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Dealmaker Tips:  Improve your chances of getting your deal approved! Follow
the guidelines below and let Central Credit know the steps you took to help get
your deal approved!
  

Get Down Payment

 • Ask, really ask for more down payment!
 • Start HIGH! Ask for HALF DOWN to everyone and then work down.
 • Change “no money down customers” to “sales tax down customers”
 • Customers have many “sources” for down payment (Cash, Debit Cards, Credit Cards, “Cash for Gold”)
 • Customers can visit ATM or borrow from a friend NOW!
 • Synchrony and Genesis are forms of down payment
 • TO so another associate can help

Improve The Deal

 • Look at the DP Max and Sale Max part of the approval
 • Limit extended terms – higher than R12 is extended terms
 • Confirm that customer can AFFORD the payments (and that you asked!)
 • Shorter terms and higher payments are positives for your deal
 • Increase profit on your deal by limiting giftcards and discounts
 • Sell above black book
 • Don’t take unnecessary trade-ins like YWBA and broken up items
 • Fine an alternative sale by breaking up a set or trio, or finding a lower price item.

Improve The Customer

 • Research and point out reference accounts (spouse, friends, parents) and previous accounts
 • Ask your customer about and then explain to credit any prior Daniel’s and other account delinquencies
 • Can you add a co-applicant?
 • Provide more references, preferably family
 • Provide more phone numbers that relate to the customer – supervisor’s direct line at work, spouse’s cell phone, etc.
 • If the customer insists they have credit with other retailers, inform credit and ask them to run a “second bureau.”


