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By the time I’m done with this 

presentation you’ll know exactly what you 

need to do to get all the financing you 

could ever need for your business.  



First, I’ll give you an overview of the 4 

crucial steps for making your business 

bank friendly.  



Then, I’m going to show you examples of 

how to complete each step so you can 

duplicate the process.  



The first step is all about making your 

business compliant with bank standards.  



The first step to getting bank financing for 

your business is to make your business 

compliant with bank standards.  



Always remember that an underwriter’s 

job is to find reasons to deny your loan.  



The first thing they’ll do is verify you’re a 

legitimate business who’s going to pay 

them back before they lend you a dime.  



Any mistakes here will raise a red flag 

and make them especially critical of the 

rest of your application. 



The second step is about structuring 

your business the right way, so banks 

perceive you as low risk.  



If step one was about proving you’re a 

legitimate business, then step 2 is more 

along the lines of putting your financials in 

order.  



The third step is designed to ensure you 

have credit files and scores with all 3 

credit bureaus.  



Most people don’t know it but there are 3 

business credit scores you need to 

establish. In step 3 you’ll learn how to 

establish your credit files so you can start 

building credit scores. 



In the 4th and final step you’ll learn how 

to raise your business credit scores in 

months instead of years.  



Done properly, you can get instant 

approvals for up to $90,000.00 based 

solely on your business credit scores. 



Let’s get started with Step #1 – 

Compliance 



In order to teach you about compliance, 

I’m going to change the context of the 

loan application. For the sake of 

discussion, let’s say you were applying for 

a mortgage loan.  



On any mortgage application you’re 

required to provide personal information 

like your name, your telephone number, 

your address, where you work, how many 

years you’ve been there… that kind of 

stuff.  



When the underwriter gets your loan 

application, one of the first things they’re 

going to do is verify everything you wrote. 



They’ll call your job, they’ll ask for W2’s, 

they’ll call your home telephone number, 

they’ll want to see ID… They’re checking 

to see that all the information you gave 

them is real and accurate. 



Makes sense that they’d do this and not 

just take your word for it, right? Well, it’s 

the same thing with your business 

application. 



You have to realize that your business is a 

separate entity in the eyes of the 

government and your lenders.  



Your business has its own name, an EIN 

number (which is like a social security 

number), an address, a telephone 

number, a bank account and more.   



All of this information should be consistent 

throughout or the banks will get nervous.  



Here’s a sample of the type of information 

an underwriter is going to research when 

investigating your business… 



1. Your business structure.  

The type of business matters. Sole 

proprietors are generally a deal killer. 

Banks like C Corps, S Corps, LLC’s, and 

LLP’s. It’s not enough to have a business, 

but it must be set up correctly. 



2. Your business address.  

Where you work actually matters!  



3. Your business phone.  

Is it listed? Do you have a toll free 

number? 



4. Your business website and email.  

Do you have a website? Does it look 

professional? Does your business have 

its own email?  



5. Business licenses. 

Depending on your industry you may 

need more than one.  



6. Your EIN number  

This shows you have filed your business’ 

existence with the IRS. 



7. Your business bank account. 

This not only proves you’re in business, 

but helps establish the real age of the 

business. 



Like I said, any inconsistencies here are 

going to raise a red flag. Let’s go back to 

that mortgage analogy for a second and 

I’ll explain in more detail. 



Pretend you’re a bank underwriter 

checking a loan application. What would 

YOU do if you called an employer who 

denied the borrower on the application 

you’re investigating worked there? 



You’d kill the loan. DECLINED. I’ve seen 

it happen. 



I had a client not so long ago who worked 

for General Electric.  



I had a client not so long ago who worked 

for General Electric. For some reason 

they decided to put GE’s customer 

service telephone number on their loan 

application as their employer’s telephone 

number instead of their branch’s 

telephone number.  



The underwriter working the file had to 

ask for human resources in an effort to 

verify their employment. In case you didn’t 

know it, GE is a mega conglomerate with 

literally tens of thousands of employees 

worldwide.  

 



The human resources person had no way 

of verifying my borrower’s employment, 

so the underwriter gave up after 30 

seconds and killed the loan. 



It took me two months to get the loan 

reinstated and then twice the usual 

processing time to get it closed. Why? 

Because they were investigating the heck 

out of every last detail on my client’s loan 

application.  



As far as a bank is concerned, where 

there’s smoke there’s fire, so why take a 

chance? You need to be very aware of 

how your business appears to anyone 

investigating it.  

 



For example… Let’s say your business is 

called MyBiz LLC, but you’re doing 

business as MyBiz.com. If the business 

license says MYBiz LLC and your bank 

statement says MYBiz.com, then you’re 

going to have problems.  



Or let’s say your 411 telephone number is 

different from the telephone number you 

have on your website. Again, you’re going 

to raise a red flag.  



It doesn’t even need to be as serious as 

one of those examples. Some banks will 

have an issue if you use a gmail address 

instead of a professional business email. 

A gmail address can make you look small 

and risky. 



A couple of pointers to make this process 

easier… 



First, decide which name, address and 

telephone number you’re going to use for 

all your documents. From this point on 

you’ll only use this information when 

opening new accounts of any kind. 



Start collecting all your mail. If you’ve 

been in business for any length of time, 

then you probably have more accounts 

set up than you’re aware of. You’re getting 

bank statements, phone bills, cable bills, 

and all that overhead stuff each month. 



See who they’re addressing the letters to, 

and then notify all those who require a 

name, address or telephone number 

change. 



Scan all your business documents, like 

your EIN number, bank account info, 

licenses or whatever and send them to 

your email account. Create a mailbox 

called business and store them there. 

This way they’re accessible whenever you 

need them from anywhere in the world.  



Although this is the easiest step to 

complete, it’s also the easiest to screw 

up.  



Get someone else to go through your stuff 

and see if they can find any red flags. 

Better they find it than an underwriter. The 

last thing you want is to give those 

underwriters a reason to dig deeper. 



I know it seems like a lot of little details 

you can miss. In my next video I’m going 

to show you an easier way to get it done 

while removing any chance of missing 

anything. 



Let’s move on to Step 2 –  

Structuring Your Business for 

Profitability 



Just a quick note. Don’t freak out if you 

don’t have a 300 page business plan or 

hundreds of thousands of dollars for 

collateral.  



Our goal for this section is to put together 

what you do have in such a way that it 

looks appealing and well researched to 

anyone looking over your application.  



Many of the loan programs my company 

recommends are designed for startup 

businesses. By the time we’re done, your 

loan application will look remarkably well 

researched and packaged when 

compared to the average loan application 

lenders usually receive. 



Let’s bring back our mortgage analogy to 

get a frame of reference for this section. 

After you provided your personal 

information, the next thing they’ll ask you 

for is your financials.  



A bank will want to know how much you 

make each month, how much debt you 

have, if you have any assets and what 

you plan to do with the house.  



Basically you’re giving them a snapshot of 

your financial history, as well as your 

current and probable future financial 

status.  



If you’ve never had any debt, then it’s 

unlikely they’ll give you hundreds of 

thousands of dollars to buy a home with.  

Similarly, if you’re buried in debt and don’t 

show enough income to pay it off, then 

you will seem like a high risk to a lender. 



When it comes to a business loan, the 

same rules apply. They want to know 

where your business has been, where it is 

now, and where it’s going. More to the 

point though, they want to know how 

you’ll pay them back. 



Let’s start with your business’ financials. If 

you’re currently in business, then you may 

have more assets than you’re aware of. 

Some of the business assets an 

underwriter will like are... 



• Real estate owned 

Other businesses owned 

Rental income 

Structured settlements 

Retirement accounts 

Outstanding customer invoices 

Inventory 

Equipment owned outright. 



Your own personal credit and assets can 

help you get started as well, though your 

goal should be to get your Business 

Credit Asset to the point where your 

personal credit and assets are no 

longer needed. 



Next comes your business plan. A 

business plan shouldn’t be 300 pages 

long. In fact, handing someone a 300 

page plan makes you look like this is your 

first time applying for financing.   



Believe me, no one wants to read 300 

pages any more than you’d want to write 

them. 



A business plan only really needs 3 

parts… 



1. Who’s running the business? 

This is more or less your resume. It 

proves you have the education and 

experience to run your business. 



2. Your projections 

This includes all your monthly expenses 

and projected income. It should go 

without saying that you need to clearly 

show the tipping point where your 

business becomes profitable.  



Be sure to include an exit strategy in the 

event your plan doesn’t work. The bank 

will want to know how they’re going to get 

their money back. 



3. Your marketing plan. 

This is where you show them how you 

plan to earn the income you’re claiming in 

your projections to payback your loan. 



If you literally took your resume, an excel 

spreadsheet listing your projected income 

minus all your expenses over 3 years, 

and a few sheets of paper explaining your 

strategy for making your sales and 

growing your business, then you’d have a 

workable business plan.  



With your business compliant and your 

financials and business plan in hand, 

you’re ready for step 3. 



With your business compliant and your 

financials and business plan in hand, 

you’re ready for Step 3 –  

Building Business Credit Files 



Let’s revisit that mortgage analogy again. 

Along with your personal information and 

financial snapshot, your bank will want to 

pull your credit to see your payment 

history.  



With personal credit you have 3 credit 

bureaus as well, but instead of Dun and 

Bradstreet you have Transunion. 



Not every lender reports to all 3, so your 

scores may vary. If you haven’t had any 

activity in over 6 months, then you might 

not have a score at all. 



Luckily for you, you’ve had a social 

security number all your life. What you 

probably don’t have are business credit 

files with all 3 business credit bureaus.  



I made it simple for you to find out if you 

have established business credit files. 

The links for all 3 bureaus are below this 

video. 



Experian and Equifax will also show you 

how many trade lines they have reporting 

for your business. 



Now that you know which files you have 

open you can open files with the others 

and start adding trade lines. A trade line is 

an account, like a line of credit or a credit 

card.   



When it comes to your personal credit, 

less is more. Generally speaking you 

want 3 to 5 credit cards for every loan. 

You want your balances and activity kept 

low for a higher score. 



The opposite is true for your business 

credit score. You want more tradelines 

with more activity. With business credit 

you’re actually rewarded for borrowing 

with a higher credit score. 



While you may need to personally 

guarantee your first loan or two, you won’t 

have to once you’ve proven that your 

business is a low risk. 











If you have an active business, then you 

may need to ensure your vendors are 

reporting to all 3 bureaus to give your file 

the activity it needs. In many cases your 

vendors won’t report just because they’re 

lazy about it.  



You need to call any vendor you send 

payments to on a regular basis and ask 

them to report to all 3 bureaus. These 

vendors include credit card merchant 

providers, equipment leasing and 

basically any business you have credit 

terms with. 



In the hundreds of small business credit 

consultations I’ve done I have yet to see 

anyone with more than 2 or 3 trade lines, 

much less with all 3 files. 



Step 4 –  

Raising Your Business Credit 

Score 



Your business credit scores a calculated 

in a similar way as your personal credit 

scores. 



The number of accounts, payment history, 

balances and trends over time determine 

most of your score. Things like liens, 

judgments or a bankruptcy can also affect 

your score. 



Let’s take a closer look at your Dun and 

Bradstreet PAYDEX score. This is the 

most commonly used for business 

financing. 



PAYDEX scores range from UN 

(unavailable) to 100. The higher the 

PAYDEX score the less of a risk you 

are to the banks. To put this in 

perspective… a PAYDEX score of 80 is 

like having a 700 FICO score. 



To get a score of 80 you’d need at least 

5 trade lines reporting a perfect 

payment history. Miss one payment and 

your score will drop like a rock. 



On the other hand, PAYDEX rewards 

businesses that pay EARLY. So you can 

boost your score by making payments 

before they’re actually due. 



100 Anticipate 

90 Discount 

80 Prompt 

70 Slow to 15 Days 

60 Slow to 22 Days 

50 Slow to 30 Days 

40 Slow to 60 Days 

30 Slow to 90 Days 

20 Slow to 120 Days 



If your file doesn’t show any trade lines, 

then you should contact any vendors 

extending your business credit and ask 

them to report. If they refuse, you may 

want to consider switching vendors for 

one that will. 



Okay. I know I hit you with a mountain 

of information, so here’s a quick 

review. 



In step 1 we covered how and why you 

need to be consistent with how your 

business appears to anyone investigating 

your loan application. 



In step 2 we used your financials and 

business plan to show the underwriter you 

are a low risk and worthy of financing. 



In step 3 we verified you had all 3 

business credit files and laid the 

foundation to building your credit scores. 



And in step 4 we made sure your vendors 

reported your history and added a few 

new trade lines to give your credit file 

depth and your scores a boost. 



I hope I’ve done a good job of covering all 

the steps for you while keeping the video 

a reasonable length.  



If you’re feeling overwhelmed, I have 

good news…  



In my next video I’m going to show you 

how you can automate everything and 

have access to your own certified 

business credit coach so the whole 

process is brain dead easy. 


