
BUSINESS INSIGHTS 

SECURING A 
BUSINESS LOAN
with a smart growth plan.

As a business owner, one of the most critical steps in securing financing for your company’s expansion is creating a 
business plan for a loan. A well-prepared growth plan not only lays out your vision for the future but also demonstrates 
to lenders that you have a solid strategy to achieve your goals. This article will guide you through how to write a 
business plan for a loan, ensuring that your plan’s financial forecast — and its projections — meets lender expectations, 
helping you secure the capital needed to grow your business.

Your projections do not need to be full of fancy charts and colors. Your plan needs to show the lender what you intend 
to do with the money you borrow and how you plan to pay it back. A clear, actionable plan is crucial to showing lenders 
that your business is prepared for growth, and the financial projections you include will heavily influence their decision.

Why a Business Plan Is Essential for Securing a Loan
When seeking a business loan, your business plan serves as a road map that highlights your company’s strengths, growth 
potential and financial viability. Lenders rely on your business plan to assess risk and your ability to repay the loan. A strong 
business plan for expansion should clearly demonstrate your growth strategy, your use of funds, the market you serve and 
financial projections that align with your business objectives. 

Key Business Plan Elements Lenders Look For 
Lenders expect to see several critical components in 
your business plan for a loan. Here’s a breakdown of 
the essential elements you should include:

Company Overview and  
Product/Service Offering

The company overview is your opportunity to explain what  
makes your business unique. Provide details on the 
products or services you offer and any necessary licenses 
or certifications required for your operations. For example, 
if you’re operating a daycare, outline the number of 
children you can accommodate, the staff-to-child ratio and 
certifications held by your staff. 
Lenders want assurance that your business operates within 
legal and regulatory frameworks. Tailoring this section to your 
industry helps make your case stronger by showcasing your 
business’s alignment with market demands and requirements.

Market Analysis

A thorough market analysis is another key to a successful 
business plan for a loan. Lenders need to understand the 
market in which you’re operating, the customers you serve and 
how your product or service fits into the competitive landscape. 
Highlight your target market’s size and potential and explain 
how you plan to capture or increase market share.
For instance, providing a detailed analysis of competitors 
and the demand for your product gives context to the market 
environment and supports your financial projections. Backing 
your business plan financial forecast with a solid market 
analysis shows lenders that your growth assumptions are based 
on real-world data.

Marketing and Sales Strategy

Your marketing and sales strategy is critical for growth, and 
lenders will examine it closely. Explain how you plan to attract 
new customers and retain existing ones. This could include 
strategies such as increasing your digital marketing budget, 
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launching new advertising campaigns or offering loyalty 
programs. For example, if you’re expanding a fitness center, you 
might focus on attracting new members through targeted social 
media ads and referral bonuses for current members. Make 
sure your strategy is reflected in your business plan projections, 
showing how these efforts will directly impact your revenue. A 
well-thought-out marketing plan signals to lenders that you have 
a practical approach to driving growth.

Organizational Structure and Management

Lenders want to understand who’s running the business and 
how it will be managed during expansion. Provide details on 
the experience of the owners and key management personnel. 
These should include specific qualifications or certifications your 
team holds, which are vital for success, especially in regulated 
industries such as health care or education.
Additionally, address your staffing needs. Will you hire more 
employees to support growth? Are there specialized roles you 
need to fill to ensure smooth operations? For example, if you’re 
expanding a restaurant, outline your plans for hiring additional 
chefs, servers and kitchen staff. A clear understanding of your 
organizational needs shows lenders you’ve anticipated the 
challenges of scaling and have a plan in place.

Financial Projections and Assumptions

The financial projections section is often the most scrutinized 
part of your business plan for business lending. Lenders want 
to see clear, realistic projections that align with your growth 
strategy. These include revenue forecasts, expense assumptions 
and any capital expenditures necessary for expansion. At Banc 
of California, we emphasize the importance of striking a balance 
between detail and practicality — lenders need confidence that 
your projections are based on solid data and are not overly 
optimistic. Keep in mind that most lenders will ask for at least a 
full year of month-by-month projections.

Revenue and Expense Assumptions

Your business plan projections should clearly identify 
individual revenue streams and break down expenses. For 
example, if you’re opening a second location for your retail 
store, your revenue forecast should include expected sales 
figures based on traffic patterns, customer demographics and 
historical performance at your original location. Similarly, your 
expenses should account for rent, utilities, payroll, marketing 
and inventory. Will you be adding product lines? If so, at what 
increase in expenses? What will you charge the customer for 
these products? Include hidden or unexpected costs such as 
software subscriptions, insurance premiums or licensing fees. By 
showing that you’ve thoroughly considered every financial factor, 
you’ll give lenders confidence that you understand the financial 
realities of running and growing your business.

Staffing and Payroll Projections

As you scale, staffing becomes a critical part of your financial 
projections. Your business plan for expansion should include 
details on how many employees you will need, their roles and 
what their compensation will be. For example, if you’re expanding 
a veterinary clinic, you’ll need to account for hiring additional 
veterinarians, vet techs and administrative staff. Lenders will want 
to see that you’ve planned for these expenses, as payroll is often 
one of the largest operational costs for growing businesses. 
If you are purchasing a business, you should outline existing 
employees and address whether they know about the change 
in ownership. Will they stay on after the acquisition? Are there 
any planned changes in promotions, product offerings or staffing 
structure after the purchase?

Capital Expenditures

If your expansion involves significant capital expenditures, such 
as purchasing new equipment or renovating facilities, include 
these in your business plan financial forecast. Lenders want to 
see that you’ve planned for these costs and how they’ll impact 
your cash flow. Capital expenditures should be aligned with your 
revenue projections, ensuring that your business can manage 
these investments while still generating positive returns.

For more information on how we can support 
your business expansion goals, visit:
bancofcal.com
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Connect With Your Next Lending Partner
At Banc of California, we specialize in providing 
customized financial solutions to help businesses like 
yours succeed. Whether you’re seeking a small business 
loan or looking for financing to expand into new markets, 
our team is here to guide you through the process. 

https://bancofcal.com/

