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Banker’s Guide to Real Estate 

Development Borrowing

Matthew T. Sims

Liberty Bank and Trust Company

SVP, Commercial Lending

msims@libertybank.net

504-722-0255 Cell

504-240-5105 Office

mailto:msims@libertybank.net


Provide course participants with a banker’s overview of 

Borrowing for Real Estate Development Projects

Purpose:

Banker’s Guide to Real Estate 
Development Borrowing

Agenda:

• Selecting your property

• Determine your borrowing need

• Know the language

• Loan Types

• Prepare your loan application package

• Loan approval and commitment letter

• Construction monitoring/funding

• Real Estate Trends

• Questions/Comments

2



Selecting your 

property
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Choose your property

• Find your sweet spot (location, location, location)

• Determine what type of property (Single Family or multi-

family)

• Decided on buying and holding or flipping

4



Determine your 

borrowing need
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Determine your borrowing need

• Complete a detail estimate of the total cost of your 

project (The bank will want you to inject 20 to 30% of the 

project hard cost)

• If planning on holding the property, perform a cash flow 

analysis to forecast cash available for debt service

• If planning on flipping the property, perform market 

analysis (All in cost should be 70% or less market value)

• Perform personal debt to income analysis

6



Know the Language
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Speak the Language
Term Standard

Loan to value/cost 70%/80%

Debt Service Coverage 1.20x – 1.30x

Debt to income 40 - 45%

Amortization 15 – 20 years

Balloon 3 - 7 years 

Payments P&I/Int. Only

Commitment/Origination Fee 1% 8



Loan Types
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Loan Types

• Construction loan

– New construction

– Acquisition and renovation

• Investment real estate line of credit

• Bridge loan

• Permanent term loan

10



Prepare Your Loan 

Package
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Prepare your loan package
• Complete a full disclosure personal financial statement

• Gather 3 years of personal & business, if available, tax 

returns

• If you plan on holding the property, prepare a 5-year cash flow 

projection for property being acquired 

• Provide the purchase contract along with a detailed 

description of property being acquired

• Provide construction contract or detailed 

construction/renovation budget  and drawings 

(simultaneously, submit required documentation to city/parish 

for permit)
12



Loan Approval and 

Commitment Letter
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Loan Approval and Commitment 

Letter

• Complete package will result in a quicker decision

• Even with a well-prepared package, the lender will likely 

have additional questions/requests for information

• Depending on size and complexity, approval should take 

3 to 4 weeks

• After approval, the lender will issue a commitment letter

• After the deal is consummated, the appraisal will be 

ordered and closing attorney engaged
14



Construction 

monitoring/funding
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Construction monitoring/funding

• A construction inspector will be engaged to perform 

progress inspection with each draw request

• Draws are recommended monthly (bi-weekly at most) to 

limit cost (inspection will cost $100 to $500/visit)

• Owners often inject own cash then reimburse 

themselves from draw proceeds

• After completion and receipt of occupancy certificate, the 

permanent loan, if applicable, is closed

16



Real Estate Trends
• A temporary slow-down in housing starts still exist

– Higher interest rates

– Material and labor cost increases

• Good time for buy and hold strategy

• Rates have come off highs but you should shop around for the best rate

• New Orleans trends

– As of January 2024, Year over year home prices are down 3.0% to median price of 

$340/$198 s.f.

– Homes are selling in 107 days compared to 80 days a year ago

• Baton Rouge trends

– As of January 2024, Year over year home prices are up 1.5% to median price of 

$235K/$134 s.f.

– Homes are selling in 45 days compared to 60 days a year ago

17



Questions/Comment

18

Matthew T. Sims

Liberty Bank and Trust Company

SVP, Commercial Lending

msims@libertybank.net

504-722-0255 Cell
504-240-5105 

mailto:msims@libertybank.net


Prepared by Analyst: Date:

Business Cash Flow 1601-03 S. Saratoga CF Year1 CF Year2 CF Year3 CF Year4 CF Year5

a Revenue

b Rental Unit 1601 $7,200 $14,400 $14,400 $14,400 $14,400

Rental Unit 1601A $5,250 $10,500 $10,500 $10,500 $10,500

Rental Unit 1603 $10,500 $21,000 $21,000 $21,000 $21,000

Potential Income $22,950 $45,900 $45,900 $45,900 $45,900

Vacancy at 5% $1,148 $2,295 $2,295 $2,295 $2,295

Effective Gross Income $21,803 $43,605 $43,605 $43,605 $43,605

Expenses

c Insurance Expense $2,560 $2,688 $2,822 $2,964 $3,112

Real Estate Taxes $1,100 $1,100 $1,155 $1,213 $1,273

Water & Sewer $350 $350 $350 $350 $350

Entergy $250 $100 $105 $110 $116

Repairs & Maintenance $1,550 $1,705 $1,876 $2,063 $2,269

Lawncare $480 $480 $480 $480 $480

Replacement Reserve $436 $872 $872 $872 $872

Total Operating Expenses $6,726 $7,295 $7,660 $8,052 $8,472

Net Income $15,076 $36,310 $35,945 $35,553 $35,133

Debt Service

Liberty Loan $0 $0 $0 $0 $0

d -Proposed Term Loan $16,800 $16,800 $16,800 $16,800 $16,800

-Proposed LOC $0 $0 $0 $0 $0

Total Debt Service $16,800 $16,800 $16,800 $16,800 $16,800

DSC 0.90 2.16 2.14 2.12 2.09

Net Cash Flows ($1,724) $19,510 $19,145 $18,753 $18,333

Proforma 

Assumptions:

a

b

c

d

Comments:

Cash Flow Projection

Sims Investments, LLC

 

Property is anticipated being placed in service in July.

Projected annual rent is based on $1.25/s.f. monthly for 1601 and 1603 and $875/month for 

unit 1601A.

Debt service is based on $$205,000 at 5.75% for 20 years.

2/21/2020

Revenue and expenses are recorded on a cash basis.



UNDERSTANDING THE IMPORTANCE OF 
AFFORDABLE HOUSING



• Officially started in 1980 as the Louisiana Housing 

Finance Agency.

• Was formed in 2011 when the Louisiana 

legislature merged multiple state housing service 

providers to centralize and streamline service.

• Recognized as a quasi-state government agency.

• Administers federal and state funds to provide 

affordable housing solutions and related services 

to low-to-moderate income families and 

individuals.

• Establishes and implements housing strategies 

and policies.

• Co-chair’s the state’s Disaster Housing Task 

Force.

ABOUT LOUISIANA HOUSING CORPORATION



OUR MISSION

To ensure that every Louisiana resident is 

granted an opportunity to obtain safe, 

affordable, energy efficient housing and related 

services. 



OUR FUNDING SOURCE

The U.S. Department of Housing and Urban 

Development awards discretionary funding 

through over 22 grant programs that support 

affordable initiatives, including housing 

development and preservation, community and 

economic development, environment and energy, 

fair housing, homelessness, homeownership, 

rental assistance, and supportive housing and 

service.



OVERCOMING THE 
DOWN PAYMENT HURDLE



DOWN PAYMENT ASSISTANCE
PROGRAMS 

WHO WE SERVE: 

• Are consistently employed or self-employed

• Have a steady income

• Annual salary averages between $20,000 –

$125,000

• Are married and single, with and without children

• Are first-time or repeat homebuyers

• Statewide / Regional – Programs 



• The area median income (AMI) is a statistic generated 

by HUD that averages income by household size and 

region.

• A comparison of the family’s income to a percentage of the 

AMI is used to determine eligibility for various housing 

programs.

• Every affordable housing program uses AMI calculations to 

determine eligibility.

WHAT IS AMI & WHY IS IT 
IMPORTANT?



KEYS FOR SERVICE

• OFFERS SUPPORT TO FIRST 
RESPONDERS, CERTIFIED TEACHERS, 
AND HEALTHCARE PROFESSIONALS. 

• PROVIDES  4% DOWN-PAYMENT AND 
CLOSING COST ASSISTANCE TO THOSE 
WITH ANNUAL HOUSEHOLD OF 
$125,000.00

• NOT LIMITED TO FIRST TIME 
HOMEBUYERS 



• OFFERED STATEWIDE AND PROVIDES 
EXPANDED ELIGIBILITY. 

• PROVIDES  4% DOWN-PAYMENT AND 
CLOSING COST ASSISTANCE, AS WELL 
AS A BELOW MARKET INTEREST RATE.

• BORROWER’S HOUSEHOLD INCOME 
CAN BE BETWEEN 115% - 140 % (AMI) 
DEPENDENT ON THE LOAN TYPE 

MORTGAGE REVENUE 
BOND (ASSISTED)



PATHWAYS TO HOMEOWNERSHIP 
SOFT SECOND PROGRAM 

• DESIGNED TO COVER THE AFFORDABILITY GAP BETWEEN 
THE MAXIMUM AMOUNT THE A HOMEBUYER CAN AFFORD 
AND THE PURCHASE PRICE. 

• SOFT SECOND LOAN OF 20% OF THE PURCHASE PRICE UP 
TO $55,000  AS WELL AS $5,000 TOWARDS CLOSING COST 
ASSISTANCE

• BORROWERS WITH AN ANNUAL HOUSEHOLD INCOME AT 
OR BELOW 80% OF THE AMI. 

• PROPERTIES CANNOT BE IN FLOODZONE AND IS LIMITED 
TO SPECIFIC PARISHES 
 Properties must be located in one of the designated parishes affected by Hurricane 

Laura, Hurricane Delta, and Hurricane Ida



UTILIZING HOMEBUYER EDUCATION



HOMEBUYER EDUCATION

• HUD-sponsored housing counseling agencies throughout Louisiana provide 

advice on buying a home, default, foreclosure prevention, credit worthiness 

or reverse mortgages.

• Counselors are trained and approved to provide tools to homebuyers so that 

they can make responsible choices to address their housing needs in light 

of their financial situations.

• HUD-approved counseling agencies are updated regularly at 

www.lhc.la.gov/counseling-homebuyers.



THE BENEFITS OF HOMEBUYER EDUCATION

Training:

• Comprehensive 6-hour education course 

on the homebuying process.

• Taught by certified instructors.

• No cost to attend.

Topics:

• In-depth discussions and exercises.

• Advantages to owning a home.

• Steps of the homebuying process.

• Information about housing ratios, debt to 

income ratios, credit worthiness, and 

house affordability.

RECOMMNEDATION:

Refer clients and non-clients to homebuyer education if needed and/or requested.



THE BENEFITS OF HOMEBUYER EDUCATION

Counseling:

• Confidential, one-on-one counseling

• Typically lasts 6 – 12 months

• Monthly follow up consisting of face-to-

face meetings, phone calls, and email 

correspondence

Topics:

• Comprehensive review of credit report

• Dispute inaccurate derogatory items

• Develop budget and saving plans
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LOUISIANA
HOUSING CORPORATION

LouisianaHousingCorp @lahousingcorp           Louisiana-housing-corporation

www.lhc.la.gov

Housing Production Funding 
Sources
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LOUISIANA
HOUSING CORPORATION

LouisianaHousingCorp @lahousingcorp           Louisiana-housing-corporation

www.lhc.la.gov

Know Your Costs
• site acquisition (purchasing, leasing, etc.)

•construction or rehabilitation, including a contingency

•soft costs (appraisals, marketing, surveys, taxes, insurance, architectural, 

engineering, legal, accounting, etc.)

• development fees, developer’s overhead, and profit

• financing fees (construction period interest, loan fees, closing costs)
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LOUISIANA
HOUSING CORPORATION

LouisianaHousingCorp @lahousingcorp           Louisiana-housing-corporation

www.lhc.la.gov

Know Your Costs
• Debt -- This is borrowed money, generally paid back with interest.

• Equity -- This is cash financing that is not paid back with interest but is viewed as an 
investment with an expected, though not guaranteed, return.

• Grants -- These are funds to fill the gap between total development costs and what 
can be financed with debt or equity. This is usually required because of the limited 

rents or sale prices that low- and moderate-income households can afford.
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www.lhc.la.gov

• Low-Income Housing Tax Credit Program

• HOME Program

• National Housing Trust Fund Program

• Community Block Grant Program

LOUISIANA
HOUSING CORPORATION
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www.lhc.la.gov

• Governed by Section 42 of the Tax Code. 

• The LIHTC program represents the largest federal housing 
program in existence in terms of the number of units 
developed each year.
• Two types of LIHTC’s  (9% and 4%)

LOUISIANA
HOUSING CORPORATION
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www.lhc.la.gov

• Projects are awarded LIHTCs annually pursuant to allocation guidelines 
and the state’s Qualified Allocation Plan (QAP).

• Allows for Private Investor Equity. – Purchase price per credit dollar
• Public/Private Partnership

• Rental Housing Development Program
• Benefit households at 60% AMI or below

LOUISIANA
HOUSING CORPORATION
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www.lhc.la.gov

• THE HOME PROGRAM
• Largest federal block grant to state and local 

governments designed exclusively to create affordable 
housing for low-income households

• 40% of HOME funds go to states and 60% to local 
participating jurisdictions (PJ)

LOUISIANA
HOUSING CORPORATION
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• Entitlement Areas:
• City of Baton Rouge, Unincorporated Areas of EBR Parish, 

City of Lafayette, Unincorporated Areas of Lafayette Parish, 
Houma-Terrebonne, Cities of Alexandria, Lake Charles, 
Monroe, New Orleans, Shreveport and the Jefferson Parish 
Consortia

• At least 15% of the HOME allocation must go to funding housing to 
be owned, developed or sponsored by experienced, community 
driven non-profit organizations designated as CHDOs

LOUISIANA
HOUSING CORPORATION
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Affordable Homeownership Activity 
 down payment assistance and closing costs assistance

New Construction rental and homebuyer

Acquisition/Rehabilitation rental, homebuyer units and 
owner-occupied units

Tenant-based Rental Assistance

LOUISIANA
HOUSING CORPORATION

THE HOME PROGRAM: HOME INVESTMENT PARTNERSHIPS
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NOAH – The Nonprofit Open Cycle Affordable Housing Program

4 units … up to $800 K 

CHAAP - The CHDO Annual Awards Program (CHAAP)
Designated Non-Profit (Community Housing Dev. 
Org)

CSAR – The CHDO Single Asset Rehabilitation program
Acquisition/Rehab for Homeownership

LOUISIANA
HOUSING CORPORATION

THE HOME PROGRAM: HOME INVESTMENT PARTNERSHIPS
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• $8M available to Louisiana for the production or preservation of 
affordable housing to extremely-low income households
• Coupled with the LIHTC program (30 AMI requirement)

• A HUD approved allocation plan must be established for HTF 
that is included in the Annual Consolidated Plan

FY 2021 Housing Trust Fund Allocation  and Budget

Total Allocation $4,000,000

Administration (10% Maximum) $400,000 
Operating Costs $0.00 

Multifamily Development $3,600000 

Single Family Ownership (Maximum of 10%) $0.00 

LOUISIANA
HOUSING CORPORATION
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ABOUT THE PROGRAM
The LHC offers the Community Development Block Grant (CDBG), 
a flexible program that provides communities with resources to 
address a wide range of unique community development needs.

• The annual CDBG appropriation is allocated between states and 
local jurisdictions called "non-entitlement" and "entitlement" 
communities, respectively. 
• LHC uses CDBG as a Piggy-Back Program with 4% LIHTCs

• Gap Financing and Resiliency Developments

LOUISIANA
HOUSING CORPORATION



LouisianaHousingCorp @lahousingcorp           Louisiana-housing-corporation
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ABOUT THE PROGRAM
The LHC offers the Community Development Block Grant (CDBG), a 
flexible program that provides communities with resources to address a wide 
range of unique community development needs.

• The annual CDBG appropriation is allocated between states and local 
jurisdictions called "non-entitlement" and "entitlement" communities, 
respectively. 
• Eligible activities and expenses include:
Real property acquisition; Site improvements and development hard costs; 
Demolition; Financing costs; Relocation assistance; Operating cost assistance 
for rental housing; Reasonable administrative and planning costs
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Where We Are?

DISTRICT EXTERIOR BOUNDARY STREETS:

• Scenic Hwy to Main Street to N. 22nd 

• W. to Mississippi River levee to Choctaw 
Drive.

• Florida Blvd. to N. Sherwood Forest 

• Greenwell Springs Road to Joor Rd.

• Mickens Rd. to Hooper Rd. 

• Harding Blvd. to Veterans Memorial Blvd. 

• Rosenwald Rd. to Scenic Hwy.
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What We Do?

Mission Statement

“Enhancing North Baton Rouge through Public/Private Partnerships." 
- 2022 Revised Strategic Plan 

Vision Statement

“Our vision is to be the leading economic development organization in North Baton Rouge 
with a thriving business community and quality neighborhoods.“
 – 2022 Revised Strategic Plan
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Façade and Signage 
Improvement Program
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Façade and Signage 
Improvement Program

• $250,000 one-time funding
 Senator Barrow & Former Rep. Ted James

• 34 Business improvements completed.
• Over $584,814 in total project costs.
• Over 10 applications awaiting funding.
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Façade and Signage 
Improvement Program
The Luster Group
3255 Choctaw Drive, Baton Rouge, LA 70805

BEFORE AFTER

Owner: Floyd Luster

Construction/Office Suites
$6,500 award
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Façade and Signage 
Improvement Program
Vivid Images 
2167 Beaumont Drive, Baton Rouge, LA 70806

BEFORE AFTER

Owner: Jason Hughes

Printing Company

$6,500 award
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Façade and Signage 
Improvement Program
Studio North
2285 North Street, Baton Rouge, LA 70806

BEFORE AFTER

Owner: Richard Okoye
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Façade and Signage 
Improvement Program
Southeast Tires 
6883 Airline Hwy, Baton Rouge, LA 70805

BEFORE AFTER

Owner: Lee Ware

Tire Shop
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Façade and Signage 
Improvement Program
TNT Smokehouse 
3445 Hollywood Street, Baton Rouge, LA 70805

BEFORE
AFTER

Owner: Shantell Perkins
Neighborhood Eatery
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Façade and Signage 
Improvement Program
Steps Ahead Child Development Center 
6485 Renoir Ave, Baton Rouge, LA 70806

BEFORE AFTER

Owner: Debra Johnson
Childcare Center
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Façade and Signage 
Improvement Program
Robin Street 
2167 Beaumont Drive, Baton Rouge, LA 70806

BEFORE AFTER

Owner: Jason Hughes
Neighborhood Washeteria
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Façade and Signage 
Improvement Program
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Entrepreneurship Week 



14www.brnedd.com 

Entrepreneurship Week 
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Workforce Training Initiative
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Workforce Training Initiative
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Geaux North!
We need your support! 

Public meetings every Third Thursday @ 12 Noon 

April@brnedd.com 225-410-4155



Risk Management and Insurance 

Presentation Focus on Business Needs

March 9, 2024

Agnes S. Andrews

Allstate Insurance

214 South Acadian Thruway

Baton Rouge, Louisiana

225.383.0877

agnesandrews@allstate.com



History of Insurance: Titanic 

Shipwrecked at Bottom of the Sea



History of Insurance

The main principle of insurance — trading the burden of risk for money — was slowly 
developing into a global phenomenon as commerce was expanding.

China, 3000 BC: that's the date on insurance's birth certificate. The proud parents were 
Chinese merchants who, tired of losing valuable goods in shipwrecks, proposed what is 
now recognized as the oldest predecessor to modern insurance. Merchants divided their 
goods evenly among the ships, meaning that each boat carried a mix of cargo, not just 
one merchant’s.

Thus, a shipwreck meant a slight loss for all instead of a crippling loss for one — safety in 
numbers, a time-tested principle that your insurer practices to this day. 

Source: esurance History of Insurance



Reasons for Insurance

Why is it importantto  have

insurance? Risk Management 

Strategy for Loss Recovery

• Life and Health

• Property 

• Liability Exposure

• Legal and regulatory requirements

• Business continuity – recovery  from disasters, 

systems  continuations, maintains cash flow

• Protection from errors



Assuming Risk is Part of DoingBusiness

IN
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Going outside is a risk, but so isstaying inside.

Going out may require boots, coat, or an umbrella  for 

protection, but staying in can result in missed  

opportunities.

Business insurance eases  

the burden of risks, so  

owners can “go out” to…

focus on business

development and growth.



Insurance for a Small Business

Review examples of work-specific insurance which are  required 

by certainlicenses.

Here are a few tobegin:

• Construction company –general
contractor’s liability

• Auto repair shop –business general  liability

• Trucking –Commercial Auto

• Restaurant – foodbusiness  insurance



Insurance Your Business MayRequire
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State and Local Requirements

• Always check with federal, state, county and local  

governments

• Workers 

Compensation with  

specific coverage may

be required foremployees

• Automotive insurance  

coverage for vehicles  

used in connectionwith  

the business



How  to  Attract Employees to Your 

Business 

 Compensation Package

 Time Based (Fixed Salary)

Performance Based (Commission)

Deferred Compensation

 Opportunity for Growth and Development (Ex. Old 

Sears Model)

 Employee Benefits Package



Here are the top 10 employee benefits 

worldwide:

• Private Health Care Plan (Medical, Dental & Vision)

• Retirement / Pension plans

• Training and Development

• Stock option plans

• Work From Home and/or flexible hours

• Food and snacks

• Life insurance

• Extended leave (Vacation, Sick)

• Bonuses / Awards / Gifts

• Company equipment (including vehicles, laptops, phones)



Voluntary benefits your company should 

offer. Glassdoor’s Benefits Review survey in 

the US

about:blank


Worker’s Compensation

Insurance

Protects against illnesses, injuries atwork.

• Pays for rehabilitation, retraining

• Addresses payments to beneficiaries and  

medical payout limits

• Required by moststates,  

check state laws

• Private or stateadministered



Unemployment Insurance

Benefits those who are unemployed throughno  fault 

of their own.

• To qualify must be willing and able to work and

activelysearching work to be consider 

unemployed

• Federally regulated, stateadministered

• Check with state and Federal Dept. ofLabor



Insurance for Liability Exposure



General Liability Insurance
 General liability covers common risks

 From carpenters to general contractors, construction and contracting professionals face 
high risks. General liability insurance helps pay expenses related to third-party injuries and 
property damage.

 Example If a visitor is injured at your jobsite or property damage occurs during a 
renovation, for instance, general liability insurance can cover medical bills or the cost of 
repairs. 

 This policy provides liability coverage related to:

 Customer injury

 Customer property damage

 Libel and slander

 Source: https://www.insureon.com/construction-contracting-business-insurance/general-liability

about:blank
about:blank


General Liability Insurance

 If you run a small construction or contracting business, you may be able to bundle 
general liability insurance with commercial property insurance in a business 
owner’s policy (BOP). 

 A BOP offers more complete coverage at a lower cost than purchasing each policy 
separately. Businesses that are eligible for a BOP typically:

 Have fewer than 100 employees

 Have a small office or workplace

 Make less than $1 million in annual revenue

 Operate in a low-risk industry

 Need less than 12 months of business interruption insurance

 Talk to a licensed Insureon agent to find out if your construction business is eligible.



about:blank
about:blank
about:blank


General Liability Insurance 

Other policies to consider include:

 Workers’ compensation insurance: Required in almost every state for construction businesses 
with employees, workers’ comp can cover medical fees for work-related injuries.

 Commercial auto insurance: This policy covers vehicles owned by your construction or 
contracting business. It typically pays for accidents and damages related to theft, weather, 
and vandalism.

 Contractor’s tools and equipment insurance: This policy helps pay for repair or replacement of 
a contractor’s tools and equipment if they are lost, stolen, or damaged.

 Builder’s risk insurance: Builder’s risk insurance can pay for damage done to a structure still 
under construction, such as fire or vandalism at a construction site.

 Professional liability insurance: This policy covers professional mistakes and oversights, such as 
a contractor missing a deadline for a project.

about:blank
about:blank
about:blank
about:blank
about:blank


Other Liability Insurance
IN
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• Professional Liability Insurance

– May be required for

• Certain professional licenses

• Certificates of business or  

professional business  

registrations

• Directors & officers

Liability laws change–

Stay Informed



Other Types of Insurance to

Consider
IN
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• Loss of income

• Life

• Disability

• Medical

• Flood



Lender or Investor - Required Insurance  
When financing, a lender or investor may

require  you show insurance protecting:

Business assets (building,property)

Cash flow – provision for interruptionof  business (e.g., 

reconstruction,repairs)

 In the event ofowner’s  disability or

death

IN
S

U
R

A
N
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“Key Person” Policy
›

Think about and respond to these discussionpoints.

1. Doyouhavealist thenameswhocould  run your 
business or that you would  trust to do so, if you were 
ill for an  extended period oftime?

2. List who would take over yourbusiness  in the event 
of yourdeath.

3. Doyouhaveaplanforyourbusinessin  the event of 
yourdeath?

4. Is thereafamilymemberor trustee  named to 
liquidate theassets?

…



Surety Bonds

A surety bond is issued by a third party, known as a

surety, as a guarantee the second party will fulfill its

obligations or meet certain laws. If the second party fails

todo this, thebond covers the damages.

• Required for some licenses or permits (e.g.,car  

dealer, constructioncontractor)

• Protection for consumers and  

for government

• “Bid bond” may be required to  

submit a bid to the government



Location-Related Considerations

Business location affects type ofpolicy

• Home-based – Add-on tohomeowner’s  or separate

Warning: Your traditional homeowner’s  insurance may NOT 

cover damage caused by your home-based small business!

• Retail – one or more locations, inventory theft,  credit card theft, 

personal vehicle fordeliveries

• Flood Insurance



What Is Title Insurance?

Do I Have to Buy It? Do I Want to Buy It?

 When you buy property (land or land with a building such as a home), 
the seller transfers the title to the property to you. 

 Title to property means legal ownership of the property. Some 
problems with the title could prevent the seller from transferring 
the property title to a buyer or prevent a lender from issuing a 
mortgage loan.

 Title insurance helps to make sure the seller can transfer the title 
to you. It also may help protect you if a problem with the title 
comes up after you buy or refinance property. 

 Source: Google Search https://www.naic.org › documents › 
committees_c_cst_wg_related_la_spec...

about:blank
about:blank
about:blank


Selecting a Policy

Weigh the costs to insure the risk

• Does itmake sense? Could you cover it  

without insurance?

• Consider policy costs with deductibles and  

coverage limits

• Is the coveragesufficient?

• Does the policy provide for  

growth?

• Are there timeconstraints  

on modifying coverage?



A Life Well Planned: Being prepared can get you 

and your family through life’s most difficult moments: Keeping Records 

Organized and up to Date is Important

 Documentation (Contacts, Legal Documents, Loans and Liabilities

 Assets

 Financial Records

 Records of Property

 Online Access

 Personal Account Information

 Financial and Insurance Accounts

 Credit Card Accounts

 Automatic Payment Accounts

 Business and Job-Related Accounts

 For Your Survivors

 Final Arrangements

 Importance of a Will



Selecting a Company and an Agent  

Compare quotes, coverage, 

deductiblesand  other details

• Stable and accessible?
Check consumerand  

business reviews,  

network withothers

Know what’s not covered!



What to Do After the Purchase
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• Keep policies easilyaccessible

• Keep phone numbers readilyavailable

• Maintain insurance-related proceduresin  

business continuityplan

• Review policies  

periodically

• Meet with agent from  

time-to-time
Continued …



Key Points toRemember
#
›

• Insurance

• Minimizes the impact risks can have on 

yourability to continue operations

• Impacts continued financing

• Helps retain employees

• Provides protection fromliabilities

• Your location, facilities, autos and type of

business  operations determines your 

insurance needs
…



Don’t End Up Shipwrecked without 

the Right Insurance Recovery Plan



Insurance Presentation

Thank You
Agnes S. Andrews

Allstate Insurance

214 South Acadian Thruway

Baton Rouge, Louisiana

225.383.0877

agnesandrews@allstate.com
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