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EATING AN ELEPHANT ONE BITE AT A TIME

Let’s talk about the elephant in the room. Our nation’s lending industry 
has once again made headlines for deceptive consumer practices. 

Dealers are now concerned with the negative repercussions they 
can receive from sending customers to noncompliant lenders. 
Remember, your reputation can have a direct correlation with a 
dealer’s reputation, especially if you’ve been their preferred lender. 

Maintaining dealer relationships is often overlooked as part of a 
larger business strategy. The lenders who get in front of today’s bad 
press and work with dealers directly will be the ones with cemented 
business and consumer relationships when the next elephant comes 
along.

With almost 40 years of helping dealers and lenders expand their 
business, EFG knows how to help lenders proactively address market 
challenges and foster successful, lasting relationships. 

Contact us today to find out how.

PROTECT YOUR DEALER 
RELATIONSHIPS BY BEING 
PROACTIVE RATHER THAN 

REACTIVE:

Give them an 
outline of your 

compliance 
initiatives. 

Be straightforward 
and transparent, 

using direct 
language, 

not legalese. 

Remember the 
proverbial K.I.S.S.

Set up meetings to 
discuss compliance 

and how you can 
work together 
going forward. 


