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WHAT TO LOOK FOR IN NEW
FINANCING RELATIONSHIPS

Other lenders have added loan
covenants and other require-
ments to the point that it is not
feasible to continue to do busi-
ness with them. As a result,
many dealerships are consider-
ing new financing relationships.

Dealerships seeking new relation-

ships will want to consider a variety of factors in
selecting a new financial institution. A careful

assessment of all factors is necessary when seek-
ing the best fit, because the best lender may not

n the last several years, old financ-
ing relationships have changed. Many
 lenders that traditionally worked
. with automobile dealerships have
either lost their appetite for the industry or
disappeared from the marketplace altogether.

Duane Goetz,
CPA

Brady Martz &
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always be the one with the lowest interest rates.

Factors to be considered include
dedication to the industry
size and expertise
dependability and cooperation

fees and rates charged

The first factor to consider is the potential lender’s
dedication to the auto dealership industry. Is the
lender actively seeking customers in the industry,
and how many other auto dealership customers is
the lender currently serving? The lender should
also have the size and expertise to serve all your

borrowing needs. This includes
floor plans, lines of credit, equip-
ment loans and real estate loans.

Another consideration is the
dependability and cooperative-
ness of the lender. How did
the lender react to automotive
dealership customers during

recent tough times? What were other local dealer-
ships’ experiences with the lender in the last few
years? Are the lender’s loan covenants and financial
reporting requirements reasonable? In today’s envi-
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ARE YOU IN CONTROL OF YOUR VENDORS,
OR ARE THEY IN CONTROL OF YOU?







