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“BHPH dealers who experienced costly and higher repossessions also see relief because
they recover a leased vehicle they already own, rather fian repossess a vehicle.”

Dealers have realistically earned
more than $20,000 plus the business
tax benefits on that original $5,000
vehicle investinent by rolling it from
= \ customer to cusfomer.

-
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Renting and leasing provides dealers
with a steady and predictable flow of
maonthly income with higher profits
than wholesale or retail sales.

It could also give your business
protection from the pending financial
reform bill threatening the Buy Here-
Pay Here industry.

Ren’T"’Own and Lease'T'Chwn are viable
and smart alfernatives to overcome
financing issues for your customers.
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s we all know, cars have been l- successful and educational seminar, & ment. The RTO/IO business model allows
sold the same way for the last .

90 years. but
climate, along with the economic
conditions, has changed. We all accept

the Internet is now a valuable tool in our

industry and the same can be said for
social networking. There i= a need (o0

change with the times or be left behind, so ;

if your present system isnt working,
Ren T OwniLeaseT Own (RTO/LTO) just
might be your road map 1o success.,

Allen Lentsch of Northland Auto

Interprises, Inc, and Joe Zawatski of

North Coast Auto Sales in Cleveland, Ohio,

presented the RTO/LTO session to a

packed room at last month's NIADA Con-
vention & Expo in Las Vegas. Questions
were coming from all directions, so when

the rime ran out. instead of the audience

leaving the room, they came forward to
hear more. There was excitement in the air

and the relief in the minds of the dealers

who just found the program thar could very
well pull them out of the sales slump
they've been in for the last few vears.

It also could give their business

protection from the pending financial
reform bill threatening the Buy Here-Pay

pur business |

dealer inquiries and signups have contin-
ued in full force. For those of you who

! missed the seminar, we'll provide you here
i with the HIO/NTO business solutions

needed today while also demonstrating

the assurance theres a lifeline being
extended to you and your dealership.

i Today's marketplace is different and :
: ever changing. Cash buvers have declined -
: - and retall sales have slowed. Many buyers

. face tighter credit restrictions tn qualify

for financing or are unable to meet down
pavment requirements through finance
companies, banks and credit unions.
Personal and business bankruptdies ae

¢ alsoincreasing. The state of the economy.

aswell as the job climate, has contributed
to a larger-than-ever customer base that

is pavment based. Those customers still :

need a car, truck or van: RTOJLI0 is
today’s solution.

Ren'T'Own and Lease'I'Own are

: viable and smart alternatives 1o overcome

financing issues for your customers
Although originally developed in 1990 10
target the sub-prime customer market,

: RTO/LT0 also becomes a great aliernative

for those customers who simply don't

i your customer to pay for the periodic use

of a used vehicle with oprions to purchase

* or returm at any rime. This proven business

madel works for you and vour customers
as a leased vehicle. You remain the titled

: owner of the leased vehicle, which gives

youcontrol over it and leverage over delin-
quent payers. RTO/LTO gives your cus-
tomers the better option by providing them
with freedom and flexhility, while you in-
stantly become the hero in the community.

The program was founded in 1990 by

i Allen Lentsch. executive director of the

Nprihland Independent Auto Dealer Asso-
ciation. Based on his years of experience in
the car industry and on feedback from

¢ dealers just like vou, Lentsch developed the

concep! as a solution for dealers to over-
come the issues they were facing in their

- everyday business. Dealers can expect the

bankruptcy courts to have the consumer
re-affirm the lease or return the vehicle
under U5, bankruptcy code. BHPH dealers

. whao experienced castly and higher repos-

sessions also see refief because they recover
a leased vehicle they already own, rather
than repossess a vehicle, Thirdly, with 100-
percent titled ownership, dealers have

Here (RHPH) indusiry. Following this T want to be tied In to a long-term commir- v maore cantrol and leverage over delinquent
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Timeto rethinl_(
auto transportation

Call 1-866-207-3360
or register online
for our lowest rates

ShipCarsNow.com
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DEALERBLOCK

FRIDAY 10 P.M. ET-
MONDAY 2 P.M. ET*
*TOYOTA FINANCIAL SERVICES

INVENTORY AVAILABLE AT 8 P.M.

MONDAYS JUST GOT EASIER.

Find cars from your favarite sellers every weekend. Get the bidding
action of the auction from the comfort of your favorite chair.

Log on fo DealerBlock today.

WOLKING WONDERS

ADESA DEALERBLOCK.
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payers within this business model. Lastly, 1 medical problem, or a temporary unem- A vehicles -- a leased vehicle -- as if they were

lonwer business tax burdens typically result
RTO/LTD overcomes these issues and also
provides dealers with higher profits than
wholesale or retail sales.

Ren'T'Own/LeaseT'Own  is very
profitable. You can conservatively expect
to turn a 55,000 wholesale vehicle into
$7,000 profit. Most importantly, RTO/1TO
provides dealers with a steady and pre-
dictable flow of manthly income.

Dealers using the program also see
additional solutions to their husiness
ledger ta increase their margins and
profits. Doing business as a leased vehicle
dealer typically entitles a dealer 1o take
allowable vehide depreciation during the
term of the customer agreement. Secondly,
income is typically reported when earned

for 1axable purposes resulting in a lower

tax liability and better cash flow. Many
BHPH dealers, after doing a side hy side
business comparisun with RTO/LTO,
maove Ltheir business o this program as a
better sulution.

Your RTQVLTO customers represent
about 70 percent of the public unable o
qualily for normal financing today. They
are good people who are victims of the

: ployment situation that has damaged
their credit score. They are stable people
with jobs wha have lived in your area for
a lung time. Their credit score will get
hetter with time. They need help today
and you feel bad sending them away.
They will remember who helped them
when they needed it and you want 1o
be that person. Every dealership has the
potential to keep these customers with
the Ren'T"Own/Lease™T Own program.

Hlow many of these customers walk
on your lot and you have no workable
program to put them into a vehicle? How
many walkaways do you see every month?
How many previously available financing
options or resources are no longer avail-
able for your customers? For many deal-

rs, RTO/LTO has become the answer to
putting these customers in a vehicle.

The process starts with changing
vour mind se7 on what vour dealership is
actually doing. You are not selling cars:
vou are leasing vehicles and prwviding
a much needed service. You are helping
the customer by allowing them to make
|n=nndit pavinents towards the ownership
of vour vehicle. You are doing them a huge

a close friend. You are helping them out
when no other dealer would. You are the
hern in their eyes. They like you, they trust
vou, they are thankful for you. In retum,
they will communicate with you, they wall
pay you, and they will take good care of
your vehicle.

Best of all, they will tell their friends,
co-workers and family members about
vour dealership and the way that you do
husiness with people. What dealership
would not kove wond-of- mouth advertising
or walking ambassadors? Your relationship
with the customer Is no longer “make
the sale and get them off the lot” and it’s
definitely not adversarial.

Your relationship now needs to be one
of open communication, respect, and nur-
uring. You want this customer {and their
friends and family members) as a customer
for life, not just for one sale.

Rich or poor, good credit or bad,
customers like 10 change wvehicles
Because the RTO/LTO vehicle is titled
to vou throughout the termy of the lease, the
customer can't rade it with anyone bur
you. Dealers are encovraged to check In
with the customer, starting near the cight

economy. They got caught in a divoree, 2 1’ favor. You are letting them use one of ynur ¥ or ninth month of the lease agreement, 1o

You can -
CASHINZ ...

Put a rock-solid

e Fponcs hing g Need.
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foundation of CASH

under your business with
Royal Service Contracts &
Floorplanning

Why Rayal? Royil stands hehind the most respected and
wrell-known service comiracis in the business. Even in these

tough times,

GUr Servicee Conlracid continue o
and can sigmiflicanily boosy LRIt dealer profits’
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Call today and get the fast

financial backing you need.

he funded

Build prﬂjl.rnbilil_r with our complimentary on-line =ales toals.
Build cwstomer satisfaction with our staire of the art call center,

quick

response and coureous represenialives
NEFD CASHT Call sur cash hoiline today!

Raval agenis can

boing vou fast cash with vur now DSC Floorplan program

Royal Adminisiration Services, Ine. » 51 Mill Street, Bdg F o+ Hanover, MA 02339 « B00HT 10467

AUGUST 020 WWW. NIADR COM

Call our Fast Cash Hotline today!
Toll Free 500.226.9197

RUYHL

AEMITS TAAIgn

= www. royaladmin com
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Western Funding has been continuously purchasing your hard-
to-place contracts for over 46 years. Consistent Funding, no de-
lays, proven stability. You can count on us to be there.

Point of Sale
“In House” Contracts
Balloon Payment Contracts

[\\IFIII Western Funding Incorporated

Corporate Office
888-434-3150

Your Friend in Finance Since 1962

wwwwesfernfundingine. com
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see If they would like other vehicles in
your inventory more than the one they are
driving. Most will want 1o fun in the
vehicle they're inand cancel the conlract 1o
sign 4 néw contract on another vehicle.
You can keep rolling them fiom one
vehicle to another and again, and retain
them zs a long-term customer. Dealers
have realistically earned mere than 520,000
plus the business tax benefits on that orig-
inal §5,000 vehicle investment by rolling it
from customer 1o customer.

Dealers can enroll  in the
RenT Ownilease' T'Own program for a
one-time $779 enroliment fee. There isn't
a [ranchise fee associated with this
program. Also included for each enrolled
dealership are state compliant customer
contracts, fomms and supplies, an RTO/LTO
banner, and a program guidehook
Northland mainiains constant effors amd
research o best ensure program contracts
and associated documents are compliant
to protect dealers. Dealers also gain zccess
to valuable contingent insurance coverage
ar very reastnable rates

www.McNuttTransport.com

800 755 2324

Additionally, Northland’s experienced
stafl performs monitaring and tracking
of yvour HIO/LTD customers primary
insurance stalus at no charge. Monthly
RTO/LTO business reporis are generated

Contact us Today!
Sales@MeMutiTransgort.com

The first cholce in Dealer Management Software since 19871

Now, manage your business the easy,

affordable way—with DeskManager!

Get your FREE DeskManager demo software at
www.AutoManager.com/FreeDesk

We know the pressures yvou're under 1o manage vour inventory, do all the paper-work, keep cosis
down, and wind up with a profit. Thats why you should put Desf.Manager software to the est nght
now. As vou'll quickly discover, with just a few mouse-clicks DeshMangger gives vou Instant access [o:

v Inventory Control And much more 5 9 5 J

v F&l Module with Rollback Fearures Sfﬂl‘tl‘ﬂg at jHSI $ P

v Blue Book/Black Book™ADA .

v Full QuickBooks” Integration”

v Many Credit Check Interfaces

v Buy-Herne'Pay-Here”

v Over 4500 Legal and DMV forms

¥ Front and Back End Profit Calculations

v Commission Processing

v Prospecting & Lead Management

v Customizable Task Management

v Parts & Service Invoicing”

Limiteg-

time offer

Over 1000 cor deaiers rely oo DascMasacer Give it 3 iy, fres, 2o oo o wiy!

Download the demo absolutely FREE
at www.AutoManager.com/FreeDesk

or call 800-300-2808.

Actohansger inc, 17300 Sants Monics R, Sulbe 203, Log Asgeles. O, SE5

4 avousr WWW.NIADA, COM
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by Northland 1o each active dealer so as
to audit and confirm their respective
maonthiy contracts and insurance.

Upon enrollment. each dealer is
scheduled for business training to
promptly get their dealership comfortable
and operational with RTO/LTO program.
Necessary training and start-up docu-
ments and other examples are provided.
DOngoing dealer support, counsel and
advice are available to every RTOVITO
dealer as needed. No fees are charged in
suppart of vour business or in efforts to
help make you successiul. Best KTO/LTO
business practices and additional program
upsdates are also shared with dealers to help
build their respective business models.

In addition, the program makes
available digital GPS tracking devices and
the protection of KAP engine and trans-
miission warranties for the leased vehicles.
Hecommended business sofltware and
an automatic payment systems provider
are also available through Northland.
This 1womal and comprehensive business
model has a proven track record founded
anover twenty years of experience, success
and service.

For more information, contact
Northland Aute at BO0-B79-3433 or
www.northlanddealers.com. &=l
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Find out how Blue Lizard's
Direct Marketing
Campaign can increase
the number of
pre-qualified customers
that visit your store.

ge
« 1,100 units expectad
« Simulcazt

LS Aprdoraer Lioerse £117
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877-489-3347
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