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Bank Financing - How to Get the Most 
Out of Your Lender  

Increase Your Chances of a Credit Approval  

Despite the financing difficulties most industries are 
experiencing, banks are still lending to medical 
practices. As long as there is a good credit history (e.g., 
no bankruptcies), adequate cash flow and/or collateral, 
and reliable financial reporting, banks still view medical 
practices as having minimal lending risk. That being 
said, to maximize the likelihood of having your credit 
approved, it is important to present not only financial 
information to your lender, but also a qualitative 
assessment of your practice.  

Since banks generally rely on cash flow to repay the 
debts of a medical practice, it is important to present a 
clear, concise financial picture to your lender. A cash 
flow forecast may need to be presented that 
demonstrates the practice's ability to make monthly 
loan payments and/or provide adequate collateral to 
cover outstanding debt. 
 
As changes in the practice occur, whether positive or 
negative, it is important to share this information with 
your lender. Banks don't like surprises. Alert your lender 
of any significant changes that may affect your 
practice's cash flow. So if you plan on purchasing an 
EMR or renovating your office, consider updating your 
forecast to reflect how these one time cash 
requirements will be financed and ultimately repaid.  
  
While financial matters play an important role in the 
credit approval process, a positive qualitative 
assessment can go a long way. Educate your lender 
about the specialties offered by your practice, the 
quality of your providers, your market niche, what sets 
you apart from your competition, recent investments in 
new technologies, physician recruitment efforts, 
opportunities to increase ancillary revenues, as well as 
other trends. 

Finally, it is advisable to work with a bank that 
understands health care financing. For example, 
accounts receivable ("A/R") in a medical practice, 
commonly relied on as collateral by a lender, is much 
different than A/R in most other businesses (due to the 
contractual reimbursement nature of health care A/R). 
So why have to explain what a contractual adjustment is 
to a banker who has never heard of the term before? 

If you would like to discuss how we can help you with 
your credit needs, please call one of GMSL's healthcare 
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experts. 

Please click here for detailed information  
  

Stuart Kertzner 
Phone: (516) 364-3390 ext. 105  
Email: skertzner@gmslny.com 

________    
  

Lee Ferber   
Phone: (516) 364-3390 ext. 206  

Email: lferber@gmslny.com 

IRS Circular 230 Disclosure: To ensure compliance with 
requirements imposed by the IRS, we inform you that any U.S. 
federal tax advice contained in this communication (including any 
attachments) is not intended or written to be used, and cannot be 
used, for the purpose of (i) avoiding penalties under the Internal 
Revenue Code or (ii) promoting, marketing or recommending to 
another party any transaction or matter addressed herein. 
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