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CONTRACTOR’S CHALLENGE

Contractor A is a small regional West Coast contractor. ‘
The owner had previous experience building large complex o_o_o
projects with his prior employer and decided to start his

own construction company. Initially, his insurance broker _D]j_
was able to secure a small surety bond program based on

his excellent credit, allowing Contractor A to build a track-
record of profitable work on small projects. However, even
after several years, Contractor A was unable to grow his bond
program beyond his initial $500,000 program. His broker’s $5001000
inexperience became apparent as he could not create a PROG RAM

long-term growth plan or understand the specifics of each
construction project.

UNABLE TO GROW
BEYOND THE INITIAL




SEEK CONSTRUCTION
ORIENTATED SERVICES

IMPROVE SURETY COMPANY
COMMUNICATION

We communicated Contractor A’'s growth desire to a new bonding
company. Next, we highlighted Contractor’s A intention to upgrade his
financial picture and improve overall communication with the surety
company to ensure all requirements were implemented. This change

resulted in an immediate increase in bonding capacity.



UNDERSTAND
FINANCIAL
STATEMENTS

We began to immediately teach
Contractor A how to interpret his
financial statements to better manage

his business, identify problems, and
understand what the surety is looking for
when determining bond capacity. Once
the financial statement was available, the
surety was able to re-evaluate Contractor
A’s program and provide another increase
in bonding capacity.

RISK &
FINANCIAL
EDUCATION

During this time, we continued

to advise Contractor A on job
selection, risk mitigation, managing
taxes, while fine tuning the internal
reporting. We consulted Contractor
A on how to understand his work in
progress schedules from the surety
perspective and how they impact
his bond program.



OBTAIN A
REVOLVING LINE
OF CREDIT

RETAIN
PROFITABILITY

Lastly, we emphasized the
importance of retaining
profitability in the company.
This builds the company’s
balance sheet and improves
bond capacity. Both Contractor
A’s newfound knowledge base
and ability to draw on additional
liquidity further increased
Contractor A’s bond limits.
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CONTRACTOR’S SUCCESS

These steps resulted in Contractor

A’s bond program growing from
$500,000 to a program of over
$5,000,000.

TSIB’s consultative approach coupled
with Contractor A’s patience and
:::::i:.E willingness to make the necessary
' changes to the business solidified

this successful partnership. While TSIB

obtained initial results quickly, much of the
improvement was the result of a long-term
approach and careful planning, along with
working with the right surety partner.
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