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Overview

As an insurance intermediary, 

Brown & Brown specializes in 

domestic and international:

• Property & Casualty

• Risk Management Consulting

• Employee Benefits 

• Personal Lines

• National Programs

• Wholesale Brokerage

• Services

Revenues are greater 
than $3.6B and 

premiums placed 
exceed $30B

Employs more than 
15,000 teammates in 

500+ locations

Providing superior 
service to our 

customers for more 
than 80 years

80+500+3.6B1%

Our Experience Spans All Industries and All Market Segment Solutions

WebsiteAnnual Report

Top 1% of insurance 
brokerage firms in the 

U.S. as ranked by 
Business Insurance



What We Do

Property Executive Liability Analytics/Modeling

Casualty
Private Equity/Mergers

& Acquisitions
Alternative Risk

Workers’

Compensation
International Claims

Surety Trade Credit Risk Control

Aviation Cyber Risk
Captive 

Management
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Who We Serve
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Growth has no finish line.

Regardless of your business size or industry, we 

have the teams and experience to support you. 

From main street businesses to multinational 

corporations, our extensive specialties span the 

spectrum of size and complexity. As you push 

forward, through organic growth or through 

mergers and acquisitions, our teams are 

equipped to provide a strategic path forward.
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Contract Surety Bonds:

The Basics of Bonding



What is a Surety Bond?
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Principal

SuretyObligee



Surety Bonds Mandated on Public Works
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Federal

•  Heard Act (1894)

•  Miller Act (1935)

State & Local

•  “Little Miller Acts”



Types of Bonds

Construction 

Surety Bonds

• Bid, performance and 

payment bonds

• Supply bonds

• Maintenance and 

warranty bonds

• Subdivision and site 

improvement bonds

• Environmental 

performance bonds

Commercial
Surety Bonds

• Bank depository bonds

• Tax guarantee bonds

• Workers’ compensation 

self-insurer bonds

• Insurance program bonds 

(deductible bonds)

• Court bonds (i.e., appeal, 

probate)

• Utility payment bonds

• Lease payment bonds

• Customs bonds

International
Surety Bonds

• Bid, performance 

and payment bonds

• Supply bonds

• Maintenance and 

warranty bonds

• Customs bonds

• Licensing bonds
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• Power purchase 

agreement bonds

• Interconnection 

agreement bonds

• Reclamation bonds

• Mineral lease bonds

• Decommissioning bonds

Energy
Surety Bonds



Fundamentals of Surety Bonds
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Surety Bonds Traditional Insurance

Regulated by state insurance departments Regulated by state insurance departments 

Prequalification intended to prevent loss Spreads fortuitous losses among a large group of similar risks

Three-party Two-party

Coverage is project-specific Coverage usually term-specific and renewable

Bond forms are standard or may be negotiated by owner or surety and 

contractor.

Policy forms vary by insurance company.

Coverage: 100% of the contract price for performance; 100% for payment, 

up to penal sum of bond

Coverage up to policy limit, less the deductible

Claims – Surety has right to contract balance and indemnity from 

contractor (contractor remains primarily liable)

No right to insured’s assets, however, companies can subrogate against a 

third party or another insurer

Bonds are required by law and voluntarily by private owners Buying insurance is a voluntary way of managing risk of loss for the 

insured



Prequalification
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Financial 

Statements
OrganizationCapacity

Credit 

History
References

Banking 

Relationships
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The Importance of Working 

Capital, Work-in-Progress 

Schedules and CPA 

Prepared Financial 

Statements 



The Importance of Working Capital

• Working Capital is the 
difference between a 
business’s Current Assets 
and Current Liabilities.

• Indicates adequate Company 
cash flow.

• Maintains smooth operations.

• Improves a company’s 
earning and profitability. 
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The Importance of Working Capital Continued

• Prevalent metric for efficiency, 
liquidity and overall health of 
a company.

• Key factor in determining 
Surety credit and capacity. 

• Allows a business to continue 
to run even when faced with 
unexpected financial 
obligations.

• Can be shored up with a 
Bank Line of Credit. 

BROWN & BROWN  |  15



Work In Progress Schedules 

• Fundamental financial 
document that offers an 
overview of the costs incurred 
and the revenues earned for 
a project during a specific 
period. 

• Weaves together two critical 
components in construction: 
financial data and project 
milestones. 
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Why are WIPs Important?

• Ensures financial accuracy.

• Effective revenue recognition. 

• Cost management and 
control.

• Billing accuracy and 
contractual compliance.

• Overbilling / Underbilling.
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CPA Statements

• Increases Surety capacity 
and reduces the cost of the 
premium for bonding. 

• CPA prepared statements can 
be presented as an Audit, 
Review or Compilation. 

• Audits and Reviews are 
acceptable to Sureties.
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Financial Statement Analysis
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Balance

Sheet

Explanatory

Notes

Account 

Schedules

Opinion 

Page

Income

Statement

Cash Flow

Statement

Contract

Schedules

General &

Administrative

Expenses

Management

Letter

Financial

Statement



Benefits Of Bonds

Financial security.

Construction assurance.

Contractor prequalification. 

Mitigate subcontractor payment & 

default risk.



Functions Of Bonds

Avoid liens.

Create a smooth transition from 

construction financing to permanent 

financing. 

Provide support to contractor.

Ensure project completion. 



Cost of Surety Bonds
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Bond Type Cost

Bid Bond No charge if performance and payment bonds are required.

Performance Bond 0.5% - 2% of the contract price.

Payment Bond Price included with the performance bond.
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Small Business 

Administration’s Mentor 

Protégé Program



SBA Mentor Protégé Program 

• Originated in 2020 from a combination of the 8(a) Mentor 
Protégé Program and All Small Mentor-Protégé Program.

• Designed to enhance the capabilities of protégé firms by 
requiring approved mentors to provide business development 
assistance to protégé firms and to improve their ability to 
successfully compete for Federal Contracts. 

• Assistance may include technical and/or management 
assistance as well as financial assistance.
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ONLINE AT SBA Mentor-Protégé program

O N L I N E  AT  SBA Mentor-Protégé program

http://www.bb-svo.com/
https://www.sba.gov/federal-contracting/contracting-assistance-programs/sba-mentor-protege-program


SBA Mentor-Protégé Program Continued 

• Mentors are encouraged to provide assistance related to the 
performance of contracts set aside or reserved for small 
businesses.

• A Mentor-Protégé may joint venture as a small business for any 
government contract, subcontract or sale, provided that the 
protégé qualifies on their own.

• SBA must approve the Mentor-Protege agreement before the two 
firms may submit an offer as a Joint Venture for a particular 
prime contract or subcontract.

BROWN & BROWN  |  25

ONLINE AT SBA Mentor-Protégé program

O N L I N E  AT  SBA Mentor-Protégé program

http://www.bb-svo.com/
https://www.sba.gov/federal-contracting/contracting-assistance-programs/sba-mentor-protege-program


SBA Mentor-Protégé Program Continued

• A Mentor-Protégé agreement 
may last up to six years.

• Must be maintained for at 
least one year after given 
SBA approval. 

• Annual evaluations are 
required. 
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ONLINE AT SBA Mentor-Protégé program

O N L I N E  AT  SBA Mentor-Protégé program

http://www.bb-svo.com/
https://www.sba.gov/federal-contracting/contracting-assistance-programs/sba-mentor-protege-program


Benefits of a MPP Joint Venture 

• Strengthen their competitive 
position.

• Obtain technical and 
developmental assistance.

• Foster business capabilities 
and growth.

• Enhance the value of the 
Company. 

• Develop and increase supply 
chain through small business 
sub-contractors.

• Create opportunities for 
investment and future M&A.

• Small Business set-aside 
contract incumbency 
continuation. 
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Benefits for the Protégés Benefits for the Mentors



Who Qualifies? 

• Be a Small business (check 
SBA’s table of Small Business 
Standards), mostly based on 
average annual receipts or 
average number of 
employees. 

• Be organized for profit or as 
an Agricultural Cooperative. 

• Be organized for Profit.

• Possess good character. 

• Not appear on federal list of 
debarred or suspended 
contractors. 

• Be able to impart value to the 
protégé firm due to 
experience and capabilities. 
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Protégé Mentor



How to Apply for the SBA MPP

• The MPP is not a matchmaking program. An applicant protégé 
must apply with an identified mentor. 

• Application must be submitted to certify.sba.gov You will need to 
have a profile in the System for Award Management (SAM.gov) 
before you can use the certification website. 

• Both the Mentor and Protégé must complete SBA’s Online 
tutorial and execute a Mentor-Protégé Agreement (MPA)

• The Application processing timeframe is 15 days screening plus 
90 days processing.

BROWN & BROWN  |  29



30

Knowing the Market &

Broker Relationship



What sets a Broker apart?

• Decentralized national team.

• Surety first Broker.

• Appointed by all major Surety 
markets as well as 
Alternative/Specialty markets.

• Appointed by Small Business 
Administration. 
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What sets a Broker apart? 

• Access to senior and 
specialist resources

• Passionate and committed 
teammates

• Hundreds of years of 
experience and market 
knowledge. 
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T H A N K  Y O U !

Any solicitation or invitation to discuss insurance sales or servicing is being provided at the request of 

Brown & Brown of Florida, Inc., an owned subsidiary of Brown & Brown, Inc. Brown & Brown of Florida, Inc., 

only provides insurance related solicitations or services to insureds or insured risks in jurisdictions where it and 

its individual insurance professionals are properly licensed. 

© 2024 Brown & Brown. All rights reserved.
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This has been a part of our workshop series:
 Preparing for Public Projects w/The Interstate Bridge 

OVERVIEW OF THE SERIES

This workshop series “Preparing for Public Projects w/The Interstate Bridge” and will focus on all 
things you need to know about preparing for your business’ taxes specifically with government 
contracting.

• Laying the Groundwork for the I5 Bridge

• OMWBE Certifications: Why They’re Important and How to Obtain Them 

• Accounting Principals: Preparing for Government Contracting 

• Finance: Expanding for Bigger Projects 

• Taxes: Government Contract Closeout Procedures 

• A Guide to Teaming 

• How to Attract, Hire, & Retain Talent 

Find all these workshops On Demand here. 

https://washingtonapex.org/preparing-for-public-projects-with-the-interstate-bridge/
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Thank you! 
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WashingtonApex.org


	Slide 1
	Slide 2
	Slide 3: Presentation Agenda
	Slide 4: Overview
	Slide 5: What We Do
	Slide 6: Who We Serve
	Slide 7
	Slide 8: What is a Surety Bond?
	Slide 9: Surety Bonds Mandated on Public Works
	Slide 10: Types of Bonds
	Slide 11: Fundamentals of Surety Bonds
	Slide 12: Prequalification
	Slide 13
	Slide 14: The Importance of Working Capital
	Slide 15: The Importance of Working Capital Continued
	Slide 16: Work In Progress Schedules 
	Slide 17: Why are WIPs Important?
	Slide 18: CPA Statements
	Slide 19: Financial Statement Analysis
	Slide 20: Benefits Of Bonds
	Slide 21: Functions Of Bonds
	Slide 22: Cost of Surety Bonds
	Slide 23
	Slide 24: SBA Mentor Protégé Program 
	Slide 25: SBA Mentor-Protégé Program Continued 
	Slide 26: SBA Mentor-Protégé Program Continued
	Slide 27: Benefits of a MPP Joint Venture 
	Slide 28: Who Qualifies? 
	Slide 29: How to Apply for the SBA MPP
	Slide 30
	Slide 31: What sets a Broker apart?
	Slide 32: What sets a Broker apart? 
	Slide 33
	Slide 34: This has been a part of our workshop series:  Preparing for Public Projects w/The Interstate Bridge 
	Slide 35: Thank you! 

