49% of Asian
business owners.

Of hiack-owned firms that did not apply for
financing in the past 12 months, anly 22%
cited sufficient financing as the primary
reason compared to 52% of white-, 37% of
Asian-, and 32% of Hispanic-owned firms,
0Of the nonapplicant firms, 35% of black-
and 30% of Hispanic-owned firms do not
use external financing on a regular basis,
compared to 21% of Asian- and 21% of
white-owned firms,

Black- and Hispanic-owned firms tend to
apply for higher-cost products and are more
fikely to apply to online lenders compared
with white-owned firms

» Black- (17%) and Hispanic-owned {19%)
firms are at least twice as likely to seek
financing via merchant cash advances
and factoring {i.e., the sale of accounts
receivable} compared with white-owned
firms {7%).

= Black-, Hispanic, and Asian-owned firms
applied to large banks for financing more
than they applied to any other source of
financing.
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