
The Payment Quote Problem 
No One Is Talking About

Customers see one payment online or in the showroom.

Lenders approve something very different.

Where the Mismatch Breaks the Process 
When the payment changes, it forces reworks across the deal.

+$32
Per Month

Higher payments on 

new vehicles after 
lender approval

This isn’t a small variance.

It’s happening every day.

At every desk, with every lender.

So, the mismatch isn’t about effort.
It’s about quoting with limited visibility and hoping it holds.

It shows up every day.

You won’t see these breakdowns on a report.

But you feel them in slower deals, thinner gross, and customers 

who lose confidence fast.

Across thousands of real credit decisions, lenders consistently return 

higher payments than the initial quote.

Industry Problem              Your Store Impact

When payments come back higher, the dollars add up fast.

Why Payment Quotes Don’t Match 
What Lenders Approve

The causes are structural, not situational.
The system isn’t built for today’s lending reality

These numbers are based on dealer-reported results from real-world operations.

So why is this happening?

Source: eLEND Solutions Finance Survey, Fall 2025
www.elendsolutions.com

Quoted 
Payment
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+$36
Per Month

Higher payments on 

used vehicles after 
lender approval

60%+
Credit Apps

Require rework before approval

30%+
Deals

Require a re-pencil

16–30+ 
Minutes

Added to the sales + F&I process

$4.7B
Annual

Industry Wide Impact

1.

Multiple Pencils

2.

More Lender 
Submits

3.

Changed 
Payments 4.

Slower 
Closes

$237,000
Lost sales revenue 

opportunity each year

$278,000
Lost backend gross 

opportunity each year

$515,000 total
Combined annual impact 

per franchise rooftop

Lender Visibility 
Has Shrunk

Rate sheet availability has declined, 

so dealers quote payments with 

less guidance than before.

Quotes Are Built on 
Assumptions

Most pencils still rely on FICO 
tiers and best-case math, not 

real lender program logic.

Every Lender Prices 
Deals Differently

What works for one lender 

rarely holds across all of them.

Reality Arrives After 
Expectations Are Set

Payment changes cost 

momentum, time, and trust.

These workarounds keep deals alive, but they cost time, trust, and money.

How Deals Get Worked When Payments Don’t Hold
The deal moves forward, but at a cost.

Quote Conservatively 
Payments get padded to 

reduce risk.

Rework the Deal
Back to the pencil.

Lean on F&I
F&I works to rebuild 

confidence.

Slow The Close
Time gets traded for 

damage control.

Tighter alignment changes the entire deal.

How Dealers Turn Payment Variability Into Control
The goal isn’t more effort. 

It’s earlier control.

When Payments Match Reality, Everything Works Better
Fewer rewrites. Faster deals. Stronger trust. Profit that holds.

Set Clear 
Expectations Earlier

Get closer to the real payment 

before emotions attach.

Quote Realistically, 
Not ideally

Move from best-case math to 

likely fundable outcomes.

Align Sales, Desk, 
and F&I

Quote, negotiate, and present 
from the same numbers.

Turn Good intentions 
Into Consistent 

Execution
Make earlier payment discipline 

repeatable.

Quoted 
Payment

Approved 
Payment

You can’t eliminate payment variability. You can decide when it shows up.

The Numbers Behind the Mismatch
Across thousands of deals and hundreds of lenders, 

this gap is consistent, and it adds up fast.

Most quotes start as educated guesses.

Lenders approve on rules.

The two rarely match.

That mismatch costs the average store six figures a year.


