GAP Sale Deal Flow oA

i =
Signs RIC
Signs GAP Waiver
$20,000 car

$1,000 taxes + fees

S 800 GAP waiver
$21,800 financed

o Sends & assigns loan package to lender

Auto

Dealer Retains $500 GAP up-front commission
Sends $55 to Administrator (frequency?)
Retains $SS if sharing in the risk (e.g.,

Ve
unearned premium reserve under dealer-
owned insurer)
& Administrator
Approves loan package
Lender o Sets up loan and pays
dealer $21,800
° Records revenue

Sets up unearned
fee/premium reserve

-
GAP Contract Structure ; "

m
At point of sale, two-

party contract
between borrower
and dealer

~ P

Sales and admin, §
terms, liability

Sales and h
admin, § terms,
liability

Assigned

Once assigned, to lender

lender steps in

shoes of dealer Indemnification

(F&I Sentinel lenders
only?)

KEY:

“ B2C contract

Lender

“ B2B contract



