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FINANCIAL AND BUSINESS MANAGEMENT FOR ROAD CONTRACTORS

MODULE FIVE: BANKING AND INSURANCE

Training Sessions Plan

A. Overall Training objectives:

1. To enhance the relationship between financial institutions and roads contractor in providing finance.

2. Create an awareness of the relevance of insurance services in roads construction business.

B. Overall Learning outcomes:

1. The participants should be able to appreciate the importance of having good relationship between financial institutions and roads contractors and the proper appraisal of financing options.

2. Participants should be able to appreciate the role of insurance in the roads construction business

SESSION ONE: 2HRS AN OVERVIEW OF THE RELATIONSHIP BETWEEN FINANCING INSTITUTIONS AND THE ROAD CONTRACTORS

Training objective: To review the relationship between Financing Institutions and the Road contractors. 

Training outcome: By the end of the session trainees should be able to appreciate the importance of the relationship between financial institutions and road construction firms and the need to enhance the relationship. They should be able to identify the various categories of relationships and to appreciate banks and other financial institutions as sources of business capital for roads construction.

	Training  Activity
	Methodology
	Time
	Results

	Introduction
	· Recap of M1 Introduction and major conclusions.

· Presentation of Learning objectives 
	5 mins
	Comments from trainees on learning objectives.

	Presentation on Relationship between Financing Institutions and Road contractors.
	The team leader makes a PowerPoint presentation on the relationship between Financial Institutions and road contractors.
	15 mins
	Appreciation of:

Good relationship between financial institutions and the road contractors.

The role of financing institutions as sources of finance 

	Group discussions
	Trainees break into groups of five and trainers guide them into discussion of the following topics (one topic per group)

1. Discuss the possible services financial institutions can provide to the road contractors.

2. Discuss an ideal banker-customer relationship. 

3. Describe why banker-customer relationship may be terminated and the likely consequences of termination.

4. List the rights and obligations which flow from the relationship.

5. Identify the key challenges to road contractors in enhancing the relationship and suggest how they can be addressed.
	30 mins
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their findings. Brief discussions are made about each presentation and consensus reached.
	50 mins
	Key lessons learned 

	Wrap up and action points
	One of the facilitators wraps up the discussions emphasizing the challenges to road contractors and the need to enhance the relationship between road contractors and the banking industry.
	20 mins
	Practical actions to be taken up to apply learning.

	Training aid
	PowerPoint, flip chart presentations, handout.
	
	


Session two: 2hrs    FINANCING OPTIONS AVAILABLE TO ROAD CONTRACTORS

Training objective: To review the various financing options available to road contractors. 

Training outcome: By the end of the session trainees should be able to:

· Identify requirements needed for road construction firms to access bank services;

· explain the procedures for accessing bank credit;

· interpret bank terms and conditions before accessing credit;

· appreciate banks and other financial institutions as sources of business capital for road construction.

	Training  Activity
	Methodology
	Time
	Results

	Introduction
	· Recap of previous session issues and major conclusions

· Presentation of learning objectives 
	5 minutes
	Comments from trainees on expectation

	Presentation on various Financing options available to road contractors
	The team leader makes a PowerPoint presentation on the various financing options available to road contractors.
	15 minutes
	A practical understanding of appraising financing options

	Group discussions
	Trainees break into groups of five and trainers guide them into discussion of the following topics (one topic per group)

1. Describe the various ways of financing equipment for SMEs in road construction
2. Analyze credit policy & procedures for commercial/corporate loans (Centenary bank). 

3. State the key components one would expect to find in a typical loan assessment system.

4. Identify the advantages and disadvantages of using contractor finance in road construction.

5. Identify the key challenges in raising contractor finance and suggest how they can be addressed.
	30 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their findings. Brief discussions are made about each presentation and consensus reached.
	50 minutes
	Key lessons learned 

	Wrap up and action points
	 A facilitator wraps up the discussions emphasizing the need to carry out a thorough appraisal of the available financing options.
	20 minutes
	Practical actions to be taken up to apply learning.

	Training aid
	A typical credit policy & procedures, PowerPoint, flip chart,, handout.
	
	


Session Three: 2hrs FINANCING PROPOSALS FOR ROAD CONTRACTORS

Training objective: Developing financing proposals for road contractors. 

Training outcome: By the end of the session trainees should be able Identify the major types of information required in preparing financial proposals in order to access bank services. They should be able to develop a fundable proposal acceptable to financing institutions. 

	Training  Activity
	Methodology
	Time
	Results

	Introduction
	· Recap of previous session issues and major conclusions

· Presentation of learning objectives.
	5 minutes
	Comments from trainees on training objectives.

	Presentation on developing a financing proposal.
	The Team leader makes a presentation on developing financing proposal for road contractors.
	15 minutes
	Enhanced ability to develop financing proposals acceptable to financial Institutions.

	Group discussions
	Trainees break into groups of five and trainers guide them into discussion of the following topics (one topic per group)

1. Describe the main components of a financing proposal
2. Identify the qualities and the benefits of a good financial proposal. 

3. Discuss common basic questions every lender will require to answer.

4. Discuss the Dos and Don’ts in loan utilization and servicing.

5. Identify the key challenges in preparing a financial proposal and suggest how they can be addressed.
	30 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their findings. Brief discussions are made about each presentation and consensus reached.
	50 minutes
	Key lessons learned 

	Wrap up and action points
	A facilitator wraps up the discussions emphasizing that the success to accessing credit depends on developing a good financial proposal.
	20 minutes
	Practical actions to be taken up to apply learning.

	Training aid
	PowerPoint presentation, flip chart presentations, handout.
	
	


Session Four: 2hrs FINANCING CHALLENGES AND NEGOTIATION SKILLS IN ROADS CONSTRUCTION BUSINESS

Training objective:  Examine the Financing challenges in road construction.

Training outcome: By the end of the session trainees should be able to: 

Identify considerations in making a financing decision; know how to handle the financing challenges faced in road construction business; have an insight into the key psychological principles involved in achieving win/win negotiation; Identify bottlenecks in negotiating for finance; acquire negotiation skills in dealing with financial institutions. 
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	· Recap of previous session issues and major conclusions

· Presentation of learning objectives 
	5 minutes
	Comments from trainees.

	Presentation on Financing challenges in roads construction
	The Team leader makes a presentation on financing challenges in road construction business and negotiation skills in finance.
	15 minutes
	Understanding of the key financing   challenges faced in roads construction business.

	Group discussions
	Trainees break into groups of four and trainers guide them into discussion of the following topics (one topic per group)

1. Identify the key challenges in repayment cycle and suggest how they can be addressed.

2. Suggest key success factors in managing financing challenges.

3. Discuss the advantages & disadvantages of using debt finance as opposed to owner finance in road construction business.

4. From the master case study identify key reasons why Munaku could not easily access bank credit.

5. Discuss the challenges of obtaining financing from informal financiers.


	30 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their findings. Brief discussions are made about each presentation and consensus reached.
	50 minutes
	Key lessons learned 

	Wrap up and action points
	A facilitator wraps up the discussions emphasizing the financing challenges road contractors face and the need to live up to the challenges.
	20 minutes
	Practical actions to be taken up to apply learning.

	Training aid
	Case study, PowerPoint presentation, flip chart presentations, handout.
	
	


Session five: 2hrs    SECURITY BONDS AND GUARANTEES IN ROAD CONSTRUCTION BUSINESS

Training objective:  Security bonds and guarantees in road construction business.

Training outcome: By the end of the session trainees should be able to appreciate, acquire and use security bonds, seek insurance cover and guarantees for business operations in road construction. 
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	· Recap of previous session issues and major conclusions

· Presentation of learning objectives.
	5 minutes
	Comments from trainees on learning objectives.

	Presentation on Insurances in roads construction business
	The team leader makes a PowerPoint presentation on security bonds and guarantees in road construction business.
	15 minutes
	An understanding of the insurance mechanisms available to roads construction industry.

	Group discussions
	Trainees break into groups of five and trainers guide them into discussion of the following topics (one topic per group)

1. Describe the ethical issues in use of security bonds and guarantees
2. Using personal experience discuss the benefits of security bonds in construction business and estimate possible annual cost. 

3. Describe the limitations of security bonds and guarantees.

4. Identify the key challenges faced in acquisition of security bonds in the construction industry and suggest how they can be addressed.

5. From the master case study imagine you were Munaku what mechanism would you have put in place to mitigate loss caused by the damage to the equipment.


	30 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their findings. Brief discussions are made about each presentation and consensus reached.
	50 minutes
	Key lessons learned 

	Wrap up and action points
	A facilitator wraps up the discussions emphasizing the need to enhance the use of insurance services in the roads construction industry.
	20 minutes
	Practical actions to be taken up to apply learning.

	Training aid
	Case study, PPT, flip chart handout.
	
	


Session six: 2hrs Business Loan Role Play between Banker and Borrower
Training objective: Presentation and Evaluation of a loan application 

Training outcome: By the end of the session trainees should be able to present an application for a loan to a banker and able to defend it.
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives.
	5 minutes
	Comments from trainees on learning objectives.

	Presentation on Insurances in roads construction business
	The team leader makes a PowerPoint presentation on the role play exercise.
	15 minutes
	General knowledge on appraising financing options

	Role Play
	· Role between banker and borrower proceeds for about 15-20 minutes

· Banker enlists information necessary to evaluate the borrower
· The borrower attempts to convince the banker the worthiness of his/her business concept
· A rating scale used to evaluate the loan candidate
· Audience (Loan committee) evaluation 

	30 minutes
	Sharing of experiences; listing of points on flip charts.

	Discussion
	A general discussion on whether or not the loan should be granted
	50 minutes
	Key lessons learned 

	Wrap up and action points
	Borrower should receive a total score of 80% on the 20 factors used.
	20 minutes
	Practical actions to be taken up to apply learning.

	Training aid
	PowerPoint presentation, Role sheets, flip chart presentations, handout.
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