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June 30, 2026
[image: ]
Bob Coleman   18:42
Welcome to the Coleman Conversation. Pleased to have Brendan Burdette and Ryan Connor. Unique product gentlemen, co-founders of a company, Braddock Road Insurance. Brendan, tell me what you do.
[image: ]
Brendan Burdette   18:43
All good.
We're at a Group Insurance Corporation. We're an insurance provider to help people manage the personal guarantee on loans from the SBA. We're reducing the risk by 50%. We're the first people to provide this in the US, really help close more deals and reduce the risk on lenders in the space.
[image: ]
Bob Coleman   19:11
All right, all right, let me okay, let me let me stop you there. So we have all SBA loans require the personal guarantee. That's the unfortunate challenge if you're a small business owner that you are your house, your livelihood is on the line as opposed to a you go
public, but that's the space that we deal with. So that personal guarantee is really an impediment in some of the transactions, and you guys have created a product to address that, which I'm fascinated about. Ryan, tell me more how you mitigate that risk.
I'm assuming these are not for the sole proprietor or the single owner who has a trucking company. These are for more complex capital structures where you have multiple owners and minority shareholders. But I'm taking away your thunder. Please tell us more.
[image: ]
ryan   20:08
Thanks, Bob. Yeah, we can do individual business owners as well. Really, our target demographic and what we're trying to help is potentially folks that are a little later to life to jump into small business ownership. So they've got a family, they've got a home, maybe they have significant net worth.
[image: ]
Bob Coleman   20:13
Okay.
[image: ]
ryan   20:29
from a prior exit from a company. And we provide an effective hedge to their assets. And the reason we can do that is we've got an A- rated carrier behind us. And all we're trying to do is really helping brokers to close more deals and be a tool to do that.
[image: ]
Bob Coleman   20:32
Mhm.
[image: ]
ryan   20:49
with as little friction in the closing process as possible. If there's a deal, please go ahead.
[image: ]
Bob Coleman   20:53
Well, right now, right now, I'm going to throw the objection at you. Closing process. These closers have a tremendous amount of stuff they need to do. So friction, tell me about that. How do you avoid the friction of closing these SBA loans?
[image: ]
ryan   21:10
Yeah, if you've gone and gotten insurance before, it can be pretty painful. You've got to speak to a lot of people. You've got to prepare a lot of documents. We have an automated system that can get a quote to people using the documents they have within 24 hours. And you don't even need to put us in touch with the customer. We can pull the documents and have a quote ready.
so that you're prepared, you know your customer best, you know the deal best, that if they have any trepidation around the personal guarantee, or they just want some risk mitigation as they're maybe on their second or third transaction, they can quickly price it into the deal.
[image: ]
Bob Coleman   21:47
But Brendan, this, I mean, this doesn't, from the lender's closing process, this doesn't even, even in part of that process, is it? It's outside the transaction in my, yeah, go ahead.
[image: ]
Brendan Burdette   21:56
It's outside. The one area where it might come into play is a lot of lenders look at this as another source of collateral. So if it's an airball deal, there's not a lot protecting the loan. We're going to provide a 50% payment if the personal guarantee gets called. Whatever the loan balance is at that point, it's almost as if the borrower has a fully liquid vacation home that is available to the bank immediately.
[image: ]
Bob Coleman   22:03
Okay.
[image: ]
Brendan Burdette   22:16
It sold immediately for exactly 50% of the loan value. So that is one way it can come in, but we're not tying up the closing process at all. You can even get our insurance product after the loan has closed. So it's really no friction at all. It's reducing friction by providing another source of collateral, by reducing the risk on the borrower so it's easy for them to
[image: ]
Bob Coleman   22:27
Right, right.
[image: ]
Brendan Burdette   22:38
Sign the personal guarantee.
[image: ]
Bob Coleman   22:40
Tell me more about how the lender gets the proceeds directly. Tell me more about the logistics.
[image: ]
Brendan Burdette   22:47
Yeah, so the way when a claim comes in, which is when, this is during the settlement process, if the loan goes bad, it's after the business assets are liquidated, they're sold. Whatever the loan balance remaining is at that point, when the personal guarantee is acted upon by the lender, we'll send a payout directly to the lender when we get confirmation of a claim
from the borrower that the personal guarantee is being acted upon. Whatever that loan balance is at that time, we'll either send a wire or a check directly to the lender once we verify that the personal guarantee has been acted upon.
[image: ]
Bob Coleman   23:20
Tell me more about the process of how the lender gets paid. I mean, you mentioned that the lender uses this as collateral in their calculation. Tell me more about that, how that works from the lending, from the lender side.
[image: ]
ryan   23:40
You know, one thing is a lot of deals right now just don't have a lot of collateral. A lot of banks, a lot of SBA is tied back on business, like larger business acquisition deals that have lost a lot of money for the lenders. SBA, we're hearing from a lot of lenders that used to do a lot of these big business acquisition loans.
[image: ]
Bob Coleman   23:41
What?
[image: ]
ryan   23:59
They're just not doing them right now. And the SBA loan brokers, your community knows how to deal with these lenders best. And all we want to do is provide a tool that can potentially get more deals done that are under collateralized or perhaps the individual borrower is under collateralized because
[image: ]
Bob Coleman   24:01
Right.
[image: ]
ryan   24:18
We're providing some downside protection. Things go wrong, especially the first year when the lender doesn't have that SBA protection. So again, it's just a it's another tool that folks on in your organization can use to potentially get things across the line that may be tougher to transact.
especially given kind of the pullback from a lot of the lenders this year.
[image: ]
Bob Coleman   24:44
What's the cost?
[image: ]
ryan   24:46
Yeah, the cost, we generally look at each deal individually. It's pretty simple to get a quote, get a premium. We're by the book on this, so we generally don't advertise like the general quotes for insurance regulatory purposes.
[image: ]
Bob Coleman   24:51
Sure.
[image: ]
ryan   25:05
but individual, broker, et cetera, can go on to our page, put in some basic details, and get a estimated quote range. And then if they put in a full application for the deal, can get an exact quote generally within 24 to 48 hours. We've tried to make it very affordable.
[image: ]
Bob Coleman   25:22
K.
[image: ]
ryan   25:24
for folks. You know, a lot of business lender, business borrowers are paying for a lot of things right now and cash flow may be tight, but we've tried to make it as affordable as possible. And we see this as something to really get folks through the initial J curve of taking over a business. So they're not locked in for 10 years. It's really to be something where they have some more peace of mind.
to get through those first two or three years when they're taking over a business or potentially they're starting a new franchise or they're expanding and they just want a little more peace of mind with their family, with the rest of their assets to know they've got some protection.
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Bob Coleman   26:04
And I'm fascinated. How'd you guys come up with this idea?
[image: ]
ryan   26:09
We're not that smart, Bob. The product was available. The product was available in some other countries. And we wanted to just take something that was in those other countries that was developed and formulate something that could work with SBA. Live Oak's credit and legal team were incredibly helpful and beneficial in providing feedback to make sure that we got everything correct.
[image: ]
Bob Coleman   26:11
No.
[image: ]
ryan   26:34
and that the SBA, NAGOL, et cetera, would feel like this was something that would not increase default rates. You know, we've tried to be very careful in keeping this something that is not going to, you know, blow a lot of potential loans because we're bringing in a lot of private protection to it.
but rather mitigate the risk essentially from a 10 to a 5.
[image: ]
Bob Coleman   26:58
Great. Now you opened up the door when you said international, that piqued my interest. Tell me what country are we talking about?
[image: ]
ryan   27:06
Yeah, it's actually in a few different countries. I think there's one in UK, there's one in Australia, and there's a lot of personal guarantees that are required if you're a director of a small company, for example, internationally. We think that there's a robust market for it here, especially with commercial real estate.
[image: ]
Bob Coleman   27:19
Right.
[image: ]
ryan   27:26
but we really wanted to focus on SBA specifically, just because there was so much regulation in how liquidation is done and how these personal guarantees are enforced.
[image: ]
Bob Coleman   27:36
I'm fascinated how the UK runs their small businesses and directors, and that's a whole separate conversation. But you're right, in the UK, the director has, the owner, they call them directors, has substantial personal liability. So I can see where this insurance, it would be useful for UK.
Small business owners, but that's a great idea to translate and bring it, bring it here. Hey, Brandon, give me a, give me a case study. Give me, give me an example of something that you funded and helped close the deal.
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Brendan Burdette   28:09
Yeah, so we've got a few different folks that come to mind. And Ryan mentioned earlier, just real quick, you can get a very quick estimated quote in our website, and that's just personalguarantee.com. Just want to get that in there. People looking to get a quote on there.
[image: ]
Bob Coleman   28:21
Well, of course, of course. And how do you spell guarantee? G-U-A-R-T-Y or EE?
[image: ]
Brendan Burdette   28:25
G, we're gonna go the double E, double E, double A, personal guarantee.com. Yeah, so there's...
[image: ]
Bob Coleman   28:28
Double E alright, I guess.
And, and, and they don't do they have to go through a broker or, or can a small business owner directly go to the website and get a quote?
[image: ]
Brendan Burdette   28:40
Just right on our website, you can get an estimated quote in seconds, just putting in your basic information. The application process, as long as you have the documents you need to close your loan, that's just a very quick process as well. But just on our website, we're the brokers, we're the people selling this.
[image: ]
Bob Coleman   28:44
Perfect. Perfect.
You're the brokers. Okay, so you're giving a quote, great. Yeah, give, please, please.
[image: ]
ryan   28:56
Yeah, Bob, I'm happy to tell a few stories of kind of some folks we've spoken to and supported. One gentleman was a pretty experienced business owner and had two or three franchises and was looking to expand and open his fourth franchise. And we were able to support him in de-risking
[image: ]
Bob Coleman   29:09
Mhm.
[image: ]
ryan   29:17
growing and expanding his business. That was a basic 7A loan. It was not very large. It was around $1 million. And it was a ground up reconstruction for a pet franchise. And those, we looked at our data, we were able to underwrite that at a very low cost because those performed well.
Another individual was someone that had been on the sidelines thinking about getting into business acquisition. His family, ironically enough, did use an SBA loan when they first came to America many years ago, but he did not want to put their assets on the line. So he is looking very closely at a hotel business.
And with our insurance, he's moving forward with the deal. It's likely to close in two weeks. That's a larger hotel deal. That's about 3 million. And then lastly, we've got a gentleman that is kind of first of his family to jump into entrepreneurship. He's going big. It's A $5 million manufacturing facility in West Texas.
And again, he's got a family, he's got a house, and he wanted to have some downside protection so he could go to his family and say, listen, we've got a little peace of mind that if something happens, we've got someone in our corner. So we're trying to kind of help people. I think the two biggest target customers are really folks that are experienced.
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Bob Coleman   30:32
Right.
Mhm.
[image: ]
ryan   30:39
that know the pain point of running a small business, and maybe this is their second or third acquisition. And also folks that are, you know, have some family assets, are married, have kids, and are concerned on the downside.
[image: ]
Bob Coleman   30:40
Mm-hmm.
Mm.
Yeah, I'm like, yeah, married is the key on that is convincing the spouse, you're going to sign a what? Anyway.
[image: ]
Brendan Burdette   31:03
And then that was actually part of what led us to this idea. Last year, early 2025, Ryan and I were looking at actually buying an insurgency agency using an SBA loan. But I have two young kids and a spouse that did not feel great about signing our house for a personal guarantee for a business acquisition. And Ryan had a personal guarantee at a previous company that was really painful for him, kind of thing that he had a knot in his stomach when he woke up.
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Bob Coleman   31:13
Mhm.
Right.
[image: ]
Brendan Burdette   31:28
up and had trouble going to sleep at night. It's just a huge pain point. And entrepreneurship in this country is just challenging. There's already so much in your plate. And why deal with this personal guarantee issue if you can reduce the risk on it?
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Bob Coleman   31:32
Yes, definitely.
Very good. You mentioned that you've worked with Live Oak Bank. Tell me more a little bit about that process. Great, great SBA lender, great, very smart people who run that. Just give me a little sort of behind the scenes of how they helped you get this product where you can take it to another lender and say, hey,
This is what we do and just give us sort of the behind the screen look of how you'd launch this product.
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ryan   32:09
Yeah, and to be clear, you know, Live Oak, we have no investment or commercial relationship with them. We had a personal relationship with their legal team and the regulatory, and they said, we support new technologies. We want to be innovative and we want to help you guys. And they just kind of free of charge really worked.
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Bob Coleman   32:15
Well, of course, yeah, yeah.
Good.
Mhm.
[image: ]
ryan   32:29
with their credit team to help us understand liquidation, help us make sure we did everything correct so that the lender, if something happened, would be in compliance, that their preference was still intact with everything they did with the SBA and recovery, and just work with us. And I think it's a very innovative group.
[image: ]
Bob Coleman   32:30
Nice.
[image: ]
ryan   32:49
And they're just very pro-entrepreneurs, so we we thank them and they've been they've been very supportive.
[image: ]
Bob Coleman   32:52
Yeah.
You write these policies for one year, two years. What? Tell me how that looks.
[image: ]
ryan   33:02
Yeah, it's generally an annual underwriting. If the business is going really well, the entrepreneur doesn't need to keep it. We've got some arrangements potentially with some preferred partners that we can have two or three year potential policies in place, but we are still flexible around that.
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Bob Coleman   33:04
Okay.
[image: ]
ryan   33:22
So right now, annual policy and what we do is the premiums go down each year as you pay down the loan. If you're doing prepayments, et cetera, we're not going to overcharge and want to be flexible. If the entrepreneur wakes up one month and says, I'm killing it, I don't need this, then we can refund them. Obviously, terms, conditions apply and all that.
[image: ]
Bob Coleman   33:29
OK, OK.
[image: ]
ryan   33:42
But we want to be flexible and just kind of get people through that initial pain point where that's where issues arise. And if you look at all the data, if you can get to year four on these loans, they generally perform very well. Anything before that is generally a little trickier.
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Bob Coleman   33:54
Right.
You mentioned you work with loan brokers. Tell me a solution that you offered for a loan broker on one of their transactions that looked like it was not going to work, but with this product that you were able to.
Complete the transaction.
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ryan   34:14
Yeah, I think one thing that we can specifically help with is on equity role transactions. We had one where the buyer was looking at a deal where the seller was going to have to PG the loan for those two years because of these new rules. And we were able to come in and provide, again, just a tool or solution
[image: ]
Bob Coleman   34:19
Mhm.
[image: ]
ryan   34:37
We did not get in the way. We did not pitch the seller on this, but we worked closely with the SBA loan broker and the individual borrower on the transaction to provide some comfort, some security that there was going to be downside protection on that loan and actually was able to get something across the line.
So that's that we don't know if that's going to work for every single one. I think it's still a lot to ask a seller to PG, but it's again a tool and we want to be there to really help people transact more.
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Bob Coleman   34:56
Wow.
[image: ]
Brendan Burdette   35:09
But.
[image: ]
Bob Coleman   35:09
Well, the lender is the lender is requiring the personal guarantee from the seller because of the the structure and they and they want it. I I can imagine that offering that risk mitigation for the seller is is is a is a benefit for that transaction. I I can see how that could work very nicely, very nicely.
Hey, tell me, tell me a little bit, what are your guys' backgrounds? Has it been insurance, lending? You mentioned, yeah, tell me a little bit more about yourselves.
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ryan   35:41
Yeah, I was an attorney. I was a...
[image: ]
Bob Coleman   35:41
Brendan, no, I'm gonna, I'm gonna have Brendan go first here.
[image: ]
ryan   35:44
Oh yeah.
[image: ]
Brendan Burdette   35:45
You know, I first learned about the incredible SBA loans 10 years ago when I was at business school, learned about entrepreneurship through acquisition, which is getting a lot of people into using using these incredible loans vehicles for buying companies. After business school, I spent five years as a consultant and a lot of the time was at an insurance company called Hiscox here in Atlanta.
And Ryan is from has a legal background, big law, fintechs, insurtechs. Both of us have really been interested in working together. We went to high school together. We've known each other for 25 years. So it's been, we've been talking about doing something for a while and we really are just both passionate about adding value to the world and really encouraging people to
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Bob Coleman   36:15
Nice.
Good for you guys.
[image: ]
Brendan Burdette   36:24
take under, take the journey of entrepreneurship. I think it's an incredible thing, really great American story of business ownership. And we want to encourage more people to take that path. And so what we're really trying to do is support people in that journey.
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Bob Coleman   36:37
Oh, good for you. Good for you, Ryan.
[image: ]
ryan   36:41
Yeah, worked in the legal space for a long time and wanted to make sure we could get the regulatory side of this correct. You know, like Brendan said, had a personal guarantee and it was just really painful and was the kind of the hardest part. And, you know, just final
The thing that I wanted to mention is there's been a lot of folks in your group that have been instrumental in like getting this off the ground and providing support initially, Vernon Hannah, Bull Market Capital, that's been really helpful and you've got a wonderful organization and we've just really appreciated that support and we want to
send referrals and a lot of folks reach out to us early in the process where they don't have SBA loan brokers, they don't know lenders, and we want to make it mutually beneficial to your group as well.
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Bob Coleman   37:30
I would imagine that situation you went through where you had the personal guarantee on the line as sleepless nights and a lot of stress, I would imagine if you had this type of policy in place, it would have helped.
[image: ]
ryan   37:47
It would have helped A lot. And again, the personal guarantee, we're not saying it's a bad thing, right? It's going to keep you, it's going to keep you rolling.
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Bob Coleman   37:51
Oh, yep, if you want to go to the dance, you gotta have a ticket and that's it, yeah.
[image: ]
ryan   37:55
Yeah, you know, and we're not trying to take that out. We're just, again, trying to kind of mitigate that from a 10 to a 5 and, you know, provide some downside solution and some peace of mind. And the one other thing that I say to a lot of individual business owners, especially if they haven't done it before, it'll help you perform better. It's just help you operate better as executive if you're operating from a place of
comfort, security, aggression, confidence versus if I don't get this customer, I'm going to lose my house tomorrow. Right. And that's just that's just harder psychologically. You know, the funny thing is we almost had to do a personal guarantee to get this insurance group off the ground. And it was like ironic that these personal guarantees show up so much in entrepreneurship.
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Bob Coleman   38:20
Ohh, I...
[image: ]
ryan   38:42
So yeah, we just want to make it a little easier so people can enter the space.
[image: ]
Bob Coleman   38:47
Well, you've lived it and that insight is very important to understand. The entrepreneur who is not focusing on product and sales and is focusing on meeting the cash, the payroll every week and other issues. And as you said, we're having my major customer
You won't walk. That stress is tremendous on the entrepreneur and it accepts their confidence. So I agree with you. That's what Reagan said. But gentlemen, it sells like a great product. Met you in Vegas and loved us. Are you guys going to come to Orlando for that Loan Broker Summit?
Since it's in your backyard? Yeah, it's in your backyard, isn't it? Yeah. Oh, very good. Hey, I enjoyed it. Brandon, Ryan, thank you so much.
[image: ]
ryan   39:26
Will make it. Absolutely. Appreciate it.
[image: ]
Brendan Burdette   39:26
Absolutely.
Yeah.
Thank you, Bob. Thanks for your support. Look forward to helping you guys out. See you soon.
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