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1. Know Your Business 
2. Know Your Project
3. How a Lender Sees Your Business
4. How a Lender Sees Your Project
5. Project | Lender Fit

10 Steps to Secure the Best Financing 
for Your Construction Loan

6. Preparation 
7. Pitching Your Project
8. Comparing Term Sheets
9. Negotiation
10. Closing the Deal



Learning Objectives

63

Set your business and project up for 
success before you ever break ground

Attract the best lending partner

Close the deal with the best terms





Project | Lender Fit
STEP FIVE



The Basics

Step 5: Project | Lender Fit

Every Project is Unique 

Get a Recommendation

All about Speed

Lenders are Possessive

Your lender might not be the best fit everyone. Cut to the chase and see if the project is in the 
wheelhouse of the lender.

They most likely will lead you on. Key is placing 
multiple sticks in the fire..

They know what lender is best for this project.



• Show lenders your expectations of what you 
want in a Lender

• Show your knowledge of your project’s 
strengths & weaknesses

• Show that your project will get the best terms

Proforma Mastery & Lender 
Knowledge 

Step 5: Project | Lender Fit



Scenarios

Step 5: Project | Lender Fit



• What if my lender wants all my business or 
they won’t give me favorable terms with my 
other loans?

• Is your lender holding you hostage? 
• Can you get better loans on all your deals?
• Is expanding to multiple lenders an option?

Common Questions & Answers

Step 5: Project | Lender Fit



Preparation
STEP SIX



Preparing Your Project

Solid Team

Preparation Timeline

2. 

3.  
When to Stop vs.

When to Spend More

Research & Realism

4. 

1.  

Step 6: Preparation

Preparing your project is the first step and most important to making money and not wasting your time.



Preparation Timeline

Step 6: Preparation

Rough Idea 
Phase

Pre-Commitment 
Phase

Higher Commitment  
Phase

• Quick ProForma
• Comps
• Zoning 

Understanding
• Lender Buy In
• Go – No Go

• Tie Up the Project 
with an Offer

• Get Rough Plans
• Get Rough Bids
• Deeper ProForma

Analysis
• Go – No Go

• Final Plans
• Final Plans to City 

and Builder
• Final Budget
• Final ProForma
• Team Finalization

Commitment 
Phase

• Close Loan
• Start Building



Scenarios

Step 6: Preparation



Pitching Your Project
STEP SEVEN



An exaggerated or oversold 
project of any type will lead to 
disappointment and lost value.

Do you love your project?
What is your motivation?

Do you believe in it?

Don’t let too much information get out 
but just enough to find the right team.

Pitch the Truth Pitch with Passion

Pitch to Multiple Shareholders

Have a fully prepared deck with deliverables.
Hire a professional designer if need.

Depending on the audience 
get an NDA signed ahead 

of time.

Pitch Professionally 

Pitch your Project  

Step 7: Pitching Your Project

Pitch Your Project



In Person Preferred Always
• Lunch
• Golf
• Coffee
• Office Visit

Presentation Styles

Step 7: Pitching Your Project

Zoom Meeting as Alternative
• Good Wi-Fi
• No Distractions



Build the Deck

Step 7: Pitching Your Project



• Again, depending on the audience get 
an NDA signed ahead of time

• An NDA is to be used with companies 
and not partners

NDA

Step 7: Pitching Your Project



Contact the CoFi Team

Valerie Jackson | Director of Strategic Growth 

Andrew Poulsen | Vice President of Sales 

Mike Lacey | Co-CEO + Founder

vjackson@cofisoftware.com

801.874.6190

apoulsen@cofisoftware.com

385.421.7722 

mike@cofisoftware.com

801.471.1286
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The Way Construction Finance Should Be
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