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March Education and Training Classes

Visit www.gnyada.com/education 
to register

GNYADA Sales I: 
Foundations of Automotive 

Sales

March 2

March 11

BDC & Sales Boot 
Camp

March 3

Sales Managers Boot Camp

March 12

Service BDC Manager 
& Appointment 

Coordinator Training



Lincoln Tech 
Career Fair
LTI Queens Campus, New York City
Thursday, March 12, 2026: 
• 10 AM – 1:30 PM
• 6 PM – 8 PM

Discover New Talent!
Connect with qualified Lincoln Tech students and 
conduct on the spot interviews. Find your next 
auto tech!

For more details, please reach out to Jeremy 
Mercado at 718.746.5900 or 
jeremy@gnyada.com.



THE SI X- FI GURE 
RI SK DEALERS MI SS

www.TheDealersConcierge.com

A Practical Guide to Buyback & Recourse Prevention

FEB 2025



The Size  & Sha pe  of Auto-Le nding Fra ud

*Point Pre dic tive  

S tudy of 2 0 2 4

2024: ~$9.2B 



Fraud Losses 
Don’t S ta y With the  Le nde r

• Losse s  s ta rt with le nde rs

• Shift ba ck through:
Re course
Buyba cks

• Trigge re d whe n de a le r proce ss  or 
docume nta tion is  implica te d



A)Income  + Straw

$9.2B × 49 %  = $4.51B

$4.51B × 70 %  (recourse -likely  slice)  = $3.16B

Dealer  pass-through  scenarios :

•20 %  → $ 0 .6 3 2 B

•3 0 %  → $ 0 .9 4 8 B

•4 0 %  → $ 1.2 6 4 B

B) Identity  Fraud

$ 9 .2 B × 4 5 %  = $ 4 .14 B

Assume  10 0 %  bad pape r

De a le r pa ss -through sce na rios :

9 0 %  → $ 3 .7 3 B

Anchor on Industry Fraud 
Baseline

Apply Dealer Pass -Through 
Factors

Convert to 
Per-Dealership Impact

1 2 3

Tota l auto-le nding fraud = $ 9 .2 B

Fraud mix use d:

• Income / Employme nt 4 2 %  + Straw 

6 %

• Synthe tic / Cre dit Washing 2 7 %  + 

True -Name  ID The ft 18 %

De a le r count: 3 8 ,5 0 0

Income  + Straw (pe r s tore  /  yr)

$ 0 .6 3 2 B ÷ 3 8 ,5 0 0  = $ 16 .4 K

$ 0 .9 4 8 B ÷ 3 8 ,5 0 0  = $ 2 4 .6 K

$ 1.2 6 4 B ÷ 3 8 ,5 0 0  = $ 3 2 .7 K

Ide ntity Fraud (pe r s tore  /  yr)

$ 3 .3 1B ÷ 3 8 ,5 0 0  = $ 8 6 K

$ 3 .7 3 B ÷ 3 8 ,5 0 0  = $ 9 7 K

Mode le d Annua l Exposure  Pe r Rooftop



What This Means  Pe r Rooftop

Low: $ 16 .4 K + $ 8 6 K = ~$102K

High: $ 3 2 .7 K + $ 9 7 K = ~$130K



• Performance red flags

• Early -pay defaults

• Abnormal patterns tied to one store

What Starts a Lender Review

• Pull sa mple s  of de a ls

• Re -ve rify income , e mployme nt, re s ide ncy, 

ve hic le  use

Lender Actions

Pull sa mple s  of de a ls

Outcome

How Buyba cks  
& Re course  
Ge t Trigge re d



How Buyba cks  & Re course  
Ge t Trigge re d

• Ea rly-pa y de fa ults

• Cha rge -offs

• Pa tte rn a noma lie s

Triggers

• File  pulls

• Cus tome r inte rvie ws

• Re -ve rifica tion

Lender Actions
Mismatches →

 buybacks / chargebacks



Real-Life  S tory # 1. Buy Ba ck Origina tion

• Cus tome r ca lle d the  ba nk a nd a ske d ba nk to 

forwa rd bills  to a  diffe re nt a ddre ss

• Ba nk notice d misma tch with contra c t

• Inve s tiga tion re ve a le d the  drive r ≠ borrower

• Stra w purcha se  ide ntifie d

What Happened:

• Re -re vie we d the  de a l

• De te rmine d mis re pre se nta tion

Trigge re d buyba ck unde r de a le r a gre e me nt

What The Lender Did



The Signed 
Cre dit App Myth

• A s igne d a pp doe s  not shie ld the  de a le r

• De a le rs  ca n’t le ga lly a lte r or infla te  da ta

• Common pa tte rns :

- Cus tome rs  s ign bla nks

- Rushe d or blind e -s igning

-  Da ta  cha nge d a fte r submiss ion 

• De a le r-le nde r a gre e me nts  inc lude  

inde pe nde nt wa rra ntie s

Why Signatures Don’t Protect the Dealer



Dealer vs. Customer  Re spons ibility

• Truthful income , 

e mployme nt, hous ing 

info

Customer Duty
• Tra nsmit wha t the  

cus tome r a c tua lly s ta te s

• Don’t “bump” numbe rs  

to fit a pprova ls

• Apply re a sona ble  

ve rifica tion whe n da ta  

looks  off

Dealer Duty
• Cle a n a udit tra il

• Re a sona ble  ve rifica tion 

proce ss

What Protects The Dealer



Best -Pra c tice  
Docume nta tion 
(De fe nse  La ye r)

• Re ta in cus tome r-comple te d ve rs ion

• Re ta in le nde r-submitte d ve rs ion

• Shows  wha t the  cus tome r wrote  vs . wha t the  

s tore  se nt

Keep Original + Submitted Applications

• Cus tome r ma ke s  cha nge s

• Single  line  through e rrors

• Cus tome r initia ls  e a ch corre c tion

Customer Initials All Corrections



Digital Evidence + Policy vs . Re a lity

• Cus tome rs  submit c re dit a pps  digita lly 

(locke d re cord)

• Origina l cus tome r e ntry is  pre se rve d

• No a bility to e dit orig ina l submittion

• Any la te r cha nge  c re a te s  a  vis ible  

disc re pa ncy

• Discre pa nc ie s  be come  e vide nce  of 

de a le r-s ide  ma nipula tion

Digital Tools = Permanent Evidence

• Polic ie s  sa y “don’t cha nge  cus tome r 

da ta ”

• Le a de rship ca n’t se e  re a l-time  

e xe cution

• Is sue s  surfa ce  only a fte r de fa ults  & 

a udits

• Risk live s  in the  e xe cution ga p

Policy vs. Reality



Where TDC Fits : Re a l-Time  Enforce me nt

• One  e nforce d workflow a cross  Sa le s  → F&I

• De a le r-se t polic ie s  e nforce d in re a l time

• No de a l a dva nce s  if re quire d s te ps  a re n’t me t

• Any s ta ff e dit re quire s  cus tome r 

a cknowle dgme nt

• Prote c tions  be yond jus t re gula tory complia nce

Re sult – Cle a n, Audita ble , De fe nda ble  De a l. 

EVERY. SINGLE. TIME.

What TDC Enforces



Real-Life  S tory # 2 : 
One  Fra ud Ca se  → Portfolio Review

• De a le rship wa s  vic tim 

of a  c re dit bus t-out 

sche me

• Store  proa c tive ly 

offe re d to buy ba ck the  

ba d de a l

• Le nde r trigge re d a  

portfolio re vie w

What Happened

• Re vie we d ~10 0  de a ls

• Initia lly fla gge d 2 5  for 

discre pa ncie s

• 2 5 %  of the  portfolio 

put into re course  

re vie w

What The Lender Found

• Strong a udit tra il

• Origina l c re dit a pplica tion

• Evide nce  of re a sona ble  

proce ss

What Protected The Dealer

• Fla gge d de a ls  re duce d from 

2 5  → 6

• Re la tionship pre se rve d

• Progra m a cce ss  re ta ine d

Outcome



Thank You

Contact Information

www.The De a le rsConcie rge .com
chris@ the de a le rsconc ie rge .com

+1 (8 7 7 ) 7 8 8  4 9 7 9
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