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Dealers can monitor financing in real time

By Beth Rosenberg/Staff Writer

b.rosenberg@tradeonlytoday.com

Priority One Financial Services has launched its new Dealer Resource Center, making it easy for dealers to check the
status of their financial deals, online and in real time.

The DRC shows a dealer the status of a deal during each step of the process, as well as allowing for easier communication
with loan consultants, says the company.

“I love it. Anything that a broker can do to expedite my paperwork is the main reason, because | can just key it into the
computer and send it,” said Linda Noland, office manager Cheek’s Marine in Alexandria, La. “One click and it shows you

everything.”

Lisa Gladstone, president and CEO of St. Petersburg, Fla.-based Priority One, said the resource center has been in devel-
opment since 2004 and it was rolled out in the past few months.

“Our dealers were looking for faster, easier ways of controlling their finance and insurance departments and looking for
new channels of communication,” she said. “In the olden days, we always used to use phone and fax, and now we have

e-mail, and what we did is kind of expand on that to give them real-time information 24-7.”

“This way,” she added, “dealers can access information while at boat shows or on weekends and find out the exact status
of their transactions.”

Dealers do not need to buy additional software or equipment to use the center. Each dealer is assigned a customer care
number to log into the system. He can then track service contract penetration for the month, financial reports, track

approvals and turn-downs.

The DRC also provides dealers with access to customer insurance services, loan applications, brokerage and consignment
services, marketing materials and other tools.

Bob Sanchez, owner of Pueblo, Colo.-based Outboard Marine & Ski, agreed the resource center is a positive development.

“It’s very customer-friendly. I've gotten more deals done this boat season than prior,” he said. “It's so easy to use. It's
informative; it's a quick way to stay on top of your deals.”

When a dealer “goes the conventional way of financing, through banks and credit unions, on his own, it can be difficult
to keep track of where the transaction stands,” he said. “This system eliminates the hassle.”

“I call it a no-brainer,” Sanchez said.

“The DRC also speeds up the loan process because dealers can send the applications online,” added Noland.
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