
Premier Internet Communications presents: XpressCredit, a risk-based 
lending platform available on the Internet and used in the automotive 
marketplace to evaluate consumers’ credit. Decisions on credit are made 
on-the-spot, before the consumer has the opportunity to leave the deal-
ership. This empowers the dealership and the lending institution to close 
more deals and reduce selling time.

Objectives of Users
The objective of XpressCredit’s automobile lending platform is to 

facilitate the buying of vehicles. For the consumer, it means a timely, 
hassle-free experience; for the auto dealer, it fulfills the desire for a                   
profitable sale; and for the lender, it enables the placement of a loan 
with an appropriate risk/reward relationship.

Consumer
The vast majority of automobile sales 

require an installment loan. Once the 
consumer has selected the car they 
want, the consumer must qualify for an 
installment loan. The consumer wants 
the loan approved and documentation 
completed as soon as possible. (i.e. 
before leaving the dealership) Primarily 
the consumer’s focus is on monthly pay-
ment and not on interest rate and other 
factors.

Auto Dealership
The auto dealership knows from       

experience that if the loan processing       
is completed prior to the consumer       
leaving the dealership then they will 
win the business. Speed of a lender’s 
loan commitment and documentation 
completion are critical to dealership 
success.

The second objective of the dealer-
ship is to not waste sales and support 
resources on consumers that cannot 
qualify for an installment loan, or on 
buyers, whose dreams exceed their  
borrowing capability.

Lender
Each lender has a market focus for the 

type of risk/reward portfolio their lend-
ing policies will support. For consumers 
with good credit (FICO/Beacon score 
greater then 650), the credit granting 
process is fairly straightforward and ef-
ficient. As the score drops, risk goes up 
dramatically for the lender. The lender 
is also in competition with other lenders 
in three areas: (1) speed of decision, (2) 
financial terms of the loan, and (3) the 
fee paid to the dealer–with the speed 
of decision being the most important. In 
other words, the dealer will select from 
the loan commitments received from 
various lenders. The first one received 
by the dealer has the highest probability 
of acceptance. Nevertheless, the lender 
must balance speed with lending poli-
cies and other portfolio requirements. 

When the consumer 
leaves the showroom,
the dealership only has a 

1-in-10 chance that consumer 

will purchase from their dealership. 
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Consumer arrives at 
dealership with dreams:
They want the red one, the fast one, 
the one with all the options, and all 
they ask is, “What is the monthly   
payment going to be?”  Then they  

say, “I can afford that!”

The XpressCredit Internet plat-
form supports this complex and 
highly competitive sales and lending 
environment and its requirement for 
speed. The sales and lending process 
can be broken down into nine man-
ageable steps.

1 

The consumer cannot be pre-quali-
fied for an installment loan by just 
looking at their appearance, having 
a brief qualification conversation, or 
listening to their description of what 
they want to buy.

They want the red one, the fast 
one, the one with all the options, and 
all they ask is, “What is the monthly 
payment going to be?” Then they say,      
“I can afford that.”

2 

By simply entering into XpressCredit 
the name, address, and date of birth 
of the consumer a credit reporting 
agency will, based on predetermined 
credit criteria, give a qualifying score 
or indicate there are credit problems.

With a score, the dealer can es-
tablish a buying range and focus the 
sales efforts.

With an indication of credit prob-
lems, the dealer can devise a plan 
specifically for this consumer.

The promotional pull is similar to 
the credit card offers you receive in 
the mail.  The credit card company did 
a promotional pull on you, you passed 
their criteria and they made an of-
fer of credit by mail.  XpressCredit’s 
promotional pull does the same thing 
only in real time, while the consumer 
is in the dealership.

3 

A deal is made between the con-
sumer and dealer. The buyer’s order 
is written up with the agreement be-
ing subject to an installment loan 
contract from a lender.

The dealer assumes the responsi-
bility of finding the lender. Without the 
lender the dealer has no sale.

4

The dealer may either fax the appli-
cation to XpressCredit for data entry 
or enter the application directly into 
the XpressCredit platform.
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Sales/Lending Process 



XpressCredit’s 
Promotional Pull
is similar to what  the credit 
card companies do. When 
you receive an offer from 
the credit card company 
in the mail, it means you 
already met their criteria 
to offer credit to you. 

XpressCredit’s 
Promotional Pull 
does the same, only 
in real time, 
while the consumer 
is in the dealership.
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5

The followings steps will be per-
formed for each lender.

•Pre-screen the application for 
completeness and satisfaction of pre-
screen rules. (i.e., age, maximum loan 
amount, minimum loan amount, etc.)

•Get a credit report on the applicant 
and/or co-applicant from a national 
credit-reporting agency.

•Get pre-owned vehicle history (title, 
accident, and other problems) from a 
national provider.

•Get vehicle values (MSRP, loan, 
wholesale) from a national provider.

6 

The credit decision facilitated by 
XpressCredit  using the lender’s rules, 
will allow the dealer to either offer or 
decline credit to the consumer to pur-
chase the vehicle. 

If an offer of credit is made, the 
XpressCredit system will return the    
following information:

•Prior to issuing the offer we will get  
 from a national warranty service a  
 warranty quote for this vehicle.

•Amount of loan.
•Term of loan.
•Interest rate of loan.

•Stipulations.
•Optional warranty & insurances.
If the offer of credit is declined, rea-

sons will be given to the consumer.
This process will be repeated for each 

lender qualified to lend in the specific 
geographical area on the XpressCredit 
platform.

7 

Ideally, this written notification will 
be by email. Optionally, the written noti-
fication will be faxed to the dealership.

The dealer then selects a loan offer 
and presents the offer to the consumer 
for acceptance. The dealer reviews the 
loan offer with the consumer.

At this time the dealer may choose 
to attempt to cross sell the following 
services, which can be provided by 
XpressCredit.

•Warranty insurance 
•GAP insurance where applicable
•Life and Disability insurance 
•Vehicle options and services.

8 

Upon agreement, the dealer collects 
the required documents as stated in 
the stipulation section of the offer.

The dealer selects the lender’s con-
tract agreements, completes them and 
the  consumer and dealer signs the 
agreements.

The dealer gives a copy of the docu-
ments and the vehicle keys to the 
consumer and they drive away in their        
vehicle.

9 

The dealer ensures all the required 
stipulations have been met and gath-
ers all applicable documents together 
in a deal package. The dealer then 
overnights the deal package to the 
lender for acceptance and funding.

Upon receipt of the deal package, 
the lender verifies the deal package 
for completeness and compliance. The 
lender compares loan offer and final 
deal to ensure compliance. 

The lender funds the deal and deliv-
ers the money to the dealer’s account  
in the most expeditious manner.



Dealership
The dealer needs a satisfied custom-

er. The principal requirement is that the 
lender quickly returns a loan decision. 
With a decision, the dealer can service 
the consumer and ultimately close the 
sale. The greatest benefit to the dealer 
is the SPEED of receiving an offer/de-
cline document from the lender, usually 
within 2 minutes of submitting the ap-
plication. This SPEED enables the deal-
er to sell more products and services.

The instant knowledge of the buying 
power of the consumer, provided by us-
ing the XpressCredit Promotional Pull 
product, empowers the dealer.

At the conclusion of the process, the 
dealer will be able to print all applicable 
documents, making this process easier 
and more convenient.

Consumer
The consumer’s objectives are the 

source of all business enterprises. In 
this case, he/she wants a car; they 
want it now, and at a monthly payment 
that they believe that they can afford. 
The key to achieving this objective 
is the integration of the dealer and 
the lender requirements with various 
technologies to create SPEED and 
customer satisfaction.

A satisfied customer creates addi-
tional business and increased profits.

Lender
The lender is the linchpin in this trian-

gular process (consumer, dealer, lend-
er) of selling an automobile. The lender 
is the one party that takes the ultimate 
risk: non-payment, reposition, and dis-
posal. While SPEED is competitively very 
important, application of sound lending 
and pricing policies is more important. 
XpressCredit provides the lender the fol-
lowing capabilities:

•Pre-screen rules – opportunity to
   use 50 separate and related rules
•Credit reporting agency – 
   Equifax and Experian
•Vehicle history – titles, liens, 
   accidents, etc.
•Vehicle value – current wholesale,
  retail, and loan values of the vehicle
•Apply up to 150 decision rules,      

       such as: loan-to-value ratio, loan-
   to-income ratio, debt-to-income 
   ratio, etc.  
•Capability of making a counter offer
   to a dealer from a lender with the  

       XpressCredit Loan Analyzer tool      
•Ability to constantly monitor 
   historical loans to ensure adequate
   risk measures are in place
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The primary benefit to each user is that they get what they want: a 
car, another profitable sales contract, and a profitable loan to service. 
It is SPEED that is the common business requirement to achieve the 
users’ primary benefit. These benefits are made possible through the 
integration of various technologies: the Internet for communication, 
the dealer’s computer to enter application data and receive the lend-
ers’ offer, the capability the lender has to ensure their lending policies 
are constantly followed and Premier’s integration of database, web page 
and communications technologies to achieve the desired results.

Benefit to Users

The  lender is provided 
with all the tools neces-
sary to implement sound 
lending practice and have 
the necessary SPEED to be 
competitive.

Easy to learn and use. No hassles. No software 
to download or update. No start-up costs.


