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One has but a single opportunity to make a first impression. Our first impression of your client is 
usually the completed application that we as the funding source receive. Its neatness, completeness 
and accuracy will tell the story and deliver confidence, doubt or fear to the funding source.  

Financial transaction require on the part of the lender/factor confidence that all of the information 
received is true accurate and able to be read. The funder’s application is usually the complete 
summary of the applicants business, needs and aspirations. It is from this document that everything 
else is compared, verified and evaluated. Accordingly, you as the broker and initial contact to the 
applicant must convince the applicant to present an application that can be a document of which the 
potential client will be proud.  The funding source is seeing something generated by the applicant 
for the very first time and this document is a vital piece of the underwriting process that could cast 
either a positive or negative light on the transaction solely on its appearance and content.  

Very recently, we encountered an applicant that had a booming and growing medical service 
business.  The need for factoring was evident based on the conference call. The application was 
sent in promptly by the prospect and reviewed shortly thereafter. All sections were completed 
legibly.  

Based on the initial underwriting done, a term sheet was issued and accepted and we moved 
forward toward closing. All of the underwriting documents we received from the applicant to that 
point tied out with what the application contained…a good thing indeed! 

The last item on our list was to run the credit report on the two owners of the company. Each had 
said on the application that no felonies were in their past, no judgments have been issued and no 
bankruptcies had ever been filed. Unfortunately, one of the owners was not quite forthcoming with 
the bankruptcies and in fact did file for a Chapter 13 about 6 years ago. It is important to understand 
here that the bankruptcy filed (and dismissed by the client a year later) most likely would not have 
affected this transaction in the least. We would have obtained a written explanation as to what 
happened and why, and that would have ended the concern (leading to our funding this particular 
transaction). BUT the fact that one of the owners did not tell the truth on the application killed the 
process and the deal.  

LESSON-Tell your client to be brutally honest in all 
aspects of the process-specifically on the application- 
and the funder may very well be able to proceed to 
funding. The applicant does not know what we 
consider a deal breaker and what is not. Dishonesty 
in a financial industry that requires tremendous trust 
will surely make funding almost impossible 

 

At Xynergy we would 
like to thank you for 
keeping us in mind 
for your referrals 

 
At Xynergy we can fund healthcare providers and commercial suppliers that don’t qualify 
for traditional financing tools.  We can review a deal and respond within an hour. 

Our referral compensation program is awesome!! 
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