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CHAPTER 1

The Truth About Small Business Funding 
Today
Why capital feels impossible — and why it doesn't have to be

Small businesses make up 99.9% of all U.S. companies and employ nearly half of the private 
workforce. They are, by any honest measure, the engine of the economy. And yet, when it 
comes time to grow — to hire, to buy inventory, to open a second location, to make payroll 
through a slow season — most owners run into the same wall: access to capital. Survey after 
survey finds that around 60% of small business owners say they struggle to secure the 
financing they need.

That gap is not an accident. Traditional banks were never built for the corner café, the two-
truck HVAC company, or the family restaurant. Bank underwriting rewards collateral, multi-year 
tax returns, and pristine credit — the very things a young or fast-moving business often hasn't 
accumulated yet. So owners get a polite "no," or worse, weeks of silence followed by a "no." 
Meanwhile, rent is due Friday.

The rise of alternative funding
Into that gap stepped a whole world of alternative funding: merchant cash advances (MCAs), 
revenue-based financing, online term loans, business lines of credit, equipment financing, and 
more. These products move fast — sometimes same-day — and they underwrite differently. 
Instead of obsessing over your credit score, many look at your actual cash flow: the deposits 
flowing through your bank account and card processor every month.

That speed and flexibility is a genuine lifeline. It's also where things get dangerous. The same 
market that can fund a deserving business in 24 hours can also bury a desperate one under 
terms it never fully understood. The difference between those two outcomes is almost always 
one thing: knowledge.

The owner who understands the deal wins. The owner who signs in a panic loses. This 
book exists to put you firmly in the first group.

What this book will give you
This is not a sales brochure and it's not academic theory. It's a field guide written from inside 
the industry — by the team behind MCA Daily and MCA Slayer, who watch this market every 
single day. Over the next several chapters you'll learn:

•  What a merchant cash advance actually is — in plain English, with the math made 
obvious.

•  How MCAs stack up against bank loans, lines of credit, and revenue-based financing, so 
you can pick the right tool.



•  How to read the fine print — factor rates, holdbacks, and confessions of judgment — 
before you sign, not after.

•  How to survive industry turbulence as lenders consolidate, reverse, and tighten.
•  How to spot the traps — stacking, multi-entity schemes, and outright fraud.
•  What your rights are as regulators finally turn their attention to this space.
•  How to become genuinely fundable and choose a partner who's on your side.

A quick story
Consider Sarah, who runs a busy café and wanted to open a second location. Her bank strung 
her along for six weeks and declined. Out of options, she took the first MCA offer that came 
across her desk — without understanding the factor rate or the daily holdback. The 
repayments were heavier than her thin margins could carry, and within two months she was 
looking for a second advance just to cover the first. That's the trap.

It didn't have to go that way. With ten minutes of the knowledge in this book, Sarah would have 
recognized the warning signs, compared two or three offers, negotiated the holdback down, 
and matched the funding to her real cash flow. Same business, same bank rejection — 
completely different outcome.

Funding is a tool. Used well, it builds. Used blindly, it breaks. Let's make sure you're the one 
holding the tool the right way around. Turn the page and let's start with the product everyone 
talks about and few truly understand: the merchant cash advance.





CHAPTER 2

What a Merchant Cash Advance Really Is
The product everyone talks about and few truly understand

Let's clear up the single most important — and most misunderstood — fact about merchant 
cash advances right away: an MCA is not a loan. Legally and structurally, it's a purchase of 
your future revenue at a discount. A funder gives you a lump sum today in exchange for the 
right to collect a fixed dollar amount of your future sales tomorrow. That distinction isn't a 
technicality — it changes the math, the rules, and your rights.

The basic mechanics
Here's the whole product in one paragraph. A funder advances you, say, $50,000. In return, 
you agree to repay a total of $65,000 — the advance plus the funder's fee. That $65,000 is 
called the payback amount or RTR (right to receive). You repay it through small, automatic 
withdrawals — daily or weekly — until the full amount is collected.

The two numbers you must understand are the factor rate and the holdback:

•  Factor rate — a decimal multiplier (typically 1.1 to 1.5) applied to the advance to get the 
payback. In our example, $50,000 × 1.30 = $65,000. So the factor rate is 1.30.

•  Holdback (or retrieval rate) — the slice of your daily or weekly revenue that goes to 
repayment. It can be a fixed dollar amount (e.g., $542/day) or a percentage of card sales (e.g., 
12%).

Factor rate tells you the total cost. Holdback tells you the daily pain. You have to look at 
both — a "cheap" factor rate with a brutal holdback can still strangle your cash flow.

Factor rate is NOT an interest rate
This trips up almost everyone. With a traditional loan, interest accrues over time, so paying it 
off early saves you money. With an MCA, the fee is fixed and baked in from day one. If your 
factor rate makes the payback $65,000, you owe $65,000 whether it takes you six months or 
eighteen.

That has a sharp consequence: the faster you repay an MCA, the higher your effective 
annualized cost. Repay that $50,000-for-$65,000 deal in three months and you've paid a 30% 
fee over a quarter — an eye-watering annualized rate. Stretch it over a year and the same 
dollars are far cheaper on an APR basis. This is the opposite intuition from a loan, and it's 
exactly why MCAs are best for short-term, high-return needs — not long-term, slow-payback 
projects.

Why owners choose MCAs anyway
If MCAs can be expensive, why are they everywhere? Because they solve problems banks 
can't:



•  Speed. Approval in hours, funding in a day or two. When a supplier offers a one-week deal 
on inventory you can flip at a 40% margin, "fast and expensive" beats "cheap and never."

•  Accessibility. Funders underwrite cash flow, not just credit. A 600 credit score that sinks a 
bank loan can still get funded.

•  Simplicity. No collateral pledged, minimal paperwork — usually just a one-page application 
and a few months of bank statements.

•  Revenue-linked repayment. With a true percentage holdback, slow days cost you less; the 
payment flexes with your sales.

When an MCA makes sense — and when it doesn't
Good fits: bridging a clear, short-term gap; buying inventory you'll turn over quickly; covering a 
seasonal dip you know will recover; seizing a time-sensitive opportunity with a real, calculable 
return.

Bad fits: covering chronic losses; paying off another advance (more on that trap in Chapter 6); 
funding a long, slow project where the fixed fee will eat returns that take years to materialize. If 
the use of funds won't generate more than the cost of the advance in the same window you're 
repaying it, an MCA is the wrong tool.

The honest summary
A merchant cash advance is fast, accessible capital that you buy with a fixed fee, repaid as a 
slice of your sales. It is neither a miracle nor a scam — it's a specific tool for a specific job. The 
owners who get hurt are the ones who reach for it blind, in a panic, without comparing the 
factor rate and holdback against what the money will actually earn them.

Now that you know what an MCA is, the next question is how it compares to everything else 
on the menu. The team at MCA Slayer built an entire toolkit around helping owners run exactly 
that comparison — and that's where we're headed next.





CHAPTER 3

MCA vs. Loans, Lines of Credit & 
Revenue-Based Financing
Choosing the right tool for the job

There is no single "best" way to fund a business — only the best fit for a specific need at a 
specific moment. A hammer is a terrible screwdriver. The owners who thrive are the ones who 
know the whole toolbox. Let's walk the main options and exactly when each one wins.

Term loans (bank and online)
A lump sum repaid over a fixed term with interest. Bank term loans are the cheapest money 
you can get — single-digit APRs — but they're slow (weeks to months), paperwork-heavy, and 
hard to qualify for without strong credit and history. Online term loans are faster and more 
lenient, at a higher rate.

Best for: larger, planned investments with a long payback — buying out a partner, a major 
build-out, a piece of equipment you'll use for years. If you can qualify and you can wait, a term 
loan is usually the lowest-cost choice.

SBA loans
Government-backed loans (the 7(a) and 504 programs) offer excellent rates and long terms 
because the SBA guarantees part of the loan for the lender. The catch is the process: 
extensive documentation, personal guarantees, and a timeline measured in weeks to a few 
months.

Best for: established businesses making a big, non-urgent move who have the time and 
records to run the gauntlet. The best money available — if you can wait for it.

Business line of credit
A revolving credit limit you draw from as needed and only pay interest on what you use — like 
a credit card built for business. Pay it back and the limit refreshes. It's the single most flexible 
tool for managing the ups and downs of cash flow.

Best for: ongoing working-capital swings — covering payroll before a big invoice clears, 
smoothing seasonality, handling surprises. Every healthy business should try to establish a 
line of credit before it desperately needs one.

Revenue-based financing (RBF)
A close cousin of the MCA: you receive capital and repay a percentage of monthly revenue 
until you've paid back a set multiple of the advance. The key difference from a typical MCA is 
cadence and framing — RBF usually means monthly (not daily) remittance and is often 
pitched to growing, recurring-revenue businesses. Repayment flexes with sales, so a slow 
month costs you less.

Best for: businesses with steady or growing revenue that want repayment to track their sales 
without the daily-debit intensity of a classic MCA.



Merchant cash advance

As we covered in Chapter 2: the fastest, most accessible option, bought with a fixed factor-rate 
fee and repaid via a daily or weekly holdback. Most expensive on an annualized basis, but 
unmatched on speed and approval odds.

Best for: short-term, time-sensitive needs with a clear, fast return — especially when speed or 
credit rules out the cheaper options.

The decision framework
When an opportunity or a gap appears, run it through four questions:

•  How fast do I need it? Today/this week !’ MCA or online lender. Next month+ !’ bank, SBA, or 
line of credit.

•  How long until it pays off? Quick flip !’ MCA/short-term. Multi-year asset !’ term/SBA loan.
•  What does my credit and history look like? Strong !’ you've earned the cheap options; use 

them. Thin/bruised !’ cash-flow products like MCA/RBF.
•  Is this a one-time need or an ongoing swing? One-time !’ loan/advance. Recurring !’ line of 

credit.
The expensive mistake isn't using an MCA. It's using an MCA for a job a line of credit or 

term loan should have done — and vice versa: losing a same-week opportunity because 
you were waiting on a bank.

Don't shop alone
Comparing real offers across these categories — apples to apples, factor rate against APR, 
holdback against monthly payment — is genuinely hard to do in your head. This is exactly the 
work that Parsons Fintech and the MCA Slayer toolkit were built to take off your plate. Use 
them. The few minutes it takes to compare can save you tens of thousands of dollars and 
months of stress.

Once you've chosen the right product, the next job is making sure the contract actually says 
what the salesperson told you. That's Chapter 4 — and it's where the real money is won or lost.





CHAPTER 4

Reading the Fine Print
Factor rates, holdbacks, fees & confessions of judgment

Every dollar you lose or save on a funding deal is decided in the contract — not in the cheerful 
phone call before it. Funders know most owners skim. The single highest-return ten minutes in 
this entire book is the ten minutes you spend reading the agreement before you sign. Here's 
exactly what to look for.

1. The factor rate (and the total payback)
Find the factor rate and multiply it by the advance to get the true total cost. $40,000 at a 1.40 
factor = $56,000 payback — a $16,000 fee. Don't let "1.40" sound small; it's a 40% premium 
on the money. Always convert the rate into the actual dollars leaving your business, and 
compare that number across every offer.

2. The holdback / retrieval rate
Two flavors, and the difference matters enormously:

•  Fixed daily/weekly ACH — the same dollar amount is pulled regardless of sales. 
Predictable, but unforgiving on slow days. A bad week can overdraw you.

•  Percentage of receivables (true split) — a set percentage of card sales. It flexes with your 
revenue, which is safer for seasonal or lumpy businesses.
Calculate the daily/weekly hit against your worst realistic week, not your best. If the holdback 
would sink you in a slow stretch, negotiate it down or walk away.

3. The fees buried below the headline
The factor rate is rarely the whole cost. Hunt for:

•  Origination / underwriting fee — often 2–5%, sometimes deducted from your advance so 
you receive less than the number you agreed to.

•  ACH / processing fees — small per-pull charges that add up over hundreds of debits.
•  Default and late fees — and exactly what counts as a default.
•  Stacking / prepayment penalties — restrictions on taking other funding or paying early.

Ask for the net funded amount in writing — the dollars that will actually hit your account — and 
the all-in payback. Those two numbers, side by side, cut through every sales pitch.

4. The personal guarantee
Most MCAs require a personal guarantee, meaning if the business can't pay, you're personally 
on the hook. Know whether you're signing one and what it covers. This is the line that turns a 
business problem into a personal-finances problem — never sign it on autopilot.



5. The Confession of Judgment — the most dangerous clause 
in the industry
A Confession of Judgment (COJ) is a clause in which you pre-agree, in advance, that if the 
funder claims you defaulted, they can obtain a court judgment against you without a trial and 
without notifying you first. You wake up to a frozen bank account. Historically, abuse of COJs 
let bad actors seize merchants' funds on flimsy or false claims of default.

If a contract contains a Confession of Judgment, treat it as a flashing red light. 
Regulation has curtailed COJs in some states, but they still appear. Read for it. Question it. 
Prefer funders who don't use it.

6. Reconciliation rights
A fair MCA includes a reconciliation clause: if your sales drop, you can request that the funder 
adjust the holdback to match your true revenue. This is your safety valve. A contract with no 
reconciliation right — or one that makes it nearly impossible to invoke — is a contract that 
doesn't care whether a slow month destroys you. Insist on a workable reconciliation provision.

Your pre-signing checklist
•  What is the net funded amount and the total payback, in dollars?
•  Is the holdback fixed or a percentage, and can my worst week absorb it?
•  What fees are deducted up front or charged along the way?
•  Am I signing a personal guarantee?
•  Is there a Confession of Judgment? (Strongly prefer none.)
•  Is there a real, usable reconciliation clause?
•  Are there stacking or prepayment penalties?

If a funder rushes you past these questions or won't put answers in writing, that is your answer. 
The reputable side of this industry — the funders and tools tracked by MCA Daily — expects 
an informed merchant and welcomes the questions. Get the contract reviewed; if a deal is 
large or the language is dense, have an attorney look before you sign.

You now know how to read a single deal. Next, we zoom out to the whole market — because 
the ground under this industry is constantly shifting, and surviving that shuffle is its own skill.





CHAPTER 5

Surviving the MCA Shuffle
Consolidation, reversals & staying fundable through the chaos

The merchant cash advance market never sits still. Lenders consolidate — merging portfolios 
to cut costs and sharpen their edge — and they reverse, divesting riskier segments to focus on 
their core. For you, the owner, every one of those moves quietly changes the answer to a 
simple question: can I still get funded, and on what terms?

What consolidation and reversal actually mean for you
Consolidation usually means tighter. When lenders merge books and chase efficiency, 
underwriting criteria narrow. Businesses that sailed through last year suddenly face more 
scrutiny, lower offers, or a flat decline because they no longer fit the new profile of an "ideal" 
borrower.

Reversal can cut the other way — toward opportunity. When a lender sheds its high-risk 
clients, it often gets aggressive on price and terms to attract the borrowers it does want. 
Owners who shop during these windows frequently land better rates than they'd have seen a 
year earlier.

Two quick illustrations. Picture ABC Coffee Shop, which leaned on one established funder — 
only to watch that funder consolidate, tighten its criteria, and put ABC's next advance under a 
microscope. Now picture XYZ Tech Solutions, which got better terms precisely because its 
lender was offloading riskier accounts and competing hard for solid ones. Same market, same 
month, opposite experiences — driven entirely by which way each funder was moving.

The numbers tell the story
•  Roughly 60% of lenders report tightening their criteria during consolidation pushes.
•  Yet around 45% of businesses that applied during lender reversals reported securing 

better terms than in prior years.
The lesson isn't "the market is good" or "the market is bad." It's that the market is uneven and 
constantly moving — and the owner who watches the movement gets the better deal.

Your game plan: five strategies
•  Diversify your funding sources. Never depend on a single lender. Keep relationships with 

several funders, plus a bank line of credit, so one lender's pullback doesn't become your crisis.

•  Stay informed. Watch the industry. Knowing which funders are consolidating and which 
are competing for business tells you exactly when and where to apply. (This is precisely the 
intelligence MCA Daily publishes every day.)

•  Strengthen your financials. Clean books, healthy average daily balances, and improving 



credit make you the borrower funders fight over — even in a tight market. Fundability is 
something you build on purpose.

•  Network and collaborate. Other owners, brokers, and advisors are an early-warning 
system for shifting terms and new programs. The best deals often travel by word of mouth 
before they hit your inbox.

•  Be ready to pivot. If your primary funder changes terms unfavorably, move quickly to 
alternatives. Speed is leverage; the owner who already knows their backup options negotiates 
from strength.

"In today's MCA landscape, adaptability is your best friend — those who leverage 
consolidation shifts will thrive, while those who don't may be left behind." — a refrain we 
repeat often at MCA Daily, because it keeps proving true.

Turn turbulence into leverage
Most owners experience the MCA shuffle as something that happens to them — terms 
change, an offer evaporates, a rate jumps. But the same volatility that punishes the passive 
rewards the prepared. If you've diversified your sources, kept your financials sharp, and you 
know where the market is moving, every reversal is a shopping opportunity and every 
consolidation is a signal to look elsewhere.

Tools matter here too. Keeping tabs on multiple funders and modeling offers as conditions 
change is exactly what platforms like MCA Slayer and Parsons Fintech exist to make 
manageable. Don't try to track a moving market in your head.

Surviving the shuffle is defense. The next chapter is about protecting yourself from something 
more aggressive: the traps and bad actors that prey on owners who need money fast.





CHAPTER 6

The Hidden Dangers
Stacking, multi-entity borrowing & funding fraud

For all the legitimate funding that keeps Main Street alive, this industry has a shadow side. 
Roughly 30% of small businesses report losing critical funding to deceptive practices. The 
traps aren't always obvious, and some are baited by the owner's own desperation. Knowing 
them by name is the first defense.

The stacking trap
Stacking is taking a second (or third, or fourth) cash advance on top of an existing one. It is the 
single most common way owners spiral. Here's the mechanism: the first advance's daily 
holdback is already pulling on your revenue. A second advance adds a second daily pull. Now 
two funders are draining the same account every morning, and your working capital 
evaporates. To survive, you take a third advance to cover the first two — and the spiral 
accelerates.

If you ever find yourself taking a new advance primarily to pay an old one, stop. That is 
the unmistakable signal that you're in the trap, not climbing out of it.

The way out is rarely another advance. It's consolidation or refinancing into a single, longer, 
cheaper facility, a hard look at the underlying cash-flow problem, and sometimes a direct, 
honest conversation with your funders about reconciliation. Reputable advisors will help you 
restructure; predatory ones will just sell you the next stack.

The multi-entity web
Picture an owner tangled across three different LLCs, each with its own conflicting 
agreements. Sometimes that's innocent complexity. Sometimes it's a deliberate scheme: bad 
actors set up shell companies and overlapping entities to create confusion, dodge repayment 
obligations, and evade accountability. Conflicting contracts across entities become a 
smokescreen.

This hurts everyone. When funders get burned by multi-entity games, they tighten criteria for 
all borrowers — including the honest restaurant down the street that now can't get a fair loan 
because lenders have been spooked. If your own structure involves multiple entities, keep the 
paperwork clean, transparent, and consistent. Opacity that looks like a scheme will get you 
treated like one.

"Catfishing" in lending
The dating-world term has migrated into funding, and it cuts both ways:

•  Merchants misled by funders — flashy promises, terms so vague they hide severe 
penalties, "approvals" that change at signing. A pitch that sounds too good to be true generally 
is.

•  Funders misled by merchants — inflated projections and dressed-up numbers that turn 
out to be unsustainable. When this blows up, lenders recoil and the whole market gets harder 
for legitimate borrowers.



Either way, the casualty is trust — and trust is the currency that keeps funding flowing to the 
businesses that deserve it.

The ripple effect
Every scam that surfaces shakes lender confidence and tightens the spigot for everyone. The 
bakery that once thrived on community support can't get a loan because lenders grew wary 
after someone else's fraud. This isn't only a problem for the unscrupulous — it's a slow tax on 
every honest owner on the block.

How to protect your business
•  Understand the terms. Read the fine print (Chapter 4). If it seems too good to be true, it is.
•  Demand clarity. Ask direct questions about vague or conflicting language. If a funder 

dodges, walk away.
•  Vet both sides. Research funders and brokers — reviews, the Better Business Bureau, 

and industry coverage from outlets like MCA Daily. Reputation is data.
•  Document everything. Keep records of every communication and agreement. Paper 

protects you when disputes arise.
•  Never stack to survive. If you're reaching for an advance to cover an advance, get help 

restructuring instead.
Your dreams shouldn't be stacked on deceit. Vigilance plus the knowledge in this book keeps 
you out of the shadows. And increasingly, you're not alone in the fight — regulators have finally 
started paying attention, which is exactly where we go next.





CHAPTER 7

Know Your Rights
Regulation, disclosure & the fight against predatory lending

For years, small business funding lived in a regulatory gray zone. Consumer loans came with 
strict disclosure rules — APR in big print, standardized terms — but commercial financing to 
businesses largely didn't. That gap is exactly where predatory practices flourished. The good 
news: the law is catching up, and that shift is squarely in your favor.

The disclosure revolution
A growing number of states have passed commercial financing disclosure laws, modeled 
loosely on consumer "truth in lending" rules. The thrust is simple and powerful: funders must 
tell you, clearly and in a standardized format, what a deal actually costs. Depending on the 
state, required disclosures can include:

•  The total dollar cost of the financing.
•  An APR or estimated APR, so you can compare an MCA against a loan on equal footing.
•  The payment amounts and frequency (your holdback, spelled out).
•  Any prepayment terms — and whether paying early saves you anything.
•  Broker compensation, in some jurisdictions.
Standardized disclosure is the borrower's best friend. When every funder has to show 

cost the same way, the confusion that hides predatory pricing disappears.

Texas takes a stand
Texas is a useful example of the broader trend: new regulations aimed at protecting small 
businesses from predatory lending by forcing transparency into commercial financing and 
reining in the worst practices. The specifics vary by state and continue to evolve, but the 
direction of travel across the country is consistent — more disclosure, more accountability, and 
shrinking room for the bad actors who relied on opacity.

Other states have moved on related fronts, including curbing the abusive Confessions of 
Judgment we flagged in Chapter 4. The patchwork is uneven, but it's tightening.

What this means for you, practically
•  Expect — and read — your disclosures. If your state requires a cost disclosure, you 

should receive one. Read it. It exists to protect you.
•  Use APR to compare. Where an APR is disclosed, it's the great equalizer between an 

MCA, a term loan, and a line of credit. Don't ignore the one number designed to make 
comparison fair.

•  Know your state's rules. Protections differ by where your business operates. A quick check 



of your state's commercial financing law tells you what you're owed.
•  Report bad behavior. If a funder violates disclosure rules or uses prohibited tactics, your 

state attorney general or financial regulator wants to know. Enforcement only works when 
borrowers speak up.

Regulation is a floor, not a ceiling
Here's the crucial mindset: the law sets a minimum standard of fairness. It does not make 
every deal a good deal, and it doesn't replace your own diligence. A perfectly compliant 
contract can still be the wrong financing for your business. Disclosure tells you the truth; you 
still have to decide whether the truth is acceptable.

That's why staying informed matters as much as any statute. Industry coverage from MCA 
Daily and tools from Parsons Fintech and MCA Slayer help you understand not just what's 
legal, but what's smart — the gap regulation will never close.

You now understand the product, the market, the traps, and your rights. In the final chapter, we 
turn from defense to offense: how to make your business genuinely fundable and choose a 
partner who helps you grow.





CHAPTER 8

Building a Fundable Business
Becoming the borrower funders compete for — and choosing a partner

Everything so far has been about navigating the funding world as it is. This final chapter is 
about changing your position in it — going from an owner who hopes to get approved to an 
owner that funders compete to fund. That shift is built on purpose, over time, and it's entirely 
within your control.

The five pillars of fundability
•  Clean, current books. Funders fund what they can verify. Bookkeeping that's accurate and 

up to date — not a shoebox reconciled once a year — is the foundation of every approval and 
every good rate. If nothing else changes after this book, fix this.

•  Healthy bank balances. Cash-flow underwriting looks hard at your average daily balance 
and your number of negative days. Keeping a cushion and avoiding overdrafts directly 
improves the offers you'll see. Funders read your bank statements like a story; make it a good 
one.

•  Improving credit. Even cash-flow lenders factor in credit. Pay on time, keep utilization low, 
and separate personal from business credit. Build business credit deliberately so your 
company stands on its own.

•  Low, transparent existing debt. Funders want to see that new capital will grow the 
business, not just service old obligations. A clean, transparent debt picture (no hidden stacks) 
makes you safe to fund.

•  A clear use of funds. Be able to say exactly what the money is for and what it will return. "I 
need $50k to buy inventory I'll turn over at a 35% margin in 60 days" gets better terms than "I 
need cash." Confidence and a plan are themselves a credential.

Fundability isn't luck. It's the cumulative result of small, boring habits — reconcile 
weekly, keep a cushion, pay on time, plan the use of funds. Do them and the market starts 
working for you.

Choosing the right funding partner
A great partner does more than hand you money. They help you pick the right product 
(Chapter 3), they're transparent about cost (Chapter 4), they offer real reconciliation when 
sales dip, and they think about your long-term health — not just today's commission. Red flags 
to avoid: pressure to sign immediately, vague answers about cost, eagerness to stack you, and 
any whiff of a Confession of Judgment.

Green flags: they ask about your business before pitching a product, they put the net funded 
amount and total payback in writing, they explain the holdback against your slow weeks, and 
they're comfortable with every question on the Chapter 4 checklist.



The network in your corner
You don't have to do any of this alone. This book was written by the people behind a 
connected set of tools built for exactly this purpose:

•  MCA Daily — daily intelligence on the funding market, so you always know which way it's 
moving.

•  MCA Slayer and the MCA Slayer app — tools to understand, compare, and take control of 
advances.

•  Parsons Fintech and the Parsons Fintech app — funding technology and guidance to 
match your business with the right capital.

Funding as a tool, not a trap
We opened with a simple idea: funding is a tool. Used well, it builds — a second location, a 
bigger inventory, a bridge across a slow season, a leap on an opportunity competitors missed. 
Used blindly, it breaks. The entire difference is the knowledge you now carry.

You know what a merchant cash advance really is. You know how it compares to loans and 
lines of credit. You can read a contract, survive a shifting market, spot the traps, and assert 
your rights. And you know how to make your own business the kind that funders compete to 
back.

So go build. And when you need a hand, the network behind this book — MCA Daily, MCA 
Slayer, and Parsons Fintech — is in your corner. Here's to turning visions into victories, one 
smart funding decision at a time.



The MCA Daily Network

Continue your funding journey with the tools and intelligence behind this book:

MCA Daily  —  https://mcadaily.com

MCA Slayer  —  https://mcaslayer.com

MCA Slayer App  —  https://mcaslayer.app

Parsons Fintech  —  https://parsonsfintech.com

Parsons Fintech App  —  https://parsonsfintech.app
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