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COVID-19 Impact

Market Conditions and Economic Outlook

Consumer and Dealer Behavior Insights

Business Continuity Strategies

Legislative and DMV Impact and 

Response ïWhat Lenders Need to Know
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COVID-19 Local Impact Assessment 

3Source: Cox Automotive
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Sales Impact Varies by DMA as Evidenced by Unique Credit Apps 

4Source: Cox Automotive

April 5th June 8th
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Continuing Claims at 20.1 Million Nationally

5Source: U.S. Department of Labor
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Consumer Sentiment Again Volatile Last Week

6Source: Morning Consult

Morning Consultôs Index of Consumer Sentiment on Monday was down 21% since February 29
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Delinquency Rates Declined in February and March, buté

7Source:  Equifax

AUTO LOAN SEVERE DELINQUENCIES UNIT RATE
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Consumer Rates

8Source: Bankrate.com, US Federal Reserve, Bloomberg; Dealertrack
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Zero Percent Financing Continues to Decline

9Source: Cox Automotive
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Wholesale Prices Are Now Higher than Start of Year

10Source: Cox Automotive
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Leading Indicators and Outlook
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Dealers Have Adjusted Inventory and Pricing as a Result of COVID-19
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12
Source: 2020 Cox Automotive COVID-19 Dealer Impact Study
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Portfolio Management Is Multi-faceted

Identify the Risks

Liquidity

Maintenance

Securitization



Unpacking the Dealer/Lender Processes

D E A L E R S

L E N D E R S

Onboarding

Engage (Drive Leads)

Structure (Decision)

Transact (Finance)

Maintenance

Lien Perfection
(Lien & Title)

Maintenance (Collateral 
Management)

DisposalDisposal (Portfolio 
Management)

Engage (Shop)

Structure (Credit App)

Transact (Contract)
Onboarding

Deliver (Registration)

Driven by
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My staff always wants the digital 
retailing lead because it's much 
more likely to produce a sale.ò
Cole Frankman, Chief Operating Officer, 
Frankman Motors

ñ

LEAD
2 of 3 Ready 

to Buy Online

STRUCTURE
94% Increase in 
Dealer Adoption

TRANSACT
~2X Increase in 

Dealer Utilization

Digital Workflows Have Kept Auto Sales Moving

15Source: 2020 Cox Automotive COVID-19 Dealer Impact Study Sources: Dealertrack sales and transaction data

http://lendertestgroup.cms.dealer.com/


After the Customer 
Takes Possession and the 
Dealer Moves to the Next Deal...
How Do You Protect Your Investment?
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