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It’s about the Bait… It’s about the Bait… 
  

“Find the thing your prospects are interested in and 
make it your point of contact, rather than rush in and try 
to tell them something about your proposition, your 
goods, your interests.” 
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When it comes to writing a business plan or any correspondence for that 
matter, study your reader first – your business second.  If you understand your 
reader’s desirers, and present those things in your business that relate to them, 
then your business plan will surely create excitement and interest.  

When it comes to writing a business plan or any correspondence for that 
matter, study your reader first – your business second.  If you understand your 
reader’s desirers, and present those things in your business that relate to them, 
then your business plan will surely create excitement and interest.  
  
But, you already know this, right? But, you already know this, right? 
  
This edition of the Capital Minute is not going to show beginners how to write 
an epistle of a business plan. This edition is for the businessperson who already 
knows the blocking and tackling of writing a business plan and is looking for 
more effective ways to put that knowledge to use. 
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more effective ways to put that knowledge to use. 
  
And, that’s just what our feature article, the last part of a three part series titled 
Choosing The Right Talking Points in Your Business Plan or Cover Letter, is all 
about…answering the question: What is it about some business plans that 
makes them so much more effective than others? The answer just may surprise 
you. 
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And, if you’ve already tackled the business plan turn to David Ruiz’s article 
about the seven step to get a loan for your business. If you haven’t you may 
want to hold off deciding whether to write your plan yourself or get 
professional help until you read Lee Lister and Art Hamel articles.  
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about the seven step to get a loan for your business. If you haven’t you may 
want to hold off deciding whether to write your plan yourself or get 
professional help until you read Lee Lister and Art Hamel articles.  
  
Finally, remember to drop me a quick note about future topics you’d like to see 
covered in the Capital Minute…after all it is YOUR magazine. 
Finally, remember to drop me a quick note about future topics you’d like to see 
covered in the Capital Minute…after all it is YOUR magazine. 
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Insights 

3 Reasons for a Business Plan that Only a 

Professional Business Planner Understands 
By Lee Lister 

There are three reasons why you need a 
business plan… 

1. To obtain funding 

Every good potential lender or investor, be it a 
banker, angel investor, venture capitalist, or 
business partner, will require a business plan.  
They want to be comfortable that you have 
thought long and hard about your business rather 
than jumping straight into a business.  More 
importantly they want to ensure that they have a 
good chance of not only having their investment 
returned, but also making a profit out of the 
arrangement. 

Your business plan is your sales tool – it 
explains your business and your strategies to make 
this business a success.  It shows how detailed and 
organized you are and how you intend to make a 
success of your business. 

2. To introduce your business to potential funding 
sources. 

The Executive Summary is undoubtedly the 
most important part of your business plan.  
Investors receive hundreds of business plans.  
They decide on their initial sort of who they want 
to investigate more thoroughly, by viewing the 
Executive Summary.  Yours should be short, 
concise and eye catching.  Investors like 
entrepreneurs who can concisely and accurately 
describe their business, products and potential.  If 
you think of it, this is what an effective sales 
person does every day.  If your business model is 
not planned well enough to describe in a few well-
written pages then it is unlikely to be successful 
and very unlikely to be funded. 

Once a potential investor has reviewed your 
Executive Summary and becomes interested in 
your potential business, then they will read the 

rest of your business plan in order to gain a 
greater understanding of your business and 
investment requirements. 

Your Executive Summary should be written 
after the main part of the business plan and 
should be no more than 3 pages long.  It should 
summarize your business plan and include an 
overview of your business, your business models, 
what you are selling and in which market.  You 
should also summarize your financial requirements 
and projections as well as provide your investor’s 
exit strategy. 
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3. To ensure that you have carefully planned your 
business 

A well-planned business is a business likely to 
succeed.  Do you know who your potential 
customers are?  Do you really know who they are? 
Where they are and what they are looking to buy? 

Do you know how to define your company 
within a sales environment?  Where do you want 
your company to be in three years? 

Do you know how many staff you will need? 
How you will pay for these staff? 

Do you have a vigorous business model?  Even 
know what a business model is? 

Have you really thought through how you will 
run your business? 

The answers to all of the above, plus many 
more will be discovered, decided and defined 
during the business planning process. If you use a 
professional business planning company, you have 
the advantage of not only having a well-written 
business plan, but the chance to benefit from the 
business knowledge of the planning company. 
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A well written and thought out business plan 
will help you clarify your own thoughts about your 
business, how you want to present your company 
to your peers, customers and investors. It will help 
you find out who your best customers are, where 
they are, what they want to buy and at what 
price. It will identify any weaknesses you may 
have in your thinking. Lastly it will provide you 
with a business and marketing strategy combined 
with a robust financial model and business model 
that will give you confidence to make the leap 
into entrepreneurship. 

What can a professional business planning 
company do for you? 

A good professional company has experience in 
writing many different kinds of business plans for 
many different types of companies.  A plan 
written to attract financing from a Venture 
Capitalist is totally different than a plan written 
for an Angel Investor or a bank.  A professional 
company understands this. They know how to 
answer the particular concerns of each type of 
investor or lender and how to pitch the plan to 
each audience. 

Remember, investors are risking their hard 
earned capital when they invest in your business. 
They need a certain comfort level that you have a 
clear business strategy and a robust business 
model. They want to know that you have 
researched your potential market in great detail.  
They also want to be comfortable that you 
understand all the risks that your new business 
faces.  

A problem many business owners have when 
writing their own business plans is not including 
all the information readers require or including 
too much information that is not required.  Their 
plans are often unfocussed and spend too much 
time discussing unnecessary information…giving 
your listener the impression that you are 
unfocussed and unstructured. 

By definition new entrepreneurs have very 
little time. Yet, they need to produce a business 
plan and progress up a steep learning curve.  A 
professional business plan company has already 
climbed this learning curve and has enough 
experience to guide you through the whole 
process. This frees you up to focus more on 
finding and servicing your customers. Don’t get 

me wrong. You’ll still be involved at every stage in 
the process to ensure that the plan reflects YOUR 
business. 

So, look for a business plan consultant who will 
be objective in reviewing your business. One who 
has in depth experience to offer you advice and 
suggestions that will make your business plan 
more directed and powerful. When you do this 
you’ll get a quality, investor ready business plan 
and some very useful business consultancy as a 
bonus! CM 

© Copyright 2005 Biz Guru LLC 
 

About the Author 

Lee Lister, writes as The Biz Guru, for a number of 
web sites including her own sites 
http://www.BizGuru.us .  She is a business planning 
expert, with over 20 year’s management and business 
consultancy experience with businesses large and small 
as well as being a serial entrepreneur, she now helps 
others set up, develop and market their businesses.  
Also visit http://www.FindMeLinks.com for our 
Internet marketing solutions or http://www.clikks.com 
for all our informational products.   

 
 

 
WAHM-IT!, The Masters 

Course... 
A REAL Solution For 
Work-At-Home Moms 

(WAHMs) 
 

Four "ordinary" moms, three from the United 
States and one from the UK, explain everything 
that a mother would want to know about 
starting a real business from home. They start 
right from the beginning, from reviewing all of 
the options and organizing properly, to the 
nitty-gritty of how to actually build a 
substantial income online. They even include 
case studies.  

 
You owe it to yourself to click here for a 
free, no obligation download of...  

 

WAHM-IT, The Masters Course 

 

http://wahmit.bizplansecrets.com
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T h e  L a s t  o f  a  T h r e e  P a r t  S e r i e s  

Choosing The Right 
Talking Points 

In Your Business Plan or Cover 
Letter – Part 3 

By Mike Elia 

In Parts 1 and 2 of this series we talked about 
how to select your arguments and talking points. 
Those key points that separate your business, 
products or services from other businesses.  

We dug deeper into how to organize your 
materials. Explored ways to sort and keep what 
you gather so you can shave hours off your writing 
time. And, more important, never have to omit an 
important piece of proof because you misplaced 
the evidence! 

In this third and final part of this series we 
focus on what I believe makes some business plans 
so much more effective than others. 

Let me start by asking you the question: What 
is it about some business plans that make them so 
much more effective than others? 

Is it perfect diction? Is it a superb layout and 
fine graphics? Perhaps, it’s a clever use of 
pictures, attention-grabbers or interest-arousers? 

Or, is it because they all followed some “proven” 
business plan outline?   

I have seen hundreds of business plans that 
have done all of these and more. Yet, just like 
several of King Arthur’s men in the movie Monty 
Python and the Holy Grail, when they faced the 
gatekeeper at the Bridge of Death, were cast into 
the Gorge of Eternal Peril.  

These plans, though not cast into the Gorge of 
Eternal Peril, were cast into the Gorge of the 
Eternal Wastebasket, while other business plans, 
clearly less polished and lacking traditional 
business plan acumen, created intense interest 
and excitement on the part of their readers.  

Why? 

Because getting the results you want out a 
business plan is no more a matter of following the 
“rules” than is catching a fish.  

The Capital Minute  | July 2006 
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I can recall more often than not fishing with my 
wife’s grandfather in East Bay down in Panama 
City, Florida for speckled trout.  
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Even though we fished side-by-side from a 
small boat, Granddaddy always seemed to pull-in 
fish after fish while I could barely get a bite. 

See, the difference was that Granddaddy knew 
how to work his bait to give the fish what they 
wanted. I, on the other hand, obviously did not. 
That’s why Granddaddy caught a boatload of fish 
and I only a handful.   

A ton of books have been written about fishing, 
but at the end of the day it all comes down to 
using the right bait for the fish you want to catch. 

The same is true of business plans. A ton of 
articles have been written about ways to use a 
business plan to attract investors, employees, you 
name it.  But, all the advice and how to boils 
down to this: “What is the bait (the key talking 
points) that will excite your reader and move 
them to take action?”  

The purpose of every business plan is this: 

The readers of your business plan are looking 
for certain things, consciously or unconsciously. 
As soon as they pickup your plan, these things 
dominant their focus. 

Meanwhile, you want the reader to take a 
certain action…express an indication of interest, 
start doing their due diligence, cut a check, 
something. Your challenge is to link this to what 
your readers are looking for in such a way that it 
brings them closer to their goals.  

So, when you sit down to write your business 
plan, how do you pick out your talking points?"  

The first thing I do is put my pen down or, if 
I’m typing, I take my hands off the keyboard.  

Avoid the temptation of starting to write 
without knowing your target audience.  

Are you writing a banker, an investor, or a 
potential employee? It matters you know. Each 
one has different interests. 

Instead, picture in your mind the person to 
whom you are writing. Get familiar with that 
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Finally A Tool To Make Writing A 
Business Plan Cover Page Easy! 

CH-IT is a breakthrough MS Word template 
igned to ask mind-stretching questions.  But 
’s not all.  PITCH-IT organizes your answers 
 a logical outline!  With the outline in hand, you 
w where you are going.  You no longer have to 
 that agonizing blank page. 

h PITCH-IT you can literally become MORE 
ECTIVE, INTELLIGENT, POWERFUL AND 
DUCTIVE!  

• Zero readers in on the HEART of your business 
plan quickly so they’ll want to follow-up with you 
to learn more about what you’re doing!  

• Can you imagine the persuasive cover page 
you could write with PITCH-IT at your 
fingertips!?  

• Use PITCH-IT as checklist to jumpstart the 
writing of your business plan  ----  

• Or to be sure your current plan covers all the 
key topics of a POWERFUL, SUCCESSFUL 
PLAN 

lick here to make your business plan come 
“ALIVE!” 

http://pitchkit.bizplansecrets.com  
son’s view. Pick out the arguments that will 
eal most to this person. Then, write your 
iness plan or cover letter to that individual. 

The truth is most business plans and cover 
ters are not aimed carefully. Writers simply 
ze away in hopes that some of the shots will 
e effect. Never crafting a clear case for what 
kes the business unique and a match with the 
der’s interests. 

There are a hundred things that might be said 
ut your business. But, it takes a familiarity 
h human nature and salesmanship to find the 
t arguments and inducements that carry the 

st weight with your prospect.  

Even if you are preparing a form letter to send 
several prospects, it's more effective to write 
ectly to the one individual that best represents 
 group as a whole that you are trying to reach. 
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Novice business plan writers focus on 
wpoints that appeal to them. In contrast, 

http://pitchkit.bizplansecrets.com/
http://www.business-plan-secrets-revealed.com/writingabusinessplancoverpage.html
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experienced writers look to their targeted readers 
for their talking points.  

Let’s say you are writing to a group of targeted 
investors. Start by getting familiar with investors 
who invested in businesses similar to yours.  

Chances are the features that led them to 
invest in that business are the same ones that will 
induce targeted investors to invest in yours. 

And, don't stop there.  

Get information from those investors who did 
not invest. Find out why they didn't invest. What 
their objections were. Where did they feel the 
business fell short of their requirements?  

You can be sure that your prospects will raise 
the same objections. Anticipate these criticisms 
and prepare arguments to stall them. 

This is where a library of useful evidence comes 
in handy.  

For example, public documents that companies 
file with the Securities and Exchange Commission 
(SEC).  

These filings have already been thoroughly 
tested. The arguments, schemes, and talking 
points in them proved important. They have been 
put fourth to investors and regulators and the 
arguments deemed sufficient.  

MASTER THE ART OF ATTRACTING AND 
CONVINCING INVESTORS 

 

" Even if you already own other 
business planning resources, I highly 
recommend Business Plan Secrets 
Revealed."  
Art Tuner, http://selfemploymentstation.com 

Learn how to write a business plan that improves 
your image, attracts more investors and increases 
funding dollars.  Filled with practical advice, 
invaluable examples and cost-cutting tips, Business 
Plan Secrets Revealed is for anyone who wants to 
create a business plan that sells. Please click below 
to learn more… 

http://www.business-plan-secrets-
revealed.com/business-plan-manual.html

Use them to help build your case. Use them to 
give you a glimpse of the things that your readers 
will focus on.   

Take the time to cover your bases. Test your 
arguments. Know the strengths and weaknesses of 
your talking points before you waste big money 
printing and distributing your plan. Test each 
section of your business plan as accurately as a 
chemist tests for impurities.  

Whenever you write a business plan or cover 
letter keep these seven ideas in mind: 

1. Never rely on an argument that would not 
appeal to you, the writer.  

2. File the materials you gather for easy 
reference.  

3. Know your audience.  
4. Know your products from the source of the 

raw materials used to produce them to 
their final delivery to the customer.  

5. Know what arguments appeal to your 
readers. 

6. Look at your business plan through the 
eyes of your readers.  

7. Sell yourself on your business plan first.  

When you do these things, you will find the 
talking points that will sell your readers. CM 
 

About the Author 

Mike Elia is a chief financial officer and an advisor to 
venture capitalists and leverage buyout specialists. For 
more information about business plans and raising 
capital for your business or to review his business plan 
manual, visit http://www.business-plan-secrets-
revealed.com. 
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Business Plan Basics  Business Plan Basics  
  

Business Plan Secrets  Business Plan Secrets  

You Won't Learn At Harvard Or Yale You Won't Learn At Harvard Or Yale 

By Art Hamel By Art Hamel 
  

If you want to buy a business, but don't know 
how to create a business plan, then this article 
will show you how to get one done and ready 
within a few weeks. 

If you want to buy a business, but don't know 
how to create a business plan, then this article 
will show you how to get one done and ready 
within a few weeks. 

Listen:  In order to get a good business plan in 
your hands, you are going to have to do one of 
two things: 

Listen:  In order to get a good business plan in 
your hands, you are going to have to do one of 
two things: 

1) Hire someone to do it for you 1) Hire someone to do it for you 

2) Do it yourself 2) Do it yourself 

Now, if you hire somebody to write your 
business plan for you (and this is the ideal way of 
doing it), it will usually cost you between five or 
ten thousand dollars. 

Now, if you hire somebody to write your 
business plan for you (and this is the ideal way of 
doing it), it will usually cost you between five or 
ten thousand dollars. 

On the other hand, if you're starting with little 
or no money of your own, and want to do it 
yourself, there’s a number of programs in the 
business section of your library that can help you.  
Most decent libraries will have CDs, books and 
computer programs you can use to put together a 
business plan.  

On the other hand, if you're starting with little 
or no money of your own, and want to do it 
yourself, there’s a number of programs in the 
business section of your library that can help you.  
Most decent libraries will have CDs, books and 
computer programs you can use to put together a 
business plan.  

Another way to do it yourself -- and this is a 
little more "unconventional" -- is to simply go 
online, put "business plan" into a search engine, 
and you will find dozens of companies that will 

give you samples of business plans (you can use as 
“templates”) -– 100% free –- because they're trying 
to sell you financing or something like that. 

Another way to do it yourself -- and this is a 
little more "unconventional" -- is to simply go 
online, put "business plan" into a search engine, 
and you will find dozens of companies that will 

give you samples of business plans (you can use as 
“templates”) -– 100% free –- because they're trying 
to sell you financing or something like that. 

Whatever the case, if you decide to go out and 
raise money to buy a business and don’t put 
together a business plan, the chances of you 
getting the money is zero and none.  Luckily, it 
can be done for little or no money.  But the ideal 
way is to hire someone who's done them before  
(and has a track record of having created 
successful business plans) if possible. CM 

Whatever the case, if you decide to go out and 
raise money to buy a business and don’t put 
together a business plan, the chances of you 
getting the money is zero and none.  Luckily, it 
can be done for little or no money.  But the ideal 
way is to hire someone who's done them before  
(and has a track record of having created 
successful business plans) if possible. CM 
  

About the Author About the Author 
  
Arthur B. Hamel has bought over 200 businesses in the past 
50 years, and is a well-known author, consultant, investor, 
business owner, and dynamic lecturer who has shared the 
stage with such business greats as Robert Allen of "No Money 
Down" fame.  For the past 20 years Art has taught thousands 
of people around the world -- even so-called "little guys" with 
no formal education or money -- how to quickly and easily buy 
large, multi-million dollar businesses with no credit, banks or 
prior business experience.  He has recently decided to share 
his unique business-buying secrets and tactics free of charge 
at: http://arthurhamel.com

Arthur B. Hamel has bought over 200 businesses in the past 
50 years, and is a well-known author, consultant, investor, 
business owner, and dynamic lecturer who has shared the 
stage with such business greats as Robert Allen of "No Money 
Down" fame.  For the past 20 years Art has taught thousands 
of people around the world -- even so-called "little guys" with 
no formal education or money -- how to quickly and easily buy 
large, multi-million dollar businesses with no credit, banks or 
prior business experience.  He has recently decided to share 
his unique business-buying secrets and tactics free of charge 
at: http://arthurhamel.com
 
Article Source: http://EzineArticles.com/?expert=Art_Hamel 
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Financing  

7 Steps To Get A Loan For Your Business 

By David Ruiz 
 

Hopefully, you are already at the stage where 
you are looking for funds to start or expand your 
business. In this article, we will explain some of 
the different ways to find financing. Due to the 
high cost of setting up a business, determining 
how you will finance your business is crucial. 

Loans are a time-tested way of raising capital 
for your business. We would love to tell you that it 
is as easy as going to the bank and asking for 
money, but as you probably know by now it is 
quite the opposite. We wrote the following steps 
to help you raise the right amount of capital to 
get your business going. 

Step 1: Decide how much money you need. 

This is an obvious but often misunderstood 
statement.  Entrepreneurs, particularly start-ups, 
when budgeting for their business often focus on 
what they will need to get their business going, or 
to finance a particular project without accounting 
for working capital or cash for contingencies. This 
is dangerous because lack of working capital can 
mean the death knell for the business. 

On the other hand, some entrepreneurs, again 
start-ups, drastically overestimate their costs.   
This will make lenders not only to question the 
entrepreneurs’ assumptions, but also question 
whether they know what they are doing. 

Now that we decided on an amount, lets focus 
on the lender. 

a) If you are a start-up: 

Loan amounts below $25,000 are considered 
smaller, micro-loans. Not all banks will be 
interested in doing a SBA guaranteed loan for 
small amounts (more below). Micro-lenders and 
Alternative-lenders are better equipped to handle 
this type of loans. These lenders usually make 
smaller loans and have a community focus. Look 

to credit unions, local development corporations 
and other non-profit lenders. 

A Small Business Administration (SBA) 
guaranteed loan is a guarantee to the lender. If 
the borrower defaults, the lender is guaranteed 
repayment of a portion of the loan by the SBA. 
You are still liable for the loan, so your obligation 
does not go away. From our experience, an 
amount of $50,000 and above is the usual range 
for SBA loans. The higher the amount requested 
the more the lender would look for collateral to 
secure the loans. Start-ups and existing businesses 
can apply for SBA guaranteed loans. 

b) If you are an existing business: 

If you own a company that has documented 
sales (you will need to show previous years’ tax 
statements) then you can apply for conventional 
bank loans. These loans are usually easier to 
apply, and may have lower interest rates.  
Normally for a conventional bank loan, you will 
need to be in operations for at least 2 years. 

c) Set your expectations: 

The bank does not want to own your business. 
It is highly unlikely that you will get a loan for a 
100% percent of the project cost.  You will need 
to put down a co-payment.  Although the 
minimum co-payment varies by industry and 
lender, expect to put down at least 20%-30% or 
more of the cost of the project. 

Step 2: Find out your credit score. 

You should check your credit score and look 
over your credit report to make sure there are no 
problems. A credit score of above 650-680 is 
considered “Good”, but it does not mean you will 
get a loan. A credit score in the 700-800’s is very 
good and increases your chance of getting 
approved. 
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You can request your credit report from one of 
the reporting agencies, or use one of the many 
online services available to check your score. 

Step 3: Start researching your options. 

Start weighing all your options. Think of ways 
to strengthen your loan application. Can you find 
a co-signer? Bring in a partner with good credit or 
experience? Invest more cash into the business? If 
you think that you are not a strong candidate for a 
business loan, you can present the lender with 
options to increase your chances. 

Step 4: Start writing the business plan and 
create the financial projections. 

The business plan is more than a plan—it is a 
tool that helps you evaluate your business 
concept, your product or service, and discusses 
how to implement your ideas. A business plan is 
also a tool to obtain investors, lenders, and 
strategic partners. You can find many resources 
and opinions on the Internet as well as your local 
bookstore on how to build an effective business 
plan.  A lender will usually require a 
comprehensive business plan as well as a 
projected 1-year cash flow projection (month-by-
month), 3 years income statements, a balance 
sheet, a statement of sources and uses of funds, 
and a loan amortization schedule.  One mistake 
that we usually see is that the figures on the 
Business Plan do not match the figures on the 
financial projection.  Double-check your work 
before sending it to the bank. 

Step 5: Find a lender 

Finding the right lender is not easy; each 
lender has its own criteria for lending. However 
you can use the list below to get an idea of what 
type of institution is a better fit for your loan 
needs. 

a) Commercial Banks 

Banks are one of the largest small business 
lenders but their approach to lending varies. 
Commercial Banks decisions are based on your 
strength as a borrower (a good credit score, 
personal financial statements, experience and 
collateral) the banks goals for the period and their 
lending philosophy.  Banks may be looking to 

expand their small business loan consumer base; 
others may focus on larger loans or a specific 
industry. 

You will need a high credit score if you are 
applying for a bank loan (with or without the SBA 
guarantee).  Although, this is not an absolute rule 
for all banks, we found that a credit score over 
700 is a better predictor on the success of a loan 
application. The bank may look for collateral 
(home equity, saving, etc) if you are applying for 
amounts over $50,000. 

The borrower’s personal financial situation is 
key for the application. The bank’s underwriter 
will analyze the person’s net worth; as well as 
look at her previous earnings, length of credit 
history, among other factors. 

For lower amounts the bank may not require a 
business plan.  However, if there is a particular 
weakness in the loan application, the loan officer 
may ask the borrower to submit a business plan 
and financial projections. 

b) Non-Bank lenders 

These institutions do not conduct consumer 
banking but offer business services and business 
loans. Lenders’ requirements vary depending on 
the institution, and some prefer lending to 
specific industries. The Non-bank lender may take 
longer to process your loan application than a 
regular bank, but they can approve loans that 
banks find too risky. 

Non-Bank lenders usually require a business 
plan and ample documentation with the loan 
application. Compared to banks these lenders 
have more flexibility working with lower credit 
scores as long as the borrower has the necessary 
experience and collateral. 

c) Region specific Lenders 

There are neighborhood specific for-profit/non-
profit lenders that have more flexible lending 
terms. For example: Credit Unions and Community 
Development Organizations may lend to specific 
neighborhoods. The nature of your business and 
the reason why you are requesting the loan should 
fit with the organizations’ goals. 
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d) Micro and Alternative lenders  d) Micro and Alternative lenders  

Micro and Alternative Lenders lend to riskier 
borrowers. These borrowers usually have low 
credit scores or they are just building credit, also 
they don’t have a strong financial history and have 
little or no collateral.  These institutions lend 
lower amounts and charge higher interest rates. 

Micro and Alternative Lenders lend to riskier 
borrowers. These borrowers usually have low 
credit scores or they are just building credit, also 
they don’t have a strong financial history and have 
little or no collateral.  These institutions lend 
lower amounts and charge higher interest rates. 

Step 6: Prepare the loan application package Step 6: Prepare the loan application package 

A “Loan Package” is the paperwork you submit 
to the bank in order to apply for a loan.  The Loan 
Package includes the following: 

A “Loan Package” is the paperwork you submit 
to the bank in order to apply for a loan.  The Loan 
Package includes the following: 

• Business Plan  • Business Plan  
• Business Financial Projections • Business Financial Projections 
• Personal Financial Information   • Personal Financial Information   
• Personal Tax Statements • Personal Tax Statements 
• Information about business, location, sales 

contracts, etc. 
• Information about business, location, sales 

contracts, etc. 

• Business Owners’ Resumes • Business Owners’ Resumes 

Step 7: Waiting Step 7: Waiting 

Loan applications are approved or declined 
much quicker than people think. A lender can 
approve an SBA express loan within 36 hours. 
Regular commercial loans have similar processing 
times. You should expect to get an answer within 
2 weeks, and hopefully close the loan (get access 
to the money) within another 2 weeks. However, 
if the institution needs more documentation, or if 
the loan is for a larger amount, then it might take 
longer to process the loan, especially SBA loans. 
CM 

Loan applications are approved or declined 
much quicker than people think. A lender can 
approve an SBA express loan within 36 hours. 
Regular commercial loans have similar processing 
times. You should expect to get an answer within 
2 weeks, and hopefully close the loan (get access 
to the money) within another 2 weeks. However, 
if the institution needs more documentation, or if 
the loan is for a larger amount, then it might take 
longer to process the loan, especially SBA loans. 
CM 
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The Capital Minute Magazine is… The Capital Minute Magazine is… 
Published monthly by Elia & Partners, LLC to help business 
owners and entrepreneurs write effective business plans. 
Published monthly by Elia & Partners, LLC to help business 
owners and entrepreneurs write effective business plans. 

Advertising  Advertising  
Full, half and quarter page ads are available. For current 
rates, contact: 
Full, half and quarter page ads are available. For current 
rates, contact: 

advertising@business-plan-secrets-revealed.comadvertising@business-plan-secrets-revealed.com

Article Submissions 
Feature Articles 
1200-2000 words, in plain text format ONLY (no html or 
formatted text), on one affiliate marketing subject. No 
general marketing advice or tips. We prefer articles from 
experts or professional freelancers. Articles with 
documented results, hard numbers, and factual research 
will be given first consideration. 

We reserve the right to edit all articles. 

News & Views 
300-600 words, in plain text format, on current news 
events. Must relate to business plans and financing. 

Letters 
Send to mike@business-plan-secrets-revealed.com with the 
words CAPITAL MINUTE LETTER in the subject line. 

All Submissions 
Include your name, email address, resource box, URL, and 
a photo in .jpg or .png format. Contact the editor via 
email: mike@business-plan-secrets-revealed.com. We 
regret that we cannot respond personally to submissions. 

You can also send us articles via snail mail: 

Mike Elia 
Elia & Partners, LLC 
8417 Arbory Hill Ct 
Dublin, OH 43017 
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