COURSE 14

Small Business
Credit Optimization

Separate your finances, build business credit that
stands on its own, and qualify for better financing.

12 Months 45-90 min

step-by-step program per week
for better financing simple tools only

A 12-month program | 45-90 minutes per week | Educational, not financial advice



Course Overview

THE PROMISE Separate your business finances from your personal ones, build a business credit
profile that stands on its own, and become eligible for better financing (lower rates, higher limits,
better terms), while learning where to source it and how to avoid costly traps.

Core Idea

Lenders, suppliers, and landlords judge your business on two things: how it looks on paper (legal
structure, separate accounts, clean records) and how it behaves (paying on time, using credit
wisely, showing steady revenue). Most small business owners are financed by their personal
credit without realizing it, which puts their home, savings, and credit score at risk. This course
moves the business onto its own footing, step by step.

IMPORTANT NOTES UP FRONT (taught in Lesson 1)

e Educational, not advice. This course is educational, not financial, legal, or tax advice. Confirm
decisions with an accountant, attorney, or licensed financial professional.

e Rules vary by country. The course uses U.S. terms (such as D-U-N-S numbers, Paydex, and EIN) as
the main example and includes a "find your local equivalent” worksheet. Rules, bureaus, and products
change, so verify current details before acting.

* Be honest and accurate in every application. Misrepresenting information to a lender is serious and
can be illegal.

* No guarantees. No one can legitimately promise "guaranteed approval” or instant high limits. Beware
of anyone who does.

How This Connects to Earlier Courses

Better credit supports every other growth course: marketing spend, website and equipment
purchases, inventory, hiring, and cash flow during slow months.

Format for every step: 45-90 minutes per week (heavier on setup), simple tools only (Google
Sheets, your bank's website, your accounting software), each ending with a "done when"
checkpoint.

Roadmap

1. Foundation Month 1 Build the legal and financial Separation Checklist and
separation lenders expect business bank account

2. Build the Profile Months 2-3 Register with the credit bureaus and  Business credit file with
start first tradelines active tradelines

3. Strengthen and Months 4-6 Improve your numbers and Lender-Ready Package +

Prepare assemble lender documents Funding Plan

4. Source and Months 7-12 Apply strategically, compare offers, Annual Credit Plan

Protect negotiate, and manage credit
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PHASE 1 MONTH 1

Separate and Organize (Foundation)

Goal: Build the legal and financial separation lenders expect, and know exactly where you
stand today.

Week 1: Understand how credit works, in plain language

« Personal credit vs. business credit: two different reports and scores, tracked by different
bureaus. Business credit attaches to your business identity (legal name, tax ID, address,
phone), personal credit to your Social Security (or national ID) number.

« Key terms made simple: credit report, credit score, tradeline (a credit account that reports
payments), personal guarantee, collateral, secured vs. unsecured, line of credit vs. term loan,
net terms (paying suppliers 30 or 60 days after delivery), and utilization (how much of your limit
you use).

« Why separation matters: it protects your personal assets (when properly structured), builds
business borrowing power, and simplifies taxes and bookkeeping.

DONE WHEN you can explain personal vs. business credit in your own words.

Week 2: Check your legal structure

« Review your entity type (sole proprietor, LLC, corporation, partnership) and learn what each
means for liability and credit. Many lenders prefer a formal entity, but a structure alone does
not magically separate liability, because personal guarantees and poor record keeping can
undo it.

» Make sure your business is properly registered, in good standing with your state or country,
and has a tax ID (EIN in the U.S.).

« Confirm your legal business name, address, and phone number, and write them in your Master
Business Info sheet exactly as they appear in your registration. These must match across
every account and application.

DONE WHEN your registration is current, you have a tax ID, and your Master Business Info sheet is
finalized. (Consult an attorney or accountant if you're considering a change in structure.)

ok
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Week 3: Separate the money

» Open a dedicated business checking account (and savings) in the legal business name. Stop
mixing personal and business spending (commingling), and set a policy for paying yourself
(owner draw, salary, or distributions, as your accountant advises).

» Move recurring business expenses (software, phone, supplies) to business accounts or cards.

« Set up simple bookkeeping software and monthly reconciliation.

DONE WHEN every business transaction flows through business accounts and your books match
your bank statements for the last month.

Week 4: Build your professional credibility basics

» Get a dedicated business phone number (listed consistently), a professional email domain, a
business address you can legitimately use (avoid using a home address on public records if
privacy is a concern, but lenders may verify a real address; a P.O. box or a residential address
can raise flags with some lenders), a working website, and a business listing (Google Business
Profile, directories) matching your Master Business Info exactly. Courses 3, 5, and 6 help here.

DONE WHEN your name, address, and phone match across your registration, bank, website, and
listings.

DELIVERABLE A "Separation Checklist" completed, a business bank account in use, books in
order, and a consistent Master Business Info sheet.

ok
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PHASE 2 MONTHS 2-3

Build Your Business Credit Profile

Goal: Create your business's identity with the credit bureaus and start the first tradelines.

Month 2: Register with the credit bureaus and check your reports

» Get your business identifiers: a D-U-N-S number from Dun & Bradstreet (free to request in the
U.S.) and learn about the other major business bureaus (Experian Business, Equifax Business,
and sometimes others). Request your free or low-cost reports to see what's already on file,
since information may be incomplete, outdated, or mixed up with another company.

» Learn the scores: business scores work differently from personal scores (different ranges,
different factors, and some are heavily influenced by how you pay suppliers). Learn what each
major score measures using the Business Credit Score Cheat Sheet.

» Fix errors: if the reports show wrong names, addresses, or accounts, learn the dispute process
and file corrections.

« Pull your personal credit reports and scores too, since most small business lending still looks at
the owner's personal credit. Check them for errors and learn the dispute process.

DONE WHEN your business has a bureau record, you've reviewed your personal and business
reports, and you have a list of corrections to make.

Month 3: Open your first tradelines (the "starter" credit)

* Vendor/supplier net-30 accounts: suppliers who offer payment terms and report to business
bureaus. The key is to find ones that actually report (ask them directly) and to buy things you
genuinely need. Do not buy things you can't use just to build credit.

« Business credit card with low or no personal-credit dependence: learn what cards require
a personal guarantee, which report to business bureaus, and which only to personal. Compare
options using the Credit Card Comparison Sheet (fees, interest rates, limits, rewards,
reporting).

« Secured options: a secured business card or a small secured loan can be a way to start if
your history is thin.

» Pay early or on time, every time, since payment history is the most important factor. Set up
automatic payments and calendar reminders.

DONE WHEN you have at least 3 accounts (for example, 2 suppliers and 1 card) that report to
business bureaus, all paid on time.

CHECKPOINT A business credit file with active tradelines, a clean personal credit review, and a
tracker (Google Sheet) of every account, balance, limit, due date, and whether it reports.

ok
Small Business Credit Optimization lll' BGA Page 4
\



PHASE 3 MONTHS 4-6

Strengthen and Prepare for Better Financing

Goal: Improve your numbers and assemble the documents lenders ask for.

Month 4: Master the habits that move scores

« Payment history: pay on or before due dates, and consider paying early (some scoring
models reward early payment).

« Utilization: keep balances low relative to limits (a common guideline is under 30%, and lower
is generally better), and learn how statement dates work.

« Credit mix and age: a mix of supplier credit, cards, and later loans over time looks stronger.
Keep your oldest accounts open when it's reasonable.

» Avoid hard-inquiry pileups: apply for credit strategically rather than all at once.
+ Build a 12-month payment calendar.

DONE WHEN every account is on autopay or a reminder, and utilization is under your target.

Month 5: Build your "Lender-Ready Package"

« Gather and organize: 2-3 years of business and personal tax returns (or as many as you have),
profit and loss statements, balance sheets, and cash-flow statements (your bookkeeping
software produces these), 6-12 months of business bank statements, a list of debts, and your
business registration, licenses, and ownership documents.

» Prepare a one-page Business Summary (what you do, customers, revenue trend, how you'll
use funds, how you'll repay).

» Calculate key ratios lenders watch: cash flow coverage (can your cash flow cover loan
payments?), debt-to-income or debt service coverage, and revenue consistency. Use the
Lender Ratio Calculator.

DONE WHEN your package is complete and stored securely in one folder.

ok
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Month 6: Learn the full financing menu and how lenders decide

» The 5 Cs of credit: character (reputation and history), capacity (ability to repay), capital (your
own investment), collateral (assets pledged), and conditions (purpose and economic climate).

« Types of financing explained: business credit cards, vendor credit, lines of credit, term loans,
equipment financing, invoice financing or factoring, SBA-backed loans (in the U.S.), merchant
cash advances (high-cost, use with extreme caution), microloans, grants, and community or
alternative lenders.

« Match the tool to the need: short-term cash flow gaps (line of credit), equipment (equipment
loan, where the equipment is the collateral), growth or expansion (term loan), seasonal
inventory (line of credit or inventory financing), unpaid invoices (invoice financing).

* Run your 6-month review: compare reports and scores to Month 2.

DONE WHEN you can say which 1-2 financing types best fit your next business need.

CHECKPOINT Improved or stable scores, a complete Lender-Ready Package, and a written
"Funding Plan" naming what you need, how much, and why.

PHASE 4 MONTHS 7-12

Source Credit and Protect Your Position

Goal: Apply strategically, compare offers, negotiate, and manage credit responsibly.

Month 7: Learn where to source credit

« Your current bank or credit union: often the best first stop, since an existing relationship
helps. Ask about business lines of credit and loans.

« Community banks, credit unions, and community development financial institutions
(CDFIs): often more flexible with small businesses.

» Government-backed programs: in the U.S., SBA-guaranteed loans, SBA microloans, and
local small business development centers offering free guidance. Other countries have similar
programs, so research yours using the local-equivalent worksheet.

« Online lenders and fintech platforms: faster decisions, but costs can vary widely, so
compare the total cost carefully.

« Equipment and invoice financing companies, supplier financing, and vendor programs.

« Grants and local programs: industry associations, chambers of commerce, and economic
development agencies.

DONE WHEN you've built a Lender Shortlist of 5-8 sources with requirements, typical terms, and
contact info.

ok
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Month 8: Compare offers like a pro

» Learn to read an offer: interest rate vs. APR (the total yearly cost, including fees), origination
fees, prepayment penalties, repayment schedule, collateral requirements, personal guarantee
terms, covenants (rules you must follow), and what happens if you pay late.

» For short-term products, learn to calculate the true cost (some advances express costs as
"factor rates," which can hide very high effective rates).

« Use the Offer Comparison Sheet to compare 2-3 offers side by side.

» Learn the red flags: upfront fees before approval, guaranteed approval claims, pressure to sign
immediately, unclear terms, and no physical address or licensing.

DONE WHEN you can compare any two offers on total cost and risk.

Month 9: Apply strategically

» Prequalify first (soft checks that don't affect your score) where available.

« Apply for one or two products that fit your Funding Plan, rather than many at once.

» Be accurate, consistent, and complete, since errors cause delays and denials.

* Prepare to explain your business, your repayment plan, and any past problems honestly.

» If denied, request the reason, fix what you can, and reapply later. Rejections are information.

DONE WHEN you've submitted applications aligned with your plan and tracked each outcome.

Month 10: Negotiate and reduce personal exposure

» Learn what's negotiable: rates, fees, collateral, repayment terms, and in some cases the
personal guarantee (limited guarantees, guarantees that expire after a track record, or removal
over time as the business strengthens).

« Understand that many small business loans still require a personal guarantee, and that this ties
your personal assets to the debt, so weigh that risk with an attorney or advisor before signing.

» As your business credit strengthens, ask existing lenders for limit increases, better terms, or
conversions to products that rely less on your personal credit.

DONE WHEN you've requested at least one improvement (higher limit, lower rate, or reduced
guarantee) from a current lender, with documented results.

ok
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Month 11: Manage credit responsibly and avoid traps

« Debt management plan: set a maximum debt level tied to your cash flow, keep a cash
reserve (3 months of expenses as a long-term goal), and never use credit to cover problems
that revenue can't support.

« Avoid common traps: using business credit for personal expenses, paying only minimums,
stacking high-cost short-term advances, ignoring due dates, giving a personal guarantee
without understanding it, falling for "credit repair" or "build business credit fast" schemes that
charge high fees for what you can do yourself, and misrepresenting information on
applications.

« Monitor: set a monthly reminder to review your business and personal reports, enable alerts,
and secure accounts against fraud and identity theft (credit freezes where appropriate).

« If trouble comes: contact lenders early about a hardship plan, and know when to consult an
accountant, attorney, or nonprofit counselor.

DONE WHEN you have a written Debt Policy and monitoring routine in place.

Month 12: Annual review and plan
» Re-pull your personal and business reports and scores and compare to Month 2.

» Total your credit lines, limits, interest and fees paid, and returns on borrowed money (did the
money produce more revenue than it cost?).

« Update your Lender-Ready Package with the year's numbers.

« Set next year's goals: scores, limits, financing needs, cash reserve, and which relationships to
deepen.

DONE WHEN you have a one-page Annual Credit Plan.

DELIVERABLE An Annual Credit Plan, an updated Lender-Ready Package, a credit account
tracker, and a 1-hour-per-month monitoring routine.

ok
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Resources and Pitfalls

Course Materials to Build Common Mistakes to Avoid

e Separation Checklist (legal, banking,
bookkeeping)

* Master Business Info sheet (hame, address,
phone, tax ID)

e Glossary of credit terms in plain language
e Personal vs. business credit comparison chart

¢ Business Credit Score Cheat Sheet (bureaus,
score names, what they measure)

» Credit report review and dispute guide
(business and personal)

* Vendor/supplier tradeline guide with questions
to ask ("Do you report to the business bureaus?")

e Credit Card Comparison Sheet

¢ Credit account tracker (Google Sheet: account,
limit, balance, due date, reports to which bureau)

e 12-month payment calendar

¢ Lender-Ready Package checklist and Business
Summary template

¢ Lender Ratio Calculator (cash flow coverage,
debt service)

* Financing types guide (match the tool to the
need)

e Lender Shortlist template

e Offer Comparison Sheet (APR, fees,
guarantee, collateral, total cost)

¢ Red Flag checklist for predatory lenders and
scams

* Negotiation scripts and limit-increase request
templates

e Debt Policy template

¢ Local-equivalent worksheet (bureaus,
government programs, and lenders in the owner's
country)

e Annual Credit Plan template

e Common Mistakes (a short bonus lesson)

Small Business Credit Optimization

¢ Mixing personal and business money

e Assuming an LLC or corporation alone protects
personal assets or builds credit

* Inconsistent business name, address, or phone
across records

* Never checking business or personal credit
reports for errors

e Paying late, even by a few days, on supplier
accounts

* Applying to many lenders at once

e Signing personal guarantees without
understanding them

¢ Choosing the fastest funding instead of the
cheapest safe option

» Taking high-cost advances to cover ongoing
losses

e Paying for "credit repair" or "instant business
credit" schemes

¢ Using business credit for personal expenses

e Misrepresenting revenue, ownership, or
purpose on an application
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