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Today’s Topics

1) Bankruptcy Stats 
2) Sales & Credit
3)Credit Application Trade References 
4) Something Doesn’t Make Sense
5) How do troubled Companies Survive



2025 Bankruptcy Stats 

2025 Full Year (U.S. Courts data): Total 
filings 574,314 (+11% YoY)

Business: 24,737 (+7.1% YoY)

Non-business: 549,577 (+11.2%)



Early 2026 

Momentum 

Continues

• Q1 2026:

•  5,529 total business filings

• Non-Business  ~145,000



Why The 
Surge? (fraud) 

High interest rates, 

persistent inflation, 

restricted credit 

access

Post-pandemic buffer 

erosion + supply chain 

pressures

Recovery rates remain 

low (~5.4% for 

unsecured creditors)



Sales & Credit



Sales & Credit Alignment 

Hurdles
Conflicting Goals: Sales targets volume; Credit targets risk control.

Application Friction: Sales sees the credit application as a hurdle to 
closing; Credit sees it as vital protection.

Data Disconnect: Sales uses relationships; Credit uses financials

Cash Flow Strain: Customer want longer terms; Credit needs fast 
collection. (DSO)

System Silos: Disconnected software leads to wasted effort on bad 
leads.



Empowering Credit 

Managers

Customer Visits

Credit Managers participate in high-balance sales visits, resolving 
issues and building stronger relationships with clients.

Key Words-Phrases

SBA, Factoring, MCA, Concentration

Frictionless Onboarding: Optimizing the credit application process 
to be fast and digital, preventing "deal fatigue" for the customer.

Early Warning Sharing: Providing sales with real-time data on 
industry shifts, bankruptcies, or customer red flags so they can pivot 
focus toward more stable revenue.



Bank References – Credit Application



The Small Business Administration lent $390 billion to keep 
businesses afloat. 

Getting paid back is proving difficult.



Key Aspects of SBA COVID Loan Losses- 

Loan Delinquencies and Defaults

d

• An estimated 860,000 loans became delinquent, totaling 

over $59 billion

• Treasury Referrals: By March 2026, the SBA had referred 

more than $75 billion in delinquent loans to the U.S. 

Department of the Treasury for collection.

• Failed Collections: The SBA did not adequately conduct 

post-default site visits, report delinquent borrowers to credit 

bureaus, or maintain security interests on borrower 

accounts, reducing the likelihood of recovery on $47 billion 

in charged-off loans.

https://www.nytimes.com/2026/03/24/business/economy/sba-pandemic-loan-defaults.html
https://www.nytimes.com/2026/03/24/business/economy/sba-pandemic-loan-defaults.html


Why are so many big companies using merchant cash advances?

Market Scale: Global value reached $22.17B



MCA VS Traditional Banking

Feature Merchant Cash Advance (MCA) Traditional Bank / SBA Loan

Pricing Model Factor Rate (1.15 – 1.50) Interest Rate (APR)

Typical Rate Fixed multiplier of principal 7.5% – 14.75% (Prime-linked)

Effective APR 40% – 350%+ 8% – 15%

Secured Unsecured/Secured Secured

Other Fees ACH, Underwriting ($200–$1k) Packaging, Guarantee (SBA)

Repayment Daily/Weekly (Variable % of sales) Monthly (Fixed amount)

Speed Same-day to 48 hours 2 weeks to 3 months

Early Payoff No savings (Total cost is fixed) Interest savings (No prepayment penalty)



Case Study- First Brands
BKwire Case 40205

GM Held ‘Urgent’ Supplier 
Meeting Over First Brands 
Bankruptcy Exposure



13,000 Unsecured Creditors



• Near-Zero Recovery for Unsecured Creditors

Impact: Large write-offs and permanent loss of unpaid receivables.

• Lost Sales Volume from Business Wind-Down

Major units (brakes, remanufacturing, Autolite) already winding down or shifting to 

Chapter 7 liquidation. Customers switching suppliers fast.

Impact: Unsecured vendors lose both old claims and future revenue as First Brands 

shrinks dramatically.

• Customers Face Credit Pullback and Lost Bank Lines

Fraud scandal triggers banks/factors to tighten or cancel facilities for any auto 

suppliers using heavy factoring or off-balance-sheet financing.

• Impact: Your downstream customers may lose bank support, seek alternative 

financing, request longer terms from you, or go out of business — creating more 

lost sales and higher default risk.



Case Study- First Brands
BKwire Case 40205

GM Held ‘Urgent’ Supplier 
Meeting Over First Brands 
Bankruptcy Exposure



BKwire Case Study- 48506

Samson Metal and Machine
Lakeland, FL 

manufacturing machinery and equipment and parts



Monitor Large Credit Exposures: 
Conduct regular customer visits to 
evaluate financial stability and mitigate 
risks for significant credit accounts.

Track Bankruptcy Trends: Use 
BKwire.com daily to monitor sector-
specific bankruptcy data, and industry 
leaders staying proactive on potential 
risks.

Proactive Risk Management: Combine 
thorough documentation, direct 
engagement, and use NACM Connect.



Questions?
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