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Introduction:  

Why "Bank-Ready" is Your Business Superpower 

In the Kenyan business landscape, we often hear entrepreneurs say, "I went to 

the bank to ask for help, but they turned me down." This single sentence reveals 

the biggest hurdle facing most SMEs today. It’s a mindset that views a bank loan 

as a "favor" or a "rescue mission." But here is the cold, hard truth: Banks are not 

in the business of helping; they are in the business of investing. 

When you approach a bank because you are "desperate" or "stuck," you are 

essentially telling them that your business is a risk. However, when you approach 

them as a Bank-Ready business, you change the power dynamic entirely. 

Being "Bank-Ready" isn't just about getting a loan; it is about building a business 

that is so organized, transparent, and profitable that banks compete to give you 

money. This is your business superpower. 

 

1. The Mindset Shift: From "Asking for a Favor" to "Presenting an Investment" 

Most business owners walk into a bank branch feeling like a student going to the 

principal's office. They hope the credit officer will "understand" their situation or 

"see their potential." 

But a banker does not look at potential; they look at proof. 

 The "Favor" Mindset: Focuses on what you need (e.g., "I need KES 1M to pay 

suppliers"). It feels like begging. It is based on emotion and urgency. 

 The "Investment" Mindset: Focuses on what the bank gets (e.g., "My 

business has a 30% profit margin and a confirmed contract; your KES 1M 

investment will be repaid with interest over 24 months"). 

When you shift your mindset, you stop "applying" for loans and start pitching an 

opportunity. You aren't asking them to do you a favor; you are offering them a 

chance to put their money into a winning machine. 

 

2. The Great Divide: Struggling vs. Bankable 

What makes one business owner walk out with a Cheque and another walk out 

with a Rejection Letter? It usually comes down to the difference between a 

"Struggling Business" and a "Bankable" one. 



The Struggling Business The Bankable Business 

Cash is King: Most sales are in cash or M-Pesa 

personal lines; the bank account is often 

empty or dormant. 

Banking is King: Every shilling—whether 

cash or Till—is banked daily to create a 

"paper trail" of success. 

Mixed Pockets: Personal money and business 

money live in the same wallet. School fees 

and stock purchases are paid from the same 

account. 

Strict Separation: The owner is an 

employee with a salary. Business 

money stays in the business account. 

The "Inshallah" Plan: Records are kept in the 

head or on loose pieces of paper. Tax is seen 

as a "burden" to avoid. 

The eTIMS & Audit Plan: Records are 

digital and compliant. The business is 

registered, tax-compliant, and 

transparent. 

Reactionary: Only looks for money when 

there is an emergency or a crisis. 

Strategic: Seeks funding to scale an 

already working model. 

 

The "Superpower" Advantage 

When your business is Bank-Ready, you gain more than just capital. You gain 

Clarity. 

You start to see exactly where your leaks are. You begin to understand your 

margins. You realize that a business that can pass a bank's "stress test" is a 

business that is built to last for generations. 

In this eBook, we are going to strip away the "banker-speak" and show you exactly 

how to polish your business until it shines. By the time you finish these chapters, 

you won't be "begging" for a loan—you’ll be choosing the lender that offers you 

the best deal. 

Let’s turn your business into a solid investment. 

  



CHAPTER 1 

The Foundations — Is Your Business "Legal" in the 

Bank's Eyes? 

In Kenya, many brilliant businesses operate in the "shadows." They have 

customers, they have products, and they have sales—but on paper, they don't 

officially exist. 

Before a bank lends you a single shilling, they need to know who they are lending 

to. If the foundation of your business is shaky or invisible, the bank sees "High 

Risk." In this chapter, we lay the stones that make your business look like a 

permanent landmark rather than a passing cloud. 

 

1. Business Registration: Why Your Setup Dictates Your Limit 

Many entrepreneurs start as "Sole Proprietors" because it’s cheaper and easier. 

However, when it comes to borrowing, your registration type acts as a "ceiling" for 

how much money you can access. 

 Sole Proprietorship (BN2): In the eyes of the law, you and the business are 

one and the same. If the business fails, the bank can come for your personal 

assets. Because of this, banks often treat these loans like "Personal Loans," 

which usually have lower limits and shorter repayment periods. 

 Private Limited Company (LTD): This is a separate legal entity. It has its own 

"life." Banks prefer LTD companies because they represent a more formal 

commitment. Being a "Company" signals that you are building an 

institution. Most SMEs find that they can access significantly higher loan 

amounts and better "Corporate" interest rates once they transition from a 

business name to a Limited Company. 

The Bottom Line: If you want to move from borrowing KES 100,000 to KES 

10,000,000, the "LTD" at the end of your name is often the key that opens that 

door. 

  



2. Compliance: The KRA & Licensing "Health Check" 

A banker looks at your compliance status the same way a doctor looks at a blood 

test. It tells them if the business is healthy or if it’s hiding a "disease" that could kill 

it later. 

 The KRA Tax Compliance Certificate (TCC): This is non-negotiable. If you 

don't have a valid TCC, the bank assumes you owe the government money. 

No bank wants to lend you money only for the KRA to freeze your accounts 

the next day to recover unpaid taxes. 

 eTIMS Integration: As of 2026, being on eTIMS isn't just about taxes; it’s 

about validity. Banks use your eTIMS records to verify that your sales are 

real. If you claim to make KES 1M a month but your eTIMS records show 

zero, the bank will trust the KRA's data over yours. 

 County Licenses: Whether it’s a Single Business Permit or a specialized 

license (like a liquor license or health certificate), these prove you have the 

"Right to Operate." Without them, your business could be shut down 

tomorrow making you unable to repay the loan. 

 

3. Governance: Moving Beyond the "One-Person Show" 

One of the biggest fears a bank has is: "What happens to our money if the owner 

gets sick or goes on holiday?" If the business stops because you aren't there, you 

are a Self-Employed Individual, not a Business Owner. To be "Bank-Ready," you 

must show Governance—even if you only have two employees. 

Simple ways to show you have a "System": 

 Separation of Duties: Show that you aren't the one who makes the sale, 

records the sale, and deposits the money. Having a separate person handle 

the books (even a part-time accountant) gives the bank confidence. 

 A Professional "Board": You don't need a boardroom full of suits. Even 

having a formal "Advisory Committee" consisting of a mentor, an 

accountant, and a lawyer who meet once a quarter shows that you have 

oversight. 

 Standard Operating Procedures (SOPs): Having a simple manual that 

explains how things are done ensures the business is an "engine" that runs 

with or without you. 

  



Summary Checklist for Chapter 1: 

 [ ] Is your business registered as a Limited Company (or are you planning 

to upgrade)? 

 [ ] Do you have a valid KRA Tax Compliance Certificate? 

 [ ] Are you issuing eTIMS compliant invoices for all sales? 

 [ ] Do you have a dedicated business phone line and email address (not just 

a personal one)? 

 [ ] If you were away for a month, would your business still generate 

revenue? 

Foundation Fact: A bank doesn't lend to a "hustle." They lend to an entity. By fixing 

these three areas, you stop being a hustler and start being a Managing Director. 

  



CHAPTER 2 

The Paper Trail — Essential Documents You Can’t 

Skip 

In the world of business, if it isn't on paper, it didn't happen. You might know your 

shop is the busiest and you might see the shelves emptying every day, but a credit 

officer sitting in an office cannot see that. 

To them, your business is a collection of documents. This "Paper Trail" is the 

bridge of trust between your reality and the bank’s decision. If the bridge is 

missing a few planks, the bank won't cross it. 

 

1. The "Big Three": Your Business Evidence 

There are three main documents that every Kenyan bank will ask for. Think of 

these as your business’s "ID, Passport, and Visa"—without them, you aren't going 

anywhere. 

A. Certified Bank Statements (The Pulse) 

The bank statement is the most honest document in your business. It shows the 

"Pulse" of your cash flow—money coming in and money going out. 

 The Gold Standard: Banks look for "Consistency." They want to see that 

money is deposited regularly, not just in one big lump sum right before you 

apply for the loan. 

 The "Certified" Part: In Kenya, you cannot just print a PDF from your app. 

Most banks require these to be officially stamped by your branch or 

generated as "digitally certified" statements to prevent tampering. 

B. Audited or Management Accounts (The Map) 

While the bank statement shows the "cash," the accounts show the "profit." 

 Audited Accounts: For larger loans (typically above KES 5M), you need a 

report signed by a registered auditor (ICPAK member). This proves your 

numbers have been verified by a professional third party. 

 Management Accounts: If you are a smaller business, you may use 

management accounts. These are internal reports (Profit & Loss and 

Balance Sheet) that show how much you sold, what your costs were, and 



what you kept as profit. It shows the bank that you are actually steering the 

ship, not just sailing blindly. 

C. Tax Returns (The Integrity) 

Your KRA iTax returns must match your bank statements. If your statements show 

you made KES 10M, but your tax return says you made KES 1M, the bank sees a 

"Red Flag." They won't wonder if you are cheating the government; they will 

wonder if you are also lying to the bank. 

 

2. Why the "6 to 12 Month" Rule? 

New entrepreneurs often ask, "Why do they need a whole year of history? Can’t 

they see I’m doing well today?" Banks insist on a 6–12 month window for two very 

specific reasons: Seasonality and Sustainability. 

 Seasonality (The Highs and Lows): Every business has a rhythm. If you sell 

school uniforms, January is your "Peak." If you sell umbrellas, the rainy 

season is your time. A bank needs to see how you survive the "Dry Season." 

Do you still have enough money to pay a loan in July if your big sales only 

happen in December? 

 Sustainability (The Long Game): Anyone can have one "lucky" month where 

they land a big contract. The bank wants to see that your business is a 

consistent machine. They are looking for a pattern of behavior. If you have 

banked your income every single week for 12 months, you have proven that 

you are disciplined and reliable. 

 

Common Mistake: The "Window Dressing" Trap 

Many Kenyan business owners try "Window Dressing"—depositing a large 

amount of borrowed cash from a friend into their account two weeks before 

applying for a loan to make the balance look "healthy." Don't do it. Bankers are 

trained to spot these "lumpy" deposits. They look for the Average Daily Balance. 

If your balance is usually KES 5,000 and suddenly jumps to KES 500,000, they will 

discount that money entirely. 

  



Summary Checklist for Chapter 2: 

 [ ] Are your bank statements officially stamped or digitally certified? 

 [ ] Do your Profit & Loss statements match the activity in your bank 

account? 

 [ ] Have you filed your KRA returns for the previous year? 

 [ ] Can you show a minimum of 6 months of uninterrupted activity? 

The Rule of the Paper Trail: If you want the bank to take you seriously, you must 

show them you take your record-keeping seriously. A clean paper trail is often 

the difference between a "13% interest rate" and a "No." 

  



CHAPTER 3 

Cracking the Code — The 5 C’s of Credit 

Have you ever wondered what happens after you hand over your documents and 

the credit officer says, "We will get back to you"? They aren't just reading your 

story; they are plugging your business into a universal "scorecard" used by banks 

worldwide. 

In the banking world, this is called the 5 C’s of Credit. Understanding these five 

factors is like having the marking scheme for an exam before you sit for it. If you 

can prove you excel in these five areas, the bank has almost no reason to say "No." 

 

1. Character: Your Reputation and "Financial Integrity" 

Before a bank looks at your money, they look at you. Character is about your track 

record. Do you pay what you owe? 

 The CRB Factor: In Kenya, your Credit Reference Bureau (CRB) report is your 

"financial fingerprint." If you defaulted on a KES 500 mobile loan three years 

ago and never cleared it, it tells the bank you lack the "Character" to handle 

KES 5 Million. 

 Professionalism: How you present yourself, the clarity of your 

communication, and even how long you have stayed in the same line of 

business all build your "Character" score. 

2. Capacity: Can You Actually Pay Back? 

This is the most critical "C." The bank doesn't want your land or your car; they 

want their money back with interest. 

 Cash Flow is King: They will look at your monthly income and subtract your 

expenses. What is left over? That "surplus" must be significantly higher than 

the monthly loan installment. 

 The "Safety Margin": Banks usually want to see that your business makes 

at least 1.5 to 2 times the amount of the monthly repayment. This ensures 

that if you have a "bad month," you can still afford the loan. 

  



3. Capital: How Much "Skin" Do You Have in the Game? 

Banks are partners, not parents. They won't fund 100% of a project if you haven't 

put your own money in first. 

 Equity: If you want a loan to buy a KES 2M machine, the bank might ask you 

to pay 20% (KES 400k) from your own pocket. This proves to them that if 

the business gets tough, you won't just walk away because your own hard-

earned money is at stake. 

4. Collateral: The "Plan B" 

Collateral is the security you offer the bank in case the business fails. 

 Hard Assets: Traditionally, this means Title Deeds or Logbooks. 

 Unsecured Options: In 2026, many Kenyan banks offer "Unsecured 

Business Loans" based purely on your turnover and "Character." However, 

these usually have lower limits and slightly higher interest rates because 

the bank is taking more risk. 

 Guarantees: Sometimes, a personal guarantee from a director or a "Letter 

of Comfort" acts as a form of collateral. 

5. Conditions: The World Outside Your Office 

Sometimes, you can have a great business, but the "Conditions" are wrong. 

 Market Trends: If you are in the real estate business but the economy is 

currently in a "slump," the bank might be more cautious. 

 Purpose of the Loan: What is the money for? Banks love "Productive Debt" 

(money that makes more money, like buying stock or equipment) but they 

dislike "Consumption Debt" (money used to pay old debts or office 

renovations that don't increase sales). 

  



Summary Table: The Banker's Scorecard 

The "C" What the Banker asks themselves How to score an "A" 

Character "Can I trust this person?" Clear CRB, consistent history. 

Capacity 
"Can the business afford the monthly 

bill?" 
Strong, banked cash flow. 

Capital "Is the owner also invested?" 
Healthy retained 

earnings/savings. 

Collateral "What if they can't pay?" 
Logbooks, Titles, or high 

turnover. 

Conditions "Is now a good time to lend?" Clear "Use of Funds" for growth. 

 

Strategic Insight: 

Most entrepreneurs focus 100% on Collateral (the security). They think, "I have a 

Title Deed, so the bank must give me money." This is a mistake. A bank will reject 

a loan even with a Title Deed if they don't see Capacity (Cash flow). Focus on 

proving you can pay back the money from your profits, and the collateral becomes 

just a formality. 

  



CHAPTER 4 

Managing the Money — Clean Books vs. Messy Reality 

You can have the best product in the market, but if your money management is 

"messy," a bank will see your business as a leaking bucket. They don’t just want to 

see that you make money; they want to see that you know how to keep and track 

it. In this chapter, we look at the daily habits that prove you are a disciplined 

manager of capital. 

 

1. Separation of Powers: You Are Not Your Business 

The most common mistake Kenyan entrepreneurs make is treating the business 

till like a personal pocket. You’re at the supermarket and use the business M-Pesa 

to buy milk, or you pay your personal electricity bill from the company account. 

To a banker, this is a "Red Flag" called Commingling. 

 The Problem: When personal and business funds are mixed, the bank 

cannot tell if the business is actually profitable or if it’s just a "revolving 

door" for your lifestyle expenses. 

 The Solution:  

a. Pay Yourself a Salary: Determine a fixed amount the business pays 

you every month. Transfer this from the business account to your 

personal account.  

b. Strict Boundaries: If you need to buy groceries, use your personal 

salary. If the business needs fuel, use the business card or petty cash.  

c. Audit Trail: When your accounts are "clean," it takes a credit officer 

five minutes to see your profit. When they are "messy," the officer 

has to spend hours guessing—and usually, they just say "No" to save 

time. 

2. The "Banking" Habit: Visibility is Credibility 

In many local shops, cash is kept in a drawer to pay suppliers, buy lunch, or handle 

"emergencies." By the end of the week, only a small portion reaches the bank. 

If the bank doesn't see the money, the money doesn't exist. 

 The "Sweep" Method: Make it a habit to "sweep" all your daily collections—

whether from M-Pesa Tills, cash, or cheques—into your business bank 

account. 



 Why it matters: Banks lend based on Turnover (total sales). If you sell KES 

50,000 a day but only bank KES 10,000, the bank thinks your business is five 

times smaller than it actually is. 

 The Digital Footprint: In 2026, banks use automated systems to scan your 

statements. High-frequency, consistent deposits trigger "Pre-approved" 

loan offers. The more you bank, the more the "system" trusts you. 

 

3. Understanding Your "Ability to Pay" (Debt Service Coverage Ratio) 

Bankers use a fancy term called Debt Service Coverage Ratio (DSCR). It sounds 

complicated, but it’s actually a very simple question: "After this person pays all 

their business bills, is there enough meat left on the bone to pay us?" 

The Simple Formula: Imagine your business makes a net profit of KES 150,000 a 

month after all expenses. If your new loan installment is KES 100,000 a month, 

your ratio is 1.5. 

 The Banker’s Rule of Thumb: In Kenya, most banks want a ratio of at least 

1.2 to 1.5. 

 What this means for you: They want to see that you have a "cushion." If 

your profit is KES 100k and the loan is KES 95k, the bank will worry. What if 

fuel prices go up? What if a tenant leaves? You would fail to pay. 

 How to improve it: Before applying, look for ways to cut unnecessary costs 

for 3–6 months. A leaner business shows a higher "Ability to Pay," which 

qualifies you for a larger loan. 

 

Summary Checklist for Chapter 4: 

 [ ] Do you have two separate bank accounts (one for Business, one for 

Personal)? 

 [ ] Do you pay yourself a consistent salary? 

 [ ] Is at least 90% of your total revenue being deposited into the bank 

account? 

 [ ] Have you calculated your "cushion"? (Monthly Profit ÷ Expected Loan 

Installment). 

Management Insight: Banking is about behavior. A person who manages KES 

10,000 perfectly is much more likely to get KES 10 Million than a person who 

handles KES 100,000 sloppily. 

  



CHAPTER 5 

The Pitch — How to Present Your Business Like a Pro 

You have the registration, the documents are in order, and your banking habits 

are clean. Now comes the moment of truth: sitting across from the Credit Officer. 

In the Kenyan market, this isn't just about handing over a folder; it’s about 

communication. 

A pitch is where you connect the dots for the banker. You aren't just giving them 

data; you are giving them a narrative that makes sense. 

 

1. Telling Your Story Through Numbers 

Bankers think in numbers, but they buy into stories. The trick is to use your 

numbers to tell the story of your growth. 

Instead of saying, "My business is doing well," you should say: 

 "In 2024, we served 500 customers. In 2025, that grew to 1,200. Our bank 

statements show that our monthly turnover has stabilized at KES 800,000, 

with a consistent 20% net profit margin." 

The "Numbers" Narrative: 

 Past Performance: "This is where we have come from." 

 Current Stability: "This is how we are surviving today." 

 Future Potential: "This is where we are going with your help." 

2. The "Use of Funds": Where is Every Shilling Going? 

One of the fastest ways to get a "No" is to be vague about how you will spend the 

money. If you ask for KES 2 Million for "working capital," the banker hears "I have 

a hole in my pocket and I don't know where it is." 

Be Specific. Be Productive. The bank wants to see that their money is going into 

Income-Generating Assets. 

 Bad Use of Funds: "To renovate the office and buy new furniture." (This 

doesn't help you pay back the loan). 

 Good Use of Funds: "KES 1.2M to purchase a 3-ton Mitsubishi Canter to 

save KES 80,000 monthly in outsourced transport costs, and KES 800k to 

bulk-buy inventory at a 15% discount." 



Pro-Tip: Include pro-forma invoices or quotations from suppliers in your pitch 

folder. It shows the bank that you’ve already done the window shopping and you 

are ready to hit the ground running. 

 

3. Building the Relationship (Before You Need the Money) 

In Kenya, the saying "Who you know matters" applies to banking too—but not in 

a corrupt way. It’s about Relational Capital. 

Most entrepreneurs only visit the bank when they are in a crisis. This is a mistake. 

 The "Introduction" Visit: Go to the bank when you don't need money. 

Introduce yourself to the SME Relationship Manager. Tell them: "I run XXX 

Company, we are growing, and I want to understand what milestones I 

need to hit to qualify for a KES 5M expansion loan in six months." 

 The Quarterly Update: Send a brief email or drop a physical copy of your 

half-year management accounts to your officer. When you finally apply for 

that loan, you aren't a stranger; you are a "diligent client" they have 

watched grow. 

 Ask for Advice: Relationship managers see hundreds of businesses. Asking 

them, "What are you seeing in the market right now?" builds a bridge of 

professional respect. 

 

The "Pitch Deck" Checklist 

When you walk into that meeting, your "Loan Application Folder" should be 

organized in this order: 

1. Executive Summary: A 1-page "Cheat Sheet" of who you are, what you want, 

and how you will pay it back. 

2. The "Use of Funds" Table: A clear breakdown of costs. 

3. The Evidence: Your Big Three (Statements, Accounts, Tax Returns). 

4. The "Extras": Copies of major contracts, LPOs, or your business profile. 

 

The Golden Rule of Pitching: Never lie. If you had a bad month in June because of 

the protests or a supply chain hitch, explain it honestly and show how you 

recovered in July. Integrity is worth more than a perfect balance sheet. 

  



CHAPTER 6 

Beyond the Traditional Bank — Exploring Your 

Options 

In the Kenyan market today, "the bank" is no longer the only place to get capital. 

In fact, for many SMEs, traditional banks are the last stop, not the first. 

Depending on your speed, your collateral, and your growth stage, you might find 

a better "fit" in the broader financial ecosystem. 

 

1. SACCOs: The Power of the "Chama" Model on Steroids 

Savings and Credit Co-operative Societies (SACCOs) are often the best friends of 

a small business owner. 

 When to choose them: If you have been saving consistently. Most SACCOs 

lend up to 3 or 4 times your savings. 

 The Advantage: Interest rates are generally lower and more stable than 

commercial banks (often around 12% per annum). Plus, you get 

"Dividends" at the end of the year—meaning you are essentially paying 

interest to yourself. 

 The Catch: You usually need "Guarantors" (fellow members) to sign for 

you, which can be difficult if you don't have a strong network within the 

SACCO. 

2. Microfinance Institutions (MFIs): The SME Specialists 

MFIs are built specifically for the "missing middle"—businesses that are too big 

for mobile loans but too small for Tier 1 corporate banks. 

 When to choose them: When you have a "Hustle" that is transitioning into 

a formal business. They are more willing to look at "alternative collateral" 

(like household items or business stock) that a big bank would ignore. 

 The Advantage: They are faster and more "relational." They will often send 

an officer to your shop to understand your business personally 

  



3. Digital Lenders & Fintechs: The Need for Speed 

In 2026, the rise of "Embedded Finance" means you can get credit directly 

through your payment platforms. 

 Quick Working Capital: Theses platforms and specialized SME fintechs 

offer instant loans based on your Till or Paybill volume. 

 The Advantage: No paperwork. No physical meetings. The money is in 

your phone in seconds. This is perfect for "Bridge Financing"—e.g., you 

have a big order today but your cash is tied up until Friday. 

 The Catch: The interest rates are high if calculated annually. Only use 

these for short-term needs, never for long-term expansion. 

4. Asset Finance vs. Term Loans: Which is Better? 

One of the smartest ways to grow in Kenya is to let the "machine pay for itself." 

Feature Standard Term Loan Asset Finance 

What it is 
Cash deposited into your 

account. 

The bank buys the equipment/vehicle for 

you. 

Security 
You need to provide a Title 

Deed or Logbook. 
The asset itself is the security. 

Ease of 

Access 

Harder; requires high 

"Capacity." 

Easier; the bank knows they can repossess 

the asset if you fail. 

Best For 
Rent, stock, marketing, or 

general growth. 

Trucks, machinery, specialized 

medical/office equipment. 

Strategy Tip: If you need a delivery van, don't take a personal loan. Use Asset 

Finance. It keeps your other security (like your land) free for when you need a 

"Term Loan" for something that doesn't have its own logbook. 

  



Summary: Choosing Your Partner 

 Need speed for a 1-week stock emergency? Use a Digital Fintech. 

 Need to buy a new machine and have 20% deposit? Use Asset Finance. 

 Have been saving for years and want the lowest rate? Use your SACCO. 

 Ready to scale to multiple branches? It’s time for a Commercial Bank. 

  



CONCLUSION 

Your Journey to Financial Freedom Starts with 

Readiness 

Congratulations! By reaching the end of this guide, you have already taken a step 

that 90% of business owners never do: you have stopped guessing. 

Being "Bank-Ready" is not a one-time event; it is a standard of excellence. Whether 

you are running a retail shop, a consultancy, or a farm, the principles remain the 

same. Banks don't fund businesses because they are "good"; they fund them 

because they are orderly, transparent, and predictable. 

Remember, the goal isn't just to get a loan. The goal is to build a business so strong 

that the loan becomes a tool for exponential growth rather than a burden of debt. 

 

The "Apply Today" Quick-Check List 

Before you book that appointment with your Relationship Manager, run through 

this final list. If you can check all 5, you are ready to go. 

1. The "Paper" Test: Is my CR12, Tax Compliance Certificate, and County 

License valid for 2026? [ ] 

2. The "Banking" Test: Have I banked at least 90% of my revenue for the last 6 

months without using the business account for personal milk? [ ] 

3. The "Math" Test: Does my monthly profit cover the new loan installment at 

least 1.5 times over? [ ] 

4. The "Story" Test: Can I explain exactly how this money will increase my 

revenue in less than 2 minutes? [ ] 

5. The "Clean" Test: Have I checked my CRB report and cleared any old, 

"hanging" mobile loan balances? [ ] 

 

Don’t Walk This Path Alone 

Even with the best guide, the banking world can feel like a maze. A single missing 

document or a poorly explained "Use of Funds" can lead to a rejection that stays 

on your record for years. 



At Flowaine Consulting Group, we specialize in bridge-building. We look at your 

business through the eyes of a Senior Credit Officer to catch the gaps before the 

bank does. 

How We Can Help You: 

 The Bank-Readiness Assessment: A deep-dive review of your statements, 

tax compliance, and records to see if you’d pass a bank's "stress test." 

 The Pitch Polish: We help you draft your "Use of Funds" and professional 

business profile so you walk into that meeting with total confidence. 

 Strategic Growth Coaching: Helping you structure your business 

governance so it runs like a well-oiled machine—with or without you. 

Ready to secure your business's future? Let’s have a strategy session to polish 

your application and get you "Un-rejectable." 

Contact us at: 

 Email: info@fcgroup.co.ke 

 Phone: +254 103 094 416 

 Website: https://fcgroup.co.ke 

 Online Sessions Available 

Stop asking for favors. Start presenting investments. 

 

  



The Ultimate "Bank-Ready" Checklist  

1. Legal & Regulatory Compliance 

The "Identity" phase. If these aren't in order, the conversation ends before it 

begins. 

 [ ] Certificate of Registration / Incorporation: (BN2 for sole props or CR1 for 

companies). 

 [ ] Current CR12 Form: Must be recently generated (within the last 3–6 

months) from the eCitizen portal to show current directors/shareholders. 

 [ ] KRA PIN Certificates: For both the business and all individual 

directors/owners. 

 [ ] Tax Compliance Certificate (TCC): Must be valid. Banks now check if your 

eTIMS registration is active and compliant. 

 [ ] Unified Business Permit: Your current 2026 county license (e.g., Nairobi, 

Kiambu, Machakos). 

 [ ] Industry-Specific Licenses: (e.g., Health certificates for cafes, NEMA for 

manufacturers, or NCA for contractors). 

2. Financial Documentation 

The "Truth" phase. This proves your business actually makes money. 

 [ ] Certified Bank Statements: Usually the last 6 to 12 months. Ensure they 

are stamped by the bank (or digitally verified). 

 [ ] eTIMS Compliant Invoices: Banks now look for "traceable" income. Are 

your sales recorded through the KRA eTIMS system? 

 [ ] Audited Financials: For loans above KES 5M, most Kenyan banks require 

2–3 years of audited accounts by a registered ICPAK member. 

 [ ] Management Accounts: For smaller amounts, a clear Profit & Loss (P&L) 

and Balance Sheet for the current year. 

 [ ] Cash Flow Projections: A 12-month forecast showing how you will pay 

back the loan while still running the business. 

3. Credit History & Reputation 

The "Trust" phase. 

 [ ] Personal & Business CRB Report: Check your status on Metropol or 

TransUnion. Ensure there are no "blacklists" for old mobile loan defaults  

 [ ] Director’s Guarantee: Be ready to sign a personal guarantee. 

 [ ] Reference Letters: Some banks ask for references from major suppliers 

or long-term clients. 



4. Collateral & Security Options 

The "Insurance" phase. What happens if things go south? 

 [ ] Logbooks: Must be in the business or director’s name and usually not 

older than 10–12 years. 

 [ ] Title Deeds: Requires a recent official search and a valuation report from 

a bank-approved valuer. 

 [ ] Chattels Mortgage: A list of business equipment/machinery (e.g., ovens, 

printers, lathes) that can be used as security. 

 [ ] LPO / Contract Financing: If you have an LPO from a reputable company 

or government body (under AGPO), this can often serve as its own security. 

5. The "Pitch" Folder 

The "Professionalism" phase. 

 [ ] Business Profile: A 2-page document explaining what you do, who your 

clients are, and your team’s experience. 

 [ ] Use of Funds Statement: A clear breakdown of exactly where every 

shilling of the loan will go (e.g., "KES 400k for stock, KES 600k for a new 

fridge"). 

 [ ] Board Resolution: (For Limited Companies) A signed and sealed minute 

showing the directors have officially agreed to take the loan. 

 

Local "Street-Smart" Tips for the Kenyan Market: 

 The 3-Year Rule: Most "Tier 1" banks prefer businesses that have been 

active for at least 3 years. If they are younger, suggest they look at 

Microfinance or SACCOs. 

 The "M-Pesa" Trap: Many Kenyan SMEs do a lot of business via M-Pesa 

Till/Paybill but don't "sweep" that money into a bank account. Reminder: If 

it’s not in the bank statement, the bank thinks it didn't happen! 

 Turnaround Time: A bank loan in Kenya can take anywhere from 2 weeks 

to 2 months. If you need money tomorrow, you aren't "Bank-Ready," you 

are in an "Emergency." 

 

 


