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Finding funding to start a business or bolster an
existing one has been more difficult than usual
lately. While the economy improves, banks are still
reticent about lending to small business owners
and the Better Business Bureau (BBB) recommends
developing a solid business plan to earn the bank’s
trust and increase your chances of landing a loan.

According to a recent survey by the Federal Reserve,
small business owners are still having a hard time
getting loans. Only 2 percent of banks surveyed had
loosened their standards for making commercial and
industrial loans which was equal to the number of
banks that had tightened their standards further.

Any steps you can take to make your loan seem less
risky will ease the bank’s fears about lending to you
and increase your chances of getting financing. This
includes creating a comprehensive business plan and
devising a solid strategy to pay the bank back.

To increase the chances of getting a loan, the
BBB recommends that small business owners
and entrepreneurs:

Talk to the U.S. Small Business Administration
(SBA) or its free counseling partners. Talking to

a counselor or lender relations specialist can help
increase your chances of getting a small business
loan. The SBA has lender relations specialists who
work at field offices in every state. The SBA’s partners
can also help and include about 900 Small Business
Development Centers at colleges and universities,
about 100 Women’s Business Centers and a network
of about 10,000 retired executives (called SCORE)
who mentor entrepreneurs and small business
owners. Generally, all of these counseling and training
services are free.
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BBB Advice

to Increase
Your Chances of
Getting a Small
Business Loan

Review Your Credit Report. Lenders will take into
consideration your personal credit history and if
your report has any errors it could affect your
chances of getting the loan. You can check your
credit report once a year for free with the three
major reporting bureaus—Transunion, Experian and
Equifax— at www.annualcreditreport.com. If you
find errors, contact the reporting bureau to set the
record straight.

Create a Comprehensive and Professional-Looking
Business Plan. Lenders want to know that you have
done your research, considered your risks and the
current climate for opportunity and planned for the
future. Thoughtfully and thoroughly explain how
much money you need and how you’ll use it. Put care
into the final product, not only in the content, but also
how it looks. You want to put your most professional
foot forward and that means preparation, attention to
detail and a polished presentation.

Show that you’re personally invested. If you have
money invested in your own business, it will show
the lender that you are personally dedicated to the
success of the venture.

Plan to pay it back. Banks are in the business of
making money. To that end, they want to know that
you have a solid plan for paying back the loan and
can also provide enough collateral to cover the loan
if the business fails.

Start with who you know. If you already have a

good relationship with your personal bank, start your
search there. Ideally, your lender also works with the
SBA—which will widen your loan options. Don’t rule
out the possibility of getting a loan from a smaller
local bank. <
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What Happens to Your Business if You Get Hit by the Bus? Continued from cover

walk you through the process, make sure you’ve tied
up all loose ends and help you ease the potential
financial strain.

Think about the staff. A succession plan isn’t just
about tending to finances and ownership. It is also
about management and making sure the company
can run smoothly in your absence. Make sure that
your staff is trained to carry on without you—this
includes the high-level strategic plan and the day to
day basics of making the business work. Consider
creating basic succession management plans for key
staff to ensure continuity in service and productivity
should someone else depart.

Think about the customers. Customer loyalty for

a small business often rests heavily on the owner.
Customers might head off to the competition if they
think that the company can’t carry on without you.
Consider how you can make the transition seamless
for customers and not lose the trust they have

built in your company should you leave. Encourage
relationships between customers and other staff so
that they know that the business is more than just you.

Update the plan every few years. Revisit and revise
the plan every few years. Make sure it continues to
reflect the current status of the business as well as
your family situation. <

BBB Small Business Advice:
How Badly Does Your Business Need a Web Site?

Even though consumers are more likely to use a small
business that has a Web site, most small businesses
still haven’t taken the time or money to create one.
The Better Business Bureau (BBB) recommends that
small business owners ask themselves four questions
to help decide whether building a Web site should
become a top priority.

According to Discover Small Business Watch, 47
percent of consumers surveyed say they are more
likely to use a small business that has a Web site.
Despite the fact that so many customers put stock

in @ Web site, most small businesses don’t have one.
Discover Small Business Watch also found from a
survey of small business owners that only 45 percent
had a company Web site.

A Web site is practically a necessity for attracting
new customers in today’s marketplace, but many
small business owners haven’t made the time or
found the resources to create one. Depending on
your business and current online presence, a Web site
might just be the key to surviving and even thriving in
this tough economy.

Small business owners should ask themselves the
following questions when considering whether or not
Web site development should become a priority:

Can customers find you online already? When local
customers search the Internet using keywords such
as your industry or even your business’s name, you
need your company’s contact information, at the very

least, to be listed in the top results. The results might
be your business’s BBB Reliability Report®, a review
of your business on Yelp, or a listing on Yahoo Local,
City Search or Google Local. If you can’t find your
business among the top results, neither can potential
customers.

Does your competition have a Web site? If your
competition is online, your business needs to be right
there next to them. Many potential customers start
and end their search online and may go with the

first business they find that has an established Web
presence. If that business is your competition, then
you’re already losing the battle over new customers.

How is your online reputation faring? More often
disgruntled customers are taking their anger out on
businesses online. They might post an angry review
on Yelp, create a video on YouTube, or even build

a Web site dedicated solely to complaining about

a business. If a chronically disgruntled customer is
making a lot of noise about your business online,
you can mitigate the damage to your business’s
reputation by countering with your own Web site.

Could you expand your sales online? Some small
businesses can get along fine with a basic Web

site that explains their services, location, and hours
of operation. If your business provides products
through mail order, a Web site with the capability of
receiving orders can provide an easy way to expand
sales geographically to potential customers that are
actively searching online. «
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