Ready Capital — SBA 7(a) Referral Memo Template
Referral Source: Company/Contact   |   Prepared for: Ready Capital   |   Date: MM/DD/YYYY
1) Loan Purpose & Structure (one line)
Example: Business acquisition of ABC Co; SBA 7(a) 10-year term; WSJP + 2.75%; standard SBA prepayment terms; $150K seller note on full standby
2) Deal Snapshot — Sources & Uses 
	Use of Proceeds
	Lender
	Borrower
	Seller Note
	Total for Use 
Category

	Business Acquisition - Stock Purchase
	$1,750,000.00
	$250,000.00
	$150,000.00
	$2,150,000.00

	Inventory
	$18,750.00
	$0.00
	$0.00
	$18,750.00

	Working Capital
	$150,000.00
	$0.00
	$0.00
	$150,000.00

	SBA Guarantee Fee
	$53,750.00
	$0.00
	$0.00
	$53,750.00

	SBA Packaging Fee 
	$2,500.00
	$0.00
	$0.00
	$2,500.00

	Closing Costs
	$25,000.00
	$0.00
	$0.00
	$25,000.00

	Total
	$2,000,000.00
	$250,000.00
	$150,000.00
	$2,400,000.00

	 
	83.3%
	10.4%
	6.3%
	100.0%


*Provide details on proposed seller note, injection source, etc.
3) Borrowers/Guarantors (grid)
	Name 
	Ownership %
	Role/Experience
	Credit Summary
	Citizenship

	Joe Smith
	60%
	5 yrs HVAC Mgt; ran $150k+ projects
	Mid-700s; no derogatory; low DTI, pre-close liquidity of $750M
	US Citizen

	John Smith
	40%
	10 yrs senior leadership in mfg
	High-700s; strong liquidity of $500k.
	US Citizen

	 
	 
	 
	 
	 

	 
	 
	 
	 
	 







4) Business Snapshot 
· What is being acquired (assets/equity); franchise transfer?
· Operating model (service vs. install vs. retail); recurring revenue; typical ticket/job size; customer concentrations, billing terms (e.g., progress billing net-30).
· Team continuity and transition plan (e.g., seller consults 6–12 months).
· Customer/brand strength (e.g., loyal commercial clients or solid franchise concept, provide any concentrations).
· Discuss any ongoing lawsuits, judgments, etc
· Why seller is divesting (one sentence).
Example: Asset purchase of a commercial HVAC installer doing ~$100K average jobs, minor concentration account at 20% of annual sales; all 20 staff retained; seller consults 12 months; seller divesting due to relocation.
5) Adjusted EBITDA & DSCR 
Adjusted EBITDA: list add-backs explicitly (interest, D&A, owner comp to be replaced, specific office costs that won’t continue).
	Traditional Cash Flow
	12/31/2023
	12/31/2024
	12/31/2025
	Year-1 Projected

	Net Income
	
	
	
	 

	+ Depreciation
	
	
	
	 

	+ Amortization
	
	
	
	 

	+ Interest
	
	
	
	 

	+ Rent
	
	
	
	 

	- CRE Taxes
	
	
	
	 

	- CAPEX
	
	
	
	 

	- ERTC/Other Income
	
	
	
	 

	+Owner Retirement / Insurance
	
	
	
	 

	+ Officer Salary
	
	
	
	 

	- New Owner Salary Requirement
	
	
	
	 

	Total Adjusted Income
	
	
	
	 

	 
	
	
	
	 

	7(a) PLP Loan
	
	
	
	 

	+ Existing Debt
	
	
	
	 

	Seller Note
	
	
	
	 

	Total Debt Service
	
	
	
	 

	 
	
	
	
	 

	Debt Coverage Ratio (DCR)
	
	
	
	 

	 
	
	
	
	 

	Cash Flow Surplus/(Deficit)
	
	
	
	 



6) Collateral, Lease & Insurance (bullets)
· UCC on business assets; any 2nd mortgage or additional collateral; estimated coverage if known.
· Lease: Base/CAM, expiration, options, and plan to align lease term with the loan (e.g., new 5-year option secured extending total term to >10 years).
· Life insurance – final amount to be determined in underwriting
Example: UCC I on ABA + 2nd on primary residence; Base rent $3,510 + CAM $650; current end 6/30/2027 with 1×5yr option; landlord to grant additional 5-year option at transfer
7) Strengths / Weaknesses
Strengths (examples): management experience/license fit; consistent cash flow, strong post-close liquidity; brand/customer base.
Weaknesses (examples): first-time operator in this specific concept; thin liquidity vs. WC needs; pro forma depends on non-recurring add-backs.
Example Strengths: Longevity of the target company, 2025 DSCR 1.45x, $894k post-close liquidity. Example Risks: First time ownership; lease term extension pending.
8) Eligibility & Attachments
• Eligibility notes: 7(a) change of ownership with a minimum 10% injection; no ineligible uses; lease aligned to term.
· Note any existing SBA loans
· Provide summary of any affiliates/related entities
• Attach any of the relevant documents: (1) DSCR with add-backs labeled; (2) FDD; (3) backlog/billing/top 5 customers (project-based); (4) PFS
