TOP TEN Requests of Creditors for NEW Loan Applicants
% Wally Thomas, Wells Fargo Banks, Nov. 13, 2007 

1) The farmer should be able to “Tell (sell) their Story” about their operation; and give clear understand of their goals, strengths, weaknesses and how they are doing compared to their peers.  This includes family and personal goals and story.
2)  Know how much you need to borrow, for what (operating, machinery, etc..) and when you need to borrow for the YEAR, in advance.  Coming in several times throughout the year to ask for new loan requests shows poor planning and causes more paper work for the bank and pulling credit reports too often can cause lower credit scores.  This is high on the list of creditor’s problem list.  
3) Make sure you have your “financial house in order”.  Know you credit score and be upfront and honest the first time.  There should be NO SURPRISES.  Surprises will cause lack of trust to occur.  Make sure you are properly “debt structured” and have reasonable working capital.  Have a detailed Balance Sheet.  
4) Understand YOUR cash flow;  Historical and Current Year—It better be fairly accurate for ALL needs for the year. 

5) Prepare a Capital Budget or Machinery, Equipment, Building (house) and Vehicle replacement plan.  Not having a machinery replacement plan shows lack of management skills.

6) Know what you OWE.  ALL DEBT’s (including Credit Cards and co-signed notes) and some accounts payables WILL show on the credit report; Including spousal activity.  
7) Get the skeletons out of the closet.   Hiding past and current problems do no good.  We’re al human.  Trust = good relationships.  Do this up front.  If you’re showing that you have or are dealing with them, in many cases that shows initiative, honesty and recognition and planning.
8) Complete the Credit Package and Paper work as requested.  Leaving a lot of it undone can give an appearance of laziness and lack of understanding of what you want.   Don’t expect others to do things for you and then loan you monies.  Make sure it’s neat and easy to read.
9) Identify “who’s on your business and family management team?”  Tell them who does your taxes, records, legal work, vet, consultants, such as agronomy.  Let them know who play’s what roles and makes what decisions and when and what type of business structure you have.  Let them know about your employee’s and how involved are your family members. 
10) Be prepared for the meeting:    Know what you’ve completed and know the preceding items.
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** Tax Returns information should MATCH farm records and FINAN information.  For loan documentation “Official” reviewed documents are still signed and submitted “tax returns”.  Any discrepancy between these reports can cause bank review problems and issues. 

**  Don’t forget to include CO-SIGNED loans for family members or others on the balance sheet;  They will show up on a Credit Report;  Credit Report:  Score of 680 is avg. applicant, 620-640 is usually a minimum score needed.

** Once married, marriage laws take precedence: “ what’s mine is yours”:  in all cases the spouse has to sign all business & loan documents, whether involved in the farm business or not.

