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Price QuoTING: PRIME vs. NONPRIME

The process of quoting prices, payments,
interest rates and terms is different for prime
vs. subprime. Since interest rates can vary |
widely from an A- to a D-tier, the payments
can quickly reach above the customer’s !
budget. That’s why it is imperative that the
customer lands on the right vehicle from the
start of the process. If the customer has i
taken mental ownership of a new $20k vehi-
cle before learning they only qualify for a |
pre-owned $12k vehicle, there is a signifi-
! cant chance that no delivery will occur.
! How a dealership manages both pric-
: ing and payment options (i.e., desking i
i processes) will greatly affect sales pene- |
! tration and customer satisfaction. When
! D-tier customers are quoted an A-tier
i rate — even if they take delivery — you i
i can be sure they won’t be completely sat-
! isfied with their purchase. On the flip !
! side, an A-rated customer may feel in- i
i sulted if he or she is asked for a credit ap-
¢ plication before picking out an automo- i Ron Martin is president of The Vision of F-I
! bile. If you're the dealer who doesn’t care
i whether the customer comes back, this
i probably won’t matter much. However,
! if your goal is to sell the customer and
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i his or her family and friends more vehi-
i cles, you probably want to pay attention
i to the process.

i SELLING F&I ProDUCTS

When an A- or B-tier deal is approved,

i there are usually few or no limitations on
i what can be added in regards to aftermar-
i ket F&I products. That’s not the case with
i credit-challenged customers. The typical
i subprime lender will limit aftermarket ad-

ditions that the customer can add as part of

i theloan approval or qualification. In this

case, the F&I manager is typically capped
or limited to one or two products. This
completely changes the F&I selling process,
as it can make it much easier to step-sell. It
can also change the way a menu is present-
ed. This arrangement is also highly suscep-
tible to “the bank approved it this way” ex-
planations, which sets up a dealership for
liability under payment packing. B
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