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Mission
The Urban Redevelopment 

Authority of Pittsburgh (URA) 

is the City of Pittsburgh’s 

economic development agency, 

committed to creating jobs, 

expanding the City’s tax base 

and improving the vitality of 

businesses and neighborhoods.



What does 

the URA do?

Lots of stuff!

URA’s 
activities can 
be put into 
four “buckets”Q

LAND RECYCLING

HOUSING

BUSINESS EXPANSION & 

ATTRACTION

ECONOMIC DEVELOPMENT

A



“As an early stage 
company, traditional 
bank financing is 
challenging to secure.  
They provided critical 
funding to allow us to 
hire additional 
employees and 
leverage other private 
investment to 
significantly grow our 
business.”

throughout the City of Pittsburgh

Business Expansion & Attraction

Colin
Huwyler
Optimus Technologies



5

1. Firms less than 5 years old created over 40 

million jobs over the last three decades; 

those 40 million jobs account for all net new 

jobs during that period

2. Further, companies considered ‘high growth’ 

companies (companies that double their 

revenues within 3 years) generate, on 

average nationally, 88 jobs per year 

compared to the average company in the 

United States Economy as a whole that 

creates 2 jobs, on average, per year. 

3. 2 out 3 net new jobs created in the U.S. are 

created by small businesses.

Small Businesses and 

High Growth Enterprises 

Fuel Job Growth

“Startups are engines of job creation. Entrepreneurs intent 

on growing their businesses create the lion's share of new jobs, 

in every part of the country and in every industry. “

–StartUp America Program
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URA Business and Commercial Real Estate Revolving Loan Fund (RLF) Programs: 

Basic Terms

Core Loan Programs

For Real Estate Up to $400,000 (not to exceed 40% of project costs)  

For Business Financing (equipment, working capital) up to $150,000 (not to exceed 40% of project costs) 

For Micro financing, up to $20,000 

Loan Term
3 to 25 years (match life of asset being financed) 

Rate
4.5% 

Fees
Application: $350 
Closing/due diligence: 2% of borrowing
Loan servicing: 0.5% of outstanding principal balance annually 
Construction Monitoring: 0.5% of borrowing
Filing fees: paid for by borrower

Security / Collateral
Generally subordinate to private lender on primary collateral (real estate, business assets, etc.)
Personal / corporate / business guarantees / other 

Other Conditions
Job creation / retention
New taxes 
M/WBE goals
Neighborhood development / sustainable development / equitable development
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5 C’s 

http://www.ura.org/pdfs/bdcBorrowing101.pdf

• Collateral 

• Cash Flow

– Cash Flow is king– will / does the business generate sufficient cash flow to 
service debt?

• Credit 

– Does the borrower and it’s principals have demonstrable history of playing 
back debt?)

• Capital 

– Does the borrower have enough capital to sustain the business / is the 
borrower putting enough of their own capital into the business?)

• Character

– “Character, as a subjective measure, is extremely difficult to assess 
consistently…” http://www.bigaustin.org/about/index.htm

– “In small business (and even not so small business) lending, Character may be 
the most critical measure to assess”

URA Business and Commercial Real Estate Loan Fund Programs: The Decision 

Process

http://www.bigaustin.org/about/index.htm
http://www.ura.org/pdfs/bdcBorrowing101.pdf
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URA Business and Commercial Real Estate Loan Fund Programs: The Decision 

Process

Loan Closing

Does URA management 

recommend loan 

approval?  If Yes, take 

to LRC

If LRC approves, but outside 

program guidelines or program 

requires Board approval

Loan Application
URA  staff 

underwriting

URA  Loan Review 

Committees

URA Board of 

Directors

Commitment letter

LRC is 3rd party advisory committee that provides 

underwriting guidance, loan structuring advice and 

recommends to URA management to approve loan with 

recommended conditions and structure

URA  Internal Credit

Review

The 5 ‘C’s of Successful 

Underwriting / 

Program Guidelines
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Some advice:

• Remember you are investing in people- entrepreneurs, their 

employees, the neighborhoods they operate in.  

• Remember to invest in YOUR people– a successful RLF will requires 

professionals operating the programs.  

• Economic Development financing programs don’t sell themselves---

you must proactively seek and engage the deals you want– make 

direct connections with the communities and types of entrepreneurs 

you want to serve and work hard to get from simply a program to 

closings- especially in when introducing a new program.  

• Revolving means revolving– if your loans don’t pay back your 

program fails– underwriting and sound approval process are critical 

elements of a successful RLF. 



Here is the

Questions and Discussion
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CCD is a private/non-profit corporation formed in 1971.

CCD is recognized as an Economic Development District for Coos, Curry & Douglas counties, Oregon.

In 1981, the U.S. Small Business Administration (SBA) designated CCD a “Certified Development 

Company”.

CCD created our EDA Revolving Loan Fund in 1978.  (It has been revised 11 times.)

Number of 

Loans

Loan Funds Leverage of 

Funds

Jobs 

Created

Job 

Retained

Revolved 

Loans

235 $27,449,156 $749,753,589 2030 614

SBA Loans 211 $118,054,939 $308,998,900 2208 1910



Organizational Policies And Documents

 Mission and Vision Statements

 Strategic Plan

 Loan Policy/Work Plan 

 Professional Staff

Loan Policies and Procedures are Essential:

 Review and update annually (if possible)

 Training (Staff & Board of Directors)

 Know the Program Regulations

Our Mission:  To create a climate that encourages economic development that will retain existing jobs, 

create new jobs, diversify local economies, support existing industry and enhance the quality of life for 

the region’s residents, as well as providing an atmosphere for personal growth for the employees.

Our Vision:  CCD Business Development Corporation prepares the communities it services for economic 

growth by encouraging economic diversification, ensuring the availability of adequate infrastructure 

and responding, RATHER than reacting, to the needs of local governments and or retain the opportunity 

for a family wage job for all the region’s residents. 



Establish Goals:

CCD’s overriding purpose, or mission, is the development of long-term private sector 

employment.  This will be accomplished through both private and public investment to 

encourage startup and expansion of environmentally compatible private business and 

industry in order to diversify and stabilize the economy of the District.

CCD’s Board has identified the top three (private sector) economic problem-issues in 

the District as follows:

1. Over-Dependence on Timber Industry; Need for Industrial Diversification:

CCD’s RLF addresses this by providing financing for business startups and 

expansions in industries other than primary wood processing.

2. Lack of Adequate Capital for Business Startups and Expansions:

CCD’s RLF addresses this by making at least some of the needed capital 

available on reasonable terms, either directly or by inducing increased lending 

by others through CCD subordinated lien positions or partial loan guarantees.

3. Inadequate Research, Planning and Financial Packaging for Successful Small           

Business Startups and Expansions:

CCD’s RLF addresses this by helping to make it possible for CCD to provide such 

assistance on proposals for RLF, SBA 504 and other business loan funds.  The 

existence of CCD’s RLF helps make it possible for CCD to provide clients with      

in-house management consulting in loan packaging and financial feasibility 

analysis, marketing, promotion, and distribution; land use and zoning; 

organizational development; etc.



Establish Objectives:

1. Use RLF monies a) to stimulate economic diversification; and b) 

to create permanent employment or save jobs that would 

otherwise be lost.

2. Maintain and protect the RLF by a) taking all prudent legal and 

financial steps to establish and safeguard CCD’s position as 

creditor; b) provide as much loan monitoring, servicing, and 

ongoing consulting assistance as possible, both to preserve the 

jobs created or saved and to ensure repayment to the RLF.

3. Maximize the impact of the RLF by promoting joint use of all 

other sources of business financing, specifically including SBA-504 

funds.

4. Build the RLF over time by seeking additional funding from all 

potential sources.

5. Ensure proper and effective functioning of the RLF by ongoing 

evaluation of this RLF Management Plan, including making 

changes in the Plan, with EDA approval, when circumstances 

change or when otherwise deemed appropriate.



Establish Terms and Conditions:

 Loan Amount: CCD loans will not ordinarily be made in 

amounts less than $25,000 or more than $250,000 to any one 

entity or affiliated group.

 Private Investment Requirements:  RLF funds must be used to 

leverage private investment of at least two dollars for every 

one dollar of RLF investment.  This leveraging requirement 

applies to the portfolio as whole rather than individual loans.

 Loan Amount (Percentages):  An RLF loan will not ordinarily 

cover more than 75% of total project cost.

 Interest Rates:  CCD’s Loan Committee has established a floor 

of 4.0% and a ceiling of (the maximum amount allowed by 

Oregon State Law).  The rate will be fixed for the term of the 

loan or set at a five-year (5) adjustable rate.

 Term of Fixed Asset Loans:  The term of a fixed asset loan 

will ordinarily not be greater than the weighted average 

useful life of the fixed assets of the project.

 Security:  Security will be required and usually will be in the 

form of liens on the assets thereby financed, including fixed 

assets, equipment, receivables, inventory, etc.



A RLF loan is typically used to fund a start-up business venture or structured in 

partnership with a traditional lender.  These loans are typically in a subordinate 

lien position on the collateral used to secure the loan.  Therefore, the risk 

associated with the loan request is considered in the decision process and noted 

by the rate assigned to the approval.

CCD’s historical rates have been 9-10% fixed for the term of the loan. 

FEES:
 CCD has a $250.00 Non-Refundable Application Fee

 CCD has a 2% Loan Processing Fee

 CCD has a 1% Loan Loss Reserve Fee (Recently Added)

The Borrower pays all out-of-pocket closing expenses associated with closing the loan. 

CCD uses the loan fees and interest earned on the RLF funds disbursed for servicing and administration 

expense.  Interest income in excess of that needed to cover authorized administrative expenses will 

revolve back into the RLF and be available for relending to eligible recipients.  All principal repaid by 

the Borrowers will be available for relending. 



Loan Conditions:  

Loan Conditions should fit the loan request, based on risk, industry, management experience and collateral used to secure 

the loan.  These conditions are included in the Credit Memo and approved by the Loan Committee/Board.  They are also 

outlined in the “Terms & Conditions” Letter provided to Borrower for review and acceptance.

Typical conditions assigned to an RLF Loan:
 Trust Deed(s) for any property used as collateral.

 UCC Filings (State & County)

 Guarantee(s)

 Copies of Entity Documents (Corporation, LLC, Partnership, Trust, etc.) & Executed Borrowing Resolution(s)

 Proof of adequate Hazard & Liability Insurance coverage.  (Flood Insurance, if applicable.)

 Assigned Key Man Life Insurance (If applicable to the project.)

 Receipt of an acceptable valuation of all pledged collateral.

 Copies of any leases. (If applicable.)

 Assignment of Leases/Rents.

 List of Equipment/Fixtures that are collateral for the loan.  Items with a value of $5,000 or more are to include a make, 

model, serial number, and value.

 This approval is subject to receipt and verification of outstanding loan balances on loans secured by the collateral pledged 

for the loan.

 Executed Hypothecation Agreement (If applicable.)

 Executed Subordination Agreement (If applicable.)

 Borrower to submit annual professionally prepared financial statements (Balance Sheet and Profit & Loss) or a copy of 

Federal Tax Returns.

 Proof of Borrowers Injection.

*If the project includes construction/improvements additional items would be added.



Marketing Your RLF Program:

Marketing your RLF is a critical component to operating a successful program.

Your agency should consider a variety of outreach methods:

 Banks and Credit Unions  (CCD’s preference – most results)

 Small Business Development Centers (key partner)

 Chamber of Commerce

 Local Economic Development Organizations

 Cities, Counties and Ports

 Staff and Board of Directors

 Social Media



Together We’re Building The Future Through Responsible Economic Development.

Michele Laird

Loan Servicing Specialist

(541) 756-4101

m.laird@ccdbusiness.com

mailto:t.haga@ccdbusiness.com




METROPOLITAN CONSORTIUM OF 

COMMUNITY DEVELOPERS (MCCD)

SMALL BUSINESS REVOLVING LOAN FUND

Designing and Building a Relevant RLF

May 22, 2018

1



Presentation Framework 

• MCCD’s History and RLF Experience 

• Developing Strategic Partnerships

• Sound Practices for Designing and Building a 

Relevant RLF
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MCCD’s Mission Statement

To work collectively to build strong, 

stable communities by leveraging 

resources for the development of 

people and places.
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History of MCCD’s RLF

• Started in 1989 with maximum loan of $3,000 and serving 

only the city of Minneapolis.

• Increased maximum loan size to $25,000, and since 2012 

to $300,000 and higher.

• Added loan products to meet borrower needs.

• Expanded to Twin Cities Metropolitan Area.
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History of MCCD’s RLF (continued)

• Since 1989, MCCD has made over 1,050 loans totaling 

over $21 million.

• Since 12/31/2011, MCCD has made direct loans totaling 

$12.3 million leveraging another $95 million in other 

funds.

• MCCD’s current portfolio of outstanding loans is $7.6 

million.

• MCCD services another $3 million for other agencies and 

organizations.
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Typical Micro Loan Borrower

Rituals, Inc.

• Soap and lotion maker 

located in the Midtown 

Global Market in 

Minneapolis.

• $7,000 loan for inventory, 

marketing, and working 

capital
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Rituals’ Owner Antoinette Williams



MCCD’s Approach

Open To Business Program

• Partner with metro-area municipalities to help them 

create their own business support programs.

• Provide entrepreneurs with technical assistance.

• Provide access to financing for start-up and expansion 

through MCCD’s loan program.
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Current Loan Products
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•Advisor Express loans up to $5,000.

•Micro loans up to $25,000 to new and emerging business.

•Loans to growing businesses generally $25,000 to $75,000.

•Gap financing up to $300,000 for established firms.

•Transactional financing up to $35,000 for small contractors.

•Credit building loans of $240 to $500.



Evolving RLF Goals and Objectives

• Build portfolio with larger, strong projects with good cash 

flow.

• Increases self-sufficiency.

• Permits more small, mission-based loans.

• Credit Building Loans

• Advisor Express Loans

• Expand geographic area and types of clients served.
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Typical Advisor Express Loan

Turnover Commercial 

Cleaning Services

• Appliance and furniture 

recycling and apartment 

cleaning.

• $2,500 loan to purchase lawn 

equipment to expand business 

to lawn care.

10

Ruben Childs, owner of Turnover 

Commercial Cleaning Services



Aggressive Hydraulics – East Bethel
Total Sources of Funds:

First Mortgage $1,800,000

SBA 504                        1,500,000

Sale of Buildings              850,000

Cash Equity                     300,000

MCCD 3rd Mortgage   300,000

Total Project $4,750,000

Total Uses of Funds:

Land Purchase $650,000

New Construction         3,550,000

Soft Costs                        450,000

Fees                            100,000

Total Project $4,750,000

11

Paul Johnson, one of Aggressive 

Hydraulics’ owners



Gaining Experience

Build your RLF infrastructure
•Lending policies

•Underwriting standards

•Loan documentation

•Loan servicing software

•Tracking and reporting

Manage your portfolio risk
•Recourse versus nonrecourse

Work closely with accounting

Adapt your products 
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Adapting RLF Products

South Minneapolis Walk-In 

Clinic

• Provides an affordable alternative 

for low income residents and new 

Americans who often go to the ER 

for common ailments.

• $44,500 from MCCD plus $14,000 

from city of Minneapolis for start-up 

costs.

• Financing was Shariah compliant.Clinic Owner Abdullahi Hussein

13



MCCD’s Capitalization and Rates
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• MCCD manages and tracks about 17 separate funds.

• Internal funds, CDFI, bank EQ2s, State program funds, foundation 

funds for our credit building program, special city program funds.

• Rates – Currently 6.25%-10.00%

• Determined by funding source, prime rate, risk, size of loan.

• Goal to achieve overall portfolio return of 6% to 7%.



Match Requirements and Fees

• Match Requirements

• Depends on the source of funds and debt to equity ratio.

• We are often the match for other programs.

• Fees

• Application fee of $25, which is nonrefundable but applied to 

closing costs.

• Origination fee of 1%, 1.5% or 2% depending on source of funds, 

loan amount, and term.

• Out of pocket costs charged back to borrower.
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MCCD Loan Fund Values

•Relationship Lending

•Technical Assistance

•Focus on the Customers
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Final Suggestions

• Start small

• Build capacity and infrastructure from day one

• Manage portfolio risk

• Don’t expect to make money 

• Partner with other agencies and organizations

• Government agencies can use nonprofit community organizations 

to administer programs.

• Community lenders can leverage funds from government agencies 

and banks.
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Contact Information

Mara O’Neill

Loan Program Manager

Metropolitan Consortium of Community Developers

612-843-3264

moneill@mccdmn.org
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Harry Allen
Coordinator, Research & 

Advisory Services
614-705-1315

hallen@cdfa.net

This webcast is designed to provide accurate and authoritative information in regard to the subject matter covered. It is available with 
the understanding that CDFA and the panelists are not engaged in rendering legal, accounting, or other professional services. If legal 
advice or other expert assistance is required, the services of a competent professional should be sought.


