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CEOCFO: Mr. Nath, what is the idea behind LAUNCHER.SOLUTIONS?
Mr. Nath: We formed this company in an endeavor to serve the subprime 
automotive finance market with solutions that are specifically tailored to this 
segment. 

CEOCFO: Would you tell us a bit about the subprime market? 
Mr. Nath: Most people would have heard about subprime during the recession. 

The subprime industry exists to provide credit opportunities for people with subpar credit; people who have had some 
challenges in their financial lives. The challenge in lending to this segment of the market is that there Lenders take on a 
monetary risk of losing their money when they lend in that market. The differentiators from a prime market to a subprime 
market, specifically from a lenders perspective is how much work is put into understanding the risk that they are getting 
into. 

CEOCFO: Would you tell us about your different products and how they work?
Mr. Nath: LAUNCHER.SOLUTIONS has three products in the market today. Our flagship product is appTRAKER. This is 
a Loan Origination System which allows the lenders to underwrite the loan with as many data points as they need. We like 
to break down the barriers between the data, the partners proving them and the lenders. Our second solution is a 
customer relationship management system which we call myDEALER.CARE. This allows the lenders to interact and 
manage their relationships with their dealers. Finally, my.ACCOUNT.CARE provides lenders with a platform to provide 
real time information on loans and to interact with their lending customers through a customized web portal, SMS or email. 

CEOCFO: How do your products differ from what might be available elsewhere today?
Mr. Nath: Our product has been built industry professional with the subprime lender’s process in mind. These 
improvements manifest themselves in many ways such as the ability to consume vast amounts for data for risk 
assessment thru numerous third party vendor integrations, tools for modeling complex pricing calculations or simplified 
processes to tackle the complex customer verification tasks. While the prime financing process is pretty much, “Sign these 
papers and walk away”, a subprime auto finance process looks like a mini mortgage. There is a lot more paperwork for 
everyone concerned and the customer has to provide proof of income, residence and so on from which the lender has to 
verify the customer actually has the ability to pay. There are regulatory mandates around these things. Therefore, the 
process is very intense from the start to finish. Most competing products do not handle these complexities very well. 

CEOCFO: Would you give us a couple of examples of how a lender is interacting with your products that would 
be different and better? Do you provide more options or make it easier? 
Mr. Nath: I think the pain of working with numerous data sources or managing the verification process is readily 
recognizable to any lender in the subprime market. The appTRAKER product provides a very easy to use graphical tool 
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for designing pricing calculations. Our integrations are ready made and designed to prevent headaches and the 
verification modules in our system allows for a very customized and detail oriented process while taking the pain out it.

CEOCFO: How are you reaching out to lenders?
Mr. Nath: At this point, most of our efforts have been on direct marketing. We try to make contact with the decision 
makers directly. We send out mailers. Obviously, social media like LinkedIn is a good place to get one-on-one 
interactions. We have recently started some marketing campaigns through Google. 

CEOCFO: Do you find that lenders are looking for a better way? Do they realize they are working with a very 
cumbersome process today?
Mr. Nath: Yes. In fact, most of our early success has been with lenders that recognize that a process improvement is 
needed but did not find appropriate solutions till now. Some of them were skeptical that any systematic improvements are 
possible at all until they have looked at our product. However, after watching a demo of our products, lenders appreciate 
that we have paid attention to all their pain points. 

CEOCFO: Would you tell us about your integration partnership with Carleton Inc?
Mr. Nath: Carleton Inc has been one of our partners that we have been working with for quite a few years. They are very 
strong in the compliance market. There are many nuances about state laws and the regulations about what the maximum 
APR, the finance charge, could be as an example. Carleton Inc allows for validation of those numbers before a contract is 
finalized. A contract could be invalidated because if the numbers are incorrect or if they are over the maximum for a 
certain state. Therefore, with our integration with Carleton we are allowing our lenders to automatically get that information 
without making it a separate chore. That is an example of really what we try to do well with our product which is present all 
third party integrations in our system as seamlessly as possible, so that our lenders have the full benefit of all the 
knowledge sources and data sources available out there. 

CEOCFO: What is involved with implementing LAUNCHER.SOLUTIONS?
Mr. Nath: We like to provide our solution as fully ready and turnkey for subprime auto. However, every lender has their 
process and our system is fully configurable to meet the lenders needs. We start off with a process of discovery, after 
which we like to “hand hold” the lender through the process of implementation. We provide all the services to make it 
ready for the customer on day one. We also provide the training to self manage the system on an ongoing basis if they 
choose to or we will provide the help in managing the system. 

CEOCFO: What, if anything, has changed in your approach as people have started looking at and using 
LAUNCHER.SOLUTIONS?
Mr. Nath: From the very beginning our approach has been to partner up with our lenders and vendors to provide a best of 
breed solution. I do not think the basics have changed. What has evolved is that we have started working with many more 
vendors and partners in making this kind of relationship possible. If there is a good solution that the lenders are looking 
for, we are very happy to provide that. 

CEOCFO: Are you seeking partnerships or investments as you continue to move forward?
Mr. Nath: We are taking measured steps into this market. We are trying to understand the marketplace and where our 
solution fits in and we want to make sure that the lenders that we are working with have the best possible experience. 
Therefore, right now the focus is not on rapid growth, but on entrenchment. 

CEOCFO: Why pay attention to LAUNCHER.SOLUTIONS? 
Mr. Nath: LAUNCHER.SOLUTIONS was built with a very specific philosophy; being able to provide solutions specific to 
the subprime auto market with the resources and people that understand it and have worked in this market for a long time. 
Our philosophy is to break down the barriers between vendors, data and our lending customers. We work very well with 
our partners. We try to provide the best possible solutions that our lenders can possibly get out there and this industry 
requires a niche player that can solve this very specific problem. 


