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MMinnvill
BUSINESS ACCESS TO CAPITAL

LEADER RESOURCE FORUM

QUARTERLY FORUM

Explore funding programs that support small businesses and
connect with resource providers for assistance.

MAY 7, 2026

8:00 - 11:00 AM
CHEMEKETA COMMUNITY COLLEGE - YAMHILL VALLEY CAMPUS
MCMINNVILLE, OREGON
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McMinnville Business Leader Forum
Q2: Access to Capital & Resource Fair
May 7, 2026
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8:15 am
8:20 am
8:30 am
8:35 am
8:50 am

9:30 am

Access to Capital

Welcome . Patty Herzog, MEDP and John Olson, McMinnville Chamber

Business Story  Mike White, Launch Mid Valley and John Mead, Solid Carbon
Financial Resource Panel Introductions
T he 5 COo0 Blanca de Torres Hawkins, Chemeketa SBDC Capital Access Team

Financial Resource Panel Program Overview

Panelists:

A Rob Kaster , Business Oregon

A Rod Fragaio , Citizens Bank

A Jason VanBuskirk , Columbia Bank

A Tyler Birman , First Federal

A Eric Bergeson , Harborstone Credit Union

A Cara Turano , Oregon Entrepreneurs Network
A Celeste Bonniksen , USDA Farm Services

A Adam Bingham , US Bank

Q&A with the Panel



Business Story

Setting Up Your
Business for
Capital Success

Mike White John Mead
Launch Mid Valley Solid Carbon
g LANCH
Y Valley  soup carBON




Business Story

Capital Successes

V  Business Oregon:
High Impact Opportunity Project (HIOP)
SBIR/STTR Matching Grant

Intrepid Oregon Fund managed by Portland Seed Fund

ONAMI ToughTech Breakthrough Fund

US Department of Energy

National Science Foundation

Arizona State University NSF Futures Engine

Accelerator Programs: Third Derivative, Holcim MaQer
ventures

|
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WWW.SOLID-CARBON.COM

Y

SOLID CARBON

MAKING
CONCRETE
PART OF THE
SOLUTION
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TRANSFORM THE BUILT ENVIRONMENT

INTO A MASSIVE CARBON SINK

SOLID CARBON
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WWW.SOLID-CARBON.COM

SOLID CARBON MANUFACTURING

Wilsonville, Oregon
500 tons/year (single shift)
1,000 tons/year (double shift)
established 2025
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BioLOCK 2.0

A CARBON SEQUESTERING ADDITIVE

XA

EXTENSIVELY TESTED,
ALWAYS IMPROVING v

The performance of BiolLOCK® 1.0 has been
verified through third party testing to the
standard of ASTM Type S admixtures.

Biol OCK* 2.0 is available and currentiy being

evaluated by a third party laboratory in 'g;;,Lmj Lgi BnoLOCK lﬂl 17
accordance with ASTM C494 Type 5. Municipal Wasta Sludgo  Forost Wacto Product

EQUIVALENT PERFORMANCE
N Control WITH LOWER GWP
N BioLOCK 2.0 501 b/CY In-house strength testing has already shown
that BicLOCK™ 20 concrete has equivalent

s =
performance to the control misc
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AVAILABLE IN BRITISH COLUMBIA,
WASHINGTON, OREGON, CALIFORNIA
BioLOCK® 20 i packaged in poly sacks containing
approximately 1 cubic yard of product. For QC testing
the product is also avadable in pails containing 25 ibs
af product.

Dosage should be conducted as per unit volume

replacement for fine aggregates at 25 or 0 1bs of

product per cubic yard of concrate. L. N4 ”

BioLOCK® 20 iz often usad in concrata applications - w1 (I T .
that invoéve high doses of supplemenital binders '

("SCrE") andior performance-bezed comants. Consult -

with yiour oozl sales representative on usSe cases with

high SCM substitution,

SOLID CARBON ) Wiy SR S e




WWW.SOLID-CARBON.COM

DROP-IN CARBON REMOVAL
FOR STRUCTURAL CONCRETE
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Access to Capital

8:30 am Financial Resource Panel Introductions:

Rob Kaster , Business Oregon

Tyler Birman , First Federal

Rod Fragaio , Citizens Bank

Cara Turano , Oregon Entrepreneurs Network
Adam Bingham , US Bank

Celeste Bonniksen , USDA Farm Services
Jason VanBuskirk , Columbia Bank

Eric Bergeson , Harborstone Credit Union

835am T he 5 BRlaos de Torres Hawkins , Chemeketa SBDC



Access to Capital

¢tKS CAQS |/ Qa 27
Blanca Torres De Hawkins,

Chemeketa Small Business Development
Capital Access Team
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SBDC CAPITAL ACCESS TEAM (CAT)
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SBDC Start Here! Working With Us -~ Funding Resources «  {)

Working With Us

CAT PROCESS OVERVIEW

OR¢ 4 24 HO
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CAT CLIENT SUCCESS RATES

. About

75%) (5%

of clients

Working with the CAT team
results in successful funding
for about 75% of clients who

complete the entire CAT Process.
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Since its founding in 2011, CAl
advisers have served nearly 3,100
small businesses

21 ~![‘:o_"('f clients access more than

$280 million in total project funding.



THE 5C's OF CREDIT

Key factors lenders use to evaluate a borrower's creditworthiness—
which together assess reliability, repayment ability, financial strength,
and overall risk.

@ Capacity
® Character
© Capital

@ Collateral
@ Conditions




Why the 5 C's Matter

Standard Predicts Helps Borrowers
Evaluation Tool Repayment Prepare Stronger
For Lenders Ability Applications
» Y e

I/ER Lﬂ

SBDC

OREGON




CAPACITY:

Ability to Repay the Loan

LENDERS EVALUATE & KEY METRICS
e Loan Repayment

e Financial Projections

® Debt Service Coverage Ratio (DSCR)
® Profit & Loss Statements

® [ax Returns
® Bank Statements

Does our pusiness consistently bring in more than it
SpEﬂ S: AMERIGA'S

OREGON



CAPACITY:

Business Scenario

A bakery earns $6,000/month net income. Loan
payment would be $6,000/month.

DSCR =1.0 — Not ideal / Not favorable

A bakery earns $7,500/month net income. Loan
payment would be $6,000/month.

DSCR = 1.25 — Highly favorable

e A
AMERICA'S

SBDC

OREGON

Most lenders prefer 1.20-1.25 or higher




CHARACTER:

Trustworthiness & Reliability

Lenders evaluate:

 (Credit History
» Payment Patterns
» Industry Experience

* Management Experience 0

» Your reputation and professionalism

Does this person follow through? Do they manage their P rTEy
obligations responsibly? SBDC

OREGOMN




CHARACTER:

Business Scenario

A bakery shop owner is viewed as a
dependable, low-risk business because:

it maintains strong credit, pays vendors on
time, and is led by an owner with solid
industry and management experience.

The company's professionalism, positive
reputation, and consistent follow-through
show that it manages obligations
responsibly and can be trusted.

Te—
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SBDC

OREGON




CAPITAL:

Money Invested by the Owner

Most lenders expect owners to contribute 10-20% of the total
project cost.

Examples of capital include:
« Personal Savings Invested
 Startup Funds Contribution
« Retained Earnings

« Owner Cash Contribution

Lenders want to see that you have ‘skin in the game.' This AWERICATS
shows commitment and reduces their risk. SBDC

OREGON




CAPITAL:

Business Scenario

A startup needs $100,000 for total project
cost. Owner invests $25,000 cash. Lender
sees 25% owner equity — Strong
commitment.

If a business owner only had $5,000 of their
own funds into a $100,000 project, lenders
view this as a sign of no skin in the game (5%

owner equity). It highly to fully eliminates the
likelihood of loan approval. =

AMERICA'S

SBDC

OREGON




COLLATERAL:

Assets That Can Be Claimed

Collateral strengthens your application. Is there sufficient collateral?

Common types of collateral include:
* Equipment

* Real estate

* Inventory | Vehicles

» Accounts Receivable

* Think of collateral as a safety net for the lender. The more valuable
and stable the collateral, the lower the lender’s risk.” §Eﬁc

OREGON




How Lenders Evaluate Collateral

Lenders consider:

« Market value
 Condition of the asset

* Liquidity
 Loan-to-value ratio (LTV)

Lenders look at the asset’s resale value and how quickly it can be
converted to cash. They also calculate the loan-to-value ratio — for
example, lending 70% of the asset’s value to maintain a safety
margin.

. il A
AMERICA'S

SBDC

OREGON




Collateral

Business Scenario

If a contractor offers a truck valued at $150,000, and the
lender uses a 70% Loan To Value (LTV), the maximum loan
would be $105,000. This protects the lender in case the asset

depreciates.
‘ ' —
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CONDITIONS:

External Factors Affecting Repayment

Lenders seek to understand how likely the business is to succeed
and grow under current conditions.

Lenders consider:

* Purpose of the Loan
 |ndustry Experience

« Business & Market Trends
« Ownership Experience

« Competition Saturation

. il A
AMERICA'S

SBDC

OREGON

*Lenders look for the timing and purpose of the loan to
make sense.




CONDITIONS

Business Scenario

If a restaurant applies for
financing during a period of
iIncreased tourism and local
economic growth, lenders see
favorable conditions that

support repayment.

Positive conditions — Higher
approval likelihood.

/H/ER L\

SBDC

OREGON




7 Ways To Strengthen Your Application

1. Show profit on your tax return

2. Maintain good personal credit

3. Maintain good bookkeeping habits
4. Understand your financial

statements
5. Know your financial needs

6. Be prepared
7. Compare options / lenders

CAPITAL

ACCESS

I/ER L%

SBDC

OREGON




THANK YOU!

Blanca Torres de Hawkins, MBA, CEA
CAT Business Adviser | Business Professor
Small Business Development Center (SBDC)
Chemeketa Center for Business & Industry
626 High Street NE | Suite 210

Salem, OR 97301

blanca.torresdehawkins@chemeketa.edu
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3:50 am

9:30 am

Access to Capital

Financial Resource Panel:

Rob Kaster , Business Oregon

Rod Fragaio , Citizens Bank

Jason VanBuskirk , Columbia Bank

Tyler Birman , First Federal

Eric Bergeson , Harborstone Credit Union
Cara Turano , Oregon Entrepreneurs Network

Celeste Bonniksen , USDA Farm Services

Adam Bingham , US Bank
Q&A with the Panel



Access to Capital

Rob Kaster
Business Finance Officer

Business Oregon | biz.oregon.gov
971-283-5380 mobile




Business Oregon

Access to Capital

May 7, 2026
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Entrepreneurial Development Loan Fund

Maximum Loan Amount
Interest Rate
Loan Structure

Eligibility

Loan Origination Fee
Prepayment Penalty Fee

Minimum Borrower Equity

Risk Profile

ores s

Entrepreneurial Development Loan Fund
$1,000,000

Prime + 2.00% fixed for term of loan at approval
Up to 10-year term / 20-year amortization

Most businesses with 25 FTE or less, or
Revenues < $S1.5 Million

None
None

Generally 10% for CRE & 15% for equipment and
working capital. Advance rates may vary

All types of borrowers including start-ups

Major Underwriting Considerations:
* Repayment Capacity

« Market Conditions & Business
Feasibility

* Collateral

* Personal Capital Injection / Down
Payment

* Personal Creditworthiness

* Other factors as required



Other Business Oregon Finance
Programs

Oregon Business Development Fund

Credit enhancement fund
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Rob Kaster, Finance Qfficer

9711-283-5380



MEDP Business
L eader Forum:

Access fo Capital

PRESENTED BY:
TYLER BIRMAN
7 MAY 2026




Presenter — Tyler Birman

VP, Commercial Team Lead & Community Reinvestment Officer

| 503-435-3210/ TBIRMAN@Firstfedweb.com

» 24 years banking experience, 16 years as a Commercial
Lender and the past 9 with First Federal.

* I'm responsible for a small but mighty team of commercial
lenders and credit team.

* We're responsible for assisting our clients with all their
lending, depository and banking needs.

* Retired Veteran - USAF/ORANG




First Federal - Who we are

We're the only YC HQ'd Savings and Loan (Bank)
6 brick and mortar locations (Mac x2, Newberg, Carlton, Amity & Sheridan)

[1We gave back more than $250,000 to the community in 2025.
Full-service commercial lender right here in and around YC!
Relationship lending / lenders

We've experienced rapid growth in the past six years.

Entire complement of lending, deposits, treasury management, online
banking available to our clients.

|Repeat clients




First Federal — Where we excel

Our lending specialties include:

[1Construction (owner occupied, investor, lot development)
Real estate (acquisition, expansion, renovation, etc.)
Equipment acquisition / refinance

Lines of credit / CRELOC & Operating LOCs

[1SBA 504 loans (RE & EQ)
[IMunicipalities
Non-Profits







