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A QUARTERLY FEC SUPPLEMENT TO
BOWLING CENTER MANAGMENT

FUNDING FUNDAMENTALS FOR FECs

St BOWLING CENTER

By Frank Seninsky

Small businesses these days are certainly having

a tough time borrowing money for renovations,
expansions and new start-ups. As much as this

has affected traditional bowling centers and their
attempts to modernize, it has also hurt start-up
FEC models. This particular segment has been rav-
aged by denials from the lending world. The term
“start up” has lenders shaking their heads “no.”

But obtaining financing is still possible, as long
as you know the right steps to take. In fact, having
bowling involved in your FEC can be quite helpful.
It's a lot like converting a 4-10 split.

It takes a bit of knowledge and some practice
to convert a 4-10. To have only one opportunity
to make this spare means having all of your ducks
in a row and the poise and confidence to aim and
follow through. Just blindly rolling the ball and
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THE FEC MARKET HAS
ALSO SUFFERED FROM
THE LENDING CRUNCH

leaving your chances to luck is not an advisable
approach, nor should it be for your FEC business.

RULES OF THE ROAD

The new financial market fundamentals now
require 33-35% equity, and perhaps as much as
40%, which is much higher than in the past. This is
a sign of the times. Lenders want to see that you
have “skin in the game.” For example, if you need
$100,000, a lender will loan you $60,000, know-
ing that you are putting $40,000 into purchasing
assets, and they may feel comfortable (depending
on what the assets are) in knowing that they can
liquidate these assets for $60,000 with you losing
all of your $40,000 (their cushion).

WHAT LENDERS LOOK FOR
The Basic Business Plan. The fundamental ele-
ments of a business plan that lenders/investors
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