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FIGURE 1:

SMBs with access to at least one financing source
Share of SMBs that have access to at least one type of financing

50% 51.8%

48.3%

45.9%

45.0% 44.9%
40%

2%

Share of SMBs that
report having access to
financing sources

So what:
Apr. May Jun. Jul. Aug. Sep. Oct. Nov.

Nearly half of small to mid-sized businesses (SMBs) are not in 2024 2024 2024 2024 2024 2024 2024 2024
the credit market, but they could be brought in with the right

Oﬁ:ers or SOLUtlonS' Source: PYMNTS Intelligence
SMB Growth: Credit Access — 10 Impact Statements, December 2024

N varies by month surveyed;
N = 573: Complete sample for November 2024, fielded Nov. 8, 2024 — Nov. 25, 2024

PYMNTS
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SMBs generating more than $1 million in revenue
are twice as likely to have access to business credit
than SMBs generating less than $150,000 in revenue.

FIGURE 2: So what:

SMBs with access to financing L .
Share of SMBs that have access to at least one type of business or personal source of Access to credit is not equal for SMBs. Those with more resources

financing, by business demographic are in positions to get business credit options, which can ultimately
help an SMB develop a robust credit portfolio.

50%

39.7%

40% WHOLE SAMPLE

30%
33.6%
WHOLE SAMPLE
20%

10%

26.4% 23.8% 34.4% 28.8% 44.8% 37.7% 51.2% 391% 45.9% 33.6% 25.0% 29.5% 46.3% 37.2% 33.6% 31.2% 33.9% 28.5%
Weak Neutral Strong $1M or more $150K - $1M $150K or less Increasing Stable Decreasing
revenue revenue revenue
CURRENT CASH FLOW STATUS REVENUE REVENUE CHANGE
® Business source @ Personal source )
Source: PYMNTS Intelligence

SMB Growth: Credit Access — 10 Impact Statements, December 2024
N = 573: Complete sample for November 2024, fielded Oct. 4, 2024 — Oct. 18, 2024

PYMNT:
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Share of firms that have access
to a business credit card

So what:

Credit cards — business or personal — are the most common
forms of financing SMBs have access to. Other forms of credit
are either less accessible or SMBs do not know how to go
about obtaining them.

FIGURE 3:
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Types of financing SMBs can access
Share of SMBS that have access to select types of financing

31.8%

Business
credit cards

n

2

13.7%

Personal investment
assets that could be
liquidated

n
it

9.7%

Unsecured business
bank loans

|
8

4.0%

Loans from
employees

NS

®Y
21.0% 14.2%
Personal Working capital loans
credit cards from a bank

n »
&

121% 10.7%
Personal loans Business loans
from a bank from online lenders

O O

4 Tefal
17.7% 4.0%
Loans from family Mortgage loans
or friends against my house

Source: PYMNTS Intelligence

SMB Growth: Credit Access — 10 Impact Statements, December 2024
N = 573: Complete sample for November 2024,

fielded Oct. 4, 2024 - Oct. 18, 2024
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19/

Share of SMBs with access to financing that
generate revenues of more than $150,000
and have access to a business credit card

FIGURE 4: So what:
SMBs’ revenues and their access to financing . ) .

Share of SMBs with access to financing reporting the types of financing sources they have access Among those that have access to financing, higher-revenue SMBS
to, by annual revenue are more likely to have access to the types of credit that can

ultimately help their business.

100%

80%
71.0% 71.7%
63.7%

60%
55.3%

44.3% %
40% 43.3%
32.9% s 31.8%
28.5%27.9% 27.8%196.89 5%
. ’ 26.8%24.4% 21.9%
20% 17.8%
10.1% 1.2% 10.1% 10.9%
3.9% 3.8% LT A
Business Personal Working capital Personal Personal loans  Business loans Unsecured Loans from Mortgage loans Loans from Another type of
credit cards credit cards loans from investment from a bank from online business family or against my employees commercial loan
a bank assets that leaders bank loans friends house from a financial
could be institution
liquidated
Source: PYMNTS Intelligence
SMB Growth: Credit Access — 10 Impact Statements, December 2024
® $1M or more @ $150K - $1M $150K or less N = 239: SMBs that had access to financing as of November 2024, fielded Oct. 4, 2024 — Oct. 18, 2024

INTELLIGENCE © 2024 PYMNTS All Rights Reserved
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FIGURE 5:

The sources of credit SMBs use
Share of SMBs with access to credit that use select types of financing

51.8%
511%

35.3%
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Business
credit cards

® $™M or more @ $150K - $1M

34.8%

20.9%
18.2% 181%

Personal Working capital
credit cards loans from
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$150K or less

12.7%
10.4%
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Personal
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assets that

could be
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5%

Share of low-revenue SMBs with

access to credit that use the
owner’s personal credit card

So what:

Because many lower-revenue SMBs depend on personal sources of financing,
they may not be able to build a good credit portfolio and, as a result, may not
be able to access business sources of credit, limiting their growth potential.

11.6%

10.2%

Personal loans
from a bank

14.3%

7.4% 8:0%

Business loans
from online
leaders

18.0%

4.8%
1.3%

Unsecured
business
bank loans

12.8%

4.3% 4.8%

Loans from
family or
friends

4.2% 3.9%

0.0%

Mortgage loans
against my
house

T7%
5.7%

0.0%

15

Loans from
employees

Source: PYMNTS Intelligence
SMB Growth: Credit Access — 10 Impact Statements, December 2024
N = 573: Complete sample for November 2024, fielded Oct. 4, 2024 — Oct. 18, 2024
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FIGURE 6:

Strategy or necessity: Why SMBs turn to credit
Share of SMBs reporting they use financing for select reasons

$ 1919

LV

Share of SMBS that use ® s | o |
financing out of necessity

209
So what: 8.7% 1.6% 14.8% 1.2% 21.5% 18.9% 18.2% 12.6%
® 21.5% ® 19.7% ® 18.4% ® 26.0% ® 13.1% ® 13.3% 18.8% 18.9%
. . ® 25.5% ® 27.0% ® 25.6% ® 30.9% ® 27.7% @ 22.7% ® 28.5% ® 30.5%
Many SMBs resort to usi ng credit 33.5% 29.3% 24.3% 21.9% 25.1% 30.7% @ 22.6% @ 26.2%
® 10.8% ® 12.3% ® 16.8% ® 10.1% 0 12.7% ® 14.4% ® 12.0% ® 11.8%
not because they want to but Apr. May Jun. Jul. Aug. Sep. Oct. Nov.
because th ey have to. Lenders that @ Used financing only as a strategy 2024 2024 2024 2024 2024 2024 2024 2024
. Used financing mostly as a strategy
understand these differences m ay ® Used financing out of necessity about half the
be able to target their offeri ngs to time and as a strategy the rest of the time Source: PYMNTS Intelligence
. . . . ® Used financing mostly out of necessity SMB Growth: Credit Access — 10 Impact Statements, December 2024
Su ppOI’t SMBs in different situations. Used financing only out of necessity N varies by month surveyed; N = 573: Complete sample for November 2024, fielded Nov. 8, 2024 — Nov. 25, 2024

PYMNTS
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FIGURE 7:

How SMB revenue shapes their credit use
Share of SMBs that used financing citing whether they used it strategically or out of
necessity, by annual revenue

WHOLE SAMPLE

28.5% 34.5%

$1M or more

8 /o 24.6% 48.4%

Share of high-revenue SMBs
that use financing strategically $150K - $1M
most or all of the time 34.4% 29.9%

$150K or less

So what: 24.6% 23.1%

Half of SMBs generating less than $150,000 in revenue use credit
because they need to, indicating that they are in tough financial

1+1 H _ o) g Used financing mostly or only Source: PYMNTS Intelligence
pOSItlonS' i ContraSt’ hlgh revenue SMBs are 93% more like ly to out of necessity SMB Growth: Credit Access — 10 Impact Statements, December 2024
i 1 i = @ Used financing strategically and N = 573: Complete sample for November 2024,

use financing strategically than lower-revenue SMBs. e T Sy e mlete sample Tor November 2008

@ Used financing mostly or only
as a strategy

INTELLIGENCE © 2024 PYMNTS All Rights Reserved
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FIGURE 8:

Why SMBs do not use the credit they have
Share of SMBs with access to credit stating the reasons to not use it

~ S

42.0% 22.5% 16.2% 15.8%
Did not need it High fees and/or High repayment Restrictive eligibility
interest rates amounts requirements

N W W @

0000000000
88800000ee
‘::EEI;"[?!:””' 10.9% 6.9% 5.9% 4.9%

Debt-related issues Low credit limits Difficult application Primary bank not
process offering suitable

Share of SMBs with access . . . credit p:ducts
to credit that do not use it

o 4.8% 4.5% 3.9% 3.6%
due to high fees
Delayed fund Unclear or hidden  No rewards or deals Data security
access terms and conditions offered concerns

So what:

31% 2.0% 1.4% 4.4%
Lenders that want to increase their appeal to SMBs must
underSt?’nd and.address the top concerns stopping SMBs Short repayment  Confusing repayment  Limited payment Other
from using credit products. time frame tracking options

Source: PYMNTS Intelligence
SMB Growth: Credit Access — 10 Impact Statements, December 2024
N = 239: Complete sample for November 2024, fielded Oct. 4, 2024 — Oct. 18, 2024

PYMNTS
INTELLIGENCE © 2024 PYMNTS All Rights Reserved
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FIGURE 9:

Credit access and confidence in business survival
Share of SMBs stating likelihood of survival in the next two years, by access to credit

WHOLE SAMPLE 6.8%

79.4% 13.8%

Access to credit 4.6%

SMBs without access to credit 83.7% 11.7%
are five times more likely to

be worried about survival than
those with access to credit.

No access to credit

46.7% 29.8%

So what:

Access to credit provides SMBs with flexibility and access
to funds even in hard times. Data shows how this access

. 9 . . . o
increases SMBs’ confidence in their ability to weather @ very or extremely likely Source: PYMNTS Intelligence
@ Somewhat likely SMB Growth: Credit Access — 10 Impact Statements, December 2024
Slightly or not at all likely N = 573: Complete sample for November 2024,
fielded Oct. 4, 2024 - Oct. 18, 2024

challenging economic conditions.

PYMN
INTELLIGENCE © 2024 PYMNTS All Rights Reserved
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Share of SMBs with strong cash flows not currently
using a credit card that report they would like to use
one to make B2B payments

FIGURE 10: So what:

SMBs' interest in using credit cards to make B2B payments in the future ) ) .
Share of SMBs that do not currently use a credit card to make B2B payments When given the option, SMBs with strong cash flows want to lever-

but would like to age financing to make business-to-business (B2B) payments, which
can improve their cash flows even more.

100%

80%
60%
40%
20%

©69.8% ©15.2% ©90.5% ®4.0% ©83.6% ©5.6% ©57.7% ®©22.5% ©61.6% ©9.0% ©63.8% ©21.7% ®75.3% @14.0% ©83.0% ©4.6% ©73.9% ®©10.1% ©61.9% ©22.5%
15.0% 5.4% 10.7% 19.8% 29.4% 14.5% 10.8% 12.4% 16.0% 15.6%
WHOLE 21 or more 11to 20 10 or less Weak Neutral Strong $1M or more $150K - $1M $150K or less
SAMPLE
NUMBER OF MONTHLY B2B PAYMENTS CURRENT CASH FLOW STATUS REVENUE

Source: PYMNTS Intelligence
SMB Growth: Credit Access — 10 Impact Statements, December 2024
N = 213: SMBs that do not typically make B2B payments with credit cards, fielded Oct. 4, 2024 — Oct. 18, 2024

® Interested @ Neither interested nor uninterested Not interested

PYMNT:
INTELLIGENCE © 2024 PYMNTS All Rights Reserved
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LIABILITY FOR INCIDENTAL OR CONSEQUENTIAL DAMAGES, AND IN SUCH CASES
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Components of the content original to and the compilation produced by PYMNTS
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would like to subscribe, please email us at feedback@pymnts.com.



http://www.pymnts.com
mailto:feedback%40pymnts.com?subject=SMB%20Growth%3A%20Credit%20Access%20%E2%80%94%2010%20Impact%20Statements%20eBook

