
SMALL BUSINESS APPLICATION 
WORKSHOP



CLIMB FUND IS A NOT-FOR-PROFIT THAT ADVANCES 
ECONOMIC OPPORTUNITY BY PROVIDING FINANCIAL 

ASSISTANCE, BUSINESS EDUCATION, AND DEVELOPMENTAL 
SERVICES TO FOSTER AND SUPPORT THE CREATION, 
EXPANSION, AND RETENTION OF BUSINESSES AND 

INDUSTRY; INCREASING EMPLOYMENT; AND STIMULATING 
DEVELOPMENT



MISSION DRIVEN LENDER
MISSION:

• CREATE ACCESS TO CAPITAL FOR 
SMALL BUSINESSES THAT CANNOT 
SECURE TRADITIONAL FINANCING

GOALS:
• IMPROVED ECONOMIC OPPORTUNITY, 

ECONOMIC JUSTICE, AND JOB 
CREATION

SERVICE AREA:
• ENTIRE STATE OF SOUTH CAROLINA

STRUCTURE:
• 501(C)(3) NON-PROFIT
• State & Federally certified Community 

Development Finance Institution (CDFI)

SILVER CONVENIENCE STORE, MANNING, SC

Verde, Charleston, Mt. Pleasant, & Columbia, SC



HISTORY OF SUCCESS
FOUNDING:

• Began in 1979 as Charleston Citywide 
Local Development Corporation 
(Charleston LDC)

• Became CLIMB Fund in July 2021

LENDING HISTORY (AS OF END OF YEAR 2023):
• 838+ loans made over 42 years
• $44.1+ Million dollars lent 

CLIENT SUCCESS:
• 2,555+  JOBS CREATED
• 98% successfully repay their loans

BKEDSHOP, CHARLESTON & SUMMERVILLE, SC

TOO GOOD FOODS CATERING & BISTRO, 
HOLLYWOOD, SC

ASHMORE VENDING SERVICES, SPARTANBURG, SC



OUR BORROWERS

% of CLIMB Fund 
Lending to BIPOC 

Owned Businesses
Borrower Industries

*SC BIPOC Business Ownership Rate = 17%

TRADESMAN BREWING CO., CHARLESTON, SC

Full Circle Fitness, Summerville, SC



SUMMARY

REFERRAL SOURCES:
• BANKS/CREDIT UNIONS
• Small Business Development Centers 

(SBDC’s)
• Women’s Business Centers (WBC’s)
• Accelerators/Incubators
• SCORE & other small business support 

services
• YOU!

HOW TO APPLY:
• PROOF OF DECLINATION OF CREDIT (OR 

OTHER COMMUNICATION FROM A BANK)
• Business plan (assistance from referral 

partners)
• Application at www.CLIMBFund.org/apply
•  

LENDING DETAILS:
• AVERAGE LOAN SIZE ~ $47,000 
• No Minimum, No Maximum
• Interest rates average ~ 7.75%-9.00%
• $125 application fee

LENDING CONSIDERATIONS: 
CHARACTER, CAPACITY, COLLATERAL, CONDITIONS, 
CREDIT

• More than just a number. Flexible & subjective 
lending decisions on a case-by-case basis

BLANCHE DARBY FLORIST, MT. PLEASANT, SC

http://www.climbfund.org/apply


SMALL BUSINESS FUNDING

WHERE DO YOU GO?
• Grants
• Individual investors
• Online lenders
• Non-bank financing



SMALL BUSINESS INVESTORS
• Family & Friends

⚬ Make it official!

• Venture Capitalists
• Angel Investors

⚬ Debt
⚬ Equity



ONLINE SMALL BUSINESS LENDERS

• On Deck
• Kabbage
• Lending Club
• Prosper
• Square Capital
• & mroe popping up every day!





OTHER FINANCING OPTIONS

• Crowd Funding (sourcing, financing)
⚬ Kickstarter
⚬ ArtistShare
⚬ Funding Circle
⚬ GoFundMe
⚬ Funding4Learning
⚬ Fondomat
⚬ RocketHub
⚬ IndieGoGo
⚬ Sponsume



LET’S START CLIMBING!

All the details you need to apply for a CLIMB Fund loan



All CLIMB Fund Clients have been declined by a traditional lender. 
(but it doesn’t have to be formal)



PRE-APPLICATION

• Have you been declined by a traditional 
financing institution?

• Have you reviewed our application 
checklist?
⚬ available at: www.CLIMBFund.org/apply 

• Have you spoken with our lending 
team, watched and/or attended and 
application workshop?
⚬ recorded version available

http://www.climbfund.org/apply


PRE-APPLICATION
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THE BUSINESS PLAN

• Should give the lender:
⚬ Clarity of thought and purpose

￭ What exactly is your business? 
Why do people need it?

⚬ Explains business model
￭ How will it perform? Lines of 

business?
￭ Will it grow?



THE BUSINESS PLAN

• Should give the lender:
⚬  Qualifications of the company’s 

team
￭ Owners & key employees
￭ Outside partners (CPA, Advisors, 

etc.)
⚬ Analyzes market and competition

￭ Can people get your 
product/service elsewhere?

￭ Why get it from you?
￭ SWOT



THE BUSINESS PLAN

• Should give the lender:
⚬ $$ Exact funding needs & why

￭ With these funds, the business 
will....

⚬ States operating & financial plans
￭ The $$$ numbers $$$!

• Balance Sheet
• Profit & Loss
• Cash Flow Statement
• SalesProjections



• Character
• Capacity
• Collateral
• Capital
• Condition

KEY DECIDING FACTORS



• Willingness to repay
⚬ The credit report 
⚬ www.annualcreditreport.com 

• Qualifications of the company’s team & outside partners (e.g. 
CPA, Advisors)  

• Owner(s)’ Finances 
⚬ Federal tax returns (2 years)
⚬ Current personal financial statement 
⚬ Debt: income < 40%
⚬ Current debt & timing (prudent spending) 

CHARACTER

http://www.annualcreditreport.com/


• For Each owners 20% +
⚬ Professional history or Résumés
⚬ Federal tax returns for the past 2 years – with schedules
⚬ Proof of current income
⚬ Current Personal Financial Statement 

APPLICATION CHECKLIST



PERSONAL FINANCIAL STATEMENT

*Information must be submitted on a separate schedule



PERSONAL FINANCIAL STATEMENT

*Information must be submitted on a separate schedule



PERSONAL FINANCIAL STATEMENT



• Character
• Capacity
• Collateral
• Capital
• Condition

KEY DECIDING FACTORS



CAPACITY:

• Can the business pay bills when due?
• Is there any discretionary cash flow? 
• Can the business owners personally repay 

the loan if the business fails?
• Outside source of income? 
• Debt service coverage is flexible within 

reason.
• Skin in the game?



APPLICATION CHECKLIST

• Current P&L and Balance Sheet
• If startup, projected startup Balance Sheet
• Pro forma (projections)

⚬ Monthly for the first operational year
⚬ Annual for Years 2 & 3



SALES PROJECTIONS



PROFIT & LOSS- COG



PROFIT & LOSS- EXPENSES



PROFIT & LOSS



CASH FLOW PROJECTIONS



• Character
• Capacity
• Collateral
• Capital
• Condition

KEY DECIDING FACTORS



COLLATERAL

• Almost always:
⚬ Security Lien on the business’ FF&E

￭ UCC-1
⚬ Personal Guaranty by each 20%+ 

business owner

• Could be:
⚬ Guaranty from a separate business
⚬ Personal Guaranty from an outside 

source
￭ This is an Industry Standard!

• “Hard Assets”
• Risk Mitigation
• Easily Liquidated?

• Not acceptable (usually):
⚬ Inventory
⚬ Accounts receivable
⚬ Notes receivable
⚬ Personal property or items that cannot 

be held in the safe keeping
⚬ Interest in time share properties
⚬ Boats and other recreational vehicles



COLLATERAL



• Character
• Capacity
• Collateral
• Capital
• Condition

KEY DECIDING FACTORS



• Does the company have assets?
• What was the business owners’ 

investment?
• Are the projections realistic?
• Are the business expenditures 

reasonable? 

CAPITAL



• How much cash do you have to support 
the deal?

• Lenders like to see owner’s equity of   
10 - 20% of the project cost

FUNDING



• Start-up Expenses could include
⚬ Improvements
⚬ Inventory
⚬ Furniture, Fixtures & Equipment
⚬ Licenses
⚬ Insurance
⚬ Pre-opening payroll
⚬ Education / Certification

TOTAL PROJECT COST



1. Provide copies of appropriate 
quotes/estimates/contracts to support 
use of proceeds. 

2. .Quotes for equipment must be on 
supplier’s letterhead, catalog or 
website. 

3. If supplies are to be purchased through 
catalogs or via the internet, provide 
copies of the page(s) on which items 
appear.

4.Provide detailed breakdown of needs 
for working capital. 

DOCUMENTATION NEED-TO-KNOWS



• Know how much $ you need and why
⚬ A summary of the $ amount of the 

loan that is being requested and the 
uses to which the borrowed funds 
will be applied

⚬ Break it down!
⚬ Provide vendor quotes – even print 

out pages for comparison!

DOCUMENTATION NEED-TO-KNOWS



• If (negative) Equity . . .
⚬ Did the owner invest enough in the 

business? 
⚬ Is the business losing too much 

money?
⚬ Did the business owner use funds 

correctly?

Assets (owns)
-Liabilities (owes)

Owners Equity (what’s left over)

BALANCE SHEET



• Character
• Capacity
• Collateral
• Capital
• Condition

KEY DECIDING FACTORS



• Industry & Products
• Market Trends / Marketing
• Delivery 
• Seasonality
• Changes in Operations
• Own vs. Rent
• Location 
• Competition

CONDITIONS



• If exists, include:
⚬ The company’s Articles of 

Incorporation
⚬ Bylaws, Corporate Resolutions 
⚬ Operating Agreement (sc.gov)
⚬ Lease or LOI

￭ Verified funding before signing?
⚬ Other pertinent legal agreements
⚬ A letter from a commercial bank 

declining this request

CONDITIONS NEED TO KNOWS



DECISION....



CLIMB FUND CLIENT CRITERIA



• Interest Rate
⚬ Fixed – currently ~ 7.75%-11% 
⚬ LOC Variable – Prime + 5.0%

• Fees
⚬ 3% origination fee
⚬ Up to $200 annual processing fee

• Application fee
⚬ $125
⚬ May have additional credit report 

fee for existing businesses

• Credit – any derogatory credit will 
require an explanation 
⚬ (open judgments, collections, liens 

or bankruptcies in the past 3 years 
may result in declination)

• Collateral – case-by-case  

• Terms – fit to use of funds

• Owner Investment  - subject to review



CLIMB FUND RISK RATING CHART



APPLICATION

Process Starting Point Critical tool to 
understanding your 
business

Completeness impacts timeliness of 
lending process and decisions

Available in English & Spanish One part of the application 
package

SCAN FOR THE APPLICATION!



















ONCE YOU HAVE ALL THE BUSINESS 
INFORMATION IN A COMPLETE 

PACKAGE......



THE LOAN INTERVIEW

• Once you have all submitted as much 
as possible . . . 

• Book time with a loan officer!
• Bring your Coach or Mentor! 



RECENT GROWTH

838 LOANS 
DISBURSED!

44.1 MILLION 
DOLLARS LENT!

1979-2023

Barrier Island Oyster Co., Wadmalaw Island, 
SC

Elwood Wine, Boiling Springs, SC



EXPANDING GEOGRAPHY

Number of Counties 
with CLIMB Fund 

Clients

7

17 19

171% increase in number of SC 
counties with CLIMB Fund 

clients since statewide 
expansion

Balance Boutique Fitness, Beaufort, SC

Beauty Secrets, Georgetown, SC



WHO YOU’LL BE WORKING WITH

Intake Coordinator
• Works with you on compiling your 

application
• Ensures completeness of application 

package
• Collects application fee ($125) once 

package is complete
• Hands off to lending team once fee is 

paid

Loan Officer
• Reviews your completed application
• Follows up to clarify & ask questions
• May suggest improvements to credit 

request
• Presents to appropriate committee for 

lending decisions



The CLIMB Fund provides over 2,500 hours per year of 
small business coaching to our borrowers.

Full time Client Success Coordinator on staff along with 
a network of contracted specialists to help our clients, 
free of charge, with any needs that arise:

•  QuickBooks & Accounting
•  Marketing & Social Media
•  Industry-specific (Food & Bev.) experts
•  HR, IT, Real Estate, and Legal referrals
•  Small business generalists
•  Networking with other borrowers

TECHNICAL ASSISTANCE

Bourne Group, North Charleston, SC







http://www.coastalcoffeeroasters.com/
https://www.facebook.com/photo.php?fbid=493464916077&set=a.428379276077.229081.62401131077&type=1&source=11
https://www.facebook.com/photo.php?fbid=120941221287490&set=a.136452813069664.21768.120940417954237&type=1&source=11
http://theglozone.com/




Healing Hara 
Massage & Wellness - YOUR WEDDING. YOUR STORY.-



Simple Treasures







843-973-7298
info@climbfund.org
www.climbfund.org

mailto:info@climbfund.org
http://www.climbfund.org/
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