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: Dealers and builders across the
country say that a lack of financing
options for their clients is hurting
their business. What is still available?

Much has changed over the past several years with pool and spa
dealer financing. Nearly all of the big banks that most dealers
were familiar with and the direct channels of home-improve-
ment financial products have gone away. What used to be a

pretty simple process has gotten infinitely more complicated.

There are still options available, though. You just need to know
where to look.

Many dealers understand the impact of having a financing
partner and its positive effect on their bottom line. Others think
that leaving it up to customers to find their own financing or
just relying on cash deals is a good enough strategy. But they
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