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Evaluating Owner Occupied Commercial Real Estate (N=)

Owner Occupied Property Types and Uses

Loan requests for commercial real estate acquisition, development, and/or upgrade are common. To effectively Ll

(lmroducllon deal with such requests, you should know:

( what You Need to Know

» There are numerous types of owner occupied commercial property. Owner occupied property has been built

( What You Need to Do or purchased to house the owner’s day-to-day business operations

(How This is Useful & Learn more about property types

(Queslions You Should Ask

» Just as these building types may be owned by those who use them, they may also be owned by investors
who lease space to tenants. In this situation, the property is “non-owner occupied real estate,” or simply
“investment property.” In addition to the types outlined above, investment property includes residential
construction, strip commercial/residential, multi- tenant retail, multi-tenant residential and raw land property

types
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( Knowledge Check

» An old axiom suggests that location is everything in real estate. While this may be overstated in regard to
owner occupied real estate it may not be far from the truth.

IE Learn more about property location

Private Banker Lending focuses on identifying borrowing needs of high
net worth individuals. This 10-12 hour eLearning course helps you assess
risk and craft business lending solutions for this segment.

You learn how to:

» Identify critical factors associated with making business-related loans to high-net-worth
individuals.

» Assess financial statements, ratios, and cash flow risks.
» Evaluate owner-occupied, commercial real-estate.
» Understand sources of personal cash flow and leverage personal assets as security.

» Make sound lending decisions to provide needed credit to clients and deepen your
relationships with them.
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Personal Assets as Security

@ Personal assets used as security and personal guarantees can add strength to a loan package in the event of

( Introduction default. To maximise the value of these personal credit enhancements, you should:

(Wnat You Need to Know @ » Request personal financial information from the borrower according to bank policy and process. The
(“’““ You Need to Do information gathered should include detail on personal assets, liabilities and equity accounts so you can

calculate the true net amounts of assets available

When calculating the personal net worth of the borrower, exclude interest in the company to which the
loan is being made. Since you're likely already assessing the creditworthiness of the business entity
separately, leaving it in the personal assets of the high value customer would be double-count the value of
the business

Take personal assets as security as allowed or required by lending policy. Follow prescribed processes for
documenting and legally attaching these assets to the business loan

Obtain the strongest personal guarantee available under your lending policy. Appropriately document the
customer’s guarantee as prescribed in policy

( How This is Useful

(Questions You Should Ask
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( Knowledge Check
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Moody's Analytics learning solutions help transform work performance, providing you with the skills and
tools to apply complex concepts and make sound credit decisions.

With Moody's Analytics eLearning:

» You gain in-depth understanding of credit theory and sector-specific factors from our
relevant and current content.

» You concentrate your studies on the areas where you have knowledge gaps, through our
pre-course diagnostics and comprehension checks.

» You build confidence by practicing complex concepts, applying new skills, and
demonstrating mastery with our robust simulation based on a real lending scenario.

» Program sponsors can monitor participation, assess performance, and access critical detail
to support measuring ROL.

Who is taking this course?

» Private bankers

» Investment bankers

» Individuals dealing with high net worth clients

Private Banker Lending addresses fundamental issues related to lending to businesses. This
course provides bankers with the critical skills and knowledge for identifying and meeting the
business borrowing needs of their high-value customers.
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Private Banker Lending

Understanding Businesses and Their
Borrowing Needs

Business Types
Legal Structures

Why Businesses Borrow

Financial Analysis
Financial Statement Basics
Ratio Analysis

Cash Flow Analysis

Personal Financial Analysis

Personal Cash Flow Available for Debt Service

Personal Assets as Security

This course can completed in 10 to 12 hours.
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Evaluating the Company, its Management,
and its Marketplace

Industry/Business Life Cycles

Management Integrity, Competence, and
Scope

The External, Competitive Marketplace

Evaluating Owner-Occupied Commercial
Real Estate

Owner-Occupied Property Types and Uses

Cash Flow-Generating Capacity of a
Commercial Property

Contribution to Successful Business Operations

Understanding and Communicating Credit
Solutions

Loan Type and Repayment Schedule
Security and Other Credit Enhancements

Putting It All Together
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LEARN MORE

Learn more about Moody’s Analytics industry-leading
learning solutions. Contact us at elearning@moodys.com or
visit us at www.moodysanalytics.com/learning.

www.moodysanalytics.com/learning

CONTACT DETAILS

Visit us at moodysanalytics.com or contact us at a location below.
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