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sustained growth.

» |ldentify key concepts and strategies focusing on increased
capacity building of small businesses.

» |ldentify essential elements of “breakthrough companies.”

» Learn about formal agency and / or company sponsored
programs designed to promote small business capacity
building.
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atis it:

Critical Business Fundamentals

Key “Owner” Concepts

Elements of Breakthrough Companies
Programs

Workshop
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PROFESSIONAL CONSULTING SERVICES

.Technlcal support W|th Mentorshlp and Coachin
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.Semma;srfand T['ah'ri‘ng forAgencies and-Companies

= ¥ -
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.SpeC|aI|zmg in small busmess and constructlon : www.probitybuilders.com
-Award-winning Diversity Programs i &

. _ _ _ Name
Coaching for tneblnt_elllge’?t growth of Organization /
small business LGEsEr
527 NE 15TH AVE. PMB 202 What you do?
PORTLAND, OREGON 97212 What you like to do?
T 503.326.5221 / F 503.326.5221
BDIWEB.ORG
Non-Profit 501C-3 serving Oregon / SW Washington
SIEINEA]  Linking and Enhancing contracting opportunities and
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February 23, 2008

The Energy Challenge

Move Over, Oil, There’s Money in Texas Wind
By CLIFFORD KRAUSS

SWEETWATER, Tex. — The wind turbines that recently went up on Louis Brooks’s ranch are twice as high as the Statue of Liberty, with blades that span as wide as the wingspan of a jumbo g

jet. More important from his point of view, he is paid $500 a month apiece to permit 78 of them on his land, with 76 more on the way.
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"Look what | found in the dumpster!
A perfectly good business plan!”
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— What is a Business Plan:
— Who needs a Business Plan?
— Why? A key to survival

— Benefits

— Elements of Business Plan?

e Business “Plan in a Pinch”
e “One Page” Business Plan
e Liveit orit will diel
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Executive Summary

Executive Summary

Mission Statement

Market Analysis

Company Description

Team

Company Description

Product or Service

Market Summary

Organization &

Market Analysis

Opportunities

Manhagement
Marketing & Sales Strategy & :
Managemgent |mp|er$1»éntation Business Concept

Service or Product Line

Management Team

Competition

Funding Requests

Financial Plan

Goals & Objectives

Financials

Financial Plan

Appendix

Also See:

WWW.google.com —
Business Plans

http://en.wikipedia.org

Resource Requirements

Risks & Rewards

[WIKI/Business plan

Key Issues
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Time

Financials

— Reports, Bonding and Insurance
Communication

“It’s about the People”
Continuous Improvement
Probity

Faith
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Crowning the Company
Upping the Ante

Building the Company
Character

Navigating the Bermuda
Triangle

Enlisting “Insultants”
Erecting Scaffolding

-/ "AKTHROUGH
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e Mission Statement
 Program Values

e Program Design / Elements
— Business Plan / Fundamentals
— Training — Biz and Tech
— Networking, Orgs, Roundtables
— Mentoring
— Partnerships
— Opportunities, capital and contracts -
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METROPOLITAN
CONTRACTOR
IMPROVEMENT
PARTNERSHIP

4. Contractor Services and Support
5. Marketing and Business Development

e Qutcomes and Benefits:

1. For Members (Clients): 2. For Owners/ Sponsors:
» Increased Contract Opportunities » MCIP clients bring increased
» Training  Viability
» Mentoring  Diversity
» Business Development » Creditability
» Access to Resources » Reliability
> Increased Profitability o Capacity

Positive, proven results for
firms on projects!

12

www.probitybuilders.com, 2010



METROPOLITAN. ™
CONTRACTOR|

N
parrnersiip WAIC | P

Executive
Management Program

Estimating, Pricing and Gaining Work Seminar

8 Lessons, Group Training with “real” project
Required Attendance; Includes program overview
Determine “go or no go” after Seminar

6 weeks Orientation & Seminar

- Executive Mgmt Program
3 years Growth 8 8 * Designed for “steady growth” firm

4 years — Accelerated | | (Curriculum / Cohort style) » Focus on fundamentals
* Moderate program budget requirement

Tract — “Accelerated Cohort”
* Designed for “high growth” firm
Tract - Tract — * Demonstrated mastery of fundamentals

Growth Cohort Accelerated Cohort 7 [Pl @) iR ol
* Higher program budget requirement

Tract — “Growth Cohort”

Celebrate completion with formal event
Certificate of completion
MCIP Class of 20XX

Graduation
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METROPOLITAN
CONTRACTOR
IMPROVEMENT
PARTNERSHIP

?m?;fgﬁ PROB MY
l':%ar?:vz%m'ﬂ| P BUILDERS LI
By Ron White
Probity Builders LLC

Orientation & Seminar

s g i

PARTNERSHIP

mmm' Contractor Development and Training Program
‘mc MClP Contyactor Academy Curriculum

Client: ~ Lo's Contracting Cohort: Growth Class: 2012
Mentor: Enroll:  Apr-09

Enrollment. orientation, seminar _ [MCIP XXX Apr-09)

Evaluation MCIP/ AB XXX May-09
. Define Mission, Vision, Goals Team XXX
G ra d u at I O n Monthly MCIP Team Meetings Team XX| XX XXX X X
Cohort Meeting All X X
| Assessment and Business Plan IHG X061 0¢
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e Scenario
* Report out
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What is it?

Critical Business Fundamentals

Key Concepts

Elements of Breakthrough Companies

Programs
Workshop
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