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BANK#:WEST

If your dealership uses
Bank of the West and
you have a customer
who has an approval

from Essex, Bank of the
West will honor this

same approval through
your indirect lending
agreement.

Priority One can handle
the paperwork for that
customer and your
dealership. This way
it’s much faster for
delivery and instead of
an outside lien we can
protect the sale as well
as make some money
for you. For more
information, please call
your dealer account
executive.

F1nanc1alHServ1ces

Customers that
finance their
purchase at

your dealership
give you better
control of the
sale, the ability
to offer additional
product protec-
tions, and create opportunity for
greater profit. So let’s consider ways
that prompt your customers to
finance in-house.

First of all, listen to your customers.
Identify their hot buttons and work
toward aligning them with financing
at your dealership. If they mention
financing with a local bank or credit
union, help to educate them on their
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financing options. Local sources
have many different underwriting
guidelines that likely don't offer as
many options for customers as your
dealership. As well, when the
customer works with local sources,

it may become harder to get them
back into your dealership. History
tells us that if a customer leaves the
dealership to find local lending, it
puts the sale at jeopardy. Money
from a local source can be used at
any dealership. If there’s nothing
tying that customer to you, they may
obtain an approval they can use
anywhere. Make it a habit to educate
your customers that you work with
Priority One, who works with a large
group of lenders to find down

(continued on page 4)

Dealer Spotlight: Gulf Coast Marine Center by Laura Smith

% George
Stoeckert
moved to
Florida from
New York in
1988 bring-
ing his love
of boats and
mechanical
talent with him. Not wasting any
time, he started Gulf Coast Marine
Center in Port Charlotte, Florida that
same year. It started as a small shop
and has grown to five acres located
on the mouth of the Myakka River.
The property now includes sales and
service for new and used boats and
motors, a marina with 400 feet of
dock space, dry storage for 75 boats,
a gas dock, bait shop, A&P Welding

and Fabrication shop and Pop’s Tiki
Bar.

Gulf Coast Marine Center is
family-owned. George’s wife, Eileen,
and his sons, Joe and George, Jr.,
operate the business with George

r., but I learned from Jim Edge,
sales manager, that George is not
your typical owner. George is very
hands-on, working six days a week.
However, rather than be on the sales
floor, George spends his time with a
wrench in hand. His passion is
working on and fixing boats and
motors. This passion, hard work and
training has earned him the #2
position of Evinrude sales in the

(continued on page 2)



Lorraine Mariotti
Celebrates 20 Years
with Priority One!

Congratulations Lorraine,
Vice President of Priority
One! On October 30th,
Lorraine celebrated her
20th anniversary with
Priority One. Yes, that’s
right, Lorraine started
here when she was 10

years old. g

Lorraine has over 30
years F&I experience with
20 of those years in
recreational lending. She
has built relationships
with the largest
recreational and
equipment lenders and
vendors in the country
and has financed
customers from $5,000 to
multi-million dollar units.

Lorraine has spoken at
several RVDA conventions
as well as authored many

articles concerning
consumer financing.

Priority One Equipment
Financing Announces
New Website

This division of Priority
One offers leases, loans,
flexible payment options
and competitive rates for
commercial-use vehicles

and equipment designed to
help businesses and non-
profits with their finance
and leasing needs.

Please check out the new
website at :

www.plfs.com/
commercial
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When Customers Get Declined

Priority One does
not stop working
applications when
a lender turns a
/ customer down.
' Your business
R manager goes
E through the
v ’ following steps to
ensure your
customers have the best shot at
obtaining an approval:

1. Determining why the customer was
declined is paramount. There could be
only one issue on their credit, but we
find there are usually numerous
reasons. Your business manager will
dig in to find why your customer was
turned down so they can lay out a
plan to either rehash with the current
lender or move to the next lender.

2. Updating the customer after
they’ve been declined is a crucial step.
Your business manager wants to keep
the customer well informed. Addition-
ally, there may be further information
that can help a customer move to
within lenders’ guidelines. A co-signer,
more money down or an explanation
of bad debt could all mean the

difference between a customer taking
delivery or not buying at all.

3. Based on the reason(s) for a
decline and new information provided
by the customer, your business
manager may choose to rehash a
decline with the lender. The business
manager will call or email the
underwriter with updated information
that supports a second look at your
customer’s application. Since
underwriters don‘t like being second
guessed, any new information has to
be presented with finesse. As well, it
must make a compelling argument
that their initial decision was missing
essential information.

4. If the new information isn’t
compelling enough or the business
manager feels another lender would
be the better option, they will move
forward with other lenders.

5. If an application continues to be
declined, your business manager will
network with other business managers
and supervisors to see if there are
additional angles to consider.

(continued on page 3)

Dealer Spotlight: Gulf Coast Marine Center (continued from page 1)

state of Florida as well as 5 Star
Yamaha and 5 Star Honda sales,
service and warranty awards.

In addition to the above accolades,

o [

Gulf Coast Marine Center showroom.

Gulf Coast Marine dry docks.

Gulf Coast Marine Center has been
repairing, servicing and customizing
Charlotte County patrol boats for the
past five years keeping this successful

| dealership very busy.

We wish Gulf Coast Marine Center
continued success and to keep
‘motoring on.’



3rd AnnualSUbMIt. enter. win.

Contest runs
Jan. 26 Dec. 31, 2015

The more applications you submit, the more chances you have to win!

Congratulations to our 2nd Quarter Winners of 2015!

July Winner
Gooding RV Center
Hot dog steamer &

Cruzin’ Cooler

August Winner
KDJ, Inc.
Dart board, croquet
set & toe tap piano

September Winner
Towtally Camping
Inflatable Haunted

House

) 500 Watt 52 Series g

When Customers Get Declined (continued from page 2)

No one is happy when an application is
declined. There are applications we've
rehashed numerous times yet the
customer is still declined. When this
happens your customers are given
information on how to be prepared
next time.

Sometimes having a second or third
set of eyes on an application can help
in considering different approaches
to gain approvals.

6. Lastly, the business manager
updates your customer and the
dealership with either a successful
approval or unfortunate decline.

Rehashing Tricks of the Trade

1 We never rehash a deal that doesn't
make sense. If there is no new
compelling information, we don't
want to call in a favor where room
for improvement on a credit profile
can't be shown.

1 We do not shotgun applications. No not a real gun, sending a
customer’s application to numerous lenders for one approval is known
as shotgunning. It can harm your customer’s credit and lowers your
finance ratios with the lenders.

1 There are better times to rehash than others. Monday morning is never
a good time. Underwriters are coming off weekends full of applications.
The last thing they want to do is go back to an application they've
already declined during their busiest time of the week. Even waiting
until the afternoon may be the difference between a successful rehash
or not.

1 Learn how the underwriters like communication. Some prefer the
efficiency of emails and others like to talk it out. Knowing how an
underwriter prefers communication can go a long way.

Dealer Appreciation Contest 2015
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Employee Spotlight:
Susan Rontti,
Business Manager

Susan moved from
Duluth, Minnesota to
sunny Florida in 1998 and
began at Priority One in
2007. Prior to joining
Priority One, she served
in the U.S. Navy for 12
years as an Operations
Specialist. She also
served as a liaison at the
U.S. Embassy in Cairo,
Egypt as the Director of
the Suez Canal Transits.

Susan comes from a large
family of eight brothers
and sisters and tries to

visit them in Minnesota at

least once a year. In the
future she hopes to visit
Finland to meet her
extended family.

When not working Susan
spends her free time with
her three year old
daughter, Olivia Rose.

Interesting Tidbits:

What is your dream
vacation?

Fly to Bora Bora and
stay at the Four
Seasons Resort in a
bungalow overlooking
the lagoon.

What do you want
to do when you
retire?

Raise honey bees.
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Saturday Winter Hours

During November and
December our Saturday
hours will be
10 amo 4 pm EST,
resuming regular hours of
10 am—6 pm EST on
January 9th.

On December 26th and

January 2nd we will be P
closing at 2 pm EST. In

payments, monthly payments and terms that best

suit their needs.

While discussing financing, let your customers
know that completing a credit application can
create options that help them make sound
financing decisions. Some customers may be
resistant that credit inquiries will hurt their credit
and reduce their ability to gain acceptable rates
and terms in the future. Let them know that
Priority One minimizes their credit inquiries. We do
this by pulling their credit score and systematically
choosing lender(s) that best fit their profile.

creasing Financing Opportunities
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(continued from page 1)

For customers paying cash, it is to their advantage
to discuss financing options. Rates are still at all
time lows and the customer’s cash may be better
suited in savings and invest-
ments, which likely earn much
more than the rate they would
be charged for financing.
Additionally, the interest on a
recreational loan often times is
considered tax deductible.




