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Collect More Payments with LoJack Go
The average default rate is 36%. Avoid missed payments and increase cash 
flow by 20% on average through online payments and automated reminders 
that let you set it and forget it. Trust the #1 GPS provider to keep collections 
consistent seamlessly.

Learn more at go.spireon.com/Monsters or call 1-800-557-1449

Monsters 
Aren’t Real
Missed Payments Are



IS YOUR FINANCE COMPANY COLLECTING

YOUR CUSTOMERS
ALONG WITH THE PAYMENTS?

WE PURCHASE BUY-HERE PAY-HERE ACCOUNTS

Paying up to 90¢ on the Dollar
Keep Referrals and Repeats
Quick and Easy Application
No Reserves or Aging
Flexible Contracts
No Application Fees

Keep Your Customers
Dealer Continues to Collect
Great Pricing
Fast Same Day Funding
Exceptional Service
Tailored Capital Solutions

Ask why thousands of dealers
nationwide trust SDA!

800-467-5172www.SDAinc.net
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PayNearMe polled 2,600 consumers, 

asking 30 questions about paying 

demographics to provide a representation 
of the U.S. population. Of the respondents, 
51 percent said they were late on at least 
one recurring payment within a 12-month 
period. Thirty-one percent said they were 
late on up to three payments in that span, 
and 18 percent were late on four to 10 
bills.

lenders,” Gaskill said.
Among individuals 60 and older, 92 

percent had three or fewer late payments. 
In contrast, those 44 and younger were 
four times more likely to pay late.

“The younger generation scores 
themselves lower on average when it 
comes to paying their bills on time,” 
Gaskill said.

According to the research, a lack 
of funds drives consumers to pay 
late, but it isn’t the primary reason for 
missing payments. For those 45 to 60, 
procrastination caused 33 percent to pay 
late. In those 30 to 44, approximately 30 
percent reported overlooking physical 
mail and emails.

Of respondents under 30, 11 percent 
were late on every payments and 30 
percent late every other month.

The younger generations were also 
not likely to use traditional banking 
methods, according to the survey, 
with 30 percent using digital backs for 
primary accounts. Business Insider 
reported more than 50 percent of these 
age groups using digital wallets and more 
than 75 percent using digital payment 
apps.

Looking at 140,000 transactions 
totaling $42 million at 40 BHPH 
dealerships, 79 percent of payment 
transactions were completed with debit 
cards, 13 percent with cash, 7 percent 
with digital wallets and 4.3 percent with 
cash apps.

Gaskill suggests accepting as many 
forms of payment as possible.

“If you are not accepting digital wallet 
currency, they do have money they can 
pay you but that money is trapped in 
these tender types you are unable to 
accept,” Gaskill said.

The research shows younger people 
are more apt to set up autopay. Another 
suggested solution to getting an increase 
in on-time payments is using smart links 
in texts. The links take the customer to a 
portal where a card is saved and allows 
them to make a payment in less than a 
minute.

“There’s a 90 percent reduction 
in inbound calls and more on-time 
payments,” Gaskill said.

“You want to remove as much 
friction as possible...A gentle reminder 
and frictionless customer experience 
are the two things that eliminate 
procrastination.” 
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“I was going to lead this place from the heart and 
not the head,” McCown explained. “And we were 
always going to do what was right by our customers.”

A little more than a year later with a 

upward trajectory.
“This is not the same place from a year ago. 

The portfolio in a year has grown $3.5 million,” 
McCown said.

“[Patrick] wanted to leave his mark for my kids 
and I, and there was a drive to at least give this the 

would’ve ever known the things I would’ve had 
to go through to get where I am now.”

Melissa met Patrick during the Houston Rodeo 
when they were in their 20s. She was selling 
advertising and Patrick called her the next day at 
work and invited her to lunch. The next night they 
ran into each other coincidently at a Bible study at 
their church they had attended separately.

“I was like, ‘Hello. Are you stalking me?’’ 
McCown recalled. “He said, ‘No, I’ve been here 
since September.’”

� rriving in Dallas in February 2022, 

NIADA 20 Groups meeting seeking 
answers and help.

In the two years since the death of her husband, 
Patrick, she and Mi Amigo in Houston had 
persevered through an embezzlement, break-in 
and even a tornado that wiped out a planned 
expanded collections department. But after nearly 
reaching her breaking point, she knew she needed 
to keep going. Meeting with peers, she received 
something more valuable than the list of items to 
work on for her dealership in that initial Dallas visit.

up to me and just said, ‘You’ve got this. You’re 
smart enough, and you’ve got enough business 
sense,’” McCown recalled. “Honestly, it was just 
what I needed. I learned that I didn’t know what 
the heck I was doing. Was I more confused about 
the numbers when I left? One hundred percent. 

to sort of keep going.”
McCown also made a personal decision 

leaving the meeting on how she would lead the 
dealership going forward.
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“We went to the 20 Group, and Ben 
[Goodman] ran the group. I still look back and 
think, ‘I can’t believe they let me in.’ They were 
probably like this woman is not going to be in 
business next year.”

But the group gave her a vote of 

items she promised to complete by following 
meeting in July. To the astonishment of 
everyone, she did.

Bahena and Erasmo Cortez — she built a 

customers right and living up to their 

in Gill Florentino to help her run the 
dealership. McCown said it was a slow 
courtship with Florentino, who started 
running collections before joining the 
dealership.

With Florentino coming on board in 

“We made more money from August to 
December with him here. We probably made 
double the amount of money then we did 

said.
Florentino credited McCown’s values 

and the environment she’s established for 
her employees with the success.

By that July meeting, she had replaced 14 
of 18 employees, changed websites and CRM 
companies, completed a sales tax audit and 
paid down hundreds of thousands of debt. 

“At that second 20 Group meeting, they 
were clapping for me. But I couldn’t have 

McCown said.
“Joining the 20 Group was the game 

Goodman was impressed to see the 
turnaround from McCown at her dealership.

“Watching Melissa’s transformation 
over the past year, as she’s leveraged the 
knowledge and networking of her 20 Groups 
peers with her determination to succeed, has 
been an inspiration,” Goodman said.

A little more than a year after attending 

will be starting regular Zoom meetings with 
them over various topics.

Relunctantly joining the car industry, she 
has grown to love it. But she’s also looking 
forward to taking a step back from it next 
year..

knows he would be proud of what they’ve 
accomplished.

“He would be very proud. I don’t think 
he would be surprised,” she said. “He was 
my biggest cheerleader our entire marriage. 
He probably had more faith in me than I 
had in myself. He would probably say if you 
don’t want to do this, let it go. Don’t hold 
onto this for me. I’m no longer doing that. 
I’m doing it because I want to, not because 
I have to.” 

They married and started raising three 

company and Patrick started a lending company 
in 2013 and later moved into the car business, 
co-locating with another business. 

In 2016, the McCowns received news they 
weren’t prepared for with Patrick was diagnosed 
with advanced form of anal cancer.

“He was diagnosed and they told him, you 
didn’t have much of a shot of beating this. I’m 
an optimist and said we’re not listening to that,” 
McCown said. “He did well on treatments and 
everything seemed to be going great.”

Well enough, the McCowns bought a 

June 2019, Patrick moved from co-owning his 
lot to closing on Mi Amigo in Houston.

“He was doing fairly well from a health 
standpoint,” McCown said. “The dealership 
he was co-owning did not want to go in the 

tells me, I’m gonna start my own dealership...He 
found this location and opened it.”

But only a few months later, the cancer 
returned and this time treatment was not 
working. Exhausted, Melissa recalled days 
Patrick would come to the dealership and be 

in April 2020.
Melissa stepped away from her advertising 

business and started to dig into the dealership to 

admitted there was a large learning curve with 
the buy here-pay here business.

“The advertising agency I was a partner 
in, we did 100 percent automotive. I knew the 
ins and outs,” McCown said. “But buy here-pay 
here and franchise dealerships are completely 

agency knowing that this need the attention, and 
I needed to learn the business.”

During the height of the pandemic, Mi Amigo 
had more than enough business. But looking back, 
the extra business masked many issues.

“We were making tons of mistakes, but 
because the value of cars were growing and 
people had money to spend, we were able to 
keep it going,” McCown said. “We didn’t need 
to do any marketing. You didn’t need to do 
anything if you had inventory. People were 
buying cars.”

After taking a couple of months to be with 
family after the loss of her husband, Melissa 
began to get her bearings with the dealership 

discovered that the employee running the 
dealership day to day had started his own 
business, forcing her to part ways with him. 

reached out to a colleague that had helped her 
husband and they were able to get a couple of 

run the dealership.
Within that time, she ordered a full 

inventory of vehicles be completed. One night 
she was awakened with a phone call from the 

the gate and stole multiple vehicles. A retired 

reported it to limit the damage. The recent 
physical inventory list turned out to be divine 

track them down within a day, with minimal 
damage.

It turned out to not be the only theft. In 
the summer of 2021, Melissa began question 

Carstens to help do some digging along with 
other accounting professionals.

me some was going on,” McCown said. “The 
questions I was asking, the answers weren’t 
adding up.”

“Within 10 minutes, the auditor looked at me 
and said you’re being embezzled,” McCown said.

“I can’t go into the total details, but it was to 
the tune of hundreds of thousands of dollars.”

The revelation was hurtful not only 
professionally, but on a personal level. Her trust 
had been violated by someone that knew the 
hard work her late husband put into building the 
company.

had set up for collections nearby was hit by a 
tornado, adding to the challenges. 

But a determined and reinvigorated 
McCown refused to shut the doors. After getting 
advice from a dealer in town to join a 20 Group, 
she reached out to NIADA and found out there 
was a group meeting the following month.

the 20 Group.

information for the composite,” she said. “I didn’t 
understand what any of that meant.
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3 p.m. 20 Group Reception
3 p.m.  First Timers Reception
4 p.m.  General Membership Meeting
6 p.m.  Welcome Reception

�	��
�
9 a.m.  Opening General Session

10:15 a.m.  Breakout Sessions
12:15 p.m.   Dealer Welcome Lunch and 

 Leadership Awards
2:15 p.m.  Finance Fair
2:30 p.m.  Breakout Sessions
4:30 p.m.  Sugar Ray Leonard - Keynote Address
5:30 p.m.  Expo Grand Opening

�	��
�
8 a.m.  PAC Breakfast
9 a.m.  Breakout Sessions

11 a.m.  Networking Lunch
Noon Service Bay Demonstrations

 2:15 p.m.  Breakout Sessions
4:15 p.m. General Session

5 p.m.  Expo Hall Reception

�	��

9 a.m.  Breakout Sessions

11 a.m.  Networking Lunch
Noon  Service Bay Demonstrations 

 2 p.m.  Foundation Vehicle Auction
 3 p.m.   National Quality Dealer Awards Presentation

6 p.m.  National Quality Dealer Dinner

�	���
���
�������
���������

�����������

�������
���
��������������
���	��������
��
��	���� 



 2023 is the year to Accelerate…
accelerate your learning, access 
to lending, execution planning and 
compliance to help you reach your 
business goals and drive better 

  Connect with independent dealers 
from across the country to share ideas 
and best practices, while connecting 
with solutions providers that can help 
you access the products, services and 
resources you need to elevate your 

  Learn from other independent 
dealers, NIADA 20 Group moderators 
and other industry leaders through 
general sessions, break-out sessions 

 Meet with lending sources at the 

 Get back to your dealership armed 
with tangible actions to accelerate  

Early bird registration discounts  
are currently available. 

Scan the QR code to register 
today or visit us online.

INVEST IN  
YOURSELF  

& Accelerate Your Success

66
education sessions 
for everyone from 
rookie to veteran 

in the independent 
auto industry

SERVICE 
BAY 

product/
service learning 
demonstrations

KEYNOTE
SPEAKER 

SUGAR RAY 
LEONARD 

Media Sponsor

Sponsored By

200+ 
solutions 
providers 

exhibiting in the 
expo hall
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NATIONAL CORPORATE PARTNER

GOLD

NATIONAL CORPORATE PARTNER

GOLD
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This is a subprime credit 
platform with alternative 
credit options. As a buy here 
pay here dealer we deal with 
people with bad credit, but 
some people with bad credit 
are ok people, they just might 
have put themselves into a 

bad situation and need a new 
start, many times, we the buy 
here pay here dealers are just 
what that customer needs. 
How can we determine if the 
customer we have in front of us 
is a person who got themselves 
into a temporarily bad situation 

or is a customer who will take 
advantage of you as soon 
as you give them a chance. 
Our underwriting platform is 
made just for that, we deal 
with bad credit people, we 

the rough, we can identify the 

honest people we want to deal 
with, from the dishonest ones. 
Helping you make a decision to 
both increase your sales and 
improve your collections. 

For 1 afordable monthly fee, 
you can underwrite (score) 
unlimited number of people.   

With the moral decay of 

or me only generation and 
let’s not forget those who 
are entitled to get something 
just because they exist, 

is more important than ever 
before. Having a subprime 
underwriting system that 

works for you to identify 
problem customers in advance 
is something every Buy Here 
Pay Here dealer needs. 

Do you want better 
collection ratio? If so, then 
our underwriting platform is 
built for you. This platform will 
make your whole dealership 
uniformed, thinking and 

responding in the same way. 
It makes it easier for you to 
decide who you will approve 
and who you will deny. 

Our scoring system gives 
customers a visual, so if you 
turn them down, it’s easier 
for them to see and accept it, 
this leads to less customer 
complaints. Makes it easier for 

your sales team to turn down 
customers or steer them into 
a car that is more suited for 
their risk. 

With so much concern 
about equality, it helps to 
have a system that allows 
you to explain why you gave 
one person a loan, but not the 
other person. 

For more information contact us at 727-992-1619 or email at creditcars@tampabay.rr.com

www.car-scores.com

FOR THE

BUY HERE 
PAY HERE 
DEALER

When do you need an underwriting system? 
When you-

Are selling cars, but your revenue is staying the same? 
Are getting too many missed payments or too many repossessions? 

Are not sure if you should extend credit to a customer or not. 
Or your staff is unable to determine if this is a good customer or not. 

Are not sure what price point you can lend a customer
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BHPHdealermag.com

niada.com


