


Legal Disclaimer

General Information Only This e-book is intended to provide general information and insights
into the car rental industry, specifically regarding strategies for obtaining SBA loans and building
a successful car rental business. The content presented herein is accurate to the best of our
understanding and knowledge. However, we are not certified or licensed professionals in law,
finance, accounting, insurance, or any other related field.

Not Professional Advice The information contained in this e-book does not constitute legal,
financial, accounting, or professional advice. Readers should seek the advice of certified and
licensed professionals before making any business, financial, or legal decisions. The strategies,
recommendations, and opinions expressed in this e-book are intended to be illustrative and
should not be relied upon without independent verification from a qualified professional.

No Warranties or GuaranteesWhile every effort has been made to ensure the accuracy and
completeness of the information provided in this e-book, we make no warranties or guarantees,
expressed or implied, regarding the content's accuracy, completeness, or suitability for any
particular purpose. All information is provided "as is" without warranty of any kind.

Limitation of LiabilityWe expressly disclaim any and all liability for any direct, indirect,
incidental, consequential, or any other form of damages that may result from the use of, or the
inability to use, the information contained in this e-book. This includes, but is not limited to,
losses incurred as a result of business decisions made based on the information provided,
errors, omissions, inaccuracies, or any other form of misinformation.

Use at Your Own Risk Readers are advised to use the information provided in this ebook at
their own risk. It is the responsibility of the reader to verify any information and consult with
qualified professionals before taking any action based on the content of this e-book. We are not
liable for any decisions made or actions taken by readers as a result of using the information
contained herein.

Future Changes The car rental industry, as well as the legal and financial landscapes, are
subject to change. As such, the information provided in this ebook may become outdated over
time. While we will make our best effort, we are under no obligation to update any information
contained in this e-book.

No Endorsements Any references to specific products, services, companies, or professionals
within this e-book are for illustrative purposes only and do not constitute an endorsement or
recommendation. Readers should conduct their own due diligence before engaging with any
third-party services or products mentioned.

Jurisdictional Variations Laws and regulations vary by jurisdiction. The strategies and
recommendations provided in this ebook may not be applicable in all jurisdictions. Readers are
responsible for ensuring that their actions comply with local laws and regulations.

By using this e-book, you acknowledge that you have read and understood this disclaimer, and
agree to be bound by its terms.



The CarLynx Blueprint: The Car Rental
Entrepreneur's Pathway To SBA



Introduction

Welcome to a transformative journey that starts from where you are—a dedicated Turo
host—and propels you towards becoming the master of your local car rental market. If you've
ever wondered about the true potential of your business, rest assured, no one is better
positioned than you to capture your local market.

In this e-book, we'll reveal how you can secure an SBA loan to scale your business. We will
show you the steps to transition from a side business to a primary income source. We will
simplify this seemingly complex process into actionable steps that have been tested and proven
by an entire community of successful car rental entrepreneurs.

We begin by establishing the three foundational steps to qualify for an SBA loan:

1. Look like a business: Ensure your business is properly structured with an LLC and all
necessary legal and financial documentation in place.

2. Act like a business: Adopt operational strategies and behaviors that reflect a mature
company.

3. Control your customer acquisition: Develop direct referral sources to ensure a steady
influx of customers independent of platforms like Turo.

If you're ready to reduce your daily risks and liabilities, which come from using personal assets
for business purposes, and if you're looking to securely and substantially increase your business
capacity, then this guide is your first step. The path from here involves strategic planning,
leveraging legal structures to protect and enhance your business, and tapping into a network
that amplifies your growth potential.

As we move through this book, you'll gain insights into setting up the legal and operational
frameworks necessary to obtain SBA approval and to thrive beyond the loan acquisition. By the
end of this guide, you will have a clear roadmap that not only positions you for immediate
success but also allows for long-term sustainability and growth in the competitive car rental
market.

Let's embark on this journey together, transforming your entrepreneurial spirit into a lucrative
and secure business.



Section 1: What You Need To Know
About SBA Loans

In this section, we delve into the nuances of securing Small Business Administration (SBA)
loans for Turo hosts aspiring to transform their side job into a full-fledged car rental business.
Turo hosts looking to get an SBA loan need to understand the limitations of SBA loans, what
works, and what doesn't. It is necessary to be informed about where you may qualify for SBA
funding, where you won't, how you can use SBA funds, and how you can't. Additionally,
understanding what may trigger an SBA audit is essential, as a failed audit will result in a
"technical default". While this isn’t necessarily a game-ending status, it is still something you
want to avoid. We explore the do's and don'ts of approaching financial institutions, the
importance of correct terminology, and the practical steps needed to secure the necessary
funding. Transitioning from peer-to-peer car sharing to a structured business model requires a
thorough understanding of financial terminology, banking expectations, and strategic planning.
By the end of this chapter, you will be equipped with actionable insights and practical strategies
to navigate the complexities of SBA loans, ultimately setting the foundation for a successful and
sustainable car rental business. These are the questions this chapter will answer:

Here’s the long list of questions you should be asking in order to understand how an SBA loan
applies to you:

1. How Should You Frame Your Loan Request to Align with SBA Guidelines?
2. What Works as Collateral?
3. How should a Turo host frame their pitch to a banker when trying to scale their business

into a direct car rental operation?
4. What Factors Would Scare Away a Banker When Considering a Loan for a Turo Host

Trying to Scale Their Business?
5. How Does My Background and Experience Impact the Likelihood of Securing an SBA

Loan?
6. What if All My Vehicles Are Financed Under Personal Loans? How Do I Get Around

This?
7. What Qualifies as "Working Capital" for an SBA Loan?
8. How Does the Insurance Situation Impact a Car Rental Business's Ability to Get an SBA

Loan, and What Steps Can You Take to Properly Structure Your Insurance?
9. What Should I Have with Me Walking into the Bank?
10. How Do You Go About Vehicle Acquisition to Meet SBA Requirements?
11. How Long Do You Need to Hold Onto Vehicles to Stay Compliant with SBA Loans?
12. Why Is It Important to Ensure Your Rentals Are Short-Term and How Does This Impact

Your Loan Application?
13. How Would You Structure a Long-Term Lease to Maintain Compliance?
14. What Strategies Can Be Used if Your Current Financial Positioning Is Not Optimal for

Securing an SBA Loan?



15. What Are the Typical Steps Involved in Converting Personal Vehicle Loans and
Insurance to Business-Compliant Ones?

16. How Can You Use the SBA Loan Funds Responsibly to Avoid Triggering an Audit?
17. What Constitutes a "Technical Default" and How Can It Be Resolved if It Occurs?
18. How Should You Justify Salaries, Distributions, and Owner Draws from SBA Loan

Funds?
19. What Are the Implications of SBA Loans on Personal Credit and How Does Default

Affect It?
20. Will the Bank Take Your Home if You Default?
21. How Can Local Referral Networks and Established Customer Acquisition Flows

Influence Your Loan Application?
22. Are There Alternatives to SBA Lending?

Let’s answer these questions.

How Should You Frame Your Loan Request to Align with SBA Guidelines?

To frame your loan request to align with SBA guidelines, describe your loan as "inventory
acquisition" or "business expansion". A “flooring line” of credit is used by car sales retailers, not
car rental businesses. You may need to clarify with the banker that you are NOT seeking a
flooring line. SBA interprets the practice of buying and selling cars as a use of funds for
investment purposes - which is non-compliant. Emphasize that your business focuses on
short-term rentals, typically under 30 days, to align with SBA preferences. You’ll find more
instructions in the chapter “Look Like A Business” to ensure you are properly structured in a way
that is more in line with SBA funding requirements. Additionally, be prepared to offer collateral
and have all necessary documentation - the list of which we will offer later.

What Works as Collateral?

When seeking an SBA loan, various assets can be used as collateral to secure the loan. These
include business assets such as vehicles, equipment, and inventory. Real estate, including your
home or business property, can also serve as collateral. If your business has significant
accounts receivable or marketable securities, these can be considered as well. Additionally,
personal assets like savings accounts, certificates of deposit (CDs), or even valuable personal
property can be used to strengthen your loan application. It's important to demonstrate that the
collateral offered has sufficient value to cover the loan amount, providing assurance to the
lender of your commitment and ability to repay. Bankers are typically looking for at least an 80%
loan-to-value ratio.

How should a Turo host frame their pitch to a banker when trying to scale
their business into a direct car rental operation?



Here is an example of how your conversation could go with the banker:

Turo Host: "Hello, thank you for meeting with me today. My name is [Your Name], and I'm
currently operating a successful car rental business through Turo. I'm here to discuss a loan to
help transition my business from peer-to-peer car sharing to a more structured, direct car rental
operation."

Banker: "Nice to meet you, [Your Name]. Can you tell me more about your business and what
you're looking to achieve with this loan?"

Turo Host: "Absolutely. I've been renting cars on Turo for [number of years/months], and my
business has been profitable. I’ve done the research and I understand the requirements of SBA
lending. I'm looking for funds specifically for 'business expansion' and 'inventory acquisition' to
grow my fleet and enhance our service offerings."

Banker: "That sounds interesting. Do you have any documentation with you today?"

Turo Host: "Yes, I do. I've prepared an organized folder with all the necessary documents,
including a detailed business plan, market analysis, revenue projections, and assumptions. I
also have my financial statements, tax returns, and proof of insurance. Additionally, I can show
you my available collateral, including the titles of my current vehicles, real estate holdings, and
other assets."

Banker: "Great, let’s take a look at those documents. Can you also tell me about your current
income and how you plan to use the loan?"

Turo Host: "Certainly. My current monthly income from Turo rentals is [amount], and we've seen
steady growth over the past [number of months/years]. I also am gainfully employed with [day
job employment] and I make [amount] every month with year-end bonuses typically around
[bonus amount]. With this loan, I plan to purchase additional vehicles, enhance our marketing
efforts, and improve our operational infrastructure. This expansion will enable us to better meet
the demand and increase profitability."

Banker: "That sounds promising. Are you prepared to offer collateral for this loan?"

Turo Host: "Yes, I am. I can offer the titles of the vehicles which are owned free and clear, as
well as my home - where I have [equity amount] in equity. I understand the importance of having
strong collateral to secure the loan and am fully committed to this business venture."

Banker: "Thank you for the detailed information. We’ll review your documents and get back to
you soon."

Turo Host: "Thank you for your time. I look forward to working with you."

What Factors Would Scare Away a Banker When Considering a Loan for a
Turo Host Trying to Scale Their Business?



Several factors could scare away a banker when considering a loan for a Turo host looking to
scale their business. One major concern is the lack of proper business structuring, such as
operating under a personal name or improperly structured LLC rather than a well-structured LLC
or corporation. Another red flag is having personal loans on vehicles intended for business use,
which complicates collateral arrangements and insurance compliance. The next section - will
explain how you can work around this. Insufficient or non-compliant insurance coverage is
another significant issue, as it poses a risk to the lender. Additionally, a poor credit history or
lack of sufficient collateral can deter a banker, as it indicates a higher risk of default. One can
partially compensate for insufficient collateral with an excellent monthly income - though certain
banks are more willing than others to provide unsecured loans based on a healthy monthly cash
flow relative to the loan amount. Inconsistent or unverified income streams, especially if the
applicant cannot provide a reliable business plan with clear revenue projections and
assumptions, would also be a concern. Finally, signs of frequent vehicle replacements or short
holding periods may suggest instability in the business model, making the banker hesitant to
approve the loan.

How Does Your Background and Experience Impact the Likelihood of
Securing an SBA Loan?

The background and experience of the business owner are important factors in securing an
SBA loan. Lenders prefer applicants who already have experience in the car rental business or
similar industries, as this demonstrates familiarity with the market and operational challenges.
For instance, having a profitable history with Turo can be a significant advantage. Additionally,
experience in other businesses can also be beneficial, especially if you can show a track record
of successful management and growth. Having a steady source of primary income from another
job can further enhance your application by demonstrating financial stability. So don’t quit your
day job just yet.

You’ll approach these initial interviews with bankers similarly to job interviews. Just as an
employer assesses a candidate's qualifications and potential risk, the bank evaluates your
background, education, intelligence, and competency to ensure you are capable of creating a
successful business enterprise that will repay the loan. Convincing the bank of your capability to
manage and grow your business effectively is key to securing the loan.

What if all my vehicles are financed under personal loans? How do I get
around this?

SBA loans cannot technically "buy your cars" that are financed by personal loans. So avoid
implying that you will be "selling your cars to the business with this SBA loan” or “refinancing
your personal loans with business loans” or “buying out your personal loans”. However, SBA
can and will provide "working capital." Once you draw that working capital, you typically have
the freedom to use those funds as you see fit once they've hit your bank account. This means
that if you use "working capital" to buy back your vehicles, it falls into the "don't ask, don't tell"
category. SBA loans can also be used to purchase cars that are free and clear, with the SBA



holding the title and acting as the lienholder and loss payee. Therefore, vehicles that are free
and clear are compliant for SBA funds use. For vehicles under personal loans, how you utilize
your "working capital" is ultimately up to you.

What Qualifies as "Working Capital" for an SBA Loan?

Working capital for an SBA loan can be used for various purposes that support the day-to-day
operations and growth of your business. Here's a list of what typically qualifies as working
capital:

1. Payroll Expenses:
○ Salaries and wages for employees - including you, and family/friends that may be

assisting.
2. Operational Costs:

○ Rent or lease payments for office space (including home office), garages or lots
(including yours)

○ Utilities such as electricity, water, gas, and internet
○ Office supplies and equipment
○ Maintenance and repairs

3. Inventory Purchases:
○ Vehicles & add-on equipment (like car seats)

4. Marketing and Advertising:
○ Digital marketing campaigns (PPC, social media ads)
○ Traditional marketing efforts (flyers, billboards, radio ads)
○ Website development and maintenance
○ Branding and promotional materials

5. Insurance:
○ Business liability insurance
○ Vehicle insurance
○ Workers' compensation insurance
○ Health insurance for employees

6. Professional Services:
○ Accounting and bookkeeping services (including services you’ve provided the

business)
○ Legal services
○ Business consulting and advisory services

7. Debt Payments:
○ Servicing existing business debts (excluding paying off the principal of personal

loans)
○ Interest payments on existing loans

8. Miscellaneous Expenses:
○ Travel expenses related to business operations
○ Training and development programs for employees (including you)
○ Software subscriptions and IT services



○ Membership dues for business associations (Including CarLynx membership)
9. Tax Payments:

○ Business taxes
○ Sales taxes
○ Payroll taxes

10. Permits, Registration Fees, and Licenses:
○ Obtaining necessary registration, permits and licenses for business operations

11. Emergency Funds:
○ Funds set aside for unexpected expenses or emergencies

12. Any and All Business Expenses from the Last 6-12 Months:
○ Reimbursement for past operational costs, payroll, marketing, inventory

purchases, insurance, professional services, debt payments, and other qualifying
business expenses incurred in the last 6-12 months. Once you get final approval
and close on your SBA loan, submit every business expense possible to your
banker for an equivalent draw on your loan. Your banker can guide you on how
far back in time they are comfortable with you submitting for business
reimbursement.

You can draw working capital from an SBA loan at justifiable levels by listing your and your
employees' salaries as business expenses. These salaries must be "reasonable" in amount.
That means you can't pay yourself a million dollars just to draw the max amount. And you
shouldn't pay your employees a million dollars either. Doing so would not only trigger an audit
but it would also create a million-dollar income problem for you and your employees when taxes
are due - as salaries, draws, and distributions are taxable income.

Taxable income can also be minimized through proper LLC structuring and accounting. The
CarLynx Community specializes in optimal structuring and accounting practices that can reduce
your taxable income to minimal levels.

How does the insurance situation impact a car rental business's ability to
get an SBA loan, and what steps can you take to properly structure your
insurance?

How a car rental business secures an SBA loan is significantly affected by the business's
insurance situation, because lenders want to see proof of proper business insurance. Without it,
they're not lending. If you have personal insurance on a vehicle used for rental purposes, that
insurance is at best a red flag and at worst a show-stopper for the loan process.

So wait…I need business insurance to get business funding, but I need business funding
to get business insurance? How is that done?

Which is the chicken and which is the egg? A good first step is to pay off two or three vehicles,
put them in your business's name (that's the title), and insure them with a commercial vehicle
policy. Then proceed with the SBA loan application process using the properly titled and insured



vehicles as your “fleet”. What if the banker asks you how you are fulfilling the rental car
requirement for all those renters in excess of your small fleet of paid off cars? Remember you
have the CarLynx Community behind you - supporting you - to whom you can refer renters for
rental car fulfillment while collecting referral commissions. That is a far more legitimate response
than telling them you are using your personal vehicles on personal insurance to fulfill all your
other renters.

What should I have with me walking into the bank?

SBA requires several essential documents in order to determine the nature of your business.
The most vital of these are the business plan and the legal documentation that shows how your
business is set up. Remember the bank is as concerned with what you do as with how you do it.
The crucial documents show the structuring, financial condition, and outlook of your business.

Walk into that bank dressed to impress, with a leather briefcase, carrying leather bound folders
containing at a minimum, the following documents:

1. Business Plan: A detailed plan outlining your business goals, strategies, market
analysis, and financial projections.

2. Marketing Plan: Show your city-wide network of renter referral sources to demonstrate
your customer acquisition strategy.

3. Personal Financial Statement: A comprehensive statement of your personal financial
situation.

4. Resume: Highlight your relevant experience and qualifications.
5. Business Profile: An overview of your business, its history, and its operations.
6. Business Debt Schedule: A detailed list of your business debts.
7. Personal Tax Returns: Copies of the last three years of personal tax returns for you and

anyone else who owns 20% or more of your business.
8. Entity Documents: Including your EIN number, articles of organization, operating

agreement, and management agreement.

Having these documents organized and ready will demonstrate your preparedness and
professionalism to the banker, increasing your chances of securing the SBA loan. These aren’t
all the documents you will need for the application process, but it shows the banker you are
prepared and professional. One comment made by a SBA specialist banker was “If someone
comes in with a complete package it is huge! I’ve never had it happen.”. The CarLynx
Community has example templates of these and more that have been used to successfully get
approval.

What Forms Will They Require for the Application Process?

Securing an SBA 7(a) Loan requires a variety of documents to ensure that all necessary
information is provided to the lending institution. Below is a detailed list of the required items,
most of which are universal across all institutions where the loan may be applied for:



1. Form 1919:
○ Purpose: Ensures there are no outstanding legal issues for any owners of the

company.
○ Requirements:

■ All owners with 20% or more ownership must complete pages 6-8.
■ Only one owner needs to complete pages 3-5 and 9-10.

2. Personal Financial Statement:
○ Purpose: Details personal assets and liabilities.
○ Requirements:

■ To be completed by all owners with 20% or more ownership.
■ List all personal assets (real estate, cash, autos, etc.) and liabilities

(mortgage, auto loan, credit cards, etc.).
■ Spouse’s signature is required even if the spouse does not have

ownership in the business, as SBA considers personal assets like
community property between spouses.

3. Resumes:
○ Purpose: Provides background and experience of business owners.
○ Requirements:

■ To be completed by all owners with 20% or more ownership.
■ Alternatively, a management profile may be used in lieu of individual

resumes.
4. Business Profile:

○ Purpose: Offers general information about the business.
○ Requirements:

■ Complete the attached business profile form.
5. Projection of Finances:

○ Purpose: Projects the financial outlook of the business.
○ Requirements:

■ Year 1 tab: Projections for the next 12 months of business operations.
■ Year 2 tab: Projections for months 13-24 of operations.
■ Assumptions tab: Narrative explaining how you plan to achieve your

projected revenue figures.
6. Certification of Beneficial Owner(s):

○ Purpose: Used for opening business checking accounts.
○ Requirements:

■ List all owners with 25% or more ownership on the form.
7. Equipment List:

○ Purpose: Details current and future equipment of the business.
○ Requirements:

■ List all current equipment.
■ Include serial numbers and model numbers for any item valued at $5,000

or more.
■ Provide invoices for any new equipment purchases.



Additional Documentation Required:

8. Business Tax Returns:
○ Purpose: Provides historical financial performance.
○ Requirements:

■ Last three years of business tax returns for the borrowing/selling entity (if
applicable).

■ Last three years of business tax returns for any affiliate entity owned 20%
or more by any guarantor (if applicable).

9. Balance Sheet & Profit & Loss Statements:
○ Purpose: Displays the financial health of the business.
○ Requirements:

■ Year-end 2023 and interim 2024 balance sheet and profit & loss
statements for the borrowing/selling entity (if applicable).

■ Year-end 2023 and interim 2024 balance sheet and profit & loss
statements for any affiliate entity owned 20% or more by any guarantor (if
applicable).

10. Business Debt Schedule:
○ Purpose: Outlines current business debt obligations.
○ Requirements:

■ Current business debt schedule for the borrowing entity.
■ Current business debt schedule for any affiliate entity owned 20% or more

by any guarantor (if applicable).
11. Personal Tax Returns:

○ Purpose: Provides historical personal financial performance.
○ Requirements:

■ Last three years of personal tax returns for all owners with 20% or more
ownership.

12. Entity Documentation:
○ Purpose: Confirms the legal status and structure of the business.
○ Requirements:

■ EIN number.
■ Articles of organization.
■ Operating agreement, etc.

13. Lease Agreement (if applicable):
○ Purpose: Validates operational premises arrangements.
○ Requirements:

■ Provide a copy of the current lease agreement.
14. Bids/Invoices:

○ Purpose: Documents intended business purchases.
○ Requirements:

■ Bids/invoices for to-be-obtained equipment, inventory, molds, etc.
15. Franchise Agreement (if applicable):

○ Purpose: Details terms of franchise operations.



○ Requirements:
■ Provide a copy of the franchise agreement.

16. Seller Note (if applicable):
○ Purpose: Specifies seller financing terms.
○ Requirements:

■ Provide a copy of the seller note.
17. Purchase Agreements:

○ Purpose: Verifies the terms of business purchases.
○ Requirements:

■ Provide copies of purchase agreements.

Ensure all documents are completed accurately and thoroughly to streamline the loan
application process and increase your chances of approval.

All of the specific forms above can be found at the end of this book in the appendix.

How Do You Go About Vehicle Acquisition to Meet SBA Requirements?

Each bank will have its own preferred process, which you should establish with your banker
after closing. Typically, before proceeding with the purchase of a vehicle, you will send the bank
the Vehicle Identification Number (VIN). They will run a JD Power & Associates market value
report on the VIN to verify that the pricing does not exceed your purchase price. Then, have the
seller send you a purchase agreement, which you will submit to the bank. The bank will then
draw on the loan and deposit the required amount into your account for the vehicle purchase.

How Long Do You Need to Hold Onto Vehicles to Stay Compliant with SBA
Loans?

To stay compliant with SBA loans, you typically need to hold onto vehicles for at least 12-24
months. This demonstrates to the SBA and lenders that the vehicles are being used for
operational purposes rather than short-term investments or quick resale, aligning with the SBA's
guidelines for business stability and asset utilization.

Why is it important to ensure your rentals are short-term and how does this
impact your loan application? How would you structure a long term lease
to maintain compliance?

Ensuring your rentals are short-term is important because the purpose of SBA is for funding
operational activities rather than long-term investments. Short-term rentals (less than 30 days)
demonstrate that your business is focused on frequent, ongoing transactions, which align with
the SBA's preference for supporting active business operations. This distinction helps to assure
lenders that the loan will be used for business growth rather than long-term asset holding,
increasing the likelihood of loan approval.



The same applies to compliance on business rental fleet insurance. Insurance for long term car
leasing is not the same as insurance for car rental protection.

How Would You Structure a Long-Term Lease to Maintain Compliance?

To maintain compliance while offering long-term leases, the renter will sign a contract agreeing
to a series of consecutive, but separate and distinct short term 30-day Rent agreements. Each
renewal should be documented and executed as a separate short-term rental agreement,
ensuring that each period remains within the SBA's preferred rental duration. It also helps to
clearly outline in your business plan how these structured leases contribute to ongoing
operational activities and revenue generation, rather than appearing as long-term investments.
It also protects you - as you will carry out the typical process for check in and checkout every 30
days. How you do that is up to you and your own established business processes.

The CarLynx Community has example Rent-To-Buy Contracts that have been successfully used
and implemented.

What Strategies Can Be Used if Your Current Financial Positioning Is Not
Optimal for Securing an SBA Loan?

You may be a sub-optimal candidate if you:

● Lack the collateral to provide security for the loan
● Lack the monthly income to safely pay the monthly debt payment
● Lack the experience to convince lenders of your specialized competency in the field
● Lack a healthy credit history

If you lack the security (collateral): Demonstrate a healthy monthly income and seek a bank
specializing in cash flow-based unsecured loans. Highlight any consistent, reliable income
sources, such as a day job or other business ventures, to assure the bank that you have the
means to manage loan repayments.

If you lack the cash flow or monthly income: Offer a larger amount of collateral as security to
reduce the risk of default, such as equity in your home or other personal assets. Demonstrating
that you have valuable assets to back the loan can increase the bank’s confidence in your ability
to repay.

If you lack healthy credit: Secure a co-signer with a strong financial background to back your
loan. This can provide the bank with additional security and increase your chances of loan
approval.

If you lack experience: Consider taking on a partner with more experience in the field to
bolster your application.



If you lack a history of strong profitability and cash flow: Build a strong business plan that
includes market analysis, revenue projections, and a clear growth strategy. A well-prepared plan
can help offset financial weaknesses by showing the bank that you have a viable path to
profitability. Demonstrate strong referral networks, such as relationships with local auto body
shops, insurance agents, mechanics, tow truck drivers, and property managers, to show the
bank a steady stream of potential customers. More on this in chapter 3.

The CarLynx Community can assist you in building a business plan that has successfully
secured business loans for other members.

If the above suggestions are still not working:

Consider smaller loans first: Start with smaller, easier-to-secure loans to build your credit and
business credibility. Successfully repaying these loans can establish a stronger financial history,
making it easier to secure larger SBA loans in the future.

Improve your credit score: Take steps to improve your personal and business credit scores by
paying off existing debts, disputing inaccuracies on your credit report, and maintaining a good
payment history.

Negotiate flexible terms: Discuss with your banker the possibility of flexible loan terms that
might better accommodate your current financial situation, such as longer repayment periods or
lower initial interest rates.

By implementing these strategies, you can strengthen your loan application and improve your
chances of securing an SBA loan despite less-than-optimal financial positioning.

What Are the Typical Steps Involved in Converting Personal Vehicle Loans
and Insurance to Business-Compliant Ones?

Converting personal vehicle loans and insurance to business-compliant ones involves several
steps:

1. Pay Off Existing Personal Loans:
○ Titles cannot be transferred if they are still under personal loans. The only way to

transfer title is by paying off the loan - either with business funding through SBA
lending or through drawing “Working Capital” from your SBA loan and using that
to pay off your personal loans.

2. Transfer Vehicle Titles:
○ Once the personal loans are paid off, transfer the vehicle titles from your name to

the name of your business. This legal step ensures that the vehicles are owned
by the business entity. To do this, follow these steps in step 3…

3. Visit the DMV for Title & Registration Transfer:
○ Now it's time to go into the DMV and make the transfer. While the process may

vary by state, generally, you need to bring several documents:



■ Management Agreement: Create an agreement between your
management LLC and holding company.

■ Power of Attorney: Create a power of attorney and agreement for your
LLC for receiving and transferring title.

■ Vehicle Gift Statement: Create a statement showing the vehicle transfer.
■ DMV Documentation: Bring your management agreement, power of

attorney document, and vehicle gift statement, along with your completed
vehicle application for title (created by your state), your title, your sales &
tax license, and any other required documents, such as the bill of sale
and odometer statement.

○ CarLynx has examples of all of these documents mentioned above.
4. Organize Your Documents:

○ To speed things up, have all documents organized in a folder with a cover page
showing a checklist of items that the DMV employee can reference, ensuring
everything required is present.

5. Obtain Business Insurance:
○ Once you’ve successfully transferred title & registration, now secure a

commercial vehicle insurance policy that covers your business operations.
○ List your business as policyholder.Ensure that the business is listed as the

policyholder on the new commercial insurance policy. The policy should also list
the business as an additional insured.

○ List your bank as the loss payee. Ensure that the bank financing your loan is
listed as the loss payee on your commercial insurance policy. This means that in
the event of a total loss, any insurance payout will go directly to the bank to cover
the outstanding loan balance, reducing the lender’s risk.

6. Consult with Legal and Financial Advisors:
○ Work with legal and financial advisors to ensure all steps comply with local laws

and regulations. They can provide guidance on any specific requirements for
your state or municipality.

By following these steps, you can successfully convert your personal vehicle loans and
insurance to be compliant with business requirements, ensuring that your vehicles are properly
covered and recognized as business assets. This is a necessary step so insure you “look like a
business” before walking into the bank to ask for a SBA loan.

How Can You Use the SBA Loan Funds Responsibly to Avoid Triggering an
Audit?

Ensure all business expenses paid for with the SBA loan funds are legitimate and
well-documented, such as inventory, equipment, salaries, insurance, and other operational
costs. Do not use the SBA loan funds for personal expenses or to pay off personal debts, as this
would be considered misuse of the loan.



Hold onto the vehicles purchased with the SBA loan for at least 12-24 months to avoid
frequently replacing inventory, which could raise red flags. Work closely with an accountant to
properly structure the business, report income and expenses, and ensure all taxes are paid on
any salary, distributions, or owner draws.

Maintain clear records and be prepared to provide documentation to the SBA if audited to
demonstrate the proper use of the loan funds.

What Constitutes a "Technical Default" and How Can It Be Resolved if It
Occurs?

A "technical default" on an SBA loan occurs when there is a violation of the loan terms, but the
borrower has not actually defaulted on repayment of the loan. This could happen if the borrower
uses the loan funds for unapproved purposes or fails to meet certain reporting requirements.
And example of this would be if you used the loan funds to pay off personal debts - such as
personal car loans, or expenses.

If a technical default occurs, it is not an automatic game-ender. The borrower can work to
resolve the issue and get out of the technical default status. This typically involves:

● Paying down any personal debt or expenses that were improperly covered by the
SBA loan funds: If SBA funds were used for personal expenses, repaying those
amounts can help rectify the situation.

● Providing additional documentation to show the proper use of the loan proceeds:
Submit detailed records and documentation proving that the loan funds were used for
legitimate business expenses such as inventory, equipment, salaries, and operational
costs.

● Ensuring all reporting and compliance requirements are met going forward: Make
sure to comply with all SBA reporting requirements and keep detailed records of all
business transactions.

As long as the technical default is resolved, the borrower can continue operating their business
and accessing SBA financing in the future. It is not as severe as an actual payment default on
the loan.

How Should You Justify Salaries, Distributions, and Owner Draws from
SBA Loan Funds?

To justify salaries, distributions, and owner draws from SBA loan funds, follow these guidelines:

1. Salaries:
○ Provide industry research and analysis to demonstrate that the salaries paid to

employees, including yourself, are reasonable and in line with industry standards
for similar roles and responsibilities. Maintain documentation that supports these



salary levels, such as salary surveys or benchmarks. Use online job postings or
other public help wanted ads to justify salaries and wages.

2. Distributions:
○ As the business owner, you can take distributions from the company's profits, but

these must be properly reported as taxable income. Ensure that distributions do
not exceed the available profits and are recorded accurately in your financial
statements.

3. Owner Draws:
○ Owner draws are another way to take money out of the business, but these

should be limited and justified as necessary business expenses, not just personal
withdrawals. Document the purpose of each draw and ensure it aligns with
business needs.

The key is to thoroughly document all of these payments, report them properly for tax purposes,
and ensure they are reasonable and necessary for the operations of the business. This will help
avoid any issues or audits from the SBA regarding the use of the loan funds.

What Are the Implications of SBA Loans on Personal Credit and How Does
Default Affect It?

The key points regarding SBA loans and personal credit are:

● Non-Reporting to Personal Credit: SBA loans do not typically show up on the
borrower's personal credit report, unless they default on the loan. This means that as
long as the borrower is making payments, the loan does not impact their personal credit
score or ability to obtain other personal loans or credit. This includes car loans and
mortgage loans.

● Impact of Default: If the borrower defaults on the SBA loan, the default will be reported
to the credit bureaus, which can negatively impact their personal credit score. This
makes it more difficult to obtain future financing, both personally and for the business.

● Personal Guarantee: SBA loans require a personal guarantee, meaning the borrower is
personally responsible for the loan. If the business defaults, the lender can pursue the
borrower's personal assets, including their home, to recover the outstanding balance.

● Ongoing Payment Benefits: As long as the borrower is making timely payments, the
SBA loan will not affect their personal credit score. This allows the borrower to maintain
a healthy credit profile and access other personal financing options.

Will the Bank Take Your Home if You Default?

The bank will not automatically take your home if you default on an SBA loan. However, since
the SBA loan requires a personal guarantee, the bank can pursue your personal assets,
including your home, to recover the outstanding balance if the business defaults on the loan.
Typically, the bank will first attempt to work with the borrower to resolve the default before
resorting to seizing personal assets. The personal guarantee gives the bank the option to



pursue these assets if the borrower becomes uncooperative or the default cannot be resolved.
Therefore, while the bank won't automatically take your home, it is a risk that the borrower
assumes when signing the personal guarantee for an SBA loan.

How Can Local Referral Networks and Established Customer Acquisition
Flows Influence Your Loan Application?

A strong local referral network and established customer acquisition flows can positively
influence a loan application, even if the applicant's financial positioning or collateral is not
optimal. Specifically:

● Demonstrate Consistent Revenue Streams:
○ If the applicant can show a consistent, reliable stream of rental customers coming

through referrals from local businesses such as auto shops, mechanics,
insurance agents, and more, this provides evidence to the lender that there is an
active, revenue-generating business already in place.

● Show Value in Customer Acquisition Networks:
○ The ability to control and direct this local referral network to fulfill rentals, either

through the CarLynx Community or a small fleet of vehicles, can be seen as a
valuable asset. This capability highlights the business's potential to generate
ongoing revenue, even if the applicant does not own a large fleet of vehicles
themselves.

● Enhance Loan Application Appeal:
○ Lenders may be more inclined to consider cash flow-based lending for applicants

who can demonstrate an established customer acquisition model. This is
particularly relevant if traditional collateral is lacking. The proven ability to attract
and retain customers reduces the perceived risk of the loan.

So while financial positioning and collateral are important, a proven customer acquisition model
can significantly influence a lender's decision on an SBA loan application. By showcasing a
robust network and consistent flow of customers, applicants can enhance their credibility and
attractiveness to lenders.

But what if your credit history isn’t quite up to par yet? Or maybe you don’t have a quarter
million or more in equity or other collateral to back your loan application? Does this mean your
dreams of growing your business are out of reach?

Absolutely not.

CarLynx Credit Crafting: A Path to Building Strong Business Credit

We call it our CarLynx Credit Crafting program. While we'll give you a brief overview of how it
works in this ebook, it's important to note that full access to this program is reserved for our
Community members. However, it’s absolutely possible to embark on this journey
independently—if you’re willing to put in the work.



If you're looking to secure funding without relying on personal guarantees or if your personal
credit isn’t as stellar as may be required, CarLynx Credit Crafting offers a way to build a robust
business credit profile tied to your company’s EIN. This method opens doors to the funding you
need, all while keeping your personal credit untouched.

So, how does it work?

The process begins by establishing business credit through “net 15” or “net 30” accounts with
vendors you already do business with. These accounts allow you to make purchases on credit,
with payment terms extending over 15 or 30 days. As you consistently make on-time or early
payments, you’ll not only strengthen your relationship with these vendors but also see your
credit limits grow. Each additional trade line you secure enhances your business credit score,
showcasing your company’s creditworthiness to lenders.

Once you have nine or more trade lines reporting to each of the three major credit bureaus,
you’ll find yourself in a position to qualify for most business funding sources. The beauty of this
process? All credit is tied solely to your business, meaning your personal credit remains
unaffected and unreported.

Now you don’t need to have all nine tradelines in place before you can start making important
purchases for your business. As you embark on your CarLynx Credit Crafting journey, you can
begin making up to 85% of your business expense purchases on credit through various vendors
almost immediately. Whether you’re starting from scratch or building on an existing foundation,
it’s possible to secure trade lines for essential items like gas cards to fuel your fleet, computers,
printers, office supplies, marketing services, business cards, business phones, and other vital
tools to keep your business running smoothly.

Utilizing vendor credit early on not only helps you manage your cash flow but also accelerates
the process of establishing your overall credit profile. As more tradelines report to all three major
credit bureaus, your business becomes eligible for more substantial credit lines, cash loans,
vehicle financing, and other forms of financing critical to your growth.

And it doesn’t stop there. As your business revenue grows and your credit profile strengthens,
you’ll find yourself in a position to qualify for even larger financial opportunities—such as
commercial real estate loans—setting the stage for significant expansion and long-term
success.

One of the biggest challenges entrepreneurs face when building business credit is the fact that
90% of vendors don’t report your payment history to the credit bureaus—even when you’re
consistently on time. This can be incredibly frustrating, especially when you’re trying to establish
your credit profile but have no idea which 10% of vendors actually report your good behavior.

This is where CarLynx steps in to make all the difference. We’ve taken the guesswork out of the
equation by offering upgraded community members access to specialized software and a
comprehensive guide that directs you exclusively to vendors who report to all three major credit
bureaus. Without this crucial information, many business owners end up spending
years—typically 3 to 5—trying to establish credit, often with limited success.

But with the right tools and guidance, you can accelerate this process dramatically. With
CarLynx, you can establish solid business credit in 6 to 9 months, saving you significant time,
hassle, and uncertainty along the way.



Additionally, CarLynx offers access to a vast network of lending options, complete with insider
knowledge of each lender's underwriting criteria. Armed with this information, we can guide you
directly to the vendors and credit lines for which you’re already pre-qualified, helping you avoid
wasted time and the sting of unnecessary denials.

If you’re not in a position today to qualify for SBA lending, as you diligently work through the
steps of CarLynx Credit Crafting and meet all the necessary criteria, you’ll eventually reach a
point where you’re eligible to qualify for an SBA loan. These loans are highly sought after for
good reason—they offer low interest rates and extended repayment terms, making them an
attractive option for growing businesses.

CarLynx is here to help you navigate this final stretch. With our extensive network of lenders, we
can guide you to the right bank that aligns with your specific needs, ensuring you secure the
best possible terms for your SBA loan.

However, if you’re looking to avoid personal guarantees and prefer to keep your personal credit
separate from your business endeavors, focusing on building robust business credit might be
the better path for you. This approach can still meet your business needs without tying your
personal assets to your business obligations.

A Word of Caution: Managing Credit Responsibly

This might go without saying, but it’s crucial to be aware of your cash flow limitations before
diving deeper into credit. Always ensure that your free cash flow exceeds your credit
payments—this is the foundation of responsible financial management. Failing to do so could
jeopardize your business growth, potentially putting your dreams out of reach.

While building business credit opens up new opportunities, it’s essential to approach it with care
and a clear understanding of your financial position. Practicing responsible financial
management isn’t just good business sense—it’s what will keep your dreams alive and thriving.

Section 2: Look Like a Business
As we delve deeper into the essential steps necessary to secure an SBA loan, it’s important to
not just understand what these steps are but to master how to effectively implement them in
your business. This next section is designed to provide you with the instructions and then a
detailed checklist that encapsulates proven strategies and insights. This isn't merely theoretical
advice—it's a practical guide built on the real-life experiences and successes of the CarLynx
community, as well as my own journey, which was punctuated by several rejections and costly
failures before finally achieving success. By following this checklist, you'll be equipped with the
tools needed to navigate the complexities of acquiring an SBA loan, avoiding common pitfalls
and setting a direct course towards your business expansion.

In transitioning to a fully-fledged car rental business, we need to first address a common pitfall
that many Turo hosts overlook: the use of personal car loans, and insurance for business
purposes. If your fleet is financed through personal car loans and covered by personal



insurance policies, you're not only in a precarious financial position but also your personal
assets are exposed to liability and risk.

If you're currently a Turo host using personal assets for your rental operations, consider this a
critical juncture. To protect your financial security, your credit standing, and potentially your
family's financial well-being, it's essential to transition to a formal business structure. If you're
not prepared to make these changes, it may be safer to reconsider your involvement in the car
rental business.

For those ready to take the next step, moving away from full Turo-dependence and establishing
an independent rental company offers not only enhanced protection but also greater potential
for profitability and growth. This transition will allow you to control your business operations fully,
from setting your rental terms and pricing to expanding your market reach without the limitations
imposed by a third-party platform.

Embarking on this journey requires commitment and a willingness to restructure, but the
rewards of establishing a true private rental company are substantial and well worth the effort.

It’s vitally important to comprehend the legal and monetary hazards linked to utilizing personal
loans and insurance for business functions. These practices can lead to four major problems:
the loans being called due and payable when you can least afford it, insurance claim denials,
outright rescissions of policies, and the consequent insuring of risks that are problems in
themselves. The next section will expand on these issues and the serious legal and financial
repercussions they can bring down on your head.

Legal and Financial Risks of Using Personal Loans and Insurance for
Business

1. Acceleration of Loan: By using vehicles financed with personal loans for commercial
purposes, you inadvertently breach the loan agreement. Lenders have the right to
demand immediate repayment of the full loan balance—a demand that can unexpectedly
destabilize your financial standing.

2. Insurance Claim Denials: Personal auto insurance policies are not designed for
commercial vehicle use - particularly peer-to-peer sharing. If an accident occurs and the
insurance company discovers the vehicle was being used for business purposes, they
may deny any claims. This leaves you exposed to potentially massive out-of-pocket
expenses for damages and liabilities.

3. Policy Rescission: The violation of insurance terms due to unauthorized commercial
use of the vehicle can lead to the rescission of your insurance policy. This means the
insurer could declare your policy void from its inception, as if it never existed, which
could lead to significant legal and financial repercussions.

Mitigating Risks



To safeguard against these risks and establish a more firm foundation for your business, it is
necessary to work toward that business loan. You may do this through SBA or other business
lender if you prefer, and all business lending maintains similar requirements.

By addressing these issues proactively, you not only protect your assets but also enhance the
credibility and stability of your business. Making these changes is not just about
compliance—it's about building a sustainable enterprise that stands on solid legal and financial
foundations.

Step 1: Establish Your Business Structure

Form a Personal Assets Holding Company LLC

The initial step in legitimizing your car rental business involves forming an LLC, specifically a
“Personal Assets Holding Company”. This type of LLC is pivotal for several reasons:

● Asset Protection: As a holding company, this LLC will own the assets (vehicles,
property, etc.) and other business entities, providing a layer of protection against
personal liability.

● Tax Benefits: Operating through an LLC structured in a business-friendly state like
Wyoming can offer significant advantages, including tax efficiencies, reduced
bureaucracy, and anonymous ownership.

● Ownership and Succession: Ideally, this LLC should be owned by a family trust. This
setup not only aids in estate planning but also simplifies the transfer of ownership and
provides continuity for the business.

This foundational structure is not merely a recommendation—it is essential for presenting your
business as a serious, well-planned enterprise ready for SBA evaluation and capable of
sustained growth. By starting with this fundamental step, you align your business operations
with best practices, ensuring you meet the requirements set forth by lenders and positioning
yourself as a credible, investment-worthy entrepreneur in the car rental market.

Adding to the foundational importance of establishing a Personal Assets Holding Company LLC,
it's important to tailor your business structure to the scale of your operations and your specific
goals, particularly in regard to securing SBA loans. If you're starting out on a smaller scale, the
formation of this single LLC might be all you need to begin your journey toward qualifying for an
SBA loan. This streamlined approach ensures you meet the basic structural requirements
expected by lenders, providing a solid foundation without overcomplicating your business
model.

In the subsequent step—Step 2—we will explore a more complex business structure involving
multiple interconnected LLCs, which is particularly advantageous for medium to larger
operations aiming for expansive growth. This advanced structuring enhances your profile as an
ideal candidate for substantial SBA loans by demonstrating a comprehensive, well-organized
business framework. However, if you are at the early stages of business development, or if your



operation does not yet necessitate such an elaborate setup, you can effectively secure your
initial goals with the single LLC setup described in Step 1. Adapting the business structure to fit
your scale and needs is not only practical but ensures that you do not overextend resources or
complicate your business unnecessarily at this stage.

Step 2: Develop a Comprehensive Business Structure

Securing approval from SBA lenders involves more than just presenting a business idea; it
requires demonstrating a functioning and profitable business plan designed and structured to
minimize risk and maximize operational efficiency. Here’s how to structure your LLCs to create a
solid foundation that instills additional confidence in lenders:

Establish Multiple LLCs Under Your Holding Company

1. Purchasing and Holding LLC:
○ Purpose: This LLC will purchase and own your vehicle fleet. It acts as the

backbone of your operational assets, holding titles to all rental vehicles owned
free and clear by the business (the bank will hold the title for all the vehicles it
formally funded).

○ Benefits: Isolates financial risks associated with asset ownership from other
business operations, enhancing financial security and simplifying asset
management.

2. Marketing and Leasing LLC:
○ Purpose: This entity handles all promotional activities, leasing operations, and

customer interactions. It’s the face of your business, dealing with clients and
executing marketing strategies.

○ Benefits: Allows for optimized tax deductions related to marketing and
operational expenses. It also protects other segments of your business from
liabilities arising from customer-facing activities. This LLC holds no assets of
value. And as a result in the event of a lawsuit against this LLC, nothing of value
is exposed to seizure.

3. Managing LLC:
○ Purpose: Manages the overarching activities of all your other LLCs. It is from this

LLC that you will oversee daily operations and strategic decisions.
○ Benefits: Centralizes management for efficiency and effectiveness, potentially

saving substantial amounts in operational costs and taxes for higher volume
business owners.

Ownership and Control:

● All these LLCs should be owned by your Personal Assets Holding Company, which, in
turn, is ideally owned by a trust. This structure ensures that your personal assets are
shielded from any business liabilities and enhances your estate planning and asset
protection strategies.



By structuring your business in this manner, you not only safeguard your personal and business
assets but also present to lenders a well-organized, legally sound enterprise capable of
managing risks and maximizing profits. This level of organization and foresight is exactly what
SBA lenders look for when evaluating loan applications, significantly boosting your chances of
approval.

Here’s an illustration of how your business structure will look:

Step 3: Establish Local Referral Sources

A critical component in securing an SBA loan and building a sustainable business model is the
ability to demonstrate a robust network of local referral sources that you control. This network
not only provides a steady stream of customers but also showcases your business's integration
and value within the community. Here's how to strategically build these connections:

Key Referral Partners to Cultivate:

● Auto Body Shops: These establishments are frequented by individuals needing
temporary transportation solutions while their vehicles are under repair. Your partnership



ensures they recommend your service as a go-to option. Auto Body Shops are the
highest priority business to connect with. They offer medium to long term renters who
are local commuters just needing a ride to work.

● Insurance Agents: They can refer clients who need rental cars when their insured
vehicles are involved in accidents.

● Mechanics: Similar to auto body shops, mechanics meet customers who might
temporarily be without cars due to service needs.

● Tow Truck Drivers: Often the first contact for drivers experiencing vehicle failures, they
can direct clients to you for immediate rental needs.

● Travel Agents and Vacation Property Managers: These professionals can refer
tourists or visitors who need vehicles during their stay.

● Tourism Agents: They interact with travelers in need of car rentals to explore the area.

We will explain later how you can leverage the CarLynx Community to create consistent
income from your local customers - even if they travel elsewhere out of state.

Implementation Strategy:

1. Brand Visibility: Ensure that each of these partners has your business cards and signs
that clearly display your contact information and branding. This increases the likelihood
of referrals as it makes it easy for them to recommend your services.

2. Relationship Building: Regularly visit these partners to maintain and strengthen
relationships. Offer incentives for referrals as a way to solidify these partnerships and
keep your business top of mind. Try and bring a gift with you every time you visit. Little
Caesars or small boxes of cookies go a long way.

3. Remember Who Refers:While you do need to get the manager on board - it is the front
desk agents who will be doing the active referring for you. Make sure they love you!
Otherwise they won’t care to help you.

Optimizing Referral Partner Signage and Discount Strategies

When working to establish and maintain your network of referral sources, the presentation and
perception of your partnerships matters. Here are some effective strategies to ensure that your



signage and discount offers enhance your relationships and solidify the connections with your
referral partners:

Signage Considerations:

1. Visibility and Discretion: Your signage should strike the right balance between being
noticeable and being unobtrusive. It should be large enough to catch the eye without
overwhelming the space it occupies. This respectful approach shows that you value the
existing aesthetics and environment of your partner's business.

2. Design and Branding: Opt for a clean and simple design that reflects your brand's
values and aesthetic. Ensure that your logo and contact information are clear and easy
to read. The goal is to make it easy for potential customers to recognize and remember
your brand.

3. Placement Strategy: Discuss with each partner the best place to position your sign in
their establishment. Ideal locations are those where customers frequently focus their
attention, such as waiting areas, near the reception desk, or other high-traffic spots.

As of the time of this writing, a good example of a sign can be found on amazon at:

20 Pack Horizontal Acrylic Sign Holder 6 x 4 Inch Clear
Plastic Table Sign Holder Stand

Creating Effective Discount Codes:

1. Customized Discount Codes: Develop unique discount codes for each referral source.
This not only tailors the experience for the referred customers but also tracks which

https://a.co/d/8iDKRgi
https://a.co/d/8iDKRgi


partners are generating the most leads. Each code should reflect the partnership,
making it clear to customers that they are receiving a special deal thanks to the referring
business.

2. Mutual Benefits: Communicate to your partners how the discount codes not only benefit
their customers by providing value but also reflect positively on them for offering
exclusive deals. This enhances their customer service and deepens the business
relationship.

3. Marketing Support: Offer to provide promotional materials that explain the benefits of
the discounts. This can include flyers, digital content, or even quick training sessions for
staff at the partner locations to ensure they can effectively communicate the offer to
customers.

4. 5 Star Reviews: After your referred renters return your vehicle, instead of requesting 5
star reviews for your own rental business, ask them to submit 5 star reviews for the
referral business - and include in the review how convenient your services were.

By implementing these strategies, you can enhance the effectiveness of your local referral
networks, increasing the likelihood of securing steady streams of customers while building
strong, mutually beneficial relationships with key local businesses. This approach not only
solidifies your standing as a reliable and professional service provider but also supports your
broader goals of business growth and sustainability.

Here is an example of what your sign could look like:



Step 4: Prepare and Submit Your SBA Loan Application

Here we go into a bit more detail from what was summarized in chapter 1. This stage requires
gathering and presenting a comprehensive set of documents that demonstrate your business's
viability, strategic planning, and financial health. Here’s a detailed breakdown of what you need
to prepare:

Essential Documents for SBA Loan Application:

1. Business Plan: This should outline your business model, structure, growth strategy, and
competitive analysis. It needs to clearly articulate how the loan will be used to expand
operations and increase profitability.

2. Marketing Plan: Include a detailed plan that showcases your city-wide network of renter
referral sources. This should highlight how you engage with local businesses and the
community, and how these relationships drive your business’s growth.

3. Personal Financial Statement: Provide a comprehensive statement that includes all
your personal assets, liabilities, income, and expenses. This demonstrates your financial
responsibility and capability to manage financial obligations.



4. Resume: Submit a professional resume for you and any partners involved in the
business. This should highlight relevant experience and skills that contribute to your
ability to successfully manage and grow the business.

5. Business Profile: A snapshot of your business that includes its history, the nature of the
business, number of employees, and the legal structure.

6. Business Debt Schedule: An overview of all current business debts, reflecting creditor
names, original loan amounts, current balances, monthly payment details, and maturity
dates. This shows your existing financial commitments and how they are being
managed.

7. Tax Returns: Provide copies of the last three years of personal tax returns for you and
any other individuals who own 20% or more of the business. This offers a clear picture of
the financial background and the tax compliance of the principal owners.

8. Entity Documents:
○ EIN Number: Your business’s Employer Identification Number.
○ Articles of Organization: The legal documents that were filed with the state

when your LLC was formed, proving its legality.
○ Operating Agreement: Outlines the financial and functional decisions of the

business, including rules, regulations, and provisions.
○ Management Agreement: If applicable, this document details the responsibilities

and expectations of the management team.

Preparing for the Application Process:

● Organize Documents: Ensure all documents are current, well-organized, and
professionally presented. This not only helps to make a strong case but also facilitates
the review process by the SBA and lenders.

● Review and Consultation: Consider having all documents reviewed by a legal or
business consultant to ensure they meet necessary standards and fully reflect the
potential and operational integrity of your business.

● Understand the Lender’s Criteria: Familiarize yourself with your banking institution’s
lending criteria and prepare to address any potential concerns they might have. This
includes demonstrating sufficient collateral, a strong business model, and the ability to
repay the loan.

By meticulously preparing and submitting these documents, you showcase not only the
legitimacy and potential of your business but also your professionalism and readiness to scale.
This intentional approach enhances your credibility and significantly boosts your chances of
securing the SBA loan.

Building a Strong Relationship with Your Banker

One key strategy during this phase is to foster a strong relationship with your banker or point of
contact at the lending institution. This individual plays a critical role in your application process
and can advocate for you during underwriting discussions. Here are some tips on how to build
this important relationship:



● Regular Communication: Keep in touch with your banker, providing timely updates on
your business achievements and addressing any potential concerns they might have.

● Transparency: Be open about your business operations, challenges, and financial
status. This builds trust and helps your banker understand your business better, allowing
them to advocate more effectively on your behalf.

● Responsiveness: Quickly respond to requests for additional information or
documentation. This shows that you are committed and well-organized, qualities that
increase your credibility.

● Be Honest & Upright: You may be asked difficult questions about your past. Including
past business failures and financial difficulties. Prepare for these questions beforehand
with ready responses so you can answer confidently and clearly. They will ask you to
prove everything you claim. So be honest with your responses.

Navigating Underwriting Challenges

The underwriting process will scrutinize the risk associated with lending to your business.
Lenders typically look for:

● Credit Worthiness: A strong credit history that demonstrates your ability to manage
debt responsibly.

● Collateral: Sufficient assets to secure the loan, with lenders generally seeking a
minimum of 80% loan-to-value ratio.

● Business Viability: Evidence that your business has stable, reliable income sources
and sound management.

Navigating Your Transition from Turo to a Private Rental Company

For Turo hosts aspiring to evolve into independent business owners, the path involves carefully
navigating how you reference your beginnings with Turo while setting your sights on a more
autonomous future.

Minimizing Turo in Strategic Discussions

While Turo is an excellent platform for entering the car rental market, when discussing plans
with potential investors, lenders, or partners, it's beneficial to focus on your future goals rather
than your past with Turo. Emphasize that your experience with Turo has laid a foundational
understanding of the car rental industry, but now you are expanding beyond to establish a
standalone enterprise. This approach demonstrates ambition and forward-thinking, qualities that
are appealing to serious investors and financial institutions.

Step 5: Transition Your Fleet to Business Ownership

Successfully securing funding marks a significant milestone, but it's just the beginning of a
deeper journey into establishing a robust car rental business. The next necessary step involves
solidifying your assets under your business's protection.



Transferring Ownership of Your Fleet

● Use “Working Capital” to pay off the personal loans on your rental vehicles. This
was referred to in more detail earlier. SBA does not allow you to pay off personal car
loans. And since as a Turo host you have used personal credit for personal loans to buy
your Turo cars, you have to go about this in a compliant way. See the list of expenses
that are considered “working capital”. Then use that working capital to pay off the
personal loans. Then the business will own and retain the title - and the loss payee will
be the business. Not the bank. The bank only retains the title of cars that were
compliantly purchased or funded by the SBA loan.

● Gift Your Cars to Your Business: Begin by formally gifting the vehicles from your
personal name to your Purchasing and Holding Company. You’ll draft a gift statement
gifting your car to the business. This move is not just a transfer of titles; it's a strategic
shift that positions your business as a legitimate entity, distinct and separate from your
personal finances. You will prepare all of the documents required to sell a car - including
the Bill of Sale, Title Transfer Forms, Odometer Disclosure Statement, Sales Agreement,
etc.

○ Why are you “gifting” the car and not “selling” the car to the business? Because
you can’t have a document trail showing that you used FBA funds to buy out your
personal vehicles.

CarLynx offers templates, examples, and guidance on all documents you will need to smoothly
sell vehicles and transfer titles.

The Benefits of This Transition

This transition not only safeguards your assets but also enhances your business’s credibility
with lenders, insurance companies, and clients. By demonstrating that your business operates
with clear and clean boundaries between personal and business finances, you reinforce trust
and reliability. This trust is critical not just for maintaining good relationships with financial
institutions but also for attracting new clients who prefer to deal with professionally managed
companies.

Ensuring Smooth Operation

● Document Everything: Maintain thorough records of the sale and title transfer of each
vehicle. This documentation will be crucial for tax purposes, potential audits, and future
business evaluations.

● Consult with Professionals: Engage with legal and financial advisors to ensure that all
aspects of the transfer comply with state laws and financial regulations. This can help
avoid potential pitfalls related to sales taxes, transfer fees, or improper documentation.
CarLynx can connect you with all of the professionals and experts you need.



By implementing this step, you effectively secure your business operations and set a foundation
for sustainable growth and expansion. This separation of personal and business assets is not
just a formality—it's a necessary shift that protects and propels your business forward.

Step 6: Transition to Business Rental Fleet Insurance

After transferring ownership of the cars to your Purchasing and Holding LLC, now it’s time to
ensure that your insurance policies keep pace with your operational changes. Transitioning from
personal auto insurance to business rental fleet insurance is an essential step not only for
compliance but also for the protection of your assets.

Why Transition to Business Insurance? This has been reviewed multiple times by now
but it’s that important…

● Risk Management: As mentioned previously, personal auto insurance policies typically
do not cover vehicles used for commercial rental purposes. As insurers intensify efforts
to identify and cancel policies covering peer-to-peer rental under personal terms, the risk
of having your coverage abruptly terminated increases significantly.

● Financial Security: If your insurance is canceled and a claim is made or an accident
occurs, the financial repercussions can be devastating. Without appropriate insurance,
you could face substantial out-of-pocket expenses for damages and liabilities.

● Contractual Compliance: Many financial agreements, especially those involving
vehicles financed through business loans, require specific types of insurance coverage.
Business rental fleet insurance ensures that you meet these contractual obligations.

Implementing Business Rental Fleet Insurance

1. Selecting the Right Policy: Consult with insurance agents who specialize in
commercial fleet insurance. They can provide guidance on the best policies that cover
the specific risks associated with car rental businesses. Consider factors like coverage
limits, deductibles, and inclusion of liability coverage.

2. Insurance Application: You will need to provide detailed information about your fleet,
including vehicle types, usage patterns, and storage locations. Be prepared to discuss
the scope of your operations and any safety measures you have in place, as these can
influence your premiums and coverage terms.

3. Naming the Loss Payee: The holding company that owns your fleet should be listed as
the insured party, and if you have financed your vehicles, your bank should be named as
the loss payee. This designation ensures that the financial interests of the bank are
protected in the event of a loss, which is a typical requirement of most vehicle financing
agreements.

4. Policy Review and Adjustment: Once you have secured a policy, review it regularly to
ensure it continues to meet your business's needs as it grows and evolves. As you add
more vehicles to your fleet or expand your services, your insurance coverage may need
adjustments.



5. They will request previous loss-runs. Insurance companies will request a record of
your previous claims history, known as “loss runs”. This document details any past
claims made under your insurance policies and is used to assess risk and determine
your premiums. Be prepared to provide accurate and comprehensive loss-run reports to
your insurer. This helps demonstrate your business's risk management practices and
can positively impact your insurance terms and rates. This will include loss runs
requested from Turo. If your loss-run ratio is too high (claims vs premiums) you may not
qualify for business insurance. The insurance application and underwriting process will
involve many of the same documents as lending underwriting required. Insurance
companies also need to understand the risk they are taking by extending coverage to
your business.

As always, the CarLynx Community will support you through this process as well.

If you do not qualify for business insurance, this could possibly be a deal-breaker for the
business. This is another reason why you must get approved and insured from proper
business insurance prior to going through the SBA loan approval process.

By securing appropriate business rental fleet insurance, you ensure that your fleet—and by
extension, your business—is protected against a range of risks. This not only satisfies legal and
contractual requirements but also establishes a foundation for sustainable business growth and
stability.

In the event your past loss-runs do disqualify you, while it likely means the end of the road for
car rental fulfillment, it does not necessarily mean the end of the road for the far more important
part of the business: car renter generation. Which is once again why the CarLynx Community is
so beneficial to your entrepreneurial ambitions.

Throughout this chapter, we have explored the foundational steps necessary for transforming
your entrepreneurial vision into a legitimate, thriving car rental business. By structuring your
business properly through legal formations, establishing robust referral networks, and ensuring
your assets and operations are fully integrated into a business framework, you position yourself
not just to meet the expectations of lenders and partners but to excel in a competitive market.

Here is a detailed checklist that encapsulates all the strategies discussed above.



Essential Checklist for Securing an SBA Loan and Establishing a Car
Rental Business

1. Establish Your Business Legally and Strategically
○ Step 1: Form a Personal Assets Holding Company LLC, preferably in Wyoming,

ideally owned by a family trust. This entity will own your other business entities
and serve as the legal foundation for your operations.

○ Step 2: Create additional LLCs to enhance your business structure and improve
your chances of SBA loan approval:

■ A Purchasing and Holding LLC for your fleet—this is essential to be
recognized as a genuine business owner.

■ A Marketing and Leasing LLC—handles all deductible business
activities and provides additional legal protection.

■ A Managing LLC—manages overall business activities, ideal for
high-volume owners to optimize tax benefits.

2. Develop Controlled Referral Sources
○ Step 3: Begin building a network of local businesses and professionals who can

direct renters to your service. Essential contacts include:
■ Auto body shops
■ Insurance agents
■ Mechanics
■ Tow truck drivers
■ Travel agents
■ Vacation property managers
■ Tourism agents

○ Ensure each contact has access to your business signage or cards to facilitate
referrals.

○ It is necessary to begin this process to prove to the bank that you have created a
referral network that you control - showing that you are not reliant on Turo for
your customer generation.

3. Transition to a Fully Professional Business Setup
○ Step 4: Transfer as many vehicle titles and registrations from your personal

name to your business’s holding company as possible to mitigate personal
financial risks and align with business best practices. Do this prior to applying for
the SBA Loan.

○ Step 5: Shift all vehicles to a commercial insurance policy suitable for rental
businesses to ensure compliance and avoid policy cancellations.

4. Prepare and Submit Your SBA Loan Application
○ Step 6: Compile and submit the necessary documentation to apply for the SBA

loan:
■ Business plan detailing your structure and referral networks.
■ Marketing plan that demonstrates your community connections.
■ Personal financial statement.
■ Professional resume.



■ Business profile and debt schedule.
■ Copies of the last 3 years of personal tax returns for all major

stakeholders.
■ Entity documents (EIN, articles of organization, operating agreement,

management agreement).

Chapter 3: Act Like a Business
There are many books and resources available that teach the operational logistics of running a
car rental business. These cover topics from establishing a home base for your cars to setting
up efficient check-in and check-out processes, cost-effective ways to purchase and acquire
vehicles, the best methods for vehicle repairs & tire replacement, and overall management of a
car rental business. This operational knowledge is essential, and we recommend you refer to
other e-books and forums to assist you with these aspects.

However, the purpose of this e-book is to guide you on how to optimally position yourself to
qualify for, and then maximize, your SBA loan. While the bank does need to feel confident in
your capability to effectively manage the operational processes associated with running a car
rental company, they are most interested in how you are going to maintain a consistent flow of
revenue-producing renters.

In this chapter, we will focus on how to "Act Like a Business" by becoming a customer-creating
machine. The bank's primary concern is your ability to generate steady and reliable revenue,
which ultimately ensures the repayment of the loan. We'll delve into strategies and practices that
will help you create and sustain a robust customer base, highlighting the importance of
positioning yourself as a professional, reliable, and customer-centric business. By mastering
these aspects, you will not only enhance your loan application but also lay the foundation for a
successful and thriving car rental enterprise.

There has never been a better time to commit to grabbing your local market share of the car
rental business. The number of users in the 'Car Rentals' segment of the shared mobility market
in the United States was forecast to continuously increase between 2024 and 2029 by 8.6
million users in total (+17.09%). After the ninth consecutive increasing year, rental car users are
estimated to reach 58.94 million by 2029. Notably, the number of users of the 'Car Rentals'
segment of the shared mobility market was continuously increasing over the past years.



The projected revenue for the car rental industry by 2023 is 99.54 billion, and the U.S. accounts
for nearly 50% of the global car rental industry annually. The “neighborhood car rental” business
still holds a substantial share of the industry. While the leisure division holds approximately 55%
of the market share, the commercial division holds around 45%. That’s the part of the pie we’re
primarily targeting - though not exclusively. You’ll still have the opportunity to continue to
develop even leisure car renters.

Before we delve into the best strategies for capturing your market, we first need to introduce the
CarLynx Growth Model.

What is the CarLynx Growth Model?
The CarLynx Growth Model is designed to transform you from a Turo host into a self-sufficient
car rental entrepreneur through the sustainable expansion of your car rental fleet supported by a
robust network of renter referral sources.

Instead of buying cars first and then waiting for customers, the CarLynx approach is to create
customers - and then buy cars. This method ensures a steady stream of rental customers from
trusted local sources such as auto body shops, mechanics, tow truck drivers, insurance agents
and more. By positioning yourself as their preferred rental partner, you own your own sources of



customer creation. And your rate of rental reservations always stays one step ahead of your
rate of rental acquisitions. This strategy not only enhances your local presence but also leads to
sustainable growth.

Let’s illustrate with an example.

Building Your Network

For simplicity’s sake let’s start with a fleet of zero cars. You begin by identifying potential referral
sources in your local area. Use tools like Google Maps to list auto body shops, insurance
agents, tow truck drivers, travel agents, mechanics, and vacation property managers. Introduce
yourself and build relationships with these businesses, aiming to become their go-to resource
for replacement car rentals.

In this example, let’s say your local auto body shop sends you one renter per month, averaging
a seven-day rental. With no cars of your own, you’ll refer these renters to a Platinum or
Premium member of the CarLynx Community (more on that later), earning 10% of the rental
revenue associated with that rental.

Then you expand this approach to other referral sources. Let’s say you add an insurance agent
that sends you a five day renter every month, a tow truck driver that sends you a six day renter,
a mechanic that refers a four day renter, and a local property manager that sends you a three
day renter every month on average. Soon, you’ll have built a network providing you with 25
rental days each month (in our example). Once you surpass 23 rental days, it's time to buy your
first car. With a ready renter base, this vehicle will immediately start generating income.

Sustaining and Expanding Your Business

Repeat the process again to acquire your second vehicle, and continue on and on acquiring
more cars as your renter base grows. With each new vehicle, you immediately have renters to
keep it busy, ensuring a steady income stream. While following this growth model, you are
continually referring the renters you generate that are in excess of your ability to fulfill with your
own fleet.

This is called the CarLynx Reciprocal Referral Program which enhances your growth. As you
grow your business, you not only create and profit from your own referrals but also receive
referrals from other community members who are also passionately pursuing their own success.
This interconnected, reciprocally referring network accelerates the sustainable expansion of
your business. Whether you start with no cars or an existing fleet, the CarLynx Community
provides a scalable growth path forward. You can succeed with CarLynx regardless of your
current stage, leveraging time, money, or existing resources to build a thriving car rental
enterprise.



This includes cross-country referrals. With your renters traveling 3 - 4 times per year, you keep
those customers as yours - and refer them to members of the community wherever your renters
may travel, and you earn on those rentals regardless of where they may exist.

Now that your rental capacity is no longer restricted by the size of your own fleet, you are free to
expand your network of referral sources as aggressively as you wish.

This is the CarLynx Growth Model.

Now that we have the CarLynx Growth Model to eliminate any limitations to your opportunity for
expansion, let’s review some additional strategies for creating a customer base that you control.

Partnering With Renter Referral Businesses
Here we will go into more detail about partnering with your local renter referral businesses that
we introduced in step 3 of the section “Look Like a Business”.

By creating a robust network of these renter referral sources, you will establish relationships
with local businesses such as auto body shops, mechanics, tow truck drivers, insurance agents,
and everyone else mentioned in this book. These businesses interact with customers who often
need rental cars, and by positioning yourself as their preferred partner, you capture renters at
the first point of contact, bypassing their need for online searches and platforms like Turo.

Because once the customer goes to google and types in “Car rental in [insert your town here]”,
the first results to populate go to the highest bidder. Turo currently owns online advertising - so
Turo pops up, and the renter reserves on Turo.

At that point even if the renter does end up in your car - Turo will take the 10% - 20% “Trip Fee”,
the max tax which will include at a minimum the state, county, & city sales tax plus the additional
car sharing tax plus any additional local tourism taxes - even though that renter is not a tourist.
One example in Utah is Turo’s 16.95% tax - compared to the basic 7.25% sales tax that a
regular car rental business would be required to charge. Add to all of that the 10% - 25%
commission Turo takes from the host depending on their plan.

This means you are giving up to 50% of the value of that rental over to Turo when you fulfill their
guests' rental reservations.



However, if you become the preferred referral source for local businesses in your area, when a
potential guest turns their car into the auto body shop (for example), they won’t even make it to
a Google search because you will catch them at that first point of contact. The auto body shop
will recommend your services due to the ease of access, local connection, and competitive
pricing you offer. Through your local networking efforts, you will become the preferred local
renter for every auto body shop, insurance agent, tow truck driver, travel agent, mechanic,
vacation property manager, and local business via community networking groups.

By doing this, you create your own growth potential—you no longer have to rely on another
entity, like Turo, to provide you with customers. You build a reliable customer base that doesn't
depend on third-party platforms. Establishing preferred partner connections with your entire
local market means you own that relationship for as long as you wish to stay in business, and
that relationship will only deepen over time. Deeper relationships increase the frequency of
renter referrals, leading to sustainable and scalable business growth.

This strategy not only enhances your local presence but also ensures a steady stream of rental
customers directly from trusted local sources.

As you develop these referral networks, you will generate a consistent number of rental days
per month, creating a demand before you even acquire additional cars for your fleet (The
CarLynx Growth Model). This method allows you to purchase vehicles with the confidence that
they will be consistently rented, thereby securing your income and expanding your business
systematically.

Developing Relationships



When establishing a relationship with a referral source such as an auto body shop, it's important
to manage your expectations and understand the realities of their business. Don't expect them
to start sending you renters every day from day one. Auto body shop managers and mechanics
are always busy. When you initially walk in, they might not have time to talk to you. Even the
front desk employee will be busy and might initially see you as just another salesperson.

Understand that these businesses already have a process in place for helping their customers
find rental cars, and usually, that process is hands-off. They typically let the insurance company
handle rental cars, and where that's not an option, they let the customer figure it out. To
succeed, you'll need to demonstrate why your service offers more convenience, better pricing,
and a superior experience for the customer. This approach can lead to increased customer
loyalty and repeat business, which are key selling points.

Auto body shop employees and managers are generally overworked, so they won't be
interested unless you can show them how partnering with you will make their lives easier.
Emphasize how your service will save them time and effort, reducing their workload while
providing added value to their customers. By positioning yourself as a helpful and reliable
partner, you can gradually build a strong referral relationship that benefits both parties.

Inter-referral relationships are built on trust, and to earn that trust, you need to deepen your
connections with these referral sources. The individuals who will refer customers to you are
often those with direct customer contact, such as the helpful front desk associate. You're asking
them to change their long-established processes, and they will only do that if they love you and
see you as a valued member of their team.

However, this won't happen without the full approval and support of the manager, so it's crucial
to establish that relationship upfront. Take the manager out to lunch, find out their interests, and
build a relationship based on shared experiences. If they enjoy professional sports, buy two
tickets and invite them to a game. If they love golf, take them golfing. This is a sales effort where
you are selling yourself. Learn and apply the best practices of highly successful salespeople to
your interactions with these referral sources.

Consistency is key in nurturing these relationships. Drop in frequently with small gifts and
expressions of appreciation, such as pizza, cookies, or donuts. Send handwritten thank-you
cards for every renter they refer to you. When you first make contact, they might forget about
you as soon as you leave. Don’t expect referrals just because you placed a sign on the
counter—signs do not create customers. You won't receive referrals until you become top of
mind for the front desk employees and integrate yourself into their existing processes. You need
to become a permanent member of their team.

Building these relationships takes time, so start now. With patience and consistency, your efforts
will gradually yield consistent business.

Developing these relationships requires patience and consistent effort. Over time, your efforts
will start to yield consistent business. Once you become front of mind and integrate new rental



solution processes that replace the old ones, your relationship will gain a level of permanency
that deepens as you continue to nourish and maintain those connections. This long-term
investment in relationships will ensure a steady flow of referrals and sustained growth for your
business.

Turning Every Renter into a Lifelong Customer

People still love to say, "I have a guy." In the car rental industry, this person-to-person referral is
alive and well. According to a five-year analysis of car rental statistics, 40% of car rentals were
conducted offline. This represents a market worth over $40 billion that is ripe for participation.

What many hosts don't understand is that every single renter carries the potential to generate
multiple rentals every year going forward. Consider all the moments in a person's life when they
might need a rental car. For example, the average age of cars, trucks, and SUVs in the U.S. is
12.6 years as of 2024. Vehicles that are 10 years or older are twice as likely to break down and
four times more likely to need a tow compared to newer vehicles. This results in approximately
69 million vehicle breakdowns each year.

Additionally, the average driver will file an insurance claim for an auto collision once every 17.9
years. In 2021, Utah alone saw 61,487 car accidents, averaging about 168 accidents per day.
Moreover, Americans travel an average of 2.9 times per year, with millennials leading the way
with an average of 3.4 getaways per year.

With an average of one breakdown every 1-3 years, one accident every 18 years, and multiple
out-of-town trips each year, every renter—and everyone they know—will need rental cars
consistently throughout their life. Your objective is to create a relationship with every renter and
provide such outstanding service that they will return to you and refer you every time they, or
someone they know, need a rental.

Your goal should be to maintain at least 20% of your rental reservations from repeat business.
This can be achieved by building relationships, wowing each customer, and simply asking for
their repeat business. Here is the final departing text you should send to every renter:

"Please save my contact as 'My Rental Guy' and reach out to me anytime you need a rental. I
am connected with a nationwide network of direct renter hosts and can find you unbeatable
prices. Until next time!"

Ask each renter if they would be interested in receiving deep discount codes on occasion from
you, and get their written opt-in. Then maintain an ever-growing “text list” of all of your renters
that you blast discount codes to every 3-6 months. While those periodic discounts will generate
rental reservations, the main purpose of those is to stay top-of-mind for each renter of yours to
remember you and return to you for all their rental needs. How will you fulfill their rental needs
when they travel? More on that later when we discuss the thriving nationwide CarLynx
Community.



Turning Every Local Citizen into a Customer

One of the most effective ways to find local customers is by connecting with local businesses
and groups. Engage with local business networks such as the Chamber of Commerce,
Facebook groups, church groups, and pickup sports leagues—the opportunities are endless.
Always keep your business card handy and be ready to hand it out to everyone you meet: the
gas station attendant, the police officer who pulled you over, the bus driver—everyone.

By doing this, you position yourself as the go-to rental connection for your entire local market.
Take every opportunity to provide rental services to everyone in your community.

You will start to receive rental reservation requests from the front desk employees, the spouses
of managers and owners, and the friends and family of past renters.

As you network with local business managers - including Directors, VPs, and Executives of
larger businesses in your area, you continue to deepen your referral base. The business
traveler is a huge source of renters. Corporate clients contribute 25-30% of the car rental
industry's revenue. As businesses continue to explore ways to cut costs in an uncertain
economy, your direct rental rates will become far more attractive.

By constantly networking and building relationships, you can establish yourself as the dominant
rental car provider in your area and network.

How to Create Long Term Renters

Depending on your business strategies, you might consider adding a revenue stream through
long-term rentals or leases.

Many of your customers need rental cars due to mechanical issues or auto body repairs on their
own vehicles. Some of them may be in the market for a new mode of transportation, making you
their first point of contact for a potential solution.

When introducing your services to new renters, inform them that you also offer long-term rental
or lease options, including rent-to-own plans.

A successful strategy employed by many hosts is to include a thoughtful card or a small gift,
such as candies, along with the explanation of these additional services.

You may be pleasantly surprised by how many short-term renters convert into long-term
customers or lessees.

And This is Just The Beginning…
The strategies outlined above are just a glimpse of the customer acquisition tactics shared and
discussed in the CarLynx Community's weekly meetings. There are virtually limitless ways to



attract customers and propel your business forward. As a member of the CarLynx Community,
your potential is boundless—not limited by fleet size or geographic boundaries.

With a list of proven customer acquisition strategies at your disposal, you now have a defined
blueprint to build a business that surpasses your wildest dreams. By following the same path
that has brought success to others in the Community, you remove luck from the equation. Your
own success will depend solely on your commitment to your own success.

We’ve been referring to the CarLynx Community from the beginning of the book. Now, it’s time
to dive in and discover what the CarLynx Community truly is and how it can become your
ultimate resource and support system as a nationwide network that empowers, educates, and
elevates car rental hosts to unprecedented levels of success.

Chapter 4: The CarLynx Community
The CarLynx Community is a thriving community network designed to elevate business owners
like you by being a part of an interconnected network of car rental entrepreneurs. Through
reciprocated referrals and cross-collaboration, you can sustainably accelerate the synergistic
expansion of our business.

The CarLynx Community was created to assist you in this process, and support you all the way
through to SBA lending, business rental insurance, and creating a local referral network that you
control.

The CarLynx Community takes a different approach than most to the vehicle rental industry. It is
not simply a conglomeration of similar businesses; it is an interactive, dynamic ecosystem in
which each of its members can thrive. Let's take a closer look to understand how the CarLynx
Community serves its members and what makes it a resource unlike any other in the vehicle
rental industry.

Definition and Core Purpose

The foundation of the CarLynx Community is built on the principles of reciprocated referrals
and cross-collaboration. This means that each member benefits not just from their individual
efforts but also from the collective efforts of the community. Such a structure ensures that all
members can accelerate the growth and expansion of their businesses in a way that would be
challenging to achieve independently.

How It Works

With the CarLynx Community, you're not just becoming a member of a network; you're gaining
access to a meticulously crafted growth model, collaborative expertise, and a comprehensive
suite of tools designed to drive your business success.



Here’s how each component of the community works to support and elevate your car rental
enterprise.

The Reciprocal Referral Program. By following the CarLynx Growth Model and creating your
own renter referral network, you will always have more renters than rental cars. By being a part
of the CarLynx Community, you join a group of interdependent entrepreneurs who are following
the same growth model. As the CarLynx Community as a whole continues to follow the CarLynx
Growth Model, all Platinum and Premium members both send referrals, and receive referrals.
That means sustainable growth, enhanced rental utilization, and group accountability.

Cross-Collaboration. The CarLynx Community shares knowledge, information, referrals,
opportunities, resources, and support among its members. By being a part of the community,
you will be trained every single week by industry experts in business law, asset management,
tax positioning, insurance, and networking to provide comprehensive expertise. You will sit in
the same virtual room as other car rental entrepreneurs who have successfully built multi-million
dollar businesses from the ground up. You will also receive personal, individualized guidance to
that SBA loan and beyond. These community members are incentivized to guide you to similar
success due to the Reciprocal Referral Program. By leveraging this collective knowledge,
training, and resources, you are empowered to build and expand a sustainable,
wealth-generating business, ensuring you control your sources of income and establish a true
business enterprise.

Access to the CarLynx Resource Vault. Gain access to our entire collection of example
walk-throughs, documents, papers, applications, records, agreements, filings, certifications, and
schedules that are essential for successful funding and establishing a living car rental business,
by managing compliance, and maintaining its operational integrity.

Access to LynxIntel. Every training meeting. Every expert guidance. Every industry insider
secret. Every networking event…Is recorded, transcribed, and locked inside the CarLynx
Resource Vault and connected with an AI Chatbot named “LynxIntel”. You will be given
unlimited, 24/7 access to an ever-growing body of knowledge - in living form (well…artificial
living form…). Imagine having the world’s leading expert in your specific business just one text
away.

Logistics Management. As an entrepreneur, your business requires you to engage in both
“Value-Adding” efforts - such as networking with an Auto Body Shop, or developing your
relationship with an insurance agent, as well as “Non-Value-Adding” efforts - such as keeping
the books, managing and tracking vehicle maintenance, or submitting your Annual Filings.
CarLynx wants to clear your schedule of Non-Value Adding efforts as much as possible. Which
is why you can hand over those tasks - including LLC Management & Filing, monthly
bookkeeping, and vehicle maintenance management to CarLynx, and free yourself up to
dominate the local referral market. These services are included in your membership at no
additional cost.



Unleashing Your Potential

By leveraging these resources and programs, you gain an unprecedented advantage in the car
rental industry. The CarLynx Reciprocal Referral Program further amplifies this growth model by
fostering a collaborative environment where members send and receive referrals within the
community. This inter-referral system ensures that even if you start with zero cars, you can still
earn from referrals while building your fleet. As you grow your network and acquire more
vehicles, the referrals from other members help fill your rental slots, creating a cycle of mutual
support and shared success. By following the CarLynx Growth Model, you not only become a
key player in your local rental market but also join a thriving community of entrepreneurs
working together to achieve financial independence and business excellence.

Achieving Business Excellence Together

The CarLynx Community is ideal for entrepreneurs who recognize the value of collective effort
and are eager to expand beyond the limitations of going it alone. It offers the structure needed
to put you squarely on the path to success while simultaneously giving you the flexibility to
adapt to changing circumstances and seize new opportunities. It offers a structured yet flexible
framework that supports the entrepreneurial journey from startup to scale.

A Strategic Alliance for Success

The CarLynx Community is more than just a network; it is a strategic alliance that empowers car
rental entrepreneurs to thrive in a competitive industry by harnessing the power of community. It
provides the tools, connections, and support necessary to navigate the complexities of the car
rental market, ensuring that each member has the best possible chance for success.

SBA Lending Application Assistance

Specialty Guidance on Loan Application: Navigating the SBA loan application process can
be daunting. The CarLynx Community provides specialty guidance to demystify this process.
Part of being a Platinum & Premium member involves guidance from a “Funding Facilitator
Guide” who has successfully received SBA funding and understands the process from preparing
your business plan to ensuring your financial statements are in order. Our community guides
who have successfully secured SBA loans themselves share their insights and experiences to
help you avoid common pitfalls and strengthen your loan application.

Starting your journey to secure an SBA loan and become a successful car rental entrepreneur
involves a clear and structured approach. Here, we outline a six-step process that not only
prepares you for SBA lending but also sets the foundation for a robust business model in the car
rental industry.

Leveraging the CarLynx Community for SBA Loan Preparation



Joining the CarLynx Community not only connects you with a network of like-minded
entrepreneurs but also provides crucial resources for securing an SBA loan. As a community
member, particularly if you opt for premium or platinum levels, you benefit from tailored support
and resources designed to streamline your loan application process.

Resources and Support Available through CarLynx:

1. Access to Document Examples and Templates:
○ Gain access to a library of document examples and templates that are essential

for the SBA loan application. This includes business plans, marketing plans,
personal financial statements, and more.

○ These resources are crafted to meet SBA standards, ensuring you start with a
strong foundation.

2. Guidance from Funding Facilitators:
○ Premium and platinum members are paired with a Funding Facilitator Guide—a

member of the community who has successfully gone through the SBA lending
process.

○ Your guide will work closely with you to ensure each document is meticulously
prepared, aligning with the specific requirements and preferences of SBA
lenders.

3. Customized Document Preparation:
○ Your Funding Facilitator will help tailor your documents to reflect the strengths of

your business model and the strategic vision outlined in your plans. This
customization goes beyond general advice, providing specific insights that
enhance the persuasive power of your application.

4. Strategic Review and Feedback:
○ Before submission, your documents will undergo a thorough review by your

Funding Facilitator to catch any inconsistencies or areas needing improvement.
○ This step ensures that your application is not only complete but also compelling,

significantly increasing your chances of approval.
5. Continuous Support Throughout the Application Process:

○ Navigating the SBA loan process can be complex and demanding. Your Funding
Facilitator will offer ongoing support and advice throughout the application
process, helping you respond to inquiries from lenders and make necessary
adjustments to your documentation.

6. Networking with Experienced Members:
○ Engage with other CarLynx members who have successfully obtained SBA

loans. Learning from their experiences can provide actionable insights and
encouragement.

Benefits of Community Support:

The structured support from the CarLynx Community transforms the often daunting process of
securing an SBA loan into a manageable and guided journey. By leveraging community
resources and expert guidance, you not only enhance your application’s quality but also foster a



deeper understanding of financial strategies that benefit your business long-term. This
collaborative approach not only prepares you for successful funding but also cultivates skills and
knowledge that are invaluable in growing and sustaining your business in the competitive car
rental industry.

Once you've submitted your initial set of documents, Prepare for a phase of underwriting that
can extend over the next 2-3 months. During this period, underwriters may request additional
documentation to verify the details of your application. Respond quickly and be thorough. This is
in some ways a test of your ability to respond and work with associates and customers.

The CarLynx Community offers an unparalleled support system designed to help you navigate
the complexities of the car rental industry and achieve remarkable business growth. By
leveraging the collective knowledge, resources, and reciprocal referral network within the
community, you are not just joining a network but becoming part of a dynamic and strategic
alliance. This chapter has outlined the foundational principles, operational mechanics, and
extensive benefits that come with being a member of the CarLynx Community. As you engage
with these resources and collaborate with fellow entrepreneurs, you set the stage for
sustainable success, financial independence, and the realization of your business ambitions.
We’d like to invite you to embrace the opportunities within the CarLynx Community, and watch
as your car rental enterprise flourishes beyond your expectations.

Chapter 5: Attainable Goals
Now that you have access to comprehensive SBA lending support and a defined plan to create
a living and ever-deepening customer base, it's time to set concrete goals and develop a
strategic plan to achieve them. Let's set some goal options and do the math to see how you can
achieve them.

Building a Sustainable Referral Network: Your Blueprint to $100,000 in Six
Months

As we already established, the cornerstone of any thriving car rental business, especially for
entrepreneurs transitioning from platforms like Turo, is the relentless development of a robust
referral network. Achieving a consistent, valuable business with predictable income hinges on
this critical strategy.

When you begin executing the CarLynx Blueprint, aim for a significant milestone: generating
$100,000 in new rental revenue within just 6-7 months. This target isn't just aspirational—it's
entirely achievable with the right approach, which involves a systematic expansion of your
referral sources.

Structured Growth of Referral Sources



Begin by setting an aggressive, yet attainable goal: acquire three new referral sources every
week during the first month. This strategy ensures that by the end of the first month, you have
built a foundation of 12 solid referral sources. As you move into the second month, slightly
reduce the pace to add two new referral sources each week, bringing your total to 20 by the end
of that month. In the third month, shift down further to adding just one new referral source
weekly, reaching a total of 24 by month's end. From the fourth month onward, focus shifts
towards maintaining these 24 active referral sources, ensuring each one is fully optimized and
continuously engaged. We will use the example of building a referral network of autobody shops
since these are typically the best referral sources for the optimal renter.

Calculating the Financial Impact

Your goal is to cultivate each referral source such that they refer at least on average 2.5 renters
per month - some more, some less, with each rental lasting an average of one week, which is
typical of an Auto Body Shop renter, at a daily rate of $45, which is a below-average daily rate
for an economy rental. Let’s break down the math month-by-month to illustrate the growth
trajectory:

Assumptions:

Each referral source refers approximately 2.5 renters per month.

Each renter averages a 7-day rental (typical of Auto Body Shop customers).

Daily rental rate is $45.

● Month 1: Create relationships with 12 referral sources, leading to a monthly income of
$9,450. Here’s the math:

○ 12 referral sources at 2.5 renters per month who average 7 day rentals at
$45/day = 12 (autobody) x (2.5 (renters) x 7 (rental days) x 45 (daily rent)) =
$9,450

● Month 2: Expand to 20 sources, increasing monthly revenue to $15,750. Here’s the
math:

○ 20 referral sources = 20 (autobody) x (2.5 (renters) x 7 (rental days) x 45 (daily
rent)) = $15,750

● Month 3-6: Reach and maintain 24 sources, where your monthly income stabilizes at
$18,900—an amount you will maintain through months four, five, and six due to
consistent referral engagement. Here’s the math:

○ 24 referral sources = 24 (autobody) x (2.5 (renters) x 7 (rental days) x 45 (daily
rent)) = $18,900

Now let’s combine all 6 months:

● Month 1: $9,450 +
● Month 2: $15,750 +
● Month 3: $18,900 +



● Month 4: $18,900 +
● Month 5: $18,900 +
● Month 6: $18,900 =

$100,800
Within 6-7 months…

By diligently following this strategy, you not only witness a sharp increase in your business's
growth during the initial months but also secure a sustainable income stream that consistently
generates approximately $18,900 each month. This steady income translates into an annual
revenue of over $226,800, effectively establishing a quarter-million-dollar business within just six
months. This achievement is a testament to the power of a well-structured referral network and
demonstrates that with dedicated and strategic effort, rapid and substantial business growth is
not just possible, but achievable. This approach sets a solid foundation for future expansion and
deepens your business’s roots in the local market, ensuring long-term success and profitability.

Building a Million Dollar Business: Your Blueprint to $1,000,000 in Two
Years

Transitioning from a quarter-million-dollar business to a million-dollar enterprise is not just a
dream but a tangible reality with the right strategy in place. The method involves a consistent
expansion of your referral network, coupled with effective management, reliable follow up and
development, and excellent service, which can substantially increase your annual revenue.

Scaling Up Your Referral Network

Here's how the growth unfolds mathematically over two years:

● Initial Months: As previously detailed, you start by aggressively adding referral sources,
reaching 24 by the end of the third month.

● Continued Growth: From month 4 to month 24, you maintain a steady pace, adding just
one new referral source per week. This consistent addition totals 80 new sources over
the next 21 months, bringing your total to 104 referral sources.

Detailed Financial Projection

Let's break down the monthly and annual revenue calculations with the expanded network, on
the same assumptions used previously:

● Calculating Monthly Revenue:
○ Each of the 104 referral sources sends an average of 2.5 renters.



○ Each renter averages a 7-day rental at a daily rate of $45.
○ Monthly Revenue = 104 (referral sources) × 2.5 (renters/mo) × 7 (rental days) ×

$45 (daily rent) = $81,900
● Annual Revenue:

○ With the monthly income stabilized at $81,900, the annual revenue amounts to:
○ $81,900 × 12 =

$982,800 Per Year
Achievability and Strategic Considerations

Achieving this scale requires more than just adding numbers; it involves cultivating deep,
beneficial relationships with each referral source and ensuring that each customer's experience
is top-notch. These efforts enhance the likelihood of repeat business and referrals which is
necessary for sustaining and growing revenue.

● Consistency and Quality: The expansion should not compromise the quality of service.
Maintaining high standards is essential as your business grows. This may require
building a team of like-minded and motivated individuals. The CarLynx Community is
composed entirely of those exact individuals.

● Maintaining Relationships: The CarLynx Community and Growth Model is based on
relationships. You will receive referrals from your network because they like working with
you. Be sure you or members of your team are always developing and deepening these
relationships with your referral sources. This will include pizza visits, cookies, thank you
texts, and genuine expressions of love and appreciation.

● Community and Support: Leveraging the CarLynx Community for support, sharing best
practices, and learning from the experiences of other members can greatly aid in
managing this growth.

● Infrastructure and Management: Adequate systems must be in place to handle the
increased operational demands. This might include investing in technology for booking
and management, hiring staff, or expanding office space.

Long-Term Vision

Setting a goal to consistently add one referral source per week and effectively manage this
growing network demonstrates a clear, long-term strategic vision. It’s a testament to the
scalability of the CarLynx model and its potential to transform ambitious goals into achievable
business milestones. With dedication and a focus on strategic growth, reaching a million-dollar
revenue mark in two years is not just a possibility, but a well-planned outcome.



By continuously engaging with your referral sources and ensuring their satisfaction, you solidify
their loyalty and encourage ongoing business, turning what began as tactical partnerships into
valuable, long-standing business relationships.

By following this structured approach, you are not just building a business; you are crafting a
resilient, expanding enterprise with deep local roots and wide-reaching potential. The success of
this model demonstrates that with determination, strategic planning, and diligent execution,
reaching over a million dollars in revenue in the competitive car rental market is not just a
dream—it’s an attainable reality.

What if you don’t have the funding for a million dollar/year business?

What if you lack the financial resources to support a million-dollar-a-year business? Can your
market even sustain 100 referral sources? Let's consider the scale of operation needed: for a
business grossing a million dollars annually with each car averaging 24 rented days per month,
you would need a fleet of approximately 76 cars.

If amassing 76 cars seems daunting, the CarLynx Community is designed to support you. You
don't need to own all these cars at the outset. Instead, you can leverage the CarLynx
Community - all of whom are following the CarLynx Growth Model. The CarLynx Growth Model
is designed to empower car rental entrepreneurs to build a stable flow of renter referrals before
expanding their fleet. In this model, entrepreneurs initially focus on establishing a network of
renter referral sources. When they receive rental referrals that exceed their current fleet
capacity, they refer these renters to a fellow CarLynx Community Member Host. For every rental
completed through such referrals, the referring entrepreneur earns 10% of the rental revenue,
thus profiting while they continue to expand their own fleet. This strategic approach ensures that
entrepreneurs can grow their business sustainably by leveraging community resources.

By referring renters to Platinum & Premium members who have the capacity, you earn 10%
from each of those rentals. This arrangement not only helps you generate income as you
gradually build your fleet but also strengthens your position for securing both SBA and non-SBA
funding. By actively managing a renter referral network and demonstrating sustained revenue
growth, you enhance your profile as a prime candidate for substantial financial backing.

As your rental referral network expands, and you establish yourself as a safe investment, you
will continue to build both clout and credit, which opens doors for additional business lending.

Does your market even have 100 referral sources? Find out for yourself. Google map “Auto
Body Shops” right now and list every result. Then google map “Insurance Agents” and list those.
Then do the same for “Tow Truck Drivers”, “Travel Agents”, “Mechanics”, “Vacation Property
Managers”. You now have hundreds of local referral sources.

You are also not limited to your own market. By leveraging the nationwide CarLynx Community
Network, you can expand as far as your ambition takes you.



Setting and achieving attainable goals is pivotal for transforming your car rental business into a
thriving enterprise. By following the strategic blueprint outlined in this chapter, you can
systematically build a robust referral network, driving consistent and substantial revenue growth.
The CarLynx Community not only provides the tools and support necessary to reach these
milestones but also fosters a collaborative environment where shared success becomes a
reality. Whether you aim to generate $100,000 in six months or scale your business to a
million-dollar enterprise in two years, the structured approach and community resources make
these ambitious targets achievable. Embrace the journey, leverage the support, and watch your
car rental business flourish beyond your expectations.

Appendix
What We Learned
Let’s review and summarize what we learned in each section:

Principles Taught in the Introduction Section

In this section, we learned the foundational principles necessary for transforming a Turo host
business into a leading local car rental enterprise capable of securing an SBA loan:

1. Unlocking Business Potential:
○ Recognize the unique position and potential you have as a Turo host to dominate

your local car rental market.
2. Securing an SBA Loan:

○ Understand the importance of obtaining an SBA loan to scale your business from
a side hustle to a primary income source.

3. Three Foundational Steps to Qualify for an SBA Loan:
○ Look like a business:

■ Ensure your business is structured properly with an LLC.
■ Maintain all necessary legal and financial documentation.

○ Act like a business:
■ Adopt operational customer-acquisition strategies and behaviors that

reflect a mature and established company.
○ Control your customer acquisition:

■ Develop direct referral sources to ensure a steady influx of customers
independent of platforms like Turo.

4. Reducing Risks and Liabilities:
○ Learn to reduce daily risks and liabilities by using legal structures to protect

personal assets and by planning for secure business capacity growth.
5. Strategic Planning and Network Leverage:



○ Learn the importance of strategic planning and leveraging a network to amplify
growth potential.

6. Legal and Operational Frameworks:
○ Gain insights into setting up the necessary legal and operational frameworks for

obtaining SBA approval and thriving beyond the loan acquisition.
7. Roadmap for Success:

○ Develop a clear roadmap for immediate success and long-term sustainability in
the competitive car rental market.

By internalizing these principles, you are equipped to embark on a transformative journey that
will turn your entrepreneurial spirit into a lucrative and secure business.

Principles Taught in Section 1: What You Need To Know About SBA Loans

In this section, we learned several essential principles necessary for Turo hosts to secure SBA
loans and transform their side job into a full-fledged car rental business:

1. Understanding SBA Loan Nuances:
○ Learn the limitations and advantages of SBA loans.
○ Identify what works and what doesn’t for SBA funding eligibility.
○ Recognize the triggers for SBA audits and how to avoid them.

2. Approaching Financial Institutions:
○ Understand the do's and don'ts of approaching banks and financial institutions.
○ Use correct terminology and terms like “flooring line” of credit which is meant for

car sales, not rentals.
3. Framing the Loan Request:

○ Frame your loan request as "inventory acquisition" or "business expansion"
rather than anything that could be associated with investment purposes.

○ Emphasize short-term rentals to align with SBA preferences.
4. Collateral Requirements:

○ Understand what assets can be used as collateral, including business assets,
real estate, and personal assets.

○ Ensure collateral has sufficient value to cover the loan amount.
5. Effective Pitch to Bankers:

○ Prepare a compelling and organized presentation for the banker, including a
detailed business plan, market analysis, and financial statements.

○ Highlight your business’s profitability and future growth potential.
6. Avoiding Red Flags:

○ Properly structure your business with a compliant LLC.
○ Ensure insurance coverage is adequate and compliant.
○ Address any issues related to personal loans on business vehicles.

7. Leveraging Background and Experience:
○ Demonstrate relevant experience and profitability in the car rental industry.
○ Present a steady primary income source to enhance loan application credibility.

8. Using Working Capital:



○ Identify what qualifies as "working capital" and use SBA loan funds responsibly.
○ Avoid using SBA funds for personal expenses or debt repayments.

9. Insurance Compliance:
○ Secure proper business insurance to qualify for SBA loans.
○ Ensure vehicles used for business are titled and insured under the business

name.
10. Required Documentation:

○ Present essential documents such as a business plan, marketing plan, financial
statements, and personal financial statements.

○ Walk into the bank well-prepared with all necessary documentation organized
professionally.

11. Vehicle Acquisition and Compliance:
○ Follow the bank’s preferred process for vehicle acquisition.
○ Hold onto vehicles for 12-24 months to demonstrate compliance.

12. Short-term Rentals and Long-term Leases:
○ Ensure rentals are short-term to align with SBA loan requirements.
○ Structure long-term leases as consecutive short-term rental agreements.

13. Improving Financial Positioning:
○ Offer substantial collateral or seek cash flow-based loans if financial positioning

is weak.
○ Improve credit scores and demonstrate a strong business plan with reliable

income streams.
14. Converting Personal Loans and Insurance:

○ Pay off personal loans and transfer vehicle titles to the business.
○ Obtain business insurance to cover the commercial use of vehicles.

15. Avoiding and Resolving Technical Defaults:
○ Use SBA loan funds responsibly and maintain clear records.
○ Resolve technical defaults by repaying misused funds and ensuring compliance

with SBA requirements.
16. Justifying Business Expenses:

○ Provide thorough documentation to justify salaries, distributions, and owner
draws.

○ Ensure all payments align with business needs and are reported properly for tax
purposes.

17. Implications of SBA Loans on Personal Credit:
○ Understand the impact of SBA loans on personal credit and the consequences of

default.
○ Recognize the risks associated with personal guarantees on SBA loans.

18. Influencing Loan Applications with Referral Networks:
○ Highlight consistent revenue streams from local referral networks to enhance

loan application credibility.
○ Demonstrate the value of established customer acquisition flows.



By understanding these principles, you are better equipped to navigate the complexities of
securing an SBA loan, thereby setting a solid foundation for transforming your Turo hosting
business into a successful and sustainable car rental enterprise.

Principles Taught in Section 2: Look Like a Business

In this section, we learned the critical steps necessary for transforming a Turo-hosted car rental
business into a legitimate and fully-fledged rental company, structured to secure SBA loans and
achieve sustained growth:

1. Transitioning from Personal to Business Assets:
○ Recognize the risks of using personal car loans and insurance for business

purposes.
○ Understand the importance of transitioning to a formal business structure to

protect personal assets and enhance financial security.
2. Establishing a Business Structure:

○ Form a Personal Assets Holding Company LLC for asset protection, tax benefits,
and ownership succession.

○ Tailor your business structure to the scale of your operations, starting with a
single LLC for smaller operations and expanding to multiple LLCs for larger
enterprises.

3. Developing a Comprehensive Business Framework:
○ Establish multiple LLCs under the holding company for purchasing and holding

assets, marketing and leasing, and overall management.
○ Ensure all LLCs are owned by the Personal Assets Holding Company to

safeguard personal and business assets.
4. Building a Local Referral Network:

○ Develop robust local referral sources, such as auto body shops, insurance
agents, mechanics, tow truck drivers, and travel agents.

○ Implement strategies for brand visibility and relationship building to maintain
strong connections with referral partners.

5. Preparing for SBA Loan Application:
○ Gather and organize essential documents for the SBA loan application, including

business plans, marketing plans, personal financial statements, resumes,
business profiles, debt schedules, tax returns, and entity documents.

○ Build a strong relationship with your banker and be transparent about your
business operations and financial status.

6. Transitioning Fleet Ownership and Insurance:
○ Use "working capital" to pay off personal loans on rental vehicles and transfer

ownership to the business.
○ Secure business rental fleet insurance to protect assets and meet contractual

obligations.
7. Navigating Legal and Financial Risks:



○ Understand the legal and financial risks of using personal loans and insurance for
business functions, including loan acceleration, insurance claim denials, and
policy rescission.

○ Mitigate these risks by transitioning to a formal business structure and securing
appropriate insurance.

8. Building a Sustainable Business Model:
○ Demonstrate to lenders a well-organized, legally sound enterprise capable of

managing risks and maximizing profits.
○ Showcase a strong local referral network and consistent revenue streams to

enhance loan application credibility.

By following these principles, you can effectively transition your car rental business from a
Turo-hosted model to an independent, professionally managed enterprise. This transformation
not only protects your assets but also positions your business for growth and sustainability,
making it an attractive candidate for SBA loans and other financing opportunities.

Principles Taught in Chapter 3: Act Like a Business

In this section, we learned the importance of acting like a professional business to generate a
steady and reliable revenue stream, which is crucial for securing and maximizing an SBA loan.
Here are the key principles covered:

1. Understanding Operational Logistics:
○ Recognize the need for efficient operations, including establishing a home base,

setting up check-in/check-out processes, and managing vehicle repairs and
acquisitions.

○ Utilize available resources and e-books to master these operational aspects.
2. Focusing on Revenue Generation:

○ Prioritize strategies for maintaining a consistent flow of revenue-producing
renters to ensure loan repayment.

○ Position yourself as a customer-creating machine, emphasizing customer-centric
business practices.

3. CarLynx Growth Model:
○ Implement the CarLynx Growth Model to create a sustainable and expandable

car rental business.
○ Focus on creating customers first and then acquiring cars to meet demand,

ensuring a steady stream of rental customers from local sources.
○ Leverage reciprocal referrals within the CarLynx Community to enhance growth

and maintain consistent rental reservations.
4. Building a Local Referral Network:

○ Identify and establish relationships with key local businesses such as auto body
shops, mechanics, tow truck drivers, insurance agents, and travel agents.

○ Ensure these referral sources recommend your services to their customers,
capturing renters at the first point of contact and bypassing online searches and
platforms like Turo.



○ Implement strategies for brand visibility and relationship building, providing
incentives and consistently engaging with referral sources.

5. Turning Renters into Lifelong Customers:
○ Develop relationships with every renter, providing outstanding service to

encourage repeat business and referrals.
○ Maintain at least 20% of rental reservations from repeat customers by staying

top-of-mind and offering occasional discounts.
○ Send departing texts asking renters to save your contact and reach out for future

rental needs.
6. Connecting with Local Citizens:

○ Engage with local business networks, Facebook groups, church groups, and
other community organizations to find local customers.

○ Always carry business cards and be ready to hand them out, positioning yourself
as the go-to rental provider for your local market.

7. Creating Long-term Renters:
○ Offer long-term rental or lease options, including rent-to-own plans, to convert

short-term renters into long-term customers.
○ Include thoughtful cards or small gifts with explanations of additional services to

encourage conversions.
8. Leveraging the CarLynx Community:

○ Utilize the CarLynx Community as a support system and resource for customer
acquisition strategies.

○ Participate in weekly meetings to learn from the experiences of other community
members and share successful tactics.

By mastering these principles, you will not only enhance your loan application but also build a
thriving car rental enterprise with a strong, sustainable customer base. This chapter provides a
blueprint for acting like a business and creating a solid foundation for long-term success.

Principles Taught in Chapter 4: The CarLynx Community

In this section, we learned the value and operational dynamics of the CarLynx Community,
designed to elevate car rental entrepreneurs through reciprocal referrals, cross-collaboration,
and comprehensive support. Here are the key principles covered:

1. Definition and Core Purpose:
○ Understand that the CarLynx Community is an interconnected network of car

rental entrepreneurs focusing on reciprocated referrals and cross-collaboration.
○ The community aims to help members grow their businesses sustainably by

leveraging collective efforts.
2. How the CarLynx Community Works:

○ Reciprocal Referral Program:
■ Create a personal renter referral network that ensures more renters than

rental cars.



■ Engage in a system where members both send and receive referrals,
promoting sustainable growth and rental utilization.

○ Cross-Collaboration:
■ Share knowledge, information, referrals, and resources among

community members.
■ Receive weekly training from industry experts in business law, asset

management, tax positioning, insurance, and networking.
○ Access to the CarLynx Resource Vault:

■ Utilize a collection of example documents, applications, agreements, and
schedules essential for business success and compliance.

○ Access to LynxIntel:
■ Gain 24/7 access to an AI Chatbot connected to an extensive body of

knowledge, providing immediate expert guidance.
○ Logistics Management:

■ Outsource non-value-adding tasks like bookkeeping, vehicle maintenance
management, and LLC management to CarLynx, allowing focus on
growing your business.

3. Unleashing Your Potential:
○ Leverage the community resources and programs for unprecedented growth and

support.
○ Utilize the Reciprocal Referral Program to earn from referrals while building your

fleet, creating a cycle of mutual support and shared success.
4. Achieving Business Excellence Together:

○ Recognize the importance of collective effort and flexibility in achieving success.
○ Benefit from a structured framework that supports the entrepreneurial journey

from startup to scale.
5. SBA Lending Application Assistance:

○ Specialty Guidance on Loan Application:
■ Receive guidance from Funding Facilitator Guides who have successfully

secured SBA loans.
○ Access to Document Examples and Templates:

■ Utilize a library of documents tailored to SBA standards, including
business plans, marketing plans, and personal financial statements.

○ Customized Document Preparation:
■ Work with Funding Facilitators to tailor documents to reflect the strengths

of your business model and strategic vision.
○ Strategic Review and Feedback:

■ Undergo thorough reviews of documents to ensure completeness and
compelling quality.

○ Continuous Support:
■ Receive ongoing support throughout the SBA loan application process,

responding to inquiries and making necessary adjustments.
○ Networking with Experienced Members:



■ Learn from other community members who have successfully obtained
SBA loans, gaining actionable insights and encouragement.

6. Benefits of Community Support:
○ Transform the complex process of securing an SBA loan into a manageable and

guided journey.
○ Enhance your application’s quality and foster a deeper understanding of financial

strategies through community resources and expert guidance.
○ Prepare for the underwriting phase, ensuring timely and thorough responses to

additional documentation requests.

These principles offer a clear lens through which to view the CarLynx Community. They allow an
understanding of the essential resources, the expert guidance, and the collaborative environment
that the CarLynx Community affords. And from this understanding emerges a view of the community
that is inevitably favorable. Joining the CarLynx Community seems to me a surefire way to gain
within the car rental business sustainable growth, financial independence, and business excellence.

Initial Forms Required For SBA

Fillable SBA Form 1919
Business Profile
Equipment List
Certificate of Beneficial Owner
Business Debt Schedule
Personal Financial Statement
WC Form
SAMPLE - Projection of Finances
Use of Proceeds

https://drive.google.com/file/d/1VZOixDNAjvubNO8NqCk6TgcsLrCZIzkL/view?usp=sharing
https://drive.google.com/file/d/14TsDTjTl45KXC5FKCPYB7__ZNgQcR6mv/view?usp=drive_link
https://drive.google.com/file/d/1OJKrlhpggrmKmUn1hvRz9494rAuVlhop/view?usp=sharing
https://drive.google.com/file/d/1nTCEPHp05I-wm2Ye-RZwycWdNUr32oue/view?usp=sharing
https://docs.google.com/spreadsheets/d/1rUomBuMmKFYShO-N5_qXv4HPacavoeQx/edit?usp=sharing&ouid=114212064961286776799&rtpof=true&sd=true
https://drive.google.com/file/d/1-qqDhJmcl_ekMu16rbzLpHJU9f91VAzz/view?usp=sharing
https://docs.google.com/spreadsheets/d/1XTn74ArupymdZP2zMxWXfHwkePXHZRm-/edit?usp=sharing&ouid=114212064961286776799&rtpof=true&sd=true
https://docs.google.com/spreadsheets/d/1RxqMgsIswjIuQ2o5kr5OoPHzTjeU9xml/edit?usp=sharing&ouid=114212064961286776799&rtpof=true&sd=true
https://docs.google.com/spreadsheets/d/1mAgu0Zy7Qyxx_NpJ__eDITtwDgeY5HXB/edit?usp=sharing&ouid=114212064961286776799&rtpof=true&sd=true


Letter From The Owner

The CarLynx Community was created after I found my way to SBA lending through costly trial
and error, multiple rejections, and finding my way to the optimal path forward through taking
many sub-optimal and expensive paths downward. After finally realizing that the strictly Turo
route was an unprofitable path forward, I had to find a solution. I was $280,000 in SBA debt and
having difficulty keeping up with debt payments, insurance, depreciation, the 90 plan $2,500
Turo deductibles, maintenance expenses, and all the other costs of running a strictly Turo
business. Not to mention being forced to wash and deliver my fleet by myself because there
was no margin for paid help. All while maintaining a full time job, being an active church-goer
and youth leader, and making sure my wife and kids had no idea how busy I was.

Then as I started developing the CarLynx Growth Model and connecting with Auto Body Shops
and Mechanics I was amazed at how receptive these businesses were to the idea of referring
their customers. And further amazed that nobody is doing this. This particular strategy for
customer acquisition isn't being utilized. The local neighborhood rental market is open and
available for anyone who wishes to take it.

As I reached out to other Turo hosts to send them referrals, I discovered how isolated we all
were. Each host had unique experiences and insights, and I realized we could all benefit from
sharing these discoveries. By working together to enhance each other's success, we could grow
faster. When local rental car hosts collaborate, everyone wins: the referring business offers a
local solution, the renter gets discounted rates, the referring host earns referral commissions
and can use it to scale their operations, and the fulfilling host gains a direct customer they
wouldn't have had otherwise.

Then as I discussed the idea with the experts - the attorneys. The accountants. The bankers.
They naturally all expressed interest at the idea of offering their services to an entire community,
and were completely willing to join meetings and share professional insider information to the
group.

The CarLynx Community is still in the exciting launch phase. I would love to invite you to join me
in building this exciting movement. To learn more, watch these videos below. I would love to just
talk with you as well! Send me an email, text me, or call me. And let's explore how we can
create your path to all of the success you have imagined, and how we can build this community
together.

I wish you the best of luck, and the most fulfilling life possible.

Sincerely,
Trent Frazer
Founder, CarLynx Community
801-326-7752
trent@mycarlynx.com
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