7 Steps to Becoming
Funding Ready and
Accessing Capital for
Business Growth

Inside This Guide You'll Learn:

- How to become funding-ready before applying
- How lenders evaluate funding applications

- How to build personal and business credit

- How to organize financial documentation

- How to identify funding opportunities

- How to access capital strategically

- How to position your business for
sustainable growth
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the more opportunities become available.”



First, let me congratulate you on taking an important step toward building
a stronger financial future for yourself, your family, and your business.

Whether you're launching a new venture, expanding an existing company,
purchasing equipment, increasing marketing efforts, hiring employees, or
investing in growth opportunities, one thing is certain: access to capital can
accelerate your progress. Unfortunately, many entrepreneurs discover that
obtaining funding is often more challenging than they expected.

One of the biggest misconceptions in business is that funding is only avail-
able to large companies or business owners with perfect credit. The reality
is that lenders, investors, and funding organizations are not simply looking
for businesses that need money; they are looking for businesses that are
prepared to manage money responsibly.

Over the years, | have worked with entrepreneurs, investors, and business
owners who believed they were ready for funding, only to discover that
missing documentation, weak credit profiles, poor financial organization, or
a lack of preparation stood in the way of approval. In many cases, the busi-
ness itself was viable, but the owner had not yet developed the foundation
necessary to access the capital they needed.

That is why | created this guide.

The purpose of this workbook is not simply to help you find funding. It is
designed to help you become funding-ready.

Inside these pages, you will learn the same foundational principles that
successful business owners use to prepare for financing opportunities.
You will discover how lenders evaluate applications, what documents are
required, how personal and business credit affect approval decisions, how
to build business credibility, and which funding options may align with your
goals.



You will also learn:

* How to identify your funding needs and create a clear strategy

* How to strengthen your personal and business credit profiles

* How to establish business credibility and lender confidence

* How to organize financial documentation before applying

* How to evaluate funding sources and avoid common mistakes

* How to position yourself for long-term business growth and wealth creation

Most importantly, you will learn that funding is not a matter of luck. It is a matter of
preparation.

Too many entrepreneurs spend their time searching for lenders when they should be
focusing on becoming the type of business owner lenders want to fund. The stronger
your foundation, the more options become available. The more prepared you are, the
more confidence you will have when opportunities present themselves.

| encourage you to take your time with this guide. Complete the worksheets. Review
the checklists. Be honest about where you are today and where you want to be tomor-
row. Every successful business owner starts somewhere, and every funding success
story begins with a plan.

Remember:

“Capital follows preparation. The more funding-ready you become, the
more opportunities become available.”

Thank you for allowing me to be part of your journey.
To your success,

Brandon Gardner

The Black Jew Wealth Coach

Financial Education * Business Funding *

Credit Strategy * Real Estate Investing -
Wealth Building




Why Businesses Get Declined

One of the biggest frustrations entrepreneurs face is receiving a funding denial after
investing time and effort into an application. While it may feel discouraging, most fund-
ing denials stem from predictable reasons that can often be addressed with proper
planning and preparation.

The good news is that many businesses are not denied because they are bad busi-
nesses. They are denied because lenders, investors, and funding providers perceive
them as high-risk applicants. Understanding these common reasons for denial can
help you strengthen your business profile and improve your chances of approval in the
future.

Poor Personal or Business Credit

Credit is one of the first factors many lenders review when evaluating an application.
A history of late payments, high credit utilization, collections, charge-offs, or excessive
inquiries may signal financial risk.

Strong credit demonstrates responsible financial management and increases lender
confidence. While perfect credit is not required, improving your credit profile before
applying can significantly expand your funding options and secure lower interest rates
and terms.



No Business Bank Account

Many business owners operate entirely through personal bank accounts. This makes
it difficult for lenders to distinguish personal finances from business operations and
can create concerns about financial management.

A dedicated business bank account helps establish credibility, demonstrates profes-
sionalism, and creates a clear financial history that lenders can review when evaluating
your business.

Lack of Financial Statements

Lenders want to understand how a business is performing financially. Without basic
financial documents such as profit and loss statements, balance sheets, cash flow
reports, and tax returns, it becomes difficult to assess the health of the business.

Organized financial records demonstrate that a business owner understands their
numbers and manages the company responsibly. Businesses with complete financial
documentation are often viewed more favorably during the underwriting process.

Inconsistent Revenue

Revenue consistency helps lenders evaluate a business’s ability to repay debt. Large
fluctuations in sales, declining revenue trends, or limited operating history may create
concerns about stability.

While many businesses experience seasonal fluctuations, demonstrating steady
growth, recurring customers, or improving financial performance can help strengthen
an application.




No Business Plan

A business plan serves as a roadmap for growth and provides lenders with insight
into how funding will be used. Many entrepreneurs know their business well but strug-
gle to communicate their vision, strategy, and financial projections on paper.

A strong business plan should clearly explain:
* What the business does

* Who the target customers are

* How revenue is generated

* How funding will be used

* Expected growth opportunities

* Financial projections

The more clearly you can communicate your strategy, the easier it becomes for lend-
ers and investors to understand the opportunity.

Too Much Existing Debt

Debt is not necessarily a problem. In fact, many successful businesses use debt
strategically to grow. However, excessive debt relative to income and cash flow can
increase risk and reduce borrowing capacity.

Lenders evaluate existing obligations, monthly payments, and debt-to-income ratios
when determining approval amounts. Managing debt responsibly and maintaining
healthy cash flow can improve future funding opportunities.

Missing Documentation

One of the most common reasons applications are delayed or denied is incomplete
documentation. Missing tax returns, bank statements, licenses, financial statements,
business formation documents, or proof of revenue can prevent lenders from properly
evaluating a request.

Before applying for funding, create a complete funding file that includes all required
documentation. Being organized can significantly improve both approval speed and
lender confidence.

The Bottom Line

Funding approval is rarely based on a single factor. Most lenders evaluate the
complete picture, including credit, revenue, documentation, business structure, cash
flow, and overall readiness.

The businesses that consistently secure funding are not always the largest or most
profitable. They are often the most prepared.

By strengthening your financial foundation, organizing your documentation, improv-



ing your credit profile, and creating a clear funding strategy, you can position your
business for greater opportunities and long-term success.

Key Takeaway
Funding is not just about finding money—it is about becoming fundable.
The stronger your business foundation, the more options become available.
“Most businesses are not denied because they need funding. They are denied
because they are not yet funding-ready.”

— Brandon Gardner, The Black Jew Wealth Coach
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Most business owners overestimate their readiness for funding. A lender, investor,
or funding partner evaluates risk before approving capital. The purpose of this assess-
ment is to identify strengths and weaknesses before you apply.

Score yourself from 1-10 in the following categories:

Category Score

Personal Credit
Business Credit

Cash Flow

Revenue Consistency
Business Structure
Financial Documentation
Banking History

Industry Experience
Marketing Presence
Funding Strategy

Interpretation:

. 80-100: Funding Ready

. 60-79: Minor Improvements Needed

. Below 60: Build Foundation First

Rate yourself 1-10: Scoring:

. Credit 80-100 = Funding Ready

. Cash Flow 60-79 = Nearly Ready

. Business Structure

. Revenue Below 60 = Build Your Foundation
o Documentation

. Banking

. Business Credit

. Industry Experience



Define Your Funding Goals

Funding without a purpose creates debt. ~ Worksheet:

Common uses: How much funding do you need?
. Startup Capital

. Equipment

. Marketing What will it be used for?

. Hiring

. Inventory

. Commercial Space Expected ROI?

. Real Estate Investing




Step 2: Personal Credit Readiness
Credit Score vs Funding Access

Many lenders use credit as a risk indicator.
Typical funding access by credit score
lllustrative comparison of funding opportunities available at different credit tiers.

Typical funding access by credit score

lNustrative comparison of funding oppeortunities available at different credit tiers.
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Step 3: Build Business
Credit

Building business credit can help separate your personal finances from your business
finances while creating additional funding opportunities for future growth.

Just as individuals have personal credit profiles, businesses can establish credit
profiles that lenders, suppliers, and financing companies use to evaluate risk. Strong
business credit may help businesses qualify for larger funding amounts, better
payment terms, and more favorable financing options.

The goal is to create a business that lenders and vendors view as trustworthy, finan-
cially responsible, and capable of managing credit obligations.

Understanding Business Credit Reporting Agencies

DUNS Number (Dun & Bradstreet)

A DUNS Number is a unique nine-digit identifier assigned by Dun & Bradstreet (D&B)
to track a business’s credit history and financial activity.



Many lenders, government agencies, and large corporations use Dun & Bradstreet
reports when evaluating businesses. Historically, obtaining a DUNS Number was one of
the first steps in establishing business credit.

Today, Dun & Bradstreet primarily uses your business information to generate a D&B
credit profile and PAYDEX Score, which measures how consistently your business pays
its bills.

Learn More: https://www.dnb.com

Experian Business

Experian Business tracks a company’s payment history, outstanding debts, public
records, and overall business credit performance.

Many lenders use Experian Business reports when evaluating financing applications.
Maintaining positive payment history and responsible credit usage can help improve
your Experian Business score over time.

Experian may track:

* Payment history

* Credit utilization

* Collections

* Public records

* Business loan activity

Learn More: https://www.experian.com/small-business

Equifax Business

Equifax Business provides commercial credit reports that help lenders assess a
company’s financial stability and repayment behavior.

Similar to personal credit reporting, Equifax Business collects information about
payment activity, outstanding obligations, and public records.

Strong Equifax Business scores can
help demonstrate financial responsibility
and improve access to credit products.

Learn More: https://www.equifax.com/
business

Creditsafe

Creditsafe is one of the largest
commercial credit reporting agencies in
the world and is widely used by lenders,
suppliers, and businesses to evaluate




commercial risk.

Creditsafe reports often include:

« Company financial information

* Payment behavior

* Credit recommendations

* Risk assessments

* Business ownership information

Many companies use Creditsafe reports before extending trade credit or establishing
vendor relationships.

Learn More: https://www.creditsafe.com

Vendor Accounts: Building the Foundation of Business
Credit

One of the most common ways businesses begin establishing credit is through
vendor accounts, sometimes called trade accounts.

Vendor accounts allow a business to purchase products or services and pay the
balance at a later date, often under Net-30 terms. If the vendor reports payment activ-
ity to a business credit bureau, those payments may help establish and strengthen the
company’s business credit profile.

The key is paying invoices on time or early.

Uline
Uline is a supplier of shipping, warehouse, packaging, janitorial, and industrial
products.

Many business owners use Uline to purchase:
* Shipping supplies

* Boxes

* Packaging materials

* Warehouse equipment

* Office supplies

Uline has historically been popular among business credit builders because it may
extend Net-30 terms to qualified businesses and has been known to report payment
activity to commercial credit bureaus.



Website: https://www.uline.com

Grainger
Grainger is a large industrial supply company that provides maintenance, repair,
safety, electrical, and operational products.

Businesses often purchase:

* Tools

« Safety equipment

* Facility supplies

* Industrial products

* Maintenance materials

Grainger has long been considered a strong vendor account for businesses seeking
to establish commercial credit relationships.

Website: https://www.grainger.com

Quill

Quill specializes in office supplies, cleaning products, breakroom supplies, furniture,
and technology products.

Many businesses use Quill as an entry-level vendor account because it offers prod-
ucts that almost every company can use regularly.

Examples include:

* Printer paper

* Toner

« Office furniture

* Cleaning supplies

* Technology accessories

Website: https://www.quill.com




Summa Office Supplies

Summa Office Supplies provides office products and has historically been used by
businesses seeking to establish vendor trade lines.

Businesses may purchase:

* Office supplies
* Business products
* Workplace essentials

As with any vendor account, approval requirements, reporting practices, and credit
policies can change over time. Always verify current reporting policies directly with the
vendor.

Website: https://www.summaofficesupplies.com

Business CGredit Building Best Practices

+ Separate personal and business finances

* Open a dedicated business bank account

* Maintain accurate bookkeeping

+ Pay all vendor invoices on time

* Monitor business credit reports regularly

+ Keep business information consistent across all platforms
+ Establish multiple reporting trade lines
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+ Avoid excessive debt obligations

Remember: Business credit is built
through consistency. The goal is not

simply to obtain credit but to establish
a track record demonstrating that your
business can responsibly manage finan-
cial obligations over time.

Business Credit Roadmap
Business CGredit
Builder Roadmap

Stage 1: Foundation
Duration: 0-30 Days

Tasks:
. Form LLC
. Obtain EIN

. Open business bank account
. Establish business address

. Create business email

. Set up website

Goal:

Become a legitimate business entity.

Stage 2: Vendor Credit
Duration: 30-90 Days

Examples:

. Uline

. Quill

. Grainger

. Summa Office Supplies
Goal:

Generate payment history.

Stage 3: Store Credit

Examples:

. Office Depot

. Staples

. Amazon Business
Goal:

Build revolving business credit.

Stage 4: Fleet Credit

Examples:

. Fuel cards

. Fleet maintenance accounts
Goal:

Increase credit profile strength.

Stage 5: Cash Credit
Examples:
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. Business credit cards
. Lines of credit

. Bank financing

Goal:

Access larger funding opportunities.

One of the most important parts of becoming funding-ready is organizing your finan-
cial documentation. Lenders, investors, and funding providers want to understand the
financial health of your business before extending capital.

Think of these documents as your business's financial report card. They help lenders
evaluate your revenue, expenses, profitability, cash flow, debt obligations, and overall
ability to repay borrowed funds.

Businesses that maintain organized financial records often experience faster approv-
als and greater credibility with lenders and investors.

Tax Returns

Business and personal tax returns provide lenders with a historical view of your
income, revenue, and financial activity. Tax returns help verify the information
provided in your application and demonstrate whether your business has generated
consistent income over time.

Most lenders will request one to three years of tax returns, depending on the funding
program. SBA loans and larger commercial financing programs often require multiple
years of tax records.

Tax returns can help lenders evaluate:
* Revenue history

* Profitability

* Business stability

* Owner income

* Tax compliance

Best Practice:



Maintain accurate tax records and file returns on time each year. If possible, work
with a qualified CPA or tax professional to ensure accuracy.

Profit & Loss Statement (P&L)
A Profit & Loss Statement, often called an Income Statement, summarizes your

business income and expenses over a specific period of time.

This document helps lenders understand whether your business is making money or
losing money.

A typical P&L includes:

* Gross Revenue

* Cost of Goods Sold
* Operating Expenses
* Payroll Expenses

* Marketing Costs

* Net Profit or Loss
Example:

Revenue: $150,000

Expenses: $110,000
Net Profit: $40,000

Lenders use P&L statements to evaluate:
* Business profitability

* Cash flow trends

* Revenue consistency

* Expense management

Best Practice:

Review your P&L monthly and use accounting software such as QuickBooks, Xero, or
Wave to maintain accurate records.




Balance Sheet

A Balance Sheet provides a snapshot
of your business’s financial position at a
specific moment in time.

Unlike a P&L Statement, which covers

a period of time, a Balance Sheet shows
what the business owns and owes today.

The Balance Sheet is based on three key
components:
Assets

Things the business owns.
Examples:

* Cash

* Equipment

* Inventory

« Accounts Receivable

Liabilities
Things the business owes.
Examples:

* Loans

* Credit Cards

* Vendor Accounts
* Taxes Payable

Owner’s Equity
The owner’s financial interest in the busi-
ness.

Formula:

Assets = Liabilities + Equity

Lenders review Balance Sheets to assess:
* Financial strength

* Liquidity

* Debt levels

* Overall stability

Best Practice:

Update your Balance Sheet regularly and
ensure it accurately reflects your busi-
ness’s current financial position.

Bank Statements

Bank statements provide lenders with
direct evidence of cash flow and financial
activity.

While financial statements tell part of
the story, bank statements help verify
actual deposits, expenses, and account
balances.

Many lenders request the most recent




three to six months of business bank
statements.
Bank statements help lenders evaluate:
* Monthly deposits
* Revenue consistency
* Cash reserves
* Spending habits
« Account management

Strong bank statements demonstrate
that a business is actively operating and
generating revenue.

Best Practice:

Maintain a dedicated business bank
account and avoid mixing personal and
business transactions.

Debt Schedule

A Debt Schedule is a document that lists
all outstanding business debts and finan-
cial obligations.

This document provides lenders with a
clear picture of your current debt respon-
sibilities and repayment commitments.

A Debt Schedule typically includes:

* Loan Name

* Original Loan Amount
* Current Balance

* Monthly Payment

* Interest Rate

* Maturity Date

Example:
Equipment Loan

Balance: $15,000
Monthly Payment: $425

Business Credit Card
Balance: $4,500
Monthly Payment: $125

Vehicle Loan
Balance: $12,000
Monthly Payment: $310

Lenders use Debt Schedules to evaluate:
* Existing obligations
* Debt-to-Income Ratio
* Debt Service Coverage
* Borrowing capacity
* Repayment ability
Best Practice:
Keep your Debt Schedule updated and

review it regularly to identify opportuni-
ties for debt reduction or refinancing.

Why Financial
Documentation IMatters

Funding approval is not based solely
on credit scores. Lenders want to see the
complete financial picture of your busi-
ness.

Well-organized documentation demon-
strates professionalism, transparency, and
financial responsibility. It also speeds up
the underwriting process and increases
lender confidence.

Remember:

The businesses that secure funding
most consistently are often not the busi-
nesses that need money the most—they
are the businesses that are best prepared
to receive it.
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Funding File Organization Worksheet
Funding Readiness Document Checklist

Before applying for business funding, loans, lines of credit, grants, or investor capital,

organize all important documents into a dedicated Funding File. Having these docu-

ments readily available can speed up approvals, improve lender confidence, and help

you identify missing information before submitting an application.

Section 1: Banking Documents
Business Banking Checklist

Business Bank Account Opened

Business Checking Account Statements (Last 3 Months)
Business Checking Account Statements (Last 6 Months)
Business Savings Account Statements

Merchant Processing Statements

Voided Business Check

Bank Reference Letter (if available)

Business Banking Contact Information

Notes:

Section 2: Tax Returns
Tax Documentation Checklist

Personal Tax Returns (Most Recent Year)
Personal Tax Returns (Last 2 Years)
Business Tax Returns (Most Recent Year)
Business Tax Returns (Last 2 Years)
Business Tax Returns (Last 3 Years)

IRS Tax Transcripts

Sales Tax Reports (if applicable)

State Tax Filings (if applicable)



Notes:

Section 3: Credit Reports
Personal Credit Documentation
Experian Credit Report

Equifax Credit Report

TransUnion Credit Report

Credit Monitoring Service Active
Collection Accounts Reviewed

Credit Utilization Reviewed

Credit Disputes Submitted (if needed)

Current Personal Credit Score:

Target Credit Score:

Business Credit Documentation
« Dun & Bradstreet Profile

+ Experian Business Report

+ Equifax Business Report

+ Creditsafe Report

* Business Trade Lines Verified

+ Vendor Accounts Reporting

Business Credit Score (if known):
Notes:




Section 4: Financial Statements
Financial Documentation Checklist

*  Profit & Loss Statement (Current Year)
« Profit & Loss Statement (Previous Year)
+ Balance Sheet

« Cash Flow Statement

+ Debt Schedule

* Accounts Receivable Report

« Accounts Payable Report

* Revenue Projections

+ Expense Projections

« Financial Forecasts

Notes:

Section 5: Business Formation Documents
* Articles of Organization

* Atrticles of Incorporation

+  Operating Agreement

« EIN Confirmation Letter

* Business License

+ Professional Certifications

* Business Insurance

« Commercial Lease Agreement
* Vendor Agreements

+ Contracts

Notes:




Section 6: Funding Strategy Worksheet
Funding Amount Needed:

$

Purpose of Funds:

Funding Type Being Pursued:
SBA Loan

Business Line of Credit
Equipment Financing
Business Credit Card

Grant Funding

Investor Capital

Private Lending

Other:

Expected Return on Investment:

Target Funding Date:

Funding Readiness Score

Banking Documents Complete: __ /10
Tax Returns Complete: ___ /10

Credit Reports Complete: __ /10
Financial Statements Complete: ___ /10
Business Documents Complete: _____ /10
Total Score: /50

Funding Readiness Rating

45-50 = Excellent Funding Readiness
35-44 = Good Funding Readiness



25-34 = Moderate Funding Readiness
Below 25 = Build Your Foundation Before Applying

Final Reminder
Funding approval often depends on preparation long before an application is submit-
ted.

The businesses that secure funding most consistently are not always the businesses
that need money the most—they are the businesses that are best organized, best
documented, and most prepared.

“Capital follows preparation.”
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Step 6: Funding Options

Comparison chart.

- FUNDING OPTIONS

COMPARISON CHART
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SBA Funding Guide

SBA 7(a)
Maximum loan amount:
Up to $5 Million

Best for:
Working capital
Equipment
Expansion
Business acquisition



Advantages:

. Lower down payments

. Longer repayment terms

. Government-backed support
SBA 504

Best for:

. Commercial real estate

. Large equipment purchases
Advantages:

. Fixed-rate financing

. Long repayment terms

SBA Microloan
Loan amounts:
Up to $50,000
Best for:

. Startups
. Small businesses
. New entrepreneurs

Programs:

SBA 7(a)

SBA Express

SBA Microloan
SBA 504

Best uses for each.

Resource:




Grant Funding Truth

Many entrepreneurs spend months chasing grants.

Reality:

Most businesses will receive funding faster through:
. Business credit

. SBA financing

. Lines of credit

. Revenue-based lending

Grants should be viewed as a supplement, not a primary funding strategy.

Recommended Resources

. Grants.gov

. SBA Funding Programs
. SCORE Mentors

What grants are.
What grants are NOT.
Best sources:

. Grants.gov

. SBA

. State Programs

. Local Economic Development Agencies
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Alternative Funding Sources

. Revenue-Based Financing
. Merchant Cash Advance
. Invoice Factoring

. Crowdfunding
Pros and cons.

4
00
,335.00

Private Money & Investor Gapital

Not all business funding comes from banks and traditional lenders. Many entrepre-
neurs and investors use alternative funding sources to launch, grow, or expand their
businesses. Understanding these options can help you identify additional opportuni-
ties when conventional financing is unavailable or not the best fit.

Angel Investors

Angel investors are individuals who invest their own money into businesses they
believe have strong growth potential. In exchange for funding, an angel investor may
receive ownership equity, a percentage of future profits, or another agreed-upon
return on investment.

Angel investors often provide more than capital. Many bring valuable business expe-
rience, industry knowledge, mentorship, and professional connections that can help
accelerate growth.

Private Lenders

Private lenders are individuals or organizations that provide funding outside of
traditional banking institutions. Unlike investors, private lenders typically do not seek
ownership in the business. Instead, they provide capital in exchange for repayment
with interest according to agreed-upon terms.



Private lending can sometimes offer faster approvals and more flexible qualification
requirements than traditional loans, making it a popular option for entrepreneurs and
real estate investors.

Joint Ventures

A joint venture occurs when two or more parties combine resources, expertise, capi-
tal, or assets to pursue a specific business opportunity. Each party contributes some-
thing of value and shares in the risks, responsibilities, and potential rewards of the
project.

Joint ventures are commonly used in real estate investing, business expansion proj-
ects, and large-scale development opportunities where collaboration creates advan-
tages for everyone involved.

Strategic Partnerships

Strategic partnerships are collaborative relationships between businesses or individu-
als who work together to achieve mutual goals. Unlike a joint venture, a strategic part-
nership does not necessarily involve shared ownership or the creation of a new entity.

Examples may include referral partnerships, co-marketing agreements, supplier rela-
tionships, or collaborations that help businesses expand their reach, increase revenue,
and access new opportunities without significant additional capital investment.

Key Takeaway

Many successful businesses grow through a combination of traditional financing,
private capital, and strategic relationships. The more funding-ready your business
becomes, the more opportunities you may have to attract lenders, investors, and part-
ners who can help support your growth objectives.

“Sometimes the greatest source of capital isn't a bank—it's a relation-

ship, partnership, or investor who believes in your vision.”
— Brandon Gardner, The Black Jew Wealth Coach
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Funding Approval Checklist

Before applying for funding, ensure you have:
__ LLCor Corporation
___EIN

_____Business Bank Account
_____ Professional Website
_____Business Email
_____Business Phone

__ Credit Report Reviewed
6 Months Bank Statements
_____Business Plan
____Revenue Documentation
_____Financial Statements

__ Funding Purpose Defined

____ Repayment Strategy



Real-World Funding Example

Scenario
A business owner needs $50,000 to expand operations.

Instead of applying randomly, they:

1. Improved credit from 645 to 715.

2. Opened business banking.

3. Built six months of business credit history.
4. Created financial projections.

5. Prepared a business plan.

Result:

Approved for:

. $25,000 Line of Credit

. $15,000 Business Credit Card
. $20,000 Equipment Financing

Total Access to Capital:
$60,000

Preparation created opportunity.



Funding Readiness Worksheet
My Funding Goal

Amount Needed:

Purpose:

Expected Return:

Timeline:

Funding Sources | Will Explore

SBA Loan

Line of Credit
Equipment Financing
Business Credit
Grants

Private Investors
Partnerships



Step 7: Build Your Funding Strategy
Funding Stack Example

Example:

— THE FUNDING STACK —

— BUILD. LEVERAGE. GROW. OWN. —

‘> COMMERCIAL
REAL ESTATE

Acquire commercial real
‘ estate to build wealth,
increase equity, and

create long-term assets

' BUSINESS

CREDIT e LOC ¥ SBALOAN

Secure a Line of Credit to
Establish and build strong ‘ increase available capital business relationships to
business credit to create a and improve cash flow qualify for an SBA loan
solid financial foundation. | flexibility. ‘ for growth and expansion.

‘ | 4

|
Leverage strong credit and ‘

4

-*A—‘—A—ﬁ

!/|‘1 STRONG CREDIT BUILDS ACCESS. SMART LEVERAGE BUILDS WEALTH.

Common Funding Mistakes

Many businesses are denied funding not because they lack potential, but because
they apply before they are fully prepared. Understanding these common mistakes
can help improve your chances of approval and position your business for long-term
success.

Applying Too Early
One of the biggest mistakes entrepreneurs make is seeking funding before building
a strong financial foundation. Applying before establishing business credibility, orga-

nizing documentation, or improving credit can lead to unnecessary denials. Focus on
becoming funding-ready before submitting applications.

Too Many Inquiries

Submitting multiple funding applications within a short period can result in numer-
ous credit inquiries. Excessive inquiries may lower your credit score and signal financial
distress to lenders. Research funding options carefully and apply strategically rather
than submitting applications everywhere at once.

Poor Bookkeeping

Accurate financial records are essential when seeking funding. Incomplete or
disorganized bookkeeping makes it difficult for lenders to evaluate your business's
performance and financial health. Maintain updated financial statements and track
income and expenses consistently.



Weak Banking History

Lenders often review business bank statements to verify revenue, cash flow, and
account management. A new account, inconsistent deposits, overdrafts, or limited
banking activity may create concerns. Maintaining a dedicated business bank account
and strong banking history can improve lender confidence.

No Business Plan

A business plan helps lenders understand your goals, strategy, target market, and
how funding will be used. Without a clear plan, it may be difficult to demonstrate how
the business will generate revenue and repay borrowed funds. A well-prepared busi-
ness plan shows professionalism and long-term vision.

Key Takeaway

Funding success is often determined before the application is submitted. Businesses
that prepare properly, maintain strong financial records, and develop a clear strategy
are typically better positioned to access capital and achieve sustainable growth.

i




Capital Access Resources Directory
Business Funding & Financial Resources

The following organizations and platforms provide valuable information, educational
resources, funding opportunities, and tools designed to help entrepreneurs, business
owners, and investors make informed financial decisions.

SBA (U.S. Small Business Administration)
https://www.sba.gov

The U.S. Small Business Administration (SBA) is a federal agency that supports small
businesses through loan programs, educational resources, counseling services, and
government contracting opportunities. The SBA works with approved lenders to help

businesses access capital and provides guidance on starting, managing, and growing a
business.

Best For:
SBA Loans, Business Planning, Government Resources, and Small Business Support.

SCORE
https://www.score.org

SCORE is a nonprofit organization that provides free business mentoring, workshops,
webinars, and educational resources for entrepreneurs. SCORE mentors are experi-
enced business professionals who volunteer their time to help business owners navi-
gate challenges and make informed decisions.

Best For: Free Business Mentorship, Business Planning, and Entrepreneurial Guidance.

Grants.gov
https://www.grants.gov

Grants.gov is the official federal grant database where businesses, nonprofits, educa-
tional institutions, and organizations can search for available grant opportunities. The
platform allows users to identify grant programs, review eligibility requirements, and
submit grant applications.

Best For: Federal Grant Research and Funding Opportunity Searches.

IRS (Internal Revenue Service)
https://www.irs.gov



The IRS provides tax information, employer resources, EIN registration, tax forms,

and educational materials for businesses and individuals. Business owners can access
guidance on tax compliance, deductions, payroll taxes, and recordkeeping require-
ments.

Best For:
EIN Applications, Tax Information, Business Tax Resources, and Compliance Guidance.

Nav
https://www.nav.com

Nav is a financial technology platform that helps business owners monitor both
personal and business credit profiles. The platform provides credit monitoring, funding
recommendations, business credit education, and insights into financing opportunities
that may be available based on a company’s financial profile.

Best For: Business Credit Monitoring, Funding Readiness, and Credit Education.

SBA Learning Center
https://www.sba.gov/learning-center

The SBA Learning Center offers free online courses, training programs, videos, and
educational content covering entrepreneurship, business planning, marketing, financ-
ing, government contracting, and business growth strategies. It is one of the most
comprehensive free learning resources available for small business owners.

Best For: Business Education, Entrepreneur Training, and Small Business Development.

Pro Tip

Successful entrepreneurs continuously invest in their knowledge. These resources
can help you improve your business foundation, strengthen your funding readiness,
and position yourself for future growth opportunities.

Remember: The more informed and prepared you become, the more opportunities
become available.



Funding Opportunities Center

Exclusive Access to Funding Resources, Capital Strategies, and Business Growth
Opportunities

Securing funding is not just about finding a lender—it is about understanding the
funding landscape and knowing which opportunities align with your business goals.
The Funding Opportunities Center was created to help entrepreneurs, business
owners, and investors stay informed, become funding-ready, and gain access to valu-
able educational resources related to capital acquisition and business growth.

As a member, you'll gain access to curated funding information, lender resources,
funding education, and strategic insights designed to help you make informed finan-
cial decisions. Whether you are launching a startup, expanding an existing business,
purchasing equipment, investing in real estate, or building business credit, the Funding
Opportunities Center serves as your resource hub for understanding and navigating
the world of business funding.

Funding Updates

Funding programs, lending requirements, grant opportunities, and financing options
change regularly. The Funding Opportunities Center provides ongoing updates to help
members stay informed about new programs, funding trends, and emerging opportu-
nities that may support business growth.

Members receive educational updates related to:

+  SBA funding programs

* Business lending trends

« Alternative financing options

« Small business funding news

+ Economic development programs

+ Industry-specific funding opportunities

Lender Resources

Finding the right lender can save time, reduce frustration, and improve approval
outcomes. The Funding Opportunities Center includes educational information about
various lending institutions and financing options that entrepreneurs may consider as
they evaluate funding opportunities.

Resources may include:

+ SBA-approved lenders

«  Community development financial institutions (CDFIs)
+ Credit unions

«  Commercial banks

+ Alternative lenders

+ Equipment financing providers



* Business line of credit providers
«  Commercial real estate lenders

Members gain a better understanding of how different lenders evaluate applications
and which funding options may be appropriate for their situation.

Grant Opportunities

While grants are often competitive, they can provide valuable capital without requir-
ing repayment. The Funding Opportunities Center helps members identify grant
resources and understand the grant application process.

Educational resources may include:

+ Federal grant databases

+ State and local grant programs

* Minority-owned business grants

*  Women-owned business grants

+ Veteran-owned business grants

* Nonprofit funding opportunities

« Community development programs

* Research and innovation grants

Members learn how to locate opportunities, evaluate eligibility requirements, and
prepare stronger grant applications.

Capital Strategies

Access to funding is only part of the equation. Successful entrepreneurs understand
how to strategically use capital to generate growth and create long-term value.

The Funding Opportunities Center provides educational content covering:
+ Business credit development

« Funding readiness planning

+ Cash flow management

+ Capital allocation strategies

+ Expansion planning

+ Equipment acquisition financing

+ Real estate investment funding

* Investor readiness preparation

+  Wealth-building through strategic capital

Members learn how to position themselves for future funding opportunities while
developing a long-term strategy for sustainable business growth.



Why Join the Funding Opportunities Genter?

Many business owners spend years searching for funding without fully understand-
ing what lenders, investors, and funding providers are looking for. The Funding Oppor-
tunities Center helps bridge that gap by providing education, resources, and practical
guidance that can help members become more prepared and confident when pursu-
ing capital.

Whether your goal is to improve business credit, secure financing, identify grant
opportunities, purchase investment property, expand operations, or build generational
wealth, the Funding Opportunities Center provides valuable tools and information to
support your journey.

Member Benefits

+ Funding Updates and Industry News

+ Lender and Financing Resources

« Grant Research and Educational Resources
+ Business Credit Education

+ Funding Readiness Tools

+ Capital Strategy Guidance

+  Wealth-Building Resources

* Investor and Entrepreneur Education

* Exclusive Members-Only Content

Key Takeaway

The businesses that access capital most successfully are often the businesses that
prepare before they apply. The Funding Opportunities Center was created to help you
build that foundation and position yourself for greater opportunities.

Capital follows preparation.




Meet Brandon Gardner

Brandon Gardner, known as The Black Jew Wealth Coach, is

dedicated to helping individuals and families increase finan-
cial literacy, build wealth, improve credit, invest strategically,
and create long-term financial security.

Through coaching, education, books, resources, and com-
munity programs, Brandon provides practical strategies
designed to help people move from financial uncertainty
toward financial empowerment.

Areas of Focus:

Real Estate Investing
Credit Education
Business Funding
Wealth Building
Financial Literacy
Asset Acquisition
Entrepreneurship

Learn more at:
BlackjewWealthCoach.com

There is never a perfect time to start.

Progress beats perfection.
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