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UNITED STATES DISTRICT COURT
CENTRAL DISTRICT OF CALIFORNIA
WESTERN DIVISION

CRRRERASSER AN Vi%-0153 1w ved

Plaintiff, ) COMPLAINT FOR INFRINGEMENT
v OF U.S. PATENT NO. 6,950,807

DRIVETIME AUTOMOTIVE |

SocEbrANeE T JURY TRIAL DEMANDED |
CORPORATION, and GFC

LENDING LLC (d/b/a GO

FINANCIAL), =

Defendants.
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Pursuant to the Court’s jurisdiction under 28 U.S.C. §§ 1331, 1338,
1391, and 1400, Plaintiff CREDIT ACCEPTANCE CORPORATION files its
Complaint against Defendants DRIVETIME AUTOMOTIVE GROUP, INC., DT
ACCEPTANCE CORPORATION, and GFC LENDING LLC (d/b/a GO
FINANCIAL), alleging as follows:

NATURE OF THE ACTION
1. This action seeks legal and equitable relief against Defendants’
unlawful infringement of Plaintiff’s U.S. Patent No. 6,950,807.
THE PARTIES

2. CREDIT ACCEPTANCE CORPORATION (“CAC”) is a corporation
organized and existing under the laws 6f the State of Michigan, with its principal
place of business at 25505 West Twelve Mile Road, Southfield, Michigan 48034.
CAC is an indirect automobile finance company dedicated to providing financing to
individuals with low 6r poor (“subprime”) credit. ,

3. Upon information and belief, DRIVETIME AUTOMOTIVE GROUP,
INC. (“DTAG”) is a corporation organized and existing under the laws of the State
of Delaware, with its principal place of business at 4020 East Indian School Road,
Phoenix, Arizona 85018. Upon information and belief, DTAG owns and operates
used vehicle dealerships that focus on the sale and financing of used cars to the
subprime market. | .

4. Upon information and belief, DT ACCEPTANCE CORPORATION
(“DTAC”) (together with DTAG, “DriveTime”), is a corporation organized and
existing under the laws of the State of Arizona, with its principal place of business at
4020 East Indian School Road, Phoenix, Arizona 85018. Upon information and
belief, DTAC provides car and Vehicle loans to customers through affiliated retail
dealerships. | v

s. Upon information and belief, GFC Lending, LLC (d/b/a GO Financial)

("GO"), is a limited liability company organized and existing under the laws of the
1
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State of Arizona, with a principal place of business at 4020 East Indian School Road,
Phoenix, Arizona 85018. Upon information and belief, GO’s web-based lending
platform aids dealers in providing financing to sub-prime auto consumers.

Relationships Among The Parties |

6. Upon information and belief, DTAC was formed by the shareholders of
DTAG for income tax purposes. Upon information and belief, the shareholders of
both DTAG and DTAC are Earnest C. Garcia I, Raymond C. Fidel, and Garcia
Family Trusts. | ‘

7. Upon information and belief, DTAG controls and directs DTAC's
activities. Upon information and belief, DTAG directs sales operations and DTAC
directs financing operations for DriveTime. Upon information and belief, DTAG has
the “power to direct the activities of DTAC because it originates and sells 100% of
the loans DTAC is required to purchase, sets underwriting standards and origination
terms, sets servicing and collection policies administered by DTAC, as well as the
fact that DTAC was created and designed by DTAG to obtain third-party financing
for DTAG's originations.”

8. Upon information and belief, on September 11, 2012, the shareholders:
of DriveTime “purchase[d] and retain[ed] the equity interests” of GO Financial.
Upon information and belief, GO Financial was and is currently a wholly owned
subsidiary of DriveTime. |

JURISDICTION AND VENUE

9. This is an action for infringement of a United States patent pursuant to

35 U.S.C. § 271. The U.S. District Courts have exclusive subject matter jurisdiction

'over this matter pursuant to 28 U.S.C. §§ 1331 and 1338(a), because this is a matter

arising under the United States patent statutes, 35 U.S.C. § 101 et seq.
10.  Upon information and belief, the Defendants have established minimum
contacts with this forum such that the exercise of jurisdiction over the Defendants

will not offend traditional notions of fair play and substantial justice. In particular,

2
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upon information and belief, Defendants reside in this district and have committed
such purposeful acts and/or transactions in .the State of California that they
reasonably knew and/or expected that they could be sued in a California court as a
future consequence of such activity. |

11.  Upon information and belief, Defendants regularly conduct business in
this judicial district and have committed substantial acts of infringement in this
district. Upon information and belief, Defendants have: (i) made, used, sold and
offered for sale an infringing product or service in this judicial district; (ii) designed
and manufactured components of an infringing product or service in this judicial
district; and (iii) advertised and marketed to consumers and car dealers an infringing
product or service in this district. Thus, upon information and belief, personal
jurisdiction exists and venue is proper in this Court pursuant to 28 U.S.C. §§
1391(b)-(c), 1400(b) and California Code of Civil Procedure § 410.10. |

FACTUAL BACKGROUND

12.  CAC is a proven leader in subprime auto financing industry since 1972,

CAC provides innovative, nationwide services to car dealers, enabling them sell cars
fo consumers regardless of their credit histdry. In particular, CAC equips dealers to
better service low or poor credit consumers through its Credit Approval Processing |
System (“CAPS”) a revolutionary lending and financing program that opens the car
market to additional consumers while broadening the customer base for dealers.

Patent-in-Suit

13.  Recognizing the market-changing potential and economic value of
CAPS, CAC obtained a patent to protect the core components of the CAPS method
and systems. On September 27, 2005, the U.S. Patent and Trademark Office duly
and legally issued United States Patent No. 6,950,807 (“’807 patent”), entitled
“System and Method for Providing Financing.” A true and correct copy of the *807
patent is attached hereto as Exhibit 1.
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14.  CAC is currently the assignee of the *807 patent, with the full rights to
enforce the 807 patent and sue for damages by reason of infringement. CAC has
enjoyed these rights throughout the period of Defendants’ infringement.

The Infringing Products/Services

15.  Upon information and belief, DriveTime and GO Financial make, use,
market, advertivse, maintain, and/or license a lending platform called the “GO Portal,”
a web-based lending platform designed to assist used vehicle dealerships in \
providing financing to subprime customers. Upon information and belief, the Go
Portal “provides [subprime financing] approvals that match the customer with the
right vehicle to fit their bﬁdget, maximizing [dealer] profits.”

16. Upon information and belief, the GO Portal provides financing
packages that calculate a dealer advance, front-end profit, and back-end profit. Upon
information and belief, the GO Portal instructs dealers to insert customer and
inventory information, which the program then uses to calculate financial packages
for every vehicle in the dealer’s inventory.

17.  Upon information and belief, DriveTime and GO Financial make, use;
market, advertise, maintain, and/or license an auto installment loan pooling and
portfolio service, called the “Pooled Auto Loan Program” (“PALP”).

18.  Upon information and belief, DriveTime and GO instruct and/or
encoufage dealers to use infringing financing systems, including the GO Portal and
PALP. Upon information and belief, DriveTime and GO market such systems to
dealers through their websites, in addition to prox;iding training to dealefships. In
addition, upon information and belief, Defendants design, host, support, maintain;
manage, and/or service one or more component parts of infringing financing systems,
including the GO Portal.

/
/
/
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FIRST CAUSE OF ACTION
(Infringement of U.S. Patent No. 6,950,807)
19.  CAC repeats and realleges every allegation set forth above.

20.  Upon information and belief, and without authority, consent, right, or
license, DriveTime and GO have infringed and continue to infringe the 807 patent."
Upon information and belief, Defendants’ infringing acts include, inter alia, thé
manufacture, use, sale, importation and/or offer for sale of the Go Portal, PALP and
other auto ﬁnancing methods and systems claimed in the *807 patent. Such conduct
constitutes, at minimum, direct infringement of the *807 patent
pursuant to 35 U.S.C. § 271(a).

21. Upon information and belief, and without authority, consent, right, or
license, Defendants have induced and continue to induce infringement of the 807
patent. Upon information and belief, Defendants are prime movers in the chain of
events leading to infringement by marketing, instructing, and/or training dealers to

practice and use the GO Portal, PALP and other auto financing methods and systems

claimed in the 807 patent. Upon information and belief, these activities constitute a

specific intent to induce infringement. Moreover, upon information and belief, the
DriveTime and GO were aware of, or were willfully blind to, the existence an(i
infringement of the 807 patent. -

22.  Upon information and belief, and without authority, consent, right, or
licénse, Defendants have contributed and continue to contribute to infringement of
the 807 patent. Upon information and belief, Defendants contribute to infringement
by designing, hosting, snpporting, maintaining, managing, and/or servicing one or
more component parts of the Go Portal, PALP and other auto financing methods and
systems claimed in the 807 patent. Upon information and belief, DriveTime and
GO were aware of, or were willfully blind to, the existence of the *807 patent. In
addition, upon information and belief, DriveTime and GO knew that said component

parts were intended for infringement and did not have substantial non-infringing uses.

5
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23.  The conduct of DriveTime and GO therefore constitutes, at minimum,
indirect infringement of the 807 patent pursuant to 35 U.S.C. § 271(b)-(c).

24.  Upon informétion and belief, the direct and indirect infringement of
both DriveTime and GO has directly and proximally caused damage to CAC. This
infringement entitles CAC to monetary relief in an amount which, by law, cannot be
less than a reasonable royalty, together with interests and costs fixed by this Court
pursuant to 35 U.S.C. § 284.

25.  Upon information and belief, the infringement of the ’807 patent by
DriveTime and GO is willful and deliberate. In particular, upon information and
belief, DriveTime and GO had knowledge of the Patent-in-Suit prior to infringement,
either knew or should have known their actions constituted infringement, and
continued to infringe despite an objectively high likelihood that their actions
constitute infringement. Such conduct constitutes, at minimum, willful
infringement of the 807 patent, justifying an award of treble damages pursuant to 35
U.S.C. § 284.

26. Upon information and belief, DriveTime and GO will continue their
infringement of the *807 patent unless enjoined by the Court. Defendants’ infringing
conduct has caused CAC irreparable harm and will continue to cause such harm
without the issuance of an injunction.

PRAYER FOR RELIEF
CAC respectfully requests that the Court find in its favor and against

Defendants, and that the Court grant Plaintiff the following relief:

A.  For entry of judgment that the *807 patent has been and continues to be
directly and/or indirectly infringed by the Defendants, either literally or under the
doctrine of equivalenté; | |

B.  For permanent injunctions enjoining the aforesaid acts of infringement
by the Defendants, their officers, agents, servants, employees, attorneys, parent and

subsidiary entities, assigns and successors in interest, and those persons acting in

6
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concert with them, including related individuals and entities, customers,
representatives, distfibutors, and dealers. In the alternative, if the Court finds that an
injunction is not warranted, Plaintiff requests an award of post judgment royalty to
compensate for future infringement;

C.  For an accounting of all damages on such damages sustained by CAC as
the result of the acts of infringement by the Defendants; |

‘D.  For the award to CAC of damages so ascertained, together with
prejudgment interest as provided by law;

E.  For entry of judgment that the Defendants’ infringemeht is willful, and
for an award of trebled damages pursuant to 35 U.S.C. § 284;

F.  For judgment that this case is exceptional, and for an award of all costs,
disbursements and attorneys’ fees pursuant to 35 U.S.C. § 285; and, _

G.  For such other and further legal and/or equitable relief as the Court shall
deem just and proper. _ '

DEMAND FOR JURY TRIAL
CAC demands trial of its claims by jury pursuant to Rule 38 of the

Federal Rules of Civil Procedure and further to the extent authorized by law.

DATED: March 4, 2013

SKADDEN, ARPS, SLATE, MEAGHER & FLOM LLP

By: ;__ge,m'a— S‘QX‘ -

‘ Harriet S. Posner
Attorneys for Plaintiff

Credit Acceptance Corporation
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-wmer 5. Social Swzmty m_xmbcr,‘ '

- stve vehicle. Pursuing any of these options reguires uénm&»

att@mpfmg w purbhzisc, tha amount of the x;iowxx ;mymcm the . ingihe credit ap;)hcauon to reflect the changes madd in the
' amsﬁomer is able to-pay: wwazd tﬁe purchase; and-in-some  sales-deal, and requires resubmission of the application 10 °

: . " ong or-more Jeading institutivns for appmvai Again, he

mchcatmn of the market valise' of the vehicle, Onc -~ mjodlified eredit application. may be aceepted or. rejected. If
app}zc&!mﬁmccmi)imcé the salesperson Sends the applice: 45 rejected i this: secorid round, further negotiations. and
fion-1v a kmdmg, institution for ag;:mvaL [ oSt Gises the changes may be necessary and the process iy be repedted

hlv’p&yme:ﬁts mmmumg untii :
1 off: Fhe

: - lowering the, amount ftanced, or the cusfomier and the .
. ebhgatmns, ami s i‘crt fh@ : a;)phcaimn iygmally a!so salmparsﬂn midy agree to work with 1 différent less exfien-

apphmxmn is sent o the lendervia facsimile, any number of Himes until finally o vehicle is found baving '

Upon' teceiving the eredit ap;ﬂ;catmn, an ag,cm of me- - price af which' the customer’s dcwn paymﬂm is sufficient

fending ingtitwtion eValtates. the. application ‘end makes s - and forwhich a fiiancing eompany i willing 1o lend the
decision as fo whether the lender will extesd eredit to the 5o balance. After mueh effort a sale may thén be complefed.

custoniér for the purchase of the' dosived vehicle dn makzag A the pwcming discussion makes clear, the present way
this decision the agent typically pulls a credit reporton the . of ‘negotiating Rbanicing, especially with high risk

custoimer front one of the national credii bureaus-aad seores - bortowers; is labor infensive, difficult, and inefficient. One:
the “customer. based: on-hisTeredit. history. Because they . of the ressoris for this is that the dealer doss ot know.up

represent & higher risk of non-payment, cusiomiers haviag. ss - front how nivch money 2 Tender'will be willing to fend on
poor credit historigs typically will' be chamged 2 higher 4 panticular veliicle to-a particular customer. Thus, the
interest raté, or will be required 16 pay a Jarger down - vehicles whichi 4 dealer présents o # customer; and the price
payment, or will bé otherwise limited in the amount of auwhich the dealer offers the vehicle.is conipletely unrelated

financing for which they will be spproved. Tn'some cases; 1 the. decision 2§ to whether Bnsncing will be miade avail-

the custdmer may” be refected outright dnd e lending oo able 1o x. prrticuldr custonter  on-the desired vehicle, Only

instimtion will refise to finspce @ pamwlar iransaction. In - after several terations of icial and ercor may-a realistic

either case, whethier ‘the financing institution agrees. o~ {ransaction be afrived il with sich failed iteralion wasting
Anandes ihedransaction ot relisesto do 5o;; he agf., {
the appiicé&tian nidifie ihcﬁaa;lér’sisﬁlés P
decision, typically wia vetutn fax.:

Tri-the ‘case thiit the financing nmxmizon agrees o exteud

or generating financing packages for financing

' f}x:xaa;a;guz‘g,E the traasacmn pmwada Th& cugmtmr Piys the the sale ot v&hmies and other pmducts requmug a }azge up-

judging:  a aagmﬁcant amoutt of fime Tor both the sai&sperson and the'
o ﬁf his or tmr © - customek, Such inefficiency uliimately cuts info the dealer’s
7 itis highly.desitable that s néwmethod be
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: 3 4
front: iwvasinent fmm the. consumcr A systeny ot imiples mchvm?uai product in - the dealer's inveniory, allowing the.
, memmg such 4 thethod 8 #lso ﬁes;red v deater o ‘seloctively present financing and purchase options
Heally, anew meﬁmd oi gemratmg ﬁn&nemg pacl\ages' ithe custorher., ‘ _
would take into acconnt 4 dealer’s sntivy: mventory, #nd . An. additional featute of theduventive method. i that

gemms fi::«u)cmg optmms for _eadh item | c:f mwmiory 3 mmmhiy payments collected fron the customer i satisfacs
i 4 ; ; .

ceed: are shared: with the dexler.
lealer’s share of ‘the: flected paymcms is
i padvanced 10 ¢

i Imtmlly the
agplied to.pay off the am

whmh namacﬂom gre pmﬁmblﬁ wmd whmh fire noi, and & dv Thereafter: the dealer's share of collected | payments pravide
dealer’s salesperson may choose fo presenl Iransactions fo-a. 167 an wilditional profit source ta the dealer The method further
customier based on which transactivns are the most profit- fncludes provisions for accelersting um payment. of such
able: Tn the event that vo Anancing packdges e penerated - back-end profits 1o thie dealer.

which are acceptable to both the dealer and the customer, an Fhe present invention Turther encﬁmpassas a system for

improved systent should a{iﬁwv for tpdated fnput datd to b providing guaramced financing for the customers of a mer-
eutered, and quickly recaleulate fnancing: packages based chant or dealer allowing e custosier to purchase a product
on the updated data. Fusthermore; an improved method of  from. an inventory of s dealer, The system includes 4
‘generating financing packapes would involve the dealerin -~ petwork, # databise configured tostore the inventory of a
the paymem cotlection PEOCESS,; (Zlvfz“iﬁﬁg iy ad(iﬁ‘l()ﬁ(d plﬂﬁf : dgﬂjegj; S mwe‘;' mnﬁgureﬁ 1oy access the database ;!md auser
source for the dealer. Such o mothod and a'sysiem must be  terminal adapted 1o acoept eredit fuformation Trofn a cose
Hexible so that the impact of churiges in‘the §

o8 f:h&nvmg the amount of the down’payinient, ioWenng the.
price of the product, and so forth, may bequickly and |
taken ‘info’ account and reflected in the: ﬁmaemg aCkages’  fun
ganerated for the varions e in the deler’s i mory L

SUMMARY OF THE INV}ﬁN’I‘{(}N . v
cach of thc ztems i

The present invention provides 8 system and inethiod for credit setive andd the dealer costy associated with each dism.
praviding financing to the cusfomers of a merchant fo allow Tl server s also configured o fransmit financing options to

i
W

it dnd: ‘processing Commands to and from
he etwork. The server and database are

the eredit report and other eredit
“cateulates n froniend profit for

the customers. to purchasé. products from the merchant’s. oo oo rioatpe displayed for the dealer. The dealermay

mventory. The system. plementing the inventive method, 36
generates prospecuvc financing packagés for e.vcry item in
the deider’s inventory, An advantage of the present fnvention

then presént findncing opmms fo the customer for the
purchase of ‘al least one. item from the dealer’s ihventory.

that the medchast may dolermine which Tventory ifems:be.

ddvatice pait er, and the dealei’s costs associaled
or she is. wxlhng to sell-to:the customer-on credit. A featuce 35 ailoe DA 16 e dealer, and the ded

-twith each itém. The financing options alse inclide the

of the present invention s that ﬁmncmggackages gcmmted dealer’s estimated back-end pmﬁt& based on. the dealer’s
© sharé of collected payiients: received from thie customer in -

according to the invention involve hemerchant dealer tinthe
payment colléction process, thereby creating #n addil
profit source for the merchant. Among the advama@,es ofthe
&ﬁ:;;gﬁf‘:gﬁ %;fg;’;j?; éff;: ; ast:z c*:hg ! a,ﬁ;t;;ﬁfni R prosent@d with financmg packages for evéry product in His
amount, may be-altered, and new financing packiges created O her inventory. The financing packages are-presented in a
based on the new data, so that many different financing manner in which the dealer may quickly determive which
options may be quickly and efficiently. explored. : finbnsing ;asekages are the. most advantageons, and may

: . ditect the customer foward the purchase of the pmduc!s
ceortting 10.4 oot of on, & muthod - 45

o vt i e pcheof o oy 3 £ Wi e most el Tncing g
T ekt o it ollvin W b 3 s n pispeive ancing, pacags i o &
. fory diubiss fnelndey fecords for 4 humber of produets in generate. packages that may be more appealing o the cus-

the. dealer’s inventacy, Each product has & desler cost 50 wmer. Theability torecaloulate ﬁnammgpaa&ages tiased on
associated the product; and a-sale price.at which the dealer
desires to-s¢ll the product. The metbod Turther includes the
steps of gathering information frow the customer; indinding
& down payment arsount which the customer has available.
to pay m?w:)a'rds thie purchase of & produict, and caloulating a 55 ing Deiaﬂed Desr:rzgtxon of ihe Tovention and the figures.
credit score for the customer based at least in part-on the BRIER DESCRIPTION OF THE FIGURES
information gathered from the ¢ustomer Additienal steps- . FIGH 1 36 4 blodk diag . h siem fo i
fnchude deterinining an. advauce amount fo'be piid fo the - L 18 block & agmms lowing a sysiem 1or providiog
deater for each individual product in the deslor inventory in féaancmg io::rc% the' purchase of 2 product by 4 cusiomer
thie gvent that thay particulae product i sold io the customier " 60 OI-& BieFCRAnL
and caleulating:a from-end profit tobe realized by the dealer - FIG. 2 s a dmgram illustrating a screen for. enlering
for the sale each individual produet io the evein the particy- - vebicle information inid an inventory data base;

lar proéuct is sold. The front-end profits bas&:d on the dealer .. HG. 3 is-4 diageam ifhistrating 4 screen for upditing
? ' ¢ mibrmaﬁon pmv;mxsly &memd mm i datalm%, { '

- satisfaction for. the amount financed.’

" ataceptable firancing terms.
Additional Yeasures and advanmges of the present inven-

: pays : Y
'at presemmg, a ﬁmmmng pad\age w;zh deakzr for Laeh{ B

dialer. _

ut data, such 20 omier. Thié user erminal i adapted to transmit and receive
“calenlate 8 credit score’ for customers

¢ databage based on the custormer’s’

The fisancing options transmitted fo the dealer include the -
is thiat may easily identity profitable fimncing packages so. dealer’s fmnwnd profit, based onthe down payment an

. By -employing: the present invéntion, 2 marchant or dmler '

altersd inpot daty gredtly veduces the tifne required 10 avrive

tion dre described in; and will be apparest from, the follow- -
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f‘I(} b i5'a dmgram ﬂlimmtmg a.seréen fm dxsplaymgw

financing packages; <

FIG. 7 is-a flowchart: ;nus:ratmg, a method for pmwﬂmf;.
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mg‘dmabase and ihe caleulation wnit 108 mlemet Mth oine

another and mchaqge daed lo-generate fnancing. packages

en requiest fromn: the dealer, based on 'dats supplied by the

gusrititeed findncing owirds the puzéhase of a vehicle by 2

cusfomer from a dealer;
FIG. 8 55 2 Howehart illustrating: a method for vximmimg

fuanciog, and colicumg anck dispersing received payrients -

wecording to the present invention; an smbodiment ol a bagic

fingocing stage of & comploted Transactiod for the purehase‘
of & vehicle by & custonier.

FIG, 9154 fowchart Blistrating metfmd of. accde:atmg g

the payment of backrend profils: fy thc dealer '

DE’?AII ED f)E‘?(“‘RIPTi(}N OF ’IHE
’ mwmmw S

' Thc préseat mkuon m!aws to &

- pz‘owﬁmg Brancing toward the ‘pirchase of prodiet by & -

custotmer from s merchant. Tn an ymbadxmﬁnt e systern

and method for providing ﬁmnmng 816 mnﬁgw:c,ﬁ to ensure

that at least one financing package is made availuble to every
customer who désires: o findncs the p‘nrcha% of an ftem

B

dealer through the eredit processing strver 104, and inven-

“tory data stored In the eredit processing database 106 itself.

The connection between the wredit processing server 104
and the ﬁnancmg package generation unit 105 way also be
provided by o pablic tetwork such as ‘the Internet, or by &
private fetwork.

The credit processing server 194 provides an interfice
! »beiwccn the user and the financing packdge generiting it

105,

s Wb pages are fransmitted. from the eredit

- pmms#mg 104 fo-the dealer.terminal 102 over the network

53 «ztom ik melhcsd i’m'_‘ g

from the merchant, Ttis possible that the financing packages

i vgmcmwd accorcfmg {0 the present systemn snd method will

inchide provisions that are not acceptable 10 the merchant,
and 'the merchani way decide wot 1o extend fmmemg fo-a

- pairticular cistomet. Howevet, dils-decision rosts with the
ant systeny ami migthod: g\mrantw that
ot otherwise, will be. made-; herdeal

" merchant, The p
finaticing packade i
: ava;kable for all of -Ltm ma:cham’s cusfomers,

. An :e:mbo&xmem of the systenyand method of the p pmsem ‘
inveation s directed foward providing fmam,mg for tho

puirelinse vehicles from i dealer. This parmmiar grbodinment

B - N
3

wiltbie deseribed in detail below, however, it should be noted

thatihe systom and method of the present invention may alse
be applicd toward the financing of other pmdncts whichiare
commonly purchased on credit.

BIG. 1 shows. a black: dmgmm of a xy‘;if:m 109 a,ccmdmg

o i embodiment of the fnvention; wheseln' finsncing 18 fo
be provided towards the porchase of a vehicle by a cistorer
| from:a automobile degler: The systom 100 includesa dealer

35

4

sorininal-162, 3 credit processing server, 1643 and a-financing -

» paz::lsagﬁ gcneraucm wnit 185 which ingludes a7 credit. pro-
108, A credit. o

. ‘oessing database 106, and. a calealation unit
buyean 1103 alsa shown: The credit breau
by a third party snd is nof, -stctly speaking,
system 100, However, as will be desoribed below, the
interdetion betwesn . the caloulation uait 108 and:the credit
bureau 110 is integral 16 the operation of the system 100,

s operated

Theielore: the uredu Butean has been included with fhe

systemn 106 shown 1 FIG. L.
in the: embodiment shown, the ﬁea}ar t:enmnai Wi
connected 10 the credit processing server 104-via a network

~.wccess and display o vehicle eniry ?age for auiefmg W

Spai of the

. stedatabase associated with the parmmmr dealerin question.

50

10310 be displayed By thie dealers web browser. Tiv most

“cases. the web papes: wilkinclude data flelds o wiiich ‘the
dealer wiay
~geiver 104, The web. pages. miayalso. inclide comimand
: opt;omz which allow. the- dealer fo fnsteuct the credit pro-

yeoter datd 16, be seat to e credil processing

cessing uhit 10410 pc:fam various functions. The eredit
}:meessiug gerver 164 in o communicates data received
from the user terminal 102 fo- the fnancing packztge gener-

ating wgit 108 with' instructions’ for processing the data.

When uppropriate; the financing packaga.. gummlmw it

© 105 vefurns procéssing resulls o thic eredit processing server
104 andl the resulis e trapsmitied asweb pages tothe dealer

lermmai 102 for di‘splay by the dealer’s web browsén

‘i’he cmdxt pmce mg ;daxabasa 196 s conﬁgured 16 smre -

vehicls, tha @olm" of ttie vehxcie, the de&ler s cost ift mﬁtam
g and preparing the vehicle, the condition of fhie vehidle;

the desired selling price, the fength of time the velicle has

bt.an it mvemory, and-other useful nfoimation.

Fhe récords stored ia.the detabase 106 may be entered and
edited by ihe: dez}}er‘ from the dealer wraiinal 102, By
selecting the appropriate options availible on & credit pro-
cessing homieweb page which hasbeen transmitied from the
credil processing server 104 to the dealer terminal 102 and
which displayed by the dealer’s web browser, (he dealér may

vehicles: into the. database 146

Tu ordeér 10 access the vehicle eotry, pagc ihe.dealot may' .

be regnired to enter unique identifying information such as
& user name and pm;sward Based on. the user pame and
passwiord; credit processing server will access the- appmpn~

Asample of a vehicle entry page 120 is shown in FIG. 2. The

" vehigle entry page 120 includes felds for entering 4 stock

103, such a3 for example, the Interpet. Fhus, the déafer, or -

a sales agent associated with the dealey, may copumunicate
with'. the eredit processmg server T using 4. common
Taternét web browser miming. on the dealer terminal 162

The dealer vommunicates witl the credit processing server:

164 vxa iixa d%ﬂér tacmmal 18” © ycrﬁ:)xm ¥ vamsty (313 tasks. -

80

o mvemary‘:*i‘he dealer may‘ alsey use the dedler feeminal 102

1o submit customer éredil ap;)lmxtmm m me credn pmce‘s&

Ling server 104 fm;pmm&a g,

‘The ¢redit processing server: 104 i also wnnmtcd o the:

ﬁnammg package geaemtmr: umt 195 The wredit pmctmsv

. and mileage: 130,

. T stiown 4t 160 in FIG.
o mglucfes & num!:ser of separate: vehicle réeonds 162 B‘aeh '

number 122; 4 vehicle idenification mumber {VIN) 124; the
date on which the dealér purchased the vehicle 126; the
vehicle color 128; and the m»icage on the vehicle 130, By
selécting the continmie 1o add option 132, the dealer way
access funthér pages' for entering additional data related fo
the- vehicle. Tn addition fo adding new vehicles to the
inventory database, the dedler may dlso access a vehicle
upﬁaw page 1403 shown in FIG, 3 in otder 1o change or
correet daty corresponding 1o veliicles. alrcady eatered fnto

the: database 106, Data fields that may be alisred in-the
sumple vebicle tipdate page 140 include the stock number

14% the purchiase date’ a4 ihe vehack: szatus 146* colar 148;

73 inwentm'y stcm:d in database 106
As can. be-sven, the idveatory

] ample
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record-includes f:peuﬁc mfarm'ﬁmn r@garchng vach vahxc{a

Thus, the datx Helds displaved on fhe invéntory: page. 160 - -

nchids. the - stouk . number 1684; the nuraber 'of days the

vehicle has beon i inventory 166 the muodel year of the

o wehicle 168; the vehiele make 170; and med&l 172; thewolor
whi:iks- 176y

ofthe vcmck: 174 tE;e number of miles on

the. typieal vetail price of & vehicle of the same make and -

model when elezn 180; e rerait-sverage of sich velidles |
when ¢léan. -
184; the wholesale average when the vehicle is i average’ |
fotigh cone

182 the wholssdlé: average of sueh w.vehie

condition 186; the wholesale average when i
dition 188; the deater cost for the vebicle-199; and the
dealer’s wihmw pnw 19” :

YT

-dealer may also usa the dedIu terniinal - 193 10 enter @

eustomer’s fmancial data n ovder (o getierale. linaticing.

packages For allowing the cuslonier tw parehase one of the

- dealer’s velilcles on, credit Again, by selecting the appro-

priste options o a credu processing web page iransmitted
From the eredit processing server 104 to the: dealer terminal
»l mz, & t.mﬁt applccaumz pag:: stich as that shown I FIG,

sncb &S !il@ tzustcsmers SQC)&I e

birth 204; last name 206; first nane 2608; and. middle: initial

210. Address information 1o be gaihamd ‘neludes street
nutnber 212; strect pane 2145 streot type 216 e, dvenue,
Tane, ¢1¢.); apariment number 218 post office box 228; city
222; state 224; zip-code 226 and il address 230, A feld
232 5.akko provkd:id for identifying the dealer’s sales person

who is résponsible: for the transaction, Additional financial

data fo be collected from the customer include the number
of years 236 and months 238 the customer has lived at hmv

ror 104 tthie d&alcr;v '

15,

0

y numbg; 262 ﬁa{e Of - S e

, 8
mcr(vhmt svinventory. As will be described in more detail
bielow, the fisiancing packages are displayed in a midoner

sueh it the dealer i able to quickly ‘surmise which’

financing packages.are. inancially attractive. the dealer may
then steer the Customer toward purchasing a vehiclé which

may be fidnesd on.terms that will be: most profitable to.the
dealér: Conveniently;
provided with sorin aptions 334,336 and 3 whwh alimv
the: dealér fo cistornive- e manwer in which. the

ackﬁgas avg:displayed; Anothér dmporiant, fumzre of t}z» :

systobs 18 that finaneing . packages that may violate’ certin
lending ariteria’of the-lénder, Tt- idemifies for example, the
déwi payment.amount mhay fot meet the minimum percent-
age of the total sale-price required by the Iender, of the
wionillly payments miay excecd 1 predefined maxinum pay-
el threshold This; green 332 and vellow 334 indicators
aré pmvzdcd ity indicate which puckag,e\!; are vald and which
are. noly re«syucuvely. :

The financing. packages 300 g,emrated by thc syﬁrx:m of
the present, invention and- displayed in FI6. § differ from
i nancing packages. Acwrdmg {0 prior ant findneing
 theudcaker’s involverent i the financing tens-
nearly. xmmedmuly upon ‘completing the sale'of
The dealer kwgs {he: custmner S down payment

agrées to pay ihe dealer an agréed upoin amount in ekchiange

- for the customer’s obligation, The dealer has po farther

A

inferest in priorart finaacing, tmnsacnons Tiis then By o the
parly who-estended the ﬁuanmng to collect monthly pay-
ments from the customer in satisficrion of the obligation
afnoupt covering the balagce of the sale price and any

© interest that aectues on the balance. According 1o the present

35

" arher eurrent address whethier thi custonier Yents or owns -

. Bis or: her tesidenice

When ali oF the’ d’xta have: beeu entcreff into :he apg;hca—’:

ton page, the application data dre transmilfed 1, the credit
processing server 104 for processing. The credit processing
server 104 scedises the credit processing database 106, and
the dutabase 106 shares information with the ealeulation unit
i ander 1o generate financing packages for cwery vehicle in
the dealer’s Inventory,

The calculation nnit 108 receives the customer’s financial
data.and pulls & credit report on the customer from the-credit

% creéxt seore-16f the: customer, ’I"h_ ‘crodit
a number Qf f'xcmrs mchaémg ﬁ}e csusmmcr

seote, tiae m\mwrg dm smw:i i tbu credu pmc&smg

database 106, and findncial dats From Theicredit appi:camon_'
200 1 generate financing pac&ages for each vehicls in the

dealers inventory, Thése ﬁnanamg packages- e ther teans-
mitted to the dealer tetuiinal 162 for display by the dealsr’s

web browser, Saimple finaficihg packages 300 52 small-
nuritbscr of vehicles ‘are shown in: FIG: 6. The financing

packages presented fo the merchant are ctistomized for the
mcfméual_wsmme: for each mdmdua_l ‘product in the

invetion; ot 1he: othsr hand, the: dealer remains a party fo
the ﬁnanmag teiiisadlion even dfier the saleof the vehicle is

: campletc This is: acmmphshed by gramting the dealer a

gtakelin the paymcmis ollected fitin the mtomer in pay-

45

50

ment-of the autitanding vbligation. . .

i At:t:or(hng, 16 the ﬁaazmm pa(.kaga,a, 300 of the- pm&cm ,

- jaacf grees fo.pay the baluce of (he sale price Wztb mtews{ -
i aseries of monthly pagments over wiextended period of

time. ‘Fhe party extending the Snancing meanswhile agrees to
pay the dealer an advanics afmonht when the gale i complete.

" The pariy extending financing to the customer furiher agrees

1o pay the dealer a share of me monthly payarents collscied
from the customer. Thus, the financing package of the

preseal invention include s dealér front-end piofit at the time

~of $al¢ and 2 back~cnd profit based on future colkmtcd

60

;)ayments
“ The frontsend. profit is the auml profit hiat the dealer

~-reaHzes xmmcdmiely uptm cio&mg # sale with the custonter.

The E’mm»end Profif s based on the: amount of the down
' aid by the customer, ‘the advance amount-ithat'the
party ‘providing the fnanting agrees to pay 1o thie-dealer in

‘e event.of w sule, and the dealer’s costy associnted with.
.abmmng dnd preparing the.vehicle being $old, taxes, sor-
“vice febs nnd: the Tike, Put snnpiy, the front-end profit, is
equai tothedown paymant amoum phus the advance amount:

© minus he.dealer’s costs.

The back-end profits are genemﬁd by ‘thé monthly pay-

" mienls teceivéd from the cusiomer iy sausiacuon for the

outstanding: ni‘)ligatmn Aceording o the ‘present fovention
the dealer receives ‘a sharé of all customer payments
recmwd In wn émimdxm&zm caf the invention the dealer

he financing pickage dLspiay screends

-baja ¥ fer zmmedraiéiy PR 'lim ﬂofs to the party - o
: provxdmg financing, snd the paity pmvxdmg the financing:
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receives 80% of mllwted paymcms,?anﬂ flié par&y pmvxdma :
e deal

the finaiicing retaing 209%. Iniiall
réceived payments is eredited a
by the |
Therefore, the dealer's. back-end profits are- reduiced by tHe
amont of the advance, the paft sérvicing 1ée, agwell as any
out of pocket costs dnuived by the party providing financing

patty financing the fransaction ar the Hine ﬁf ihs, sale. -

in collecting the fee. A total ‘payment amount ¢én be caled- -

lated by multiplying the cistomer's monthly payment
amount by the total oumber of paymenis 1o be received.
Thus, the: dealer’s back-énd profits miy be. estimated by
. mruitiplying the. (oial payment ameruat by the dealer's por
- certlage’ share cﬁ:‘ coi[e tots am:i sxxbtractmg tha advanee

PR ay
"paymeut ammmt by an: xyecmd payment collection mte: |

The amiount-of mnnﬁy th customer. fias available for a
down payment is deter) md by the eistomdr The vehiele

costs dnd the sale pnw are dotermined by thedealer. Finally,

furth 3 mﬁlnplymg the. io£a1 .

the advance” amovnt is diterniined by the party extending’

frnancing based on the customer’s creddit scure, the dealers
ship’s past collection. history, the pasticalar vehicle beiig
- considered and other Trctors, All of these fectors are kuown

or may be caleulated at the time the fingnciny packages-are

generaied: Thus, each finaneing package 300 displayed in
M(x 6 incloded the selfing price 312; the down payment

percentage 314, the advance sinolint 316; the dealer’s cost:

318yt deater’s frontend profit 3207 the dealer’s estimated
back-end  prefit 3&2 thecustomer’s monthly piyment
d

Addition mferfhauan displayed includesthedealer’s stock

berof monthly paynieats 326,

30

number 302; the number of days n faventory 304; model

*year 306; the model name 308; aid the'color 310: Th&r&fum,

all aspents of the financing: packages, ihéluding the dealer’s:
Frontond profifs and  estimated back—end pmﬁw mm ‘be.

determined up-front.

138"

In an embodiment. of the systenr m& the fingucing.
packages 300 displayed-in FIG. 8 are transiitted fiomi the

credit processing server 104 1o the dealer terminal 102 a5 4
web page o be dxspiayt:d by the doaler’s web browsér, The
welr page inclades sorting commands 336, 338 and 340
which. allow the dealer to control the order in which the

financing packagss 300 are displayed. For example,. the:
dealer gan choose o' viéw  financing packages for all

vehitles, only. those financing packages-having 4 gréen
trdicator, oronly fnancing packages with a yellow guaran-

~ tee indicator, Financing packages-can also be sorted by, for.

40

&

- example, the yaarjmodet of (b veliicls; the number of days

the vehicls has been in stock; the vp-vont. .profit, ‘and
pmoﬁm payament. Futiles; e displayed mformation can be
sorted in ascending dr descending order. ‘Thus, the:dealer can

50

5204, a0,
- seore:ds Basedon the eredit report: and other:datn collested:
“instep $202: At stép S208 scparaw ‘fingneing packiges are -

20

s "-»'@950;80732'.

10

meﬁwd 1<; bm xmdumooct with refurencc o the. ﬁow“haris. B
shown in, g ! 7,8 and’ :

G

FIG, 7 shiows a meihod of ¢ gcneratmg ﬁxmncmg, yackagﬁs vl

- be presedted 101 cuslomer and eniering info ‘a findnicing
agrecmﬁm with the cusfomer acoording to one of the finane:
iig packages presented. As shown in FIG. 7, the pmew
beging at “slep: S200 whete the dealer creates dnd mamiaing
a dealer inventory database (i.¢., & database of each indi-
vidhual vehicle i the deales’s invenmr_y). At'step S202; the

dealer gathers fihaneial data fron the customer. The date

collected fFom the cusfomer are entersd Intd  credit appli-
<ation gnd the deslér submits the applcation, The eredit
ition: ecllected: may include, for eXamiple; the wus-

tomer’s. Social Security number -and a. dawa yaymem
- amotint 16 b provided by the customer. . ’

- Next; a credit jeport for the custdmer I8 acccss@d at %ﬁp
o aiereditseore is ealeulated at stop $208. Thetradit

generated for cach vehiéle in the dealer’s, mventory. The
TUEEToNS ﬁnancm« pukaga& ate ;)rcamied to the dealer at
step $212 40 o mannet which alfows thiy dealer-fo quickly

ascertiin which packagas aré most financially advantageous,
thercby facilitating selection of ¢ desivable. financing pack-

age instep S214 The selected package is then premm&d o
the-Customer i step 8216,

At step S218, ihe enstomer decides whether or not
sccepl the Avancing package presented by the dealer, If the
customer-aceepts the dealy the method procecdsto $iep S220

where flie rahsaction mcampfewd ¥, on ihe other hand, the
- customer: does: not accept the deal bul is -interested in -

exploring other: options, & determiindtion is mude at step
$222 whether alf of the ﬁmmcmg packages which the dealer
is willing 10 extend to the customer have boon exhausied. If

they:have hotbeen, progess flow retuens 1o step S214 whete

the. déaler may seloot s ‘different financing ‘package. on
anothier vehicle o préséat 1o the customer instep S214. In
this manadr all findneing options on il vehicles may be

-explored. If it i delermiined al step $222 that the dealer has
presented all of the financing packages he or sheds willing
16 préscnt, the process flow prmeeds to step 5224 Tnthis

step thesdealer may mudify portions the cusiomer’s credit

information on which the original financing: pdckages were.

based. Typically this siép will anjofint to iticicasing the
down payment amouat the ¢ustomer iy willitig io put down
toward ihe: vehicle. The modified credit -information is
submitied and the methiod femrms to step S208 where new
financing ‘packages: reflecting the alfered input data are

generated for ¢ach vehicle, Steps $212, 214, 216 and 218 are

then répeated wntil 4 fianeing deal is reached, or until al}

- olher gptions have been c«haustcd

“guickly - identify foancioy, packages that are financially’ -

faivorable o the dealer. Sueh information will help deter-
mine which financing packages the dealer decidesto present
tor the Casiiner; Forexample, the denler may wish to present

vihifcles and their casresponding financing pdohages Tiaving

the highest up - front profits, or the dealerinay aticnpt-1o
wiove veliclss that ave been i inveiltory for-an extended
petiod of tme; Purthermore; if none of ihe financing pack-

i
RN

86

ages are acceptable to the cusloimer, new firiaricing packages

can be generated by alfering the dnput datay such a5 by

' -mr:reasmg the down. ;)aymmt am@um o iawamg ﬂw sa]e"_ :

price

T addition 1o the: syetom mer thé prcm:m mvcm:m fuﬁhar :

encampasses 4 method of providing guaranteed ﬁmmmng

for sl of a dealer’s pmmtxa& cnsmmcrs The: mvenmfe_-

- From L of the e
© ave miade onwmo hly Basis. Such paymients are collected

: FlG. 8 isa ﬁawchas:t ﬁepmimg he pmcess for mttwdmg .
fingncing according o the preseat invention once ﬁnaﬁmg :

package wnd. vehicle have» been @greed upon. Financing is
extended (o the customerin step 3390 Thus, the customer
takes possession “of “the: vebicle without paying the. full
purehase price’ 1o thie: desler, but only- ihe down. phyment
amtunt, The dealer collects atid] keeps the agreed upon down

payment. for timself or hessetf, At siop S304, the advance

amnoling I paid by the: ‘party providing the findncing (o the
dealer a5 agiced upon under the terms of the finasicing

packaga. “{'izcreafi_er thecisstoraer makes périodic piyinents .

1 -satisfaction of the obixgaﬁcm owed: Preferably payments
customerson oltstanding obligations

from the castomers ai siep S306. At step 8307, the dealer’s

sharf:f of the pfmad;a paymezam caiiec:tzﬂ a{ step %30& is
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’ of periodic gaymcnt';- coilec,wd for sl ofthe daaluf S frans.
& ; o dealer’s collatersl pools for the
i Ave.rs'uzs {he- total smount of periodic
' gaymﬂms duiefor the sase period, Onde the ealeulation rate
iaasg, bep e::;xiuﬂawd a eie{crmmatmu s made at :,top 5412s8

tior i made at sk,p 3303 ¥
paidio the dealer at step S304 for cach transaction Emm i)ee,n :
iiﬁlly ufiset by the dwlex s sime of the em%mer $ moau?ﬂy' 3.

enfes d"by ihe dealer: s the wd nees hav
repaid, -the .dealer’s. sliare of

advances al.step $S309. In other words, the balance of the. - exeeed the performince threshold, the dealer must choose
simount advanced s re:duc:eci by an. amount -eqeal o, the - whetheror not to-cap the collaleral pool st step SH1d. 1§, at
d(,a}t,f‘ e; qhaxg QE {}m mc@ ;ved ayments; Aﬁ@r gppiymg the siop 55414 ihe: dealer chooses.not-to cap-the cotlateral: pnol
Ang the advdnces at step S309, thés process Hlow proceeds back:o step $408 where-periodic

ihe: ;)mcesa i}e}w pmmuds bacle to step $306 where ihe next payments for all-of the transactions in the coflateral poot
periodic payment 13 coiiecteﬁ From-thie msmm@f contings to be collected in the normal course, and additional
- - fnancing tratisactions may beé adcied for-the poolas step: 5402

My be-repeated: The. dealer way choose ot to ¢ap the

callécted payments, then the entie: deler's s}mm Of the- . e tion fate above the performatice threshold. T order fo°
mionthly piymenis’ ?olicmeﬁ in: slep- S306 Is ;aazd 1o the qualify for accelerated: buck-end: payments at a later date.
dealer al step S310. Thus, after the advance amount hasbeen 5, Alteriaiely; even if the dealers.colicction rate dbss:not meet
offset, the dealer’s share of the monthly paymentsrepresents (b desired colléction rate performance threshold, the dedler
additional back-end profit redlized by the dealer After thie may nonetheless chioase 16 ¢ap the. collitéral pool at step
dealer’s. share: has been paid (o the dealer at step 8310, 4 - S4i4. In this case; the process flow proceeds onto step $416
determination is miade ut step $312'as the whetheror not the  * where: periodic ‘paymients for the' transactions i the collat
total payment amount his been received and the abiigatién w5 eralpool are again collecied fn the normal course. However,
has béen satishied, Tf fituré périodic Pavmentstemainugeol-  the advances Fromi-futire fidancing wansactions will be
Teeted wnder the: terms of the transaction, the process flow - - applied to:a new collateral pool as indicated fn-step S418..
pmcmd% Back to-siep S306 where the sioxt pt:mdm paymem '
is collected Tront the cosfomer. 1Lt is de i
S312 dhiar-1be. ferms of ‘the
satisfled, the: process- flow woceeds fo° stép’ S3'l-§ aud the ang

: < step S420

Hrancing transaction is: completed:. , :
FIG. 9 is a Howehart Hhistrating o embocimwni ‘of thie - ments. If the doaler chooses ot to cap. the collateral pool at

method of the prosent iavention Whrein paymfzm of a step: S{#"Q ‘the. progess flow proceeds back o slep $408
pottion of the dealer’s estimated. bagkeond profits is accel g5 wheto periodic pa

crated based on' & satisfactory dedlér collection rate. The. dealer does chooss 1o cap the collatera] pool al step S€20 the

d
U

collateral:pool oxceeds the capping threshold;
aler’s collection rate exveed the desired perfor-

process begins -at step S400, whiere 2 collateral pool. s dealer is eligible to receive an accelerated back-end payment -

created. The collatoral pool is anaccounting consticonin . yeen Su2% Tn an embodiment of the inverifion, the amotnt
which the advances paid to @ dealer for a number of o '1he secelerated back-end profit is equl o 15% of the
fragncing transactions ‘are grouped logether in a single 4o expreted back-end profit, This amount is advanced direcily
dccount, of “pool”, as will be desceibed below, & single”  jo (he dealer, and is added to (he outstanding balance of the
dealer may have a number of active collateral pools, . - collateral pool. At step 8424, periodic payments contiaue o

AL stop. &402, ﬁmmcmg is exignded 1o &-customer of the'. - be gollscted for a1l ransactions iu the collateral pool, in the
deaiz:r in ﬁirtheranca of ﬁze saie ef & v*ehade '§‘i}e advancﬁ nm;naf goitse until thie total paydients for all of the trans-

pgymems Hth mﬂég{ed i callateral pool for futm*e transaciions,

e if szmsfa::tmn o the

» ﬁcaimns_ '

FIG. 8). Al step §406,8 detwnmammsmadeaste whe - g
or not the nurmiber of transactions in' the ‘collateral pool s chaniges and modifications can be: iade: without departing
exceeds a capping threshold. The. cappmg fhréshold is 2 - from the spidl and scope of the: presunt invention wod
predefined number of finanéing teansactions that the déaler  without dinginishing its intended advantages: Tt is therefore
must have closed in-which the advande amount has been . intended that such changes and modifications be covered by
applied 10 the collaferal gool in order for the didfer to be ~ | the agpended claims.
eligible - for: capping the pool and receiving acoslerated ss The invention claimed is:
back-cid’ paymen}s Tran embodimentiof the invention, the 1. A method for providing a financing source o a cus-
capping threshold s setat 100 financing transaciions. If a1 tomer to purclizse a product selected from an investory of
step 406 it is determined that the mimber of transections’  products, the method comprising the steps of:

does Tiot, excesd. the. cappiog. threshold, the process flow reccwmg information related o database of 4 dealer’s
‘proceeds 1 smp 5408 where periedic payments forallofthe v~ lnvenlory, wherein the- dealer's fnventory- includes 2
_ transactions o theCotleteral moi mmamm ta b@wﬁecwd in. o glumiaty of prodycls; each pwd:wt traving a dealer cost

the normal course, B Y associated therewith and asale pmc atwhich: the dealer
TE it is determined al’ Slﬁp 840 that-th:« nnmber o{ e desires to sell the prodiiet;
transactions does in fhot txceed the capping ihreshold ﬂm. '

dealer’s collection rate & deteror o B4 (657 doven pa
ng to an enbodiment of the mvenmn, the collection raﬁs WO dble for i -down: paymeﬁl towards xhe purchiase: of
determined by calcufmmg the peroentage oi the mmt ammm pmdact* L

: favi ERES 1\ _'ﬁferrcd pefﬁormaace ;hmshra}d i% o colfec- o
calculated in step S307 are applied toward ihe balmce of the tion rale of ‘20% or highér 1 (e collection rte does not

~collateral pool, for examiple;. in an’ atfempt “1o- raise the -

Returning fo step 5412, if the mumber of transactions

weshiold, the dealer m«y choose to cap thie pool at -
Gider. 1o reckivd avetlerated badk-end” pay=

yrerts far the trensactions in the collat=. -
eral pool are collected in the norinal course. However,if the

have boen, received. At step, $426, the dénler may

be understood: ihat varitus chzmges and rhodi-
‘the pfmnt}y preferted s:mbadxmems déseribed
i will be apparent’ to- those skilled in the-art. Such

mazvmg*iafommmn from. the  custorier mciuding 1
entamouht which the custonmer hus avail-
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13-

caleulating & credit scote. for the: cusiomer ba&ed at k;ast

in-part on the information gathered. from the customer;.

determining an advance amount tobe paid to the dealer

from the financing souree for each individual productia. -

the dealer aven
produit i sold o I:hc castomer:

in. the ‘event. that 1&&1 Pamcuhr‘

' calzulatmgaﬁmm-md wafit to b fealized by fhie dealer
for éuch individuat product in ‘the, Gealer invedtoty

based on the dealer cost associnted with-each individual
prodiicy; the advance ambunt deteiningd for ¢ach indi-

vidaal produet; and the: down payment arnount; and

presenting 4 financing. package fo the dealer for sach
widividaal product o the tealer’s inventory for e~
diste offer for sale to the cusionier,

2. The method of pmwdmg fanciog of claim 1 wherein
thie financing gackage is ammmmaﬁy reviloutaied to Pro-
~ duee-a new fingneing packege for an flem and transayitted fo
the user terminal for immediate- affer for sale 1o the cuse
womer. -

3 ’I‘hé méthod of elaim 2, wherein the financing prckage.

. tuefudes the Sale pmc, e down paymem amount, an
amoun! fasnced; a

* util the towd payment smount bas been p'ud

#. The-method of claim: 3 farther ccmpmmg' Bﬁ s:imp of
cotlecting. monthly " payments: froisy the. isiomier Jin ‘the
monthly. paymont emount -and paying. " fra
'coifected monthly payments 16:the dealer.

8. The method of claim 4 whersin the fractionof recmvad y

payments paid {o the dealer is 80%.
6. The method of claim 4 further comprising the step of
applying the fraction of the collected monthly paymentspaid

arost ra{e, 4 total paynent. amuuni; .
arid 2 monthly payment smont fo be: paid by the customer

2

sifon of! tfw

to the dealer 1o offset the Gdvance amotint paid w the desler

at the time the prodisct wassold,
. The method of clatni 4 furlhm‘ com;msmg the. ::,ieps of

- providing fiineing 1
~prirchase of & pluralily,
wpplying e “advance 3
collatersl pooi whers
minis from Sach cusiy
-advanoeé for all iransactions,

8. "The method of claio 7 ﬁxritmf mmpasmg ﬂm t;zep of.
capping the colldteral pool afiera fixed number of Mnancing:

transactions have been entered such that advances paid io

the dealer f6r financing tWabsactions Sntéred afier the gol-

Iateral poel has been-capped aré ap;xlwd fo:4 second collat-
eral pool.
9. The method of claim & fuﬂhef contprising the stepsoft
af a predefined time after the first collateral pool has been
“capped determining -2 collection vite of monthly pay-
mems toceived for el findnciog’ uansactmns ehtered by
the dealer; and
issuing'a payment 1o the dcaier in an amount; ﬁqual 0a
percentage of the fraction of the’ ellected monthly
payments to; be
. amonnl expets
{ransactions, W
défined threshold:

1o be collected from all of {he

10, 'Thié method of olaim 1 fusther s:omprxﬁmg 121«3 steps of

pmv:dzng a user terminal for entering: the cusmms:t mf0r~
mation;

providing a servér contected ter the user tgeminal via i .

paitd the deater nraltiplied by an

'uxa wllec:ima mie, aw&s 2.pro-

‘38

eris applied affseta mm\ ammmt' e

Cfng ophoﬂs arg mspiayed ‘on-the wser termmai arid wiwmm
processing the sale includes accepting a down payment

: 14
ciatabasa, o g&nm'aw the fmanmng packases for-vach
frdividual- pmcimt in the dealer’s inventory based on
the customer information wid the inveatory datg stored

“int the database, and o transmit the. Bruncial packages - :

1 the:nser b mixmi over iht, actwork Tor (hsylay on thie

12, "The metbiod -of “claim 11, wheiel the. seleciable
criteria is selscted from the group consisting of:-cpst; time

T mvemmy, %ﬂm;, price; 1mn£~md profie; dnd bmivcnd '

profit

13, 'I‘ha metimd of ¢l 4 wherein the deajer’s uwemory
oumpm;es a plurality of vehicles,

4. A system for ploviding guarantged finatieing o a
custoimer for aflowing the costémer to purchase a prochict
from an nventory of 4 dealer, the system cofmypristog:

4 financing package generating unit-including s database

vemfifired to stors the inventory of the deider inchuding

S piumhty of mdmduaﬁy priced itens; anda calcula«

ity

E user'te» mal adapl@d o acoept credit mformanon Trom
- the Gistomer-and further adapted to tianismit- the credit
m:formauon o ebwork; and

éi’atmg unit, which retrieves 2 -orédit wport related to

the customer, and- caléulates & credit scoie for the

customer based o the eredit report and the credit
{nfornvation; 16 finsneing package genersting bt fir-
ther generating: ﬁzz:ancmg packages for each of the
" individaally priced iferos in the database, the-Bauncing
. packages inchading & frontiend profit-calenlated based
on the-credit seorey payment of an: advance amount o
* the degler in furtheranct of the salé, and dealer costs,
~{lie: sorver beings furiher cemﬁgumd 1o trangmit the
fianicing packipes foy theHiser ferminal for preseniation
o the deaim‘ for: mzmedmte offer for sale to the. cus-

amouat froni-the castcamcr ant eandmg financing d the
customer,

16, The system for provmlmg guarant&ed finanging as in
clatim 14, wherein the financing packages are aummaacaﬂy
recaleulated to produce anew ﬁnammg package for an ilem
and tednsmitted to the user {erminal for 1mmedma affer fcr
sale o ihie customen, -

17. The-systént for providing guarameed finanicing as

clatined inclaini 14, whirel the server is furthier couﬁgumd .

to- collect periodic payments from the custorner in satisfac-

- tion of the financing extended 1o the customer.

d0

network, and- having -access o thz‘. cfcak‘:r mveaatmyv :

ambasc, and

configuring the setver 1o recewa the customer information

from the user terminal, to avcess me dealer mwmmry

5

18. The system for_providing guarameed fnancing as’
17; whrein the dealer receives a shidre of -

clazmad it elair ]
the payments Collected from the. custonter. :
19, The system for prowdmg guatenteed. financing as

clgimed. in. claim’ 18, whicrein the. share yecewed: by, ti'sc '
_ dealer 15 80%.

20, The Systent’ ‘for providing guaram&f:d figarvini-4s

claimed in clim. 19, whirein the share roceived by the:

dealer is applied 1o offset the amount of the advance paid 10
the dedler. -

: sﬁe ﬁnmcmg ’ga&'lg:es dsspiaym on: the u*zcr'
teeoninal according to & sélectable celteriy

isceive credit mformition thmngh o
16 deeess the. finapcing package gens

tém f()r ;:mvnimg guara;atc.cd ﬁnmcmg 8.
14 \'v eroin: 'fha user tcrmmai xs ﬁmher
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24, The: system for prov
claimied in clainy 18, wherein (e server is further m%aptcci 1o
caloirlate (6 dedler’s backeend pofits Based on:
collection. tatés of the psmduc'payments zmd 0.1
pavment of the backeend profits 1o the dester el
Backiend profit arethe dealsr'ss ! 1
received afior the ndvance has ben: ﬁiﬂy offiset, .

22, The system of elaim 14, wherein the user ‘terminalis '
mpahlo of sm'img the ﬁﬁ&nmng packmgu; sccording foa

selecialile criteria,

23, The system of elain 22, whemm the mkeciablu criterin
is selécfud from e group consisting oft east: thme in
inventory; selling. price;” front-end profit;- anﬁ Back-end
profit

24 The system for providing guaranteed ﬁuanung as

« elatmed 36 clainy 14, wherein the inventory of the dealer
comrprises a plurality of vehicles.

25, Asystem for generating f ig
By a financing party, fora customer purchise 6f-a product
from & dealer’s inventory of a phmmy of- pmduocs, the
system camprising:

4 database for storing information refatéd o prodos in - -
.. the dealer’s inventory mcmﬁmg, & dealor mmt a.ssoc.zated .

with each progdiset) -
& user. terminal, cemmunzaauvalv cmapicsd w said

database, for recemng financial information about the

customer o relation to said products; and ,
a server having dceess to the data in the database sdapted

fo communicate witli thie user ferminal over 4 network;

whereby the finnheial information. aboul the cusmmer
may be: transmmed to the-server,,
the server g,emraung # firancing piclage foreach pmﬁam
nvgnfkry and traxzsmxt financing ferms

umtobeym

Fod Agdvance.. : :
said ﬁnanmng parly “if the - ciistoniét phrchases the

produtt dgsociated with the financing: package. -

26. “Thie syster of claim 25 wherein the server is canﬁg—i
iered Such that the finareing tetms transmitied 10 (he dealer *
include the dealer’s costs associated with the produet, afioal

sale price, an advance smownt to-be paid 1o the dealer by a
party ymvxdmg, the finacing, & down paymen amount o bo
‘paid by.the customer, a front end profit 1o be realized by the

g gﬁaranlced financitg us.

g Eﬁcff\%ges pmmded ,

Pofwthe.

16
3‘7 P ;systcm of chin 25 swherein (he user terminal. is
capahla £ scarm:g the financing packages 'xcwrdm;, toa
selectable criteria o
33 Phesystbn nt‘daxm 32, seherin the aekctab]e criteria

: 5 s selected “from the. group. consistiog:of cost; time in
% laventory; selling

front-end profi; and back-end

profit. .
34, A wethod for & ﬁnammg party to pmvxde fittaricing
towiard the purchase of a product by & customer from a
10. merchant, the method comprising the sleps of
detepmining 2 down payment amount. thit the customer
© - hasiavailifle topay towérd the purchase of ove Or more
- of g merchant’s products from an inventory database;
dutermiining  ereditaisk associnted with the customer;
detenmining an advanie amonot 1o be paid 1o the mer-
. chant by the: ﬁnmmw pariy;
gemmmg a: ﬁnancmg package/ for each product in the

fwa

§

, mdrchant’s inventory of products, the finaticing pack-
20, ages. bamg bhasedon gach individual product, the down.
Aot this adéntce wicdunt; and-the credit

- risk associated with-the eustorder; and

produet To:the merchant,

2 whcmby the werchant may select voe of; miote of the
financing packagus io present fo the clistoniér for
mamedxa:e purchase,

35, The method of claith 3¢ wherein ihe mvrchant's
tiventory compitises a plurality of vehicles. v

3 36, Themethod of clafm 3¢ wherkln the step of peheiating

1 ﬁnaacmg packagt: for ehch pwdnci i the meruiaam %

; mvenmry of products fitrther comprises: -

ciemnnmmg ﬁxe emrchmt g eosts assouawd wﬁh the

ﬁewmtmng front-end pmﬁt that. wxﬂ e reaixzed by the
. tissold an

9% tnveintory. of products: firther comprises: :
determi iing an jolcrest rale based on the customer’s credit
sk
- caleulating an amount financed from a sale price and the
a5 dovwy payment amount;

dealer a1 the Hime of sale of the product, a folal gmount 45

financed, an inferest rate; a lofal payment amount, and a
back-snd profitto be mahzcd by e desker ﬁ, the cuséomxzr
repays tHe wtal ;myme v_ammmt

--27: The system of claim 28 wh&r 133 (m sciver. zs conﬁg-

;he, ,xss!mzst

e financial information provzd&d )
28, The systenyof. :
tired o aummaucajly reca&culaw the finatcing package fo
produce 2 new financing ;)ackage for an itery aind transmitted
to the user terminal for immediale offer fvr sale to- the
customern

29, The system of claim 23 wherein the advance amount
is caleulated on crodit visk Tactors assoeiated with. the
customer, contract varisbles- related 107 the prodict, and

historical coliection: data for: past financing: trmsmlmm :

entered into by the dealer, -
: system of cia:em 25 wbemm the (}naler’s mveﬁwr'y

basmi an up atedf custemar dista’

the sexver: rsconfigv' :

emd s tbe i termmal

caleulating a total payment amount based on the amount
financed, the interest fate, and a length of time over
which the amount ﬁnamcci is to be repaid by the
customer; and

. 50 estimatinga b‘;ck—end profit for (he merchant based oithe

-merchaut receiving a percentage of the total payment
amount 1o be paid by the customer.
38, The mettiod-of clain 37 wherein (he stiep of estimating

" the: ‘pack-end rofi further comprises the step of csnmaung )

55 a percentage of the total payment amidunt the customer 18
lkely to repay.

39, The. system of Lkum 34 further comprising the stepof -

emblmg the merchant fo sorl the. ﬁmmomg packages aceord-
mg, 10,1 selecreble eriteriz: -

0 40, The Systerm of cliim 39, wheum theselectabile eriteria

is’ selected Trom. the- gmup consisting oft cosyy time in
mvemcry‘ ﬁellmg price; fmnt-@nd pmﬁt, amd back-&md

customer o purchiase 4 pr
‘of products maitained by a deaier, the mexhod
mpmm;g the swpa af~

presenting: the fnanciog prckages for. each sndmduat :

the vsafe is fu)anccd

; ‘ thg e,te;) ofg gx:ncraimg :
a ﬁnammg pac&age for-each procfuu, i the mercimni’ a
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17
abcessing adatabase of the ﬁmler 'S mv&ntory, the dealer’s
invertory fncluding & plarality of produets, vach prod-

aet having a dealer cost adsociited therewith and a-sale

price at which the dealer desires 1o sell the product;

caloulating # credit-score for the customer. based at loast

i part on-the fisformation gathered Trom the customer;
defermining an advance dmount to be. paid fo-the dealer
fron the financing soveoe for sach individual product i
i1 &ealer invéntory in. the ‘event. that that pamcuhr
pr&dmt fs.s0ld 0. the eusmmm, .
caimﬂatmg . front-end profit o be realized by the dealer

for each individual prodict in. the dealer inventory

based on thes dealer cost associated with ¢ach tudividial

18
pmcmm, Lhe adhvarict wivount determmed fcar eacia fngli-
vidual product, and the: down paymicnt amount;. and

generiting o finsnciig -pagkagu to the ‘dealer for each:

individual prodiict: in the dealer’s inventory, wherein
the- financiid package iy sorted o present to the cus-
tortier for immediate purchaqo.

42 The mpthod of ¢laim. 41, wherein the selectable

criteria is selected fmm the group consisting off cost; time
@ in inventory; selling price; front-end profit; and backeend
profit. ,
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