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Unlock greater efficiency, aqgility and customer value
through next-generation origination platforms



Auto finance lenders face increasing pressure to
deliver fast and digital-first experiences as customer
expectations rise and competition intensifies.
Traditional and manual origination models limit
scalability, speed and differentiation. Today, modern
front-end portals are critical to winning and retaining
business.

Innovative auto finance origination portals empower
lenders to modernize front-office engagement
through configurable and user-centric journeys
that enable straight-through processing, faster

credit decisions and improved customer experiences.

Acting as the primary digital touchpoint, these
solutions strengthen brand perception while
driving higher conversion and unlocking new
revenue opportunities.

Built on a modern, API-driven architecture, these
platforms balance speed-to-market with bespoke
customization while also designed to help manage
the requlatory requirements of direct-to-consumer
channels. They can enable explainable credit
decisioning and the auditability, consent
management, disclosures and record retention
designed to help organizations work toward their
compliance objectives. Working with the right
technology partner enables organizations to
enhance origination capabilities, reduce operational
strain, and align digital innovation with long-term
business goals.

Addressing front-office needs

The auto finance industry has historically lagged
other lending segments in delivering modern front-
office experiences. Because origination is often seen
as complex and highly tailored, many lenders still rely
on manual processes and human intervention for
quoting, application capture and decision support.

That model is becoming harder to sustain. New
entrants and digital-first competitors are raising
expectations for faster, simpler and more seamless
origination journeys. As borrower and dealer
expectations continue to evolve, lenders need front-
office capabilities that reduce friction while still
supporting the complexity of auto finance.

A modern portal helps close that gap by replacing
fragmented, high-touch interactions with guided,
digital self-service journeys. The result is a more
intuitive experience for end users, greater efficiency
for the business and a stronger foundation for
differentiation in a more competitive market.
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Market differentiators in a competitive
landscape

With the influx of competitors, lenders struggle to
compete only on margin. To differentiate within the
market, additional creativity is required. Various
economic and consumer factors compound this
challenge:

e For manufacturers: Increased tariffs and higher
manufacturing costs lead to economic uncertainty.
This environment has driven lower year-over-year
sales, requiring cost cutting and efficiency gains.

e For individual consumers: Higher costs of living,
wage growth stagnation and increased recurring
costs lead to more careful income management
and a cautious approach to spending.

One of the key methods you can use to differentiate
your business is through an end-user facing portal
that focuses on elements such as:

¢ Straight-through processing with low human
touch, auto approvals and speed to payout

o Ease of use through minimal data entry, easily
understood metrics and attractive design

e Seamless integration with dealer systems to
support quick point-of-sale decisions

Adding value for business owners

A modern portal is more than a digital front door.
It’s often the first touchpoint for dealers, brokers
and customers, shaping brand perception while
supporting revenue growth and customer
satisfaction.

With intuitive journeys, intelligent validations and
support when needed, a modern portal can expand
reach beyond traditional sales channels, improve
conversion and create a more scalable pipeline for
growth.

Portal data also gives business owners clearer insight
into customer behavior, process friction and
performance, helping identify where to optimize
journeys, improve campaigns and prioritize
automation investments.

o Where users drop out of the process, identifying
a business or process inefficiency

o Effectiveness of campaigns based on clicks to
conversions

e Success rate of reaching out to customers during
the end-of-term refinancing opportunities

¢ Variation and volume of in-life requests to highlight
what needs future automation

The result is stronger decision-making, better KPI
visibility and a clearer path to long-term value
creation.

Realizing business user value

The aftermath of the pandemic highlighted the
significant strain placed on internal support and debt
management teams. It exposed the inability of many
businesses to handle large volumes of changes
rapidly.

Implementing an adaptive portal that standardizes
end user journeys simplifies the support process. For
your business support teams, this reduces the need
to be involved with every single deal. Your staff can
focus on complex cases to maximize value add. This
shift can encourage a customer-centric model,
prioritizing the needs of customers over
straightforward but mundane and repetitive tasks.

Over time, this is likely to increase customer
satisfaction. You automate simple events customers
expect while equipping your team to expertly handle
requests that fall outside the norm.

Defining the issues and building a
strategic case

Understanding the market need for implementing
portals across different industries highlights varied
outcomes. Some lenders prefer building this in-
house to maximize business uniqueness; while others
opt for an out-of-the-box portal for speed-to-market.

From a lender's perspective, this is a challenging task.
An external viewpoint is required to evaluate Ul
design, customer perception, technology integration
and security standards. A technology partner who
brings these skills to the table is vital to assisting
business transformation.

Do you build or do you buy? The answer often lies in
finding a hybrid approach. You need a foundation
that offers rapid deployment along with the flexibility
to inject your unique brand DNA and business logic
into the experience.
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Use cases from the field

Auto finance origination portals support active
projects across global markets. For example, a
recent implementation with a North America-based
manufacturer and financing arm leveraged the latest
out-of-the-box origination portal technology.

Given recent trade policy developments, the
business environment has presented challenges

for manufacturers. Throughout the project, teams
collected end user feedback regularly to improve
design and capability for the end user. By maintaining
existing capabilities that performed well and adding
new journeys to broaden dealer usage, the portal
became a critical factor in dealer adoption and
opportunity conversion. With added features to
highlight campaigns and offers, dealer engagement
has improved. This allows the lender to better
understand the market, onboard more dealers

and broaden the sales pipeline.

Another example involves a major Asia-based
independent lender implementing a portal
ecosystem with four user journeys: dealer
origination, wholesale origination, retail self-service
and commercial self-service. The business
differentiator here is delivering an experience
where end users have access to a cohesive,
all-in-one journey for their financing needs.

Driven by market data

The global asset finance software market is
estimated at $4.3 billion in 2025, and projected to
reach $6.55 billion by 2030, reflecting sustained
demand for digital, cloud-enabled platforms that
improve speed, efficiency and scalability, according
to industry analyst estimates.*

In auto finance, the case for modernization is equally
strong. Nearly 50% of prospective and existing auto
loan customers say they intend to apply digitally
through a lender website or mobile app, yet 40% of
digital automotive finance experiences still fall short
of basic modern usability standards, and only 2%
deliver a comprehensive digital experience.**

For lenders, the implication is clear: modern
origination portals are no longer just a front-end
enhancement. They are a strategic capability for
improving conversion, enabling faster and more
transparent decisioning, and competing more
effectively in a digital-first auto finance market.

*Source: Asset Finance Software Market Report (industry analyst estimates);
**Source: 2024 U.S. Automotive Finance Digital Experience Study, J.D. Power.
Used with permission. All rights reserved.
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The FIS® solution

Modern auto finance origination portals represent a
significant step forward in the user experience
design. The goal is to help organizations respond
quickly to changing customer demands by using new
technologies that support customizable user
interfaces and tailored business workflows.
Successful platforms deliver a broad range of
capabilities and seamless integration, resulting in
highly effective front-end experiences for end users
across market segments.

The origination portals also bring technical flexibility,
offering robust integration with a variety of back-
office systems. By collaborating with the right
technology partners and leveraging advanced tools,
organizations can align business goals with secure,
scalable digital strategies, adapting to evolving
market demands.

1. Supporting customer goals

Leading organizations are responsible for supporting
and working with their customers to achieve optimal
results. Today, modern tooling makes technical
innovations more accessible, but it also introduces
governance and risk challenges. The focus should be
on using advanced tools alongside professional
expertise to effectively guide customers toward

their end goals.

2. Building for the future

Leading origination portals streamline
implementation with generic connectivity via REST
APIs pre-integrated with back-office systems. A
typical deployment then shifts focus to Ul design,
optimizing the user experience and creating
streamlined digital journeys. This approach enables
organizations to tailor their portals while maximizing
speed-to-market, using existing integrations with
third-party services to reduce technical complexity
and risk.

3. Driving the right choices

This approach stands out because it moves beyond
generic, one-size-fits-all portals. Industry experience
demonstrates that customization is essential for
organizations seeking to distinguish themselves and
maintain their unique identity in a competitive
landscape. At the same time, digital transformation
projects are complex and require a combination of
technical frameworks and adaptable design
principles to support seamless customization and
client success.

Technology approach

Modern auto finance origination portals are built on
advanced architecture stacks that use microservices,
APl gateways and REST APIs for effective system
communication. A six-layered architecture often
proves highly effective for constructing agile, easily
maintainable applications.

This architecture cascades through the following six
layers:

1. Experience
2. Ul

3. API

4. Service

5. Data access
6. Data

Finally, the portal is designed to be fully auditable,
scalable and multilingual to support global expansion
efforts.

Making the right delivery choices

Leading auto finance transformation teams blend Ul
and technology expertise with deep industry
knowledge. Rather than building from the ground up,
effective delivery models present a minimum viable
product that clients can refine to match their ideal
journey. This iterative, collaborative process enables
organizations to visualize the end product early,
drawing on a wide range of industry insights and
proven best practices to shape a solution tailored to
their needs.

With comprehensive project management support
and an agile approach, delivery teams remain
focused on outcomes that drive real value. Once a
portal goes live, dedicated customer support and
scalable hosting solutions further ease the ongoing
burden of support and maintenance, allowing
organizations to prioritize growth and strategic goals.
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Conclusion: Delivering
market-ready front-office
solutions

As competition intensifies and customer
expectations continue to rise, auto finance lenders
must move beyond traditional and manual origination
models to remain relevant. Modern and digital front-
end portals are no longer optional. They’re central to
delivering speed, scalability and differentiated
customer experiences.

A flexible and future-ready origination portal forms
the foundation for digital transformation in auto
finance. By combining a configurable and user-
centric front end with strong back-office integration,
such platforms help organizations accelerate time-
to-market and retain the flexibility to create journeys
that reflect their unique brand and business model.

With modern architecture, embedded analytics and
seamless connectivity, organizations can reduce
operational strain, unlock new revenue opportunities
and adapt confidently to evolving market demands.
By investing in resilient and future-ready front-office
capabilities, lenders position themselves for
sustainable growth in a rapidly changing industry.
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