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Managing credit
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Financing opportunities
Don’t  guess about  credit  – manage it .

How your business can 
rely on credit

• Provide working capit al
• Support  business growt h
• Take advant age of opport unit ies

How your banker can 
be a valuable resource

• Conduct  a business financial review
• Review business sit uat ion
• Discuss fut ure business goals
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Take control of your credit profile
A credit  prof ile is everything a lender sees about  you and 
your business.

Creat e a sound financial foot ing

• Est ablish checking and savings account s specifically for your 
business and separat e from your personal account s

• A st rong payment  hist ory may st rengt hen your credit  profile

• Review your personal credit  profile yearly, and clear up any 
issues

Bank st rat egically

• Consolidat e banking relat ionships

• A st rong banking hist ory may support  your credit wort hiness

• Demonst rat e a consist ent  flow of funds

Cult ivat e t he relat ionship

• Visit  your banker regularly

• Be clear about  your sit uat ion and goals
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Get to know credit reporting
Lenders may look at  both your personal and business 
credit  hist ory.

Credit  report s

Aggregat e  informat ion from many sources

• Payment  hist ory

• Credit  usage

• Debt  load

Credit  scores

Use informat ion from your credit  records t o generat e a 
single number

• Payment  hist ory

• Out st anding debt

• How long your credit  has been est ablished
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Know the Five C’s of Credit
Each of t he Five C’s is important  – assess your business in each area.

Credit  hist ory How you’ve handled past  credit  obligat ions may help indicat e what  a 
lender may expect  in t he fut ure.

Collat eral Personal and business asset s t hat  may offer a backup source of 
repayment . 

Capit al Personal invest ment  in t he business and business asset s t hat  can be 
t urned int o cash.

Condit ions Everyt hing t hat  affect s your abilit y t o repay a loan, including int ernal 
and ext ernal fact ors.

Capacit y How your business will generat e enough cash t o repay t he loan and 
any ot her commit ment s.
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What potential lenders may look for
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Planning for credit success
Be prepared t o show a lender t hat  your company has a steady cash f low and 
effect ive business plan.

1
Credit  purpose

Explain how you will use t he money and why t he amount  you’re asking for is 
realist ic.

2
Credit  hist ory

Describe your credit  profile accurat ely t o ensure t here are no surprises.

3
Company finances

Provide cash flow project ions t o demonst rat e your abilit y t o repay t he loan.

4
Applicat ion det ails

Ensure your sales and income numbers mat ch what  is on t he most  recent  t ax 
ret urn.
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Enhance your cash flow
Cash f low helps demonst rate your abilit y t o repay a loan.

1. Accelerat e your inflows
• Process invoices quickly
• Offer cust omers more payment  opt ions

2. Monit or your cost s
• Track bills and invent ory
• Know payroll obligat ions

3. Wat ch your out flows
• Manage cash flow wit h credit
• Take advant age of t rade discount s or bart er arrangement s

4. Cover your t axes
• Set  aside funds t o cover all your t axes

5. Challenge everyt hing
• Are you get t ing value from every relat ionship?
• Can you cut  expenses?
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The business credit lifecycle
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Match your business and credit stages: Seed and Startup
Every business is unique, but  t here are common needs and characterist ics when 
they are at  similar stages.

Seed/  
Start up

Growth

Maturit yExpansion

Transit ion

Build a solid foundat ion for success
• Personal and family asset s
• Business credit  cards
• Business lines of credit
• Healt hcare financing st art -up loan
• Micro lenders
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Match your business and credit stages: Growth
Every business is unique, but  t here are common needs and characterist ics when 
they are at  similar stages.

Seed/  
Start up

Growth

Maturit yExpansion

Transit ion

Move a young company forward
• Business lines of credit
• SBA 7(a) and 504 loans
• Refinance and purchase loans 

secured by commercial real est at e
• Commercial real est at e equit y loans 

and lines of credit
• Healt hcare financing loans 
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Match your business and credit stages: Maturity
Every business is unique, but  t here are common needs and characterist ics when 
they are at  similar stages.

Seed/  
Start up

Growth

Maturit yExpansion

Transit ion

Keep your edge as an est ablished company
• Paying down debt
• Refinancing commercial real est at e equit y
• Opening a commercial equit y line of credit  

or loan
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Match your business and credit stages: Expansion
Every business is unique, but  t here are common needs and characterist ics when 
they are at  similar stages.

Seed/  
Start up

Growth

Maturit yExpansion

Transit ion
Take a mat ure business t o t he next  level
• Commercial real est at e financing
• SBA 7(a) and 504 loans
• Healt hcare financing loans
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Match your business and credit stages: Transition
Every business is unique, but  t here are common needs and characterist ics when 
they are at  similar stages.

Seed/  
Start up

Growth

Maturit yExpansion

Transit ion

Plan beyond your involvement
• Paying down debt
• Refinancing commercial real est at e 

equit y
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Making sense of financing options
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Know the language
Understanding your opt ions begins wit h knowing t he language.

Backed by 
collateral (cash, 
equipment , real 
estate, UCC lien, 
et c.)

Can be personal or 
business

Secured

Requires no 
collateral

Depends ent irely 
on your credit  and 
st rong cash f low

Unsecured
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Find the financing that’s right for you
Understanding your opt ions begins wit h knowing t he language.

Credit  cards
• Convenient ly manage everyday business expenses
• Est ablish or repair business credit  wit h a business secured credit  

card

Lines of credit • Revolving source of funds
• Unsecured 

Commercial 
real est at e 
financing

• Expand your business or purchase new commercial propert y
• Free up cash
• Borrow against  your equit y

SBA loans and 
lines

• May be government-guarant eed
• Variet y of purposes and t erms
• Fixed or adjust able int erest  rat es

Healt hcare 
financing

• Support  for Dent ist s, Opt omet rist s, Physicians, and Vet erinarians
• Line of credit  and fixed rat e loans wit h a variet y of repayment  

opt ions
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Think creatively to find funding
Alternat ive lending opt ions may provide funding when you’re just  get t ing start ed 
and help you build credit .

Communit y 
development  

grant s

Seller 
f inancing

Fact oring

Mission-based 
lenders

Peer-t o-peer 
lending

20



Free educational resources
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Visit the Small Business Resources section on wellsfargo.com/business
Learn how to manage credit  by accessing numerous art icles and resources

Credit  and financing

• Underst anding credit

• Securing and using credit
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Thank youThank you

How may we help?
Call us

Telecommunicat ions Relay Services calls accepted
• Customer service for exist ing accounts: 1-800-225-5935                                                                    
• To apply for a new account  call: 1-800-359-3557                            

8:00 a.m. – 8:00 p.m. Cent ral Time, Monday – Friday 

Go online
• wellsfargo.com/business

Terms for credit  products are subject  t o f inal credit  approval of t he business and it s owners. A physical address is required to
receive a Wells Fargo business credit  product . You must  be an owner of t his business and not  already have this product . See 
Terms and Condit ions for details at  account  opening.. 

Deposit  products offered by Wells Fargo Bank, N.A. Member FDIC. NMLSR ID 399801
Equal Housing Lender. 
©2021 Wells Fargo Bank, N.A. All rights reserved. For public use. 23



Disclaimers

St rategies and t ips provided are general in nature and are not  legal, 
t ax, or investment  advice. Wells Fargo makes no warrant ies as t o 
accuracy or completeness of informat ion; does not  endorse any 
non-Wells Fargo companies, product s, or services described here; 
and t akes no liabilit y for your use of t his informat ion. Informat ion 
and suggest ions regarding business risk management  and 
safeguards do not  necessarily represent  Wells Fargo’s business 
pract ices or experience. Please contact  your own legal, t ax, or 
f inancial advisors regarding your specif ic business needs before 
t aking any act ion based on t his informat ion.

Terms for credit  products are subject  t o f inal credit  approval of t he business and it s owners. A physical address is required to receive a Wells 
Fargo business credit  product . You must  be an owner of t his business and not  already have this product . See Terms and Condit ions for details at  
account  opening.. 

Deposit  products offered by Wells Fargo Bank, N.A. Member FDIC. NMLSR ID 399801
Equal Housing Lender. 
©2021 Wells Fargo Bank, N.A. All rights reserved. For public use. 24
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