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Introduction 
 

Are you thinking about making the leap from 

renting a chair to owning a barbershop? 

 
There has NEVER been a better time than right 

now. 

 
Barbering is HOT. 

 
Barbers are in huge demand. 

 
Best of all, a new kind of barbershop called a 

pre-fab shop is driving DOWN the cost of shop 

ownership and driving UP sales, profits and 

earnings for barbers. Today, you can own a 

barbershop for the cost of renting a chair! No 

kidding. 

 
Sure. Opening a shop of your own may sound a 

little scary, but is it really? Think about it. If 

you’re renting a chair in someone else’s shop, 

you’re already self-employed. Becoming the 

actual owner of the shop you cut hair in is next 

natural step in the evolution of your barbering 

career. 

 
The only thing standing between you and 

having your own shop is a great business plan. 

The purpose of this article is to teach you what 

experienced entrepreneurs already know about 

writing business plans and getting bankers 

excited about buying into them. 

 
I know. It’s a big body of knowledge so it’s 

presented here in three small, bite-size pieces. 

You can’t really focus on all three topics at the 

same time anyway, so you may as well divide 

them up and focus on each separately. Make 

sense? 
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Here are three topics you’re about to explore in this article: 

Part 1 is called The Barber Stop Money Machine. It describes and discusses an industry 

changing new business model known as the pre-fab barbershop. There is only one 

commercially available brand today. It’s called Barber Stop. Never in the history of 

barbering has there been a more lucrative way to be a barber. It’s an absolute game 

changer! 

Part 2 is called How to Write a One-Page Business Plan. This part of the article includes 

step-by-step instructions for writing a killer business plan. You’ll learn what kind of 

information is needed, where to find it and how to format it for maximum “banker buy- 

in” impact. 

Part 3 is called How to Sell Your Plan to Bankers. Here, you’ll learn the “inside game” of 

business lending. What’s the proper mindset? What do bankers do? What do they want 

from you? Why? Answers to these questions teach you exactly how to get bankers 

excited about funding YOUR project. Trust me. It’s not as complicated as many would 

have you believe. 

Are you ready? Let’s go! 

http://www.barberstop.com/
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Part The Barber Stop Money Machine 
 
 
 
 

First Things First 

 
Let’s talk about WHY the industry needs a more profitable way to be a barber. Here’s all you 

need to know. The average barber earned just $25,700 last year. That’s all they have to show 

for their $10,000+, 1,500+ hour training program. They earned about the same the year before, 

plus or minus a couple hundred bucks. 

 
The fact is, being a barber is not very lucrative. Barbering really hasn’t been a lucrative career 

since the mid-1960s. I love the barbering industry. I’m sure you do, too. Accepting and 

acknowledging this awful fact is difficult. You don’t have to believe me. Go look at the U.S. 

Bureau of Labor Statistics last economic survey and see it for yourself. 

 
You can find this website by going to www.bls.gov. When you get there, search “barber”. 

Here’s what you’ll find there. There are 58,867 licensed barbers in the country today. Those 

dismal annual earnings were produced by barbers working; 1) as an employee, 2) as a chair 

renter or 3) as a shop owner. These three business models haven’t changed much in over a 

hundred years. 

 

Old Business Models 
 

Employees 

Employees NEVER earn as much as they could working for themselves. That’s the nature of 

being an employee. Employers put up the capital, take the risk and earn the profits. 

 

Chair Renters 

Those that rent chairs can only do so in existing shops. Many barbershops offering chairs for 

rent do so inside older buildings in older parts of town. These shops are almost never where 

the real commercial traffic is. The farther off the beaten path you are, the less natural exposure 

you have and the more you must spend to advertise your location. 

 
Also, chair renters NEVER have equity in the workplace. The money they pay each month is 

purely rent. It buys them nothing but time in a spot. Stop paying rent and the opportunity goes 

away immediately. 

http://www.barberstop.com/
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Shop Owners 
 
Do you have ANY idea what it costs to 

build-out a small, nothing special 

barbershop? According to industry 

experts, it costs $160,000 to $170,000 

to build a modest, nothing special, 1 to 

2 chair shop. That does not include the 

cost of the building, taxes or 

maintenance. The build-out costs for a 

fancy, high-end barbershop with 10 or 

more chairs costs b e t w e e n  

$500,000 and $750,000 according to one 

of the president of one of the nation’s 

leading corporate hair-cutting chains. 

 
Now, can you see why barbers need a 

more profitable business model? Is it 

NO SURPRISE that barbers earning 

$25,700 per year on the average 

cannot afford to build even small 

shops. The profession, as practiced by 

most barbers, is simply not profitable 

enough to sustain itself. 
 
 
 

Bankers Know This Information, Too 
 

 
Do you think your banker knows this information? You can BET on it! Lenders are smart people. They 

know how to size up any industry. What’s more, they most likely have customers that are barbers. 

So, in addition to the economic survey data, they also have access to the daily sales receipts of 

their barber clients. What’s more, they also have deposit records of their barber customers as well 

as quarterly financial reports. Their inside data helps confirm the government’s published outside 

data. 

 
The moment you tell the banker you’re interested in a business loan for a barbershop, he or she may 

already be rejecting your idea (in their minds) before you say another word. You had better have a 

plan in hand for a more profitable way to be a barber or your loan interview will be short. 

http://www.barberstop.com/
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New Business Model – The Pre-fab Barbershop 

There is a better, more profitable way to be a barber. It’s a relatively new way to own a barbershop 

called a “pre-fab barbershop”. What exactly is a pre-fab shop? It is exactly what the name implies. 

A prefabricated, fully functioning, single-chair barbershop that you buy, unassembled. 

When it arrives, you unpack it, assemble it, fill the fresh water tank with water and plug it into a 

standard 110-volt outlet. A barber chair, haircutting tools, supplies, point of sale system and 

everything else  you need to be in business is included.   Even a website and online appt system!    

 

 

What’s a money machine? A money machine is a business model 

that generates too much revenue and has overhead and 

expenses that are too low. Show a banker a business plan that 

explains exactly how you are going to achieve waaaaaaay 

above-average sales revenues and pay below average overhead 

and expenses and they will fight each other to fund your 

project. For now, let’s just say that a lending bankers’ job depends on finding money 

machines…and there are very few out there. More on this later. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

Greater Exposure 

Ideally, you place your pre-fab 

shop inside a busy store. This 

gets you and your work lots of 

exposure. 

The more exposure you get the 

more customers you get. The 

more customers you get the more 

you earn. 

Higher Sales, Profits, and Earnings 

Barbers are in short supply so the good ones located in busy 

stores can get a lot more for their work than the typical big box 

corporate haircutters. In markets where the chain store cutters 

get $8 to $14 for a haircut, a good barber can demand $15 to 

$25. That does NOT include a normal 10% to 20% tip. 

 
First-year earnings for a well-trained, full-time barber 

operating a pre-fab shop inside a new host company location 

is 

Bankers Love to Fund Money Machines 

Why a Pre-Fab? 

http://www.barberstop.com/
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between $30,000 and $50,000. Second year earnings are about twice the first year earnings. 

Numbers like that mean that barbers working in pre-fab shops earn between 130% to more than 

300% of that earned by the average American barber. 

 
Lenders love numbers like this. High sales and low overhead costs translate into big profits for the 

pre-fab barbershop and high earnings for the barber.  Big profits tell your banker you can make 

your monthly payment.  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Mobile 

Pre-fab shops are designed to be operated practically anywhere. Restaurants and pet shops are 

off limits for obvious health reasons, but most anywhere else is a possibility. The pre-fab shop is 

just 8 feet in diameter and 8 feet tall. This makes it small enough to fit inside a hardware store, a 

packaging and shipping store, truck stop, convenience store, hospital, nursing home, home 

improvement store or practically anywhere else you find lots of foot traffic and get permission. 

 
Two people can put up and take down your pre-fab shop in about 2 hours. It comes shipped to you 

in three shipping crates designed to be used to safely transport your pre-fab for as long as you have 

it.  

http://www.barberstop.com/
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Reduce or Eliminate Monthly Rent 
 

Pre-fab barbershop owners pay very little rent. Some pay nothing at all. They simply trade the foot- 

traffic their barbershops generate for the 54 square feet (8’ diameter circle) the shop occupies 

inside the host company. 

 
The most I have ever seen a pre-fab shop owner pay is $250 per week. $0 to $100 per week is far 

more common. Can you image getting one of the best haircutting locations in town for $100 a week 

or less? Pre-fab shop owners count on it! 
 
 
 

Adapts to the Market 

What happens if the neighborhood 

changes? What if shoppers drift away 

to another retail center? What if the 

city moves the roads around and 

redirects traffic away from your shop? 

What if your host company goes out of 

business? You simply move your shop 

to a better location. There is absolutely 

NO reason to go down with the 

“neighborhood ship”. If the consumer 

traffic changes for the worse, you 

simply pack up your shop and go find a 

new host company in a better location. 

Two days later, you’re back in 

business. 

 
 

Easy to Place a Pre-Fab Shop 

Getting approval to put your pre-fab 

shop inside another company is NOT 

as difficult as you might think. Here’s 

why. Pre-fab shops are designed to 

take very little space yet, operate like a 

full-service barbershop. Pre-fab shop 

owners approach potential host 

companies with a handout to use as a 

talking-piece and an easy “pitch 

script” to open the conversation with 

the business owner. 

The following is an example of the 

handout and the script. 

http://www.barberstop.com/
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Pitch Script 
 

Statement #1: “I am a real barber. 

 
Statement #2: I own a barbershop that fits inside an 8’ foot diameter circle. Here’s what it looks 

like”. Show the handout and let the business owner react before saying anything else. 

 
If there is no response within a few seconds, ask this, “Isn’t this the coolest barbershop you’ve ever 

seen?” They will agree. 

 
When they do, ask this question, “If I can draw 3,000 to 4,000 more people through your front door 

each year, will you allow me to operate my barbershop here?” 

 
Again, let them answer before saying anything else. Don’t expect a straight up, yes or no answer. 

This is how you engage the business owner and get the conversation going. 

 
In the end, many business owners are excited about trading a small amount of floor space for THAT 

MUCH more store traffic. Think about it. What else could a business owner possibly do with an 8’ 

diameter circle to draw 3,000 to 4,000 people a year into the store? Nothing. That’s why many are 

willing to make the trade. 

 

Pitch Script 
 

Statement #1: “I am a real barber. 

 
Statement #2: I own a barbershop that fits inside an 8’ foot diameter circle. Here’s what it looks 

like”. Show the handout and let the business owner react before saying anything else. 

 
If there is no response within a few seconds, ask this, “Isn’t this the coolest barbershop you’ve ever 

seen?” They will agree. 

 
When they do, ask this question, “If I can draw 2,000 to 4,000 more people through your front door 

each year, will you allow me to operate my barbershop here?” 

 
Again, let them answer before saying anything else. Don’t expect a straight up, yes or no answer. 

This is how you engage the business owner and get the conversation going. 

 
In the end, many business owners are excited about trading a small amount of floor space for THAT 

MUCH more store traffic. Think about it. What else could a business owner possibly do with an 8’ 

diameter circle to draw 2,000 to 4,000 people a year into the store? Nothing. That’s why many are 

willing to make the trade. 
 
 
 

Pre-Fab Shop Cost 

The cost to buy a pre-fab barbershop is a small 

fraction of the cost of building or buying a brick and 

mortar barbershop. Barber Stop organization offers 

a turnkey franchise that goes by the same name.  

 
The Barber Stop 1-chair barbershop franchise sells for just $18,000 to 

$48,000. This is a small fraction of the cost to buy a 

building (or leasing space) and then pay an additional 

$160,000 to $170,000 to build a modest brick and 

mortar barbershop.  

 
The pre-fab is constructed of 3 main materials that 

include stainless steel, aluminum, and Lexan, the 

same material used to make NASCAR windshields. 

Pre-fabs are built to last a lifetime. The original 

Barber Stop brand shops are 10+ years old and still 

look and operate like brand new. 

http://www.barberstop.com/
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How to Write a One-Page 
Business Plan 

 
 
 
 
 

Why Do I Have to Write a Business Plan at All? 

 
Bankers MUST lend money, but they can only lend to those with business plans worth 

investing in. Here’s what you MUST understand. Your business plan is the document that 

separates YOU from the thousands of other “wanna-be’ business owners that never get past 

the first meeting with the lender. 

 
The un-spoken purpose of your first meeting with a lender is to review your business plan. If 

you walk into that meeting without a plan, there can be no review. No review. No loan. It’s 

that simple. 
 

Why A One Page Plan? 
 

Here’s the short answer. That’s all you need. Need a longer answer to feel better about this 

idea? A traditional business plan takes months to research and write. Many wind up being 

100+ pages long and are almost never are read! Why? They become obsolete or out of date 

the moment they are completed. A price change. A new competitor. A new technology. 

Almost any change in your company or your market and the whole plan needs to be scrapped. 

Crazy, huh? 

 
A one-page plan can be developed in a few days. Rather than documenting the entire 

universe of possibilities, your one-page plan focuses only on the KEY ideas driving the startup 

of your new barbershop. Key ideas don’t change nearly as often as the multitude of details. 

When and if a key idea does change, it can be quickly and easily assimilated into your plan. 

 
A good one-page plan highlights only the MOST IMPORTANT facts about your new shop. 

Here’s the best part of a good one-page plan. It makes a terrific talking tool when pitching 

your project to the bank. All of the important facts and assumptions needed to sell the bank 

are right there at your fingertips. 

 
Your one-page business plan has nine parts. The parts include the following. 1) Problem, 2) 

Solution, 3) Customer Segments, 4) Unique Value Proposition, 5) Unfair Advantage, 6) 

Channels, 7) Revenue, 8) Costs and 9) Loan Sought. 

Part 
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4. Drop some dead weight. 

 

The remainder of this section of the article walks 

you, step-by-step through each of these nine parts 

teaching you how to develop and document each 

one. Nothing is left to chance or your imagination. 

At the end of this section, you will find an example 

of a one-page business plan. It was developed 

especially for a pre-fab, startup barbershop. Feel 

free to borrow any or all parts of that plan to write 

your own barbershop business plan. 
 
 

1 – Problem 

 
Think for a minute or two about this statement, “No 

pain. No change”. What drives YOU to make 

changes in your life?…In the way you spend your 

money?…In the service companies you choose? If 

you’re like most people, it’s pain. It’s unhappiness 

or dissatisfaction with the way you’ve done things 

in the past. 

 
The same is true for new companies. For a new 

company to succeed, it must solve some problem 

(or problems) in the marketplace NOT being solved 

by other competitors. Makes sense? It’s no 

different for your new shop. If every person in the 

market loves their haircuts, why would they switch 

to you? No pain. No change. Right? 

 
So, here’s your first assignment. Defining the 

problem (or problems) your new barbershop solves 

for your customers. Grab a sheet of paper and 

write down the three MOST PRESSING 

PROBLEMS you are going to solve for your 

customers. (Here’s a hint. One  of  the  problems 

cannot be they are currently NOT getting their hair 

cut by you. That’s YOUR problem, not theirs). 

http://www.barberstop.com/


 

 
 

Here are a dozen examples that may fit your situation. These are based on my experiences 

and past business plans. 

 
 
 

1. My customers cannot get straight-razor shaves; face or head. 

2. My customers cannot get their hair cut by the same person each time. 

3. My customers cannot get the same haircut twice in a row. 

4. My customers cannot get accurate short haircut styles. 

5. My customers spend too much time waiting in line for haircuts. 

6. My customers cannot make appointments online. 

7. My customers cannot pay with a credit or debit card. 

8. My customers cannot get a haircut by a real, licensed barber. 

9. My customers cannot get a professional beard trim. 

10. My customers cannot get a flat top haircut, pompadour or proper “fade”. 

11. My customers cannot get a quality haircut done on very kinky (ethnic) hair. 

12. My customers cannot get an accurate clipper cut. 
 
 
 
 
 

 
 

The next part of your business plan is the solution to 

these pressing problems. Look the three most 

pressing problems you identified in the Problems 

section. Now, write out the answer this question, 

“What will your business do to solve these pressing 

problems?” 

 
Do not describe how your service is better. You’ll do 

that later in the business plan. Also, don’t add too 

many details here. This is meant to be a high-level 

view of your solution to your customers’ most 

pressing problems. 
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The third section of your one-page business plan includes a list of your customers. In other words, 

who are you going to work for in this new barbershop? 

 
When listing customer segments, think about the demographic characteristics of those you intend 

to target. Age, income, and profession are the most commonly used demographic characteristics 

used for targeting. Why? These three characteristics drive most directly a persons’ ability to buy. 

The higher the price, more maturity, earnings and status you are looking for. Makes sense, doesn’t 

it? 

 
Assignment time again. Write out a list of your target customers. Be as specific as you can. 

 
 
 
 

 
 

The fourth section of your one-page business plan is where you describe HOW your services and 

products are different. In other words, why should those looking for haircuts choose YOU over all 

other competitors in the market? 

 
Spend a few minutes thinking about the problems your customers face each time they go for a 

haircut. This may help you write this section. Knowing what you know about YOUR services 

compared to others, why would YOU choose you? How do YOU produce a better outcome than 

your competitors? Be honest and as factual as you can. 

 
When you’re ready, write out your unique value proposition. 

 
 
 

 

 

Section 5 is the part of your business plan where you describe the parts of your service and product 

offering that is hard or impossible to copy. 

3 – Customer Segments 

4 – Unique Value Proposition 

5 – Unfair Advantage 

http://www.barberstop.com/
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This is an easy section to write for pre-fab barbershop owners. You have (or will have soon) a fully 

functional barbershop that fits inside an 8′ circle. Your shop is located inside the walls of a host 

company with lots of foot-traffic. And of course, you are trading the additional foot traffic your 

shop brings to the host for most or all of the rent. 

 
In other words, you may be cutting hair in the best location in town and spending very little to be 

there beyond your investment in a pre-fab shop. That’s tough to compete with. That’s where you 

want to be! 

 
Next assignment: Write out YOUR unfair advantage in the marketplace. 

 

 

 

This section of your plan describes HOW you intend to reach your target customers. This is another 

easy section to write for pre-fab barbershop owners. Your shop, when properly located inside the 

walls of a busy company, IS ITS’ OWN ADVERTISEMENT! 

 
You don’t have to find target customers. They find you. Hundreds, perhaps thousands of people 

each day walk or drive by and see you doing haircuts and straight-razor shaves inside your barber 

pole shaped barbershop. Wouldn’t seeing that peek YOUR interest? Wouldn’t YOU investigate 

closer? Wouldn’t YOU try the shop out if the chair was empty? Of course, you would. It’s natural 

curiosity. 

 
The visibility of your location does the “heavy lifting” when it comes to reaching customers, but 

you’ll still need some tradition marketing tools. Of course, you’ll need a website. It’s great for 

taking online appointments. A website also helps those NOT in the immediate area find you by 

searching the web. You’ll also want to print service menus to hand out to passers-by so they know 

ex5ac–tlyUwnhatayior u hdavveatno toaffgeer. Business cards to hand out when you’re not at work are helpful, too. 

It’s time now to write out the Channels section of your business plan. Go! 

6 – Channels 
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This section of the business plan is where you’ll describe the amount of revenue you intend to 

generate during the first 2 years of your operation. I know that sounds like a difficult task. So, let’s 

simplify it by breaking it down. 

 
We can get to the first years’ sales revenue by answering two much easier questions. 

 

1. How many haircuts will I sell each week? Each Month? 

2. How much will I charge for those haircuts? 
 

The people that build and sell the Barber Stop pre-fab barbershop have a great deal of experience 

when it comes to forecasting and realizing sales revenue in their shops. Here are some useful sales 

revenue numbers for startup barbershop operations. 

 
 
 

 

Year #1 – A new, full-time barber in a new pre-fab barbershop location can expect to do 

approximately 2,200 haircuts during the first year. 

 
Year #2 – The same, full-time barber in the same pre-fab barbershop location can expect to do an 

additional 1,600 haircuts during the second year of operation. That means year #2 will produce 

about 3,800 haircuts. 

 
 

 

Now that you have estimated the number of haircuts you will do per year, multiply that number by 

the average price you expect to sell each haircut for. 

7 – Revenue 

Number of Haircuts 

Haircut Pricing 

http://www.barberstop.com/


15 The Ultimate Barbershop Business Plan www.BarberStop.com  

 

 
 

Section 8 is where you’ll list all the things you buy to keep 

your business running. Do not go into a lot of detail here. 

All you need are the big numbers. Of course, there will be 

a million other small items but this is not the place to list 

everything. Again, this is a high-level discussion of where 

your money goes. 

 

Start with the largest numbers first and work your way to the smaller numbers. Here’s a good list for 

a pre-fab barbershop and some reasonable costs to get you going. 

 

1. Pre-fab shop loan repayment  $831/Mo 

2. Rent for Host Company Space $400/Mo 

3. Non-health insurance   $18/Mo 

4. Sales, General, Administrative, and Misc. $200/Mo 
 
 
 

9 – Loan Sought 
 

This section of the business plan spells out for the lender exactly what you want and under what 

terms. Earlier in this section of the article, we outlined the correct mindset. You are offering the 

bank an opportunity. You are NOT begging for money. Remember this. 

 
Beggers will take anything. Offering the bank an opportunity is completely different. The Loan 

Sought section of your business plan looks something like this. 

 

Purpose of the loan: Purchase of pre-fabricated barbershop 

Price: $48,000  

Down-payment: $5,000 

Principle: $43,000 

Term of Loan: 5 Years 

Interest rate not to exceed 6% per annum 

Payments not to exceed $831 per month 

 

Example One-Page Business Plan 
 

The following is an example of what a one-page business plan for a pre-fab barbershop looks like. 

8 – Costs 
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Business Plan #_______________ 

BARBER JOE’S BARBER STOP  

A Plan to Put a 1-Chair Barbershop Inside Valley View Mall in Onalaska, WI 

1.  Problem: Guys prefer barbers over cosmetol-

ogists. Why? Barbers are experts at cutting short 

hair styles. Cosmetologists are experts at cutting 

long hair styles. Here’s the problem. There are 

672,113 cosmetologists and only 58,867 barbers 

in the entire nation. The shortage of barbers 

makes it almost impossible for my customers to 

get:  
• Precision short hair style cuts  
• Professional beard trims 

• Straight-razor shaves 

• Perfectly tapered & blended cuts  
• Haircuts for black men 

2.  Solution: My new company solves these prob-

lems by offering: 
• Classic, vintage and popular new short haircut 

styles for men such as the side-part, flat top 

and pompadour. 
• A line of classic, vintage and popular haircuts 

for black men such as the fade, taper-fade, 

Afros and tall boxes.  
• Professional beard and mustache shaping. 
• Straight-razor neck cleans ups and head, neck, 

shoulder massage.  
• Straight-razor face and head shaves.   

3.  Customer Segments: 

• My customers are guys; young, mid-age & old. 
• Women interested in guys haircuts. 

4.  Unique Value Proposition:  
• All haircuts are done by a real, barber school 

trained, licensed and experienced barber.  
• NO RUSHING! A full 30 minutes is scheduled for 

every service.   
• I guarantee perfectly blended fades and ta-

pers. 
• I do every haircut for every client, every time. 
• A permanent haircut record is saved on com-

puter for every client.  
• I offer online appointments and text re-

minders.  
• Customers are welcome to pay with plastic.  

5.  Unfair Advantage: My new shop utilizes the 

latest innovation in the barbering industry. It is a 

pre-fabricated, 1-chair barbershop which I set up 

and operate inside the local Ace Hardware; a 

high-traffic, male-centric store. Much of my rent 

is offset by the massive number of men I attract 

to their store each year. I have the best location 

in town and I pay less each month for it than 

what I used to pay to rent a chair.   

6.  Channels: The location of my shop inside Ace 

Hardware is its’ own advertisement. My shop 

looks like a barber pole and will sit in the middle 

of the store. Hundreds of people will walk by 

each day and see me doing haircuts, beard trims 

and straight-razor shaves. I have a website for 

those that don’t yet frequent the ACE store to 

find me. I also print and distribute a large num-

ber of business cards, service menus and $5.00 

gift certificates.   

7.  Annual Revenue: 2 haircuts/Hr, 8 Hrs/Day, 5 

Days/Wk, 50 Wks/Yr = 4,000 = Maximum haircut 

capacity / Yr.   

Annual revenue 

• Year #1: 2,200 haircuts @ $25 = $55,000 (55% 

capacity) 

• Year #2: 3,800 haircuts @ $27 = $102,600 (95% 

capacity) 

8.  Annual Costs to Own and Operate:  

• Pre-fab shop loan = $831/Mo 

• Rented space = $400/Mo 

• Non-health insurance = $200/Mo 

• Sales, General, Admin and Misc = $400/Mo 

• Total monthly = $1,831 

• Total annual = $21,972 

9.  Loan Sought: To purchase a Barber Stop fran-

chise that includes everything needed to run it.  

• “All Inclusive” Price = $48,000 

• Downpayment: $5,000 

• Principle: $43,000 

• Interest rate: 6% or less 

• Term: 5 years 

• Monthly payment: $831/mo. or less

http://www.barberstop.com/
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How to Sell Your Plan to 
Bankers 

 
 
 

 

Have The Right Perspective 

 
There is a right way and a wrong way to view 

your trip to the bank. You are NOT going to the 

bank asking for a favor. You are NOT going there 

to beg for money. You are going to the bank to 

offer them an opportunity to sell you some 

money. 

 
See the difference? When you’re begging you’re 

in a low power position. You might even feel a 

little ashamed of what you’re doing. When you 

are offering an opportunity (that many banks 

want) you are LARGE and IN CHARGE of the 

conversation! 

 
Here’s another great confidence boost for you. 

You just finished your business plan. You know it 

inside and out. Believe me. After spending the 

time necessary to build and write a good plan, 

you’ll know exactly; 1) what you want from the 

bank, 2) why you want it and 3) how you’ll use it. 

Writing a business plan is great preparation for 

meeting a loan officer. The amount of time you 

spend thinking, planning and writing about your 

new shop makes it almost impossible for the 

lender to ask you a question you can’t answer 

with a lot of authority. 

 
Remember this, too. Lenders sometimes ask 

questions just to see if you understand the 

industry and your plan better than they do. If you 

don’t, you won’t get the loan. That’s one of their 

methods for washing out unprepared business 

loan candidates. 

Part 
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8 – Costs 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

The Inside Game of Business Lending 
 
 
 

 

Lenders are Salespeople 
 

Did you know that lending officers in banks are really just salespeople? And not particularly high- 

level people in the bank, at that. As salespeople, lending officers have sales quotas. Bad things 

happen to lending officers that do not make their sales quotas. Salaries and bonuses get reduced. 

People get demoted. Positions go away. Do you think you might use this kind of information to gain 

a bit of an edge in your negotiations? Absolutely! 

 
Bankers not only WANT to lend money. They MUST lend money to keep their jobs. Here’s the best 

part. You know and you banker knows, business lending is a crowded market. There are ALWAYS 

many more lenders and much more money available than there are qualified borrowers. If you are in 

the business of selling money, that’s a problem. Be sure and use this to your advantage. 

http://www.barberstop.com/
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Play Banks Against Each Other 

Here’s a little trick you can use in your negotiations with the bank. At the top of your business plan, 

insert the following line of information: 

 
Business Plan #______________ 

 
The empty line after the “#” sign, is for you to enter a number. More on that number in a minute. 

 
Now, make three copies of your one-page plan. In bold, black ink number the first copy “2”, the 

second copy “3” and the 3rd copy “4”. Why would you want to intentionally number the business 

plans incorrectly? So every banker you talk with thinks you’ve ALREADY talked with at least 

one other banker about your project. 

 

Your goal is to make your story and your business plan so compelling that the banker is afraid you’ll 

buy money from someone else if he or she DOES NOT express interest in your project right away. 

You want to make the banker believe that you are off to see another lender directly after leaving 

their bank. 

 
The fear of losing something is much more motivating to bankers than the promise of getting a new 

customer. If they like you and your plan, they will keep you in the bank as long as they can. Don’t 

get trapped. Make your pitch. Tell them what you want. Give them a deadline for their answer and 

get out! 

 
 

 

Play Banks Against Each Other 
 

Here’s a little trick you can use in your negotiations with the bank. At the top of your business plan, 

insert the following line of information: 

 
Business Plan #______________ 

 
The empty line after the “#” sign, is for you to enter a number. More on that number in a minute. 

 
Now, make three copies of your one-page plan. In bold, black ink number the first copy “2”, the 

second copy “3” and the 3rd copy “4”. Why would you want to intentionally number the business 

plans incorrectly? So every banker you talk with thinks you’ve ALREADY talked with at least 

one other banker about your project. 

 

 
 

Put the business plan number in the upper right-hand corner of the document and it is the first 

thing the banker will see. Americans scan documents from the top right corner to the bottom right 

corner. Sneaky, huh? Let’s put the banker on the defense RIGHT AWAY! 

 
Now, get on the phone and set appointments to meet 3 different business lenders at 3 different 

banks. You are NOT to stay with the lender for more than 30 minutes per meeting. It takes about 30 

minutes for the banker to meet you, review your plan, like you and your project and want to take the 

next step. 

 
Leave the loan officer wanting to know more. Here’s why. The loan officer you are meeting with is 

NOT the decision maker. His or her boss is. When you leave you want the loan officer to run 

directly to the boss with your business plan in hand shouting, “Oh my God, I’ve got one!” 

http://www.barberstop.com/
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Put the business plan number in the upper right-hand corner of the document and it is the first 

thing the banker will see. Americans scan documents from the top right corner to the bottom right 

corner. Sneaky, huh? Let’s put the banker on the defenseRIGHT AWAY! 

 
Now, get on the phone and set appointments to meet 3 different business lenders at 3 different 

banks. You are NOT to stay with the lender for more than 30 minutes per meeting. It takes about 30 

minutes for the banker to meet you, review your plan, like you and your project and want to take the 

next step. 

 

Leave the loan officer wanting to know more. Here’s why. The loan officer you are meeting with is 

NOT the decision maker. His or her boss is. When you leave you want the loan officer to run 

directly to the boss with your business plan in hand shouting, “Oh my God, I’ve got one!” 

Before leaving the bank for your next meeting tell the loan officer this, “I’m seeing a number of 

lenders about this project. If you and the others here at the bank have any interest in my project, it’s 

important to let me know by noon on Friday. I intend to choose a lender before the end of the 

week. It was nice meeting you today. Call me soon.” 

 
Then, GET OUT of the bank as soon as possible. No chit-chat. No small talk. No nervous laughter. 

You’re a busy guy with lots to do and many people to see. Go see the second lender and do it all 

over again. Then, the third lender just like the first and second. 
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Guess what happens long before you finish 

meeting the third banker? The first two lenders 

leave you voicemails inviting you back to the bank 

to meet their bosses. If you see their numbers on 

your phone when they call, do not take the call. 

MAKE THEM LEAVE A MESSAGE. Remember, 

you’re a busy guy. Be a little hard to reach. Before 

you get home, the third lender will have left 

his/her voicemail on your phone, too. 

 
So, what happens when you go see the banking 

bosses? You work them EXACTLY like you worked 

their underlings. 30 minutes per appointment. 

Meet them, review your plan, answer a question 

or two and leave them for the next meeting 

wanting to know more. Again, no chit-chat. No 

small talk. No big toothy grins. This is business 

and you MUST hide your emotion behind a “poker 

face”. 

 
The big difference when meeting the bosses is 

that THEY CAN SAY YES! If they want your 

business, they will tell you so before you leave. If 

they offer to fund your plan if you’re willing to stay 

longer and fill out some paperwork, say this, 

“Thank you so much, but I really must make this 

next meeting. It’s too late to cancel. Out of 

courtesy to the folks at the ABC Bank, I owe them 

an opportunity to tell me what they have in mind. 

Send the papers along with me so I can fill them 

out later.” 

 
Then, again, GET OUT of the bank and get 

yourself to the next meeting with the next real 

decision maker. Got it? Good. 

 
Now you understand the “inside game” of 

business lending. Go get yourself a barbershop 

of your own! 

http://www.barberstop.com/
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