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“I would highly recommend 
LendingUSA to any medical practice 

seeking a first-class financing option for 
their patients.”

Ladd Atkins, Face and Body Medical Aesthetics
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AN INTRODUCTION TO POINT-OF-SALE FINANCING
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INTRODUCTION

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING

If you’ve ever bought a car, remodeled a room 

in your home, or shopped for a high-end TV, 

chances are the business you purchased from  

offered you a financing plan. The appeal of 

financing is simple: it helps people buy things 

they normally couldn’t afford.

Financing is a convenient solution for consum-

ers, who can turn an expensive, big-ticket item 

into a more budget-friendly monthly payment. 

It’s also great for business owners, who can im-

prove their sales by easily increasing custom-

er’s purchasing power. As a medical profession-

al, you likely already offer at least one financing 

option.

But financing has evolved in recent years. 

Thanks to advances in fintech (financial tech-

nology), medical professionals have more op-

tions than ever to help patients pay for services 

and grow their practice.

If you’d like to know more about how patient 

financing works or are exploring patient pay-

ment options, this eBook is here to serve as 

an introductory overview. With it, we hope to 

help you feel more comfortable choosing the 

financing option that’s right for your practice!



5 PB

PART I: 
THE MODERN 
POINT-OF-SALE
The way people pay for things has changed dramatically in the last 
few years. Here’s what that means for your practice.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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HOW ARE YOUR
PATIENTS
PAYING?
When insurance coverage is lacking, or deductibles are high, patients are likely going to pay 
for your services one of four ways. Here’s how they compare.

1Source: https://www.creditcards.com/credit-card-news/ownership-statistics.php

CASH
Cash (or check) is the simplest and most 

straightforward option, so it’s no surprise that 

many businesses prefer it. No fees. No fine 

print. No waiting. After the appointment, your 

patient pays the cost of their treatment, and 

the transaction is finished.

With something so simple, what are the down-

sides? In many cases, it’s not a realistic option 

for the consumer. Cash transactions require full 

payment upfront, and if the cost of treatment 

is a few thousand dollars or more, it can be 

more than the patient can come up with all at 

once.

Cash payments may also make patients less 

inclined to commit to additional adjustments 

or services, like an ongoing treatment package. 

If a patient is intent on using cash to pay, they 

probably won’t have the flexibility to spend 

another $1,000 when it comes time to make 

the purchase.

CREDIT CARDS
In 2014, it was estimated that the average 

American had 2.6 credit cards each - and if you 

remove the people who use no credit cards at 

all, that number shoots up to almost 4 credit 

cards per person1.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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CREDIT CARDS (CONT’D)
Credit cards are a popular payment choice for 

Americans, with many preferring them over 

cash. But they also have their downsides – pa-

tients typically get high interest rates, penalty 

interest and late fees for consumers. For your 

practice, there are processing fees that take a 

percentage of every transaction.

Specialty credit cards have risen in popularity, 

as well, with many businesses accepting cards 

that can only be used for specific purposes, 

such as medical costs. While having a card 

devoted exclusively to certain costs can be 

convenient for patients, they are generally 

pricey for your practice to access, with steep 

usage and processing fees that can add up to 

thousands of dollars each year.

DIGITAL WALLETS
Mobile payment through a digital wallet is the 

new kid on the block, and has quickly become 

an alternative to physical credit cards. The con-

venience of mobile payments is undeniable; a 

quick tap with your phone and the transaction 

is completed, no card or cash required.

However, many brick-and-mortar businesses 

have been slow to adopt mobile payments, 

with only 36% reporting that they accept pay-

ment digitally. And even fewer consumers – 

just 16% - have reported using a mobile wallet 

to pay for something2.

What makes people hesitant to start using 

digital wallets? Security is a big concern. Sev-

eral high-profile hacking incidents have made 

people wary of using their phones for financial 

transactions. Until those issues are addressed 

and people’s minds are put at ease, digital wal-

lets may not see the widespread use that some 

have predicted.

2Source: https://www.creditcards.com/credit-card-news/payment-method-statistics-1276.php

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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INSTALLMENT LOANS
While financing via installment loans has long 

been common for major purchases like cars, 

it’s been growing in popularity as an option 

for other items. It’s now common for peo-

ple to take out a loan for things like medical 

treatment, home renovations, pets, and even 

funerals.

So, what’s changed? Online and point-of-sale 

lending technology have made financing more 

accessible than ever for businesses and their 

patients. Instead of the days (and sometimes 

weeks) it used to take for a borrower to hear 

back about a loan application, the entire pro-

cess now takes just a few minutes.

This makes financing a convenient payment 

option at the point-of-sale for virtually any 

business that sells large-ticket items or services 

- like medical procedures. Patients benefit from 

budget-friendly fixed terms and payments, 

while you get upfront payment with minimal 

risk of late payments or chargebacks.

WHAT’S THE BOTTOM LINE?
In today’s market, patients expect to have a variety of payment options available to them. Offering point-

of-sale financing is a seamless way to improve the services and convenience you provide your patients, 

while also growing your business by giving them access to more purchasing power. For patients who want  

a budget-friendly way to pay for their treatment, installment loans are the clear winner.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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PART II: 
FINANCING
BASICS
The way we store, manage, and spend our money has completely 
changed over the course of just a few decades. Here’s what you 
should know about these changes - and why offering point-of-sale 
financing is a smart choice for your practice.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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LENDING HAS CHANGED
The concept of lending is anything but new. However, the ways that people can 

apply for and receive loans most certainly are.

How money is stored, managed and spent has been revolutionized in the last 20 

years. The expectation today is that a transaction will take place almost instantane-

ously, but this has not always been the case. Until recently, finance and the ex-

change of money was a slow and paper-driven process.

Finance and technology didn’t always go together as they do today. The term “fi-

nancial technology” was only coined in 1993, and most were not familiar with the 

concept. Today, most consumers are aware of “fintech”, and have in some way been 

impacted by it. 

One look at your smartphone, and it’s obvious how much has changed in the finan-

cial world — and personal lending has evolved right along with it. With the rise of 

online application processes and technologies like Instant Bank Verification, it takes 

far less time to approve, underwrite, and fund a loan.

This makes financing a much more viable and attractive option for a number of 

businesses - including your medical practice.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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HOW FINANCING HELPS MEDICAL PROFESSIONALS

• Higher profits

• Fast, direct funding to your account

• Upfront payment*

• No fees for promotional financing

• Bigger loans than specialty cards

Key Benefits for Medical Professionals

Having a financing option directly at the point-of-

sale helps your practice in several ways.

Most importantly, offering financing to your pa-

tients can drive business. Convenient access to a 

financing option makes paying for more expen-

sive procedures more viable for many patients.

There’s also less risk to your practice when a pa-

tient pays with an installment loan, because you 

get funded directly by the financing company. 

That means no late payments to chase down and 

minimal risk to you in the case of default or bank-

ruptcy. Plus, all approved loans are good for your 

practice only - they can’t be used at a competitor 

who may try to underbid you.

Another benefit is that when someone applies 

and is pre-approved, they receive a maximum 

loan amount that may be more than their esti-

mated cost of treatment. This can help you sug-

gest additional services or treatments the patient 

may have previously felt they could not afford.

Finally, here’s something to keep in mind — many 

lenders and credit card companies are unable 

to approve financing or credit for patients with 

sub-prime credit. However, LendingUSA is able to 

approve a wider range of credit scores than most, 

so you can offer great service to more patients 

and grow your practice year over year.

*Certain restrictions apply.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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HOW FINANCING HELPS PATIENTS

• Pre-approval decisions in seconds

• No prepayment penalty

• No interest on principal if repaid in full 
within 6 months

• Fixed rates

• Low monthly payments

Key Benefits for Patients

Why would a patient choose to finance their 

procedure with an installment loan rather than a 

credit card? There are several reasons financing 

can make more sense for them.

First, unlike a credit card, an installment loan has 

fixed terms and fixed payments. When a patient 

uses one to finance their treatment, they benefit 

from set payment terms which do not fluctuate. 

Unlike with a credit card, the interest rate doesn’t 

change, and they’ll know exactly when the bal-

ance will be paid in full - both very helpful when 

it comes to managing a budget.

Financing with an installment loan also allows for 

more flexibility because it doesn’t affect the per-

son’s credit limit on their existing credit cards. This 

lets them keep their credit cards for emergencies 

and other situations where they might need to 

make a large payment quickly.

Many lenders don’t charge prepayment penal-

ty fees, so if a patient pays the loan in full early, 

they aren’t charged extra. Some companies even 

promote early repayment with financing plans 

featuring reduced rates or no interest charges. 

For example, LendingUSA offers a patient-friendly 

program with no interest on principal on all loans 

repaid fully in six months or less*.

*Applies to all loans repaid in full within six months. To check the rates your patients qualify 
for, LendingUSA does a soft credit pull that will not impact their credit score. However, if 
they choose to continue their application, their full credit report will be requested from one 
or more consumer reporting agencies, which is considered a hard credit pull.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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PART III: 
CHOOSING A
PROVIDER
You’ve decided to enroll with a point-of-sale lender and start offering 
financing directly to your patients. Congratulations! You’ve taken the 
first step to growing your practice and helping more patients afford 
treatment.

The next decision you’ll need to make is deciding which financing 
company is the best choice for your practice and patients. Here 
are some helpful factors to consider when evaluating financing 
companies.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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FACTORS TO CONSIDER

PRICING

The cost of setting up and using point-of-sale 

financing can vary significantly depending 

on the financing provider. While LendingUSA 

offers full payout on all prime loans, discount 

fees for other providers can be as low as 5% 

and go all the way up to 30% for riskier loans.

Discounts aren’t the only things a financing 

provider can charge. Some of them have fees 

for initial enrollment and/or fees for continued 

membership - on a monthly or annual basis.

Some providers also charge a fee to offer 

special promotional financing options. These 

promotional plans generally involve a lower 

interest rate for a set period.

For example, when a patient takes out a loan 

with LendingUSA, they pay no interest on 

principal if the loan is repaid in full within six 

months*. This promotional feature is offered 

at no additional cost on all of our loans, and is 

often an expensive extra with other lenders.

APPROVAL RATES

How many of your patients will get approved for 

financing, and how quickly, will depend on the 

underwriting criteria and approval process of 

the financing provider you choose to work with. 

Some providers will only finance patients with 

very high credit scores and a near-perfect credit 

history, while others, like LendingUSA, can 

approve a broader range of applicants. Provid-

ers may also vary with how long they take to 

approve an applicant.

Before enrolling with a financing company, 

make sure to ask them about their credit criteria. 

Higher approval rates mean more patients for 

your practice!

*Applies to all loans repaid in full within six months. To check the rates your patients qualify 
for, LendingUSA does a soft credit pull that will not impact their credit score. However, if 
they choose to continue their application, their full credit report will be requested from one 
or more consumer reporting agencies, which is considered a hard credit pull.

Before you choose a financing provider, ask about the 
following items:

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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CUSTOMER SERVICE

Nobody wants to work with a company that 

has a reputation for providing poor custom-

er service. Unfortunately, this is another area 

where financing companies differ.

Even if a company seems great to work with 

initially, be sure to check their online reviews. 

This will give you an idea of how easy they are 

to work with, and how quickly they can resolve 

any issues.

Checking online reviews and customer refer-

ences will give you a sense of patient experi-

ence, which is also very important. After all, a 

patient’s poor experience with your financing 

provider reflects directly upon you, and can be 

damaging to your own reputation.

There are several review aggregate sites out 

there, but Google, BirdEye, and the Better 

Business Bureau are among the most popular. 

Checking these sites and looking at feedback 

before signing up with a provider can save you 

a lot of surprises and headaches later.

LendingUSA has worked hard to establish its 

reputation among both borrowers and busi-

ness owners, and has an A+ rating from the 

Better Business Bureau and a 4.7/5 rating out 

of 300+ reviews on Google.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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PART IV: 
OFFERING
FINANCING
Learning how to offer point-of-sale financing to your patients isn’t 
difficult. Here are some tips on how to confidently educate your 
patients on this smart & convenient payment option.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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TALKING TO 
PATIENTS ABOUT 
FINANCING
Knowing how to talk about the benefits of financing is a crucial step to 
growing your practice. Luckily, it’s very simple.

HOW TO PRESENT FINANCING
Many patients may not be familiar with point-

of-sale financing as a way to pay for the services 

you provide. And, they may not understand the 

benefits of taking advantage of financing. That’s 

why it’s so important for you and your staff to 

highlight it as a payment option.

The financing company you work with should be 

happy to provide marketing tools like brochures 

or website banners that can help present the 

information needed to educate your patients. The 

first key step is to ensure your patients know that 

financing is an available option. 

Your staff should also be fully trained on how the 

financing option works and how to offer it. This 

promotes the payment alternative on a one-to-

one basis, and it allows patients to better under-

stand the benefits.

You never know who may be interested in financ-

ing, so present it to everyone. Even those who can 

afford to pay outright may appreciate being able 

to spread out the cost of a higher-priced treat-

ment. The more patients who take advantage of 

it, the easier it is for you to save money and grow 

your business. 

Look at point-of-sale financing as another helpful 

resource for your patients and your practice. It’s a 

way to increase the care and service you provide 

your patients, and it helps your business too. Not 

everyone will want to pay with financing. But for 

those who do, it can be a needed way to pay for 

what they cannot immediately afford, or simply a 

flexible convenience.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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TALKING TO PATIENTS
ABOUT FINANCING, CONT’D

OVERCOMING OBJECTIONS

It’s normal for some patients to feel unsure about financing 

their treatments. In those cases, it’s important to be able 

to quickly and confidently address their questions and con-

cerns. 

Familiarize yourself with the details of the financing plans 

you offer, and always make sure to disclose anything the 

consumer needs to be aware of, like extra fees.

THE POWER OF PAYMENTS

“Which would you rather pay - $8,000 upfront, or $209 a 

month?” That simple question is what makes financing 

attractive to many people. A potential patient who consid-

ers certain services to be “unaffordable”  may rethink their 

decision once they know they can pay in smaller monthly 

increments.

Focusing on the monthly payment amount rather than the 

total cost makes the care you offer more appealing to a 

broader range of patients. It’s an effective marketing tool 

that will attract more people to your practice. Promote the 

ability to finance in your advertising collateral and other 

materials, and you might be surprised by the results.

Lastly, don’t forget that with point-of-sale financing there 

is often the opportunity to recommend additional services 

or related products to a patient. If a patient is approved for 

more than the initial cost, you can suggest a more compre-

hensive approach to ongoing care. It’s a great tactic that 

will help your practice grow.

KEY THINGS TO REMEMBER

• Present financing to everyone - you never 

know who will be interested!

• Promote your financing solution every-

where it makes sense to maximize aware-

ness.

• Always fully disclose the terms, including 

any additional costs like origination fees

• Focus on the monthly payment instead of 

the total cost.

• Emphasize the budget-friendly flexibility 

that financing can offer.

• Use maximum approval amounts to sug-

gest additional or higher-end services.

THE MEDICAL PROFESSIONAL’S GUIDE TO PATIENT FINANCING
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THANK YOU!

We hope you’ve found this introductory look at financing helpful.

Now that you’re up to speed on financing as a patient payment option, we’d like to properly introduce ourselves.

LendingUSA specializes in point-of-sale financing for life’s important moments. We provide financing designed to 

help medical professionals grow their practice by giving more patients a way to afford the cost of care.

Our payment platform is built for speed and simplicity. Benefits include fast up-front payment directly to you, fast 

pre-approval decisions, high approval rates and friendly, caring customer service for your patients and your practice. 

We can help you grow quickly and easily!

• Call us today: 866-780-5062

OR

• Click here for a free demo

WANT TO SEE HOW IT WORKS?

WE’RE LOOKING FORWARD TO HEARING FROM YOU!

All loans are made by Cross River Bank, a New Jersey State Chartered Bank. Member 
FDIC. Loan amounts range from $1,000 to $35,000. Loans are not available in Connect-
icut, New Hampshire, New York, Vermont, or West Virginia. Other terms and conditions 
may apply. These marketing materials are only directed to prospective merchants and not 
intended for consumers.
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