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Unless otherwise specified or the context otherwise requires, the use herein of the terms ““ we,” “our,” “us,” “SCUSA,” and the
“Company” refer to Santander Consumer USA Holdings Inc. and its consolidated subsidiaries.

Cautionary Note Regarding Forward-Looking Information

This Annual Report on Form 10-K contains forward-looking statements within the meaning of the Private Securities
Litigation Reform Act of 1995. Any statements about our expectations, beliefs, plans, predictions, forecasts,

objectives, assumptions, or future events or performance are not historical facts and may be forward-looking. These
statements are often, but not always, made through the use of words or phrases such as “anticipates,” “believes,” “can,”
“could,” “may,” “predicts,” “potential,” “should,” “will,” “estimate,” “plans,” “projects,” “continuing,” “ongoing,” “expects,
similar words or phrases. Although we believe that the expectations reflected in these forward-looking statements are
reasonable, these statements are not guarantees of future performance and involve risks and uncertainties which are

subject to change based on various important factors, some of which are beyond our control. Among the factors that

could cause our financial performance to differ materially from that suggested by the forward-looking statements are:

9 ¢ 99 ¢ LT3 99 ¢ EEINT3 EEINT3 LRI

we operate in a highly regulated industry and continually changing federal, state, and local laws and regulations could
materially adversely affect our business;

adverse economic conditions in the United States and worldwide may negatively impact our results;

our business could suffer if our access to funding is reduced;

we face significant risks implementing our growth strategy, some of which are outside our control;

our agreement with Chrysler Group LLC (“Chrysler”) may not result in currently anticipated levels of growth and is
subject to certain performance conditions that could result in termination of the agreement;

our business could suffer if we are unsuccessful in developing and maintaining relationships with automobile
dealerships;

our financial condition, liquidity, and results of operations depend on the credit performance of our loans;

loss of our key management or other personnel, or an inability to attract such management and personnel, could
negatively impact our business;

we are subject to certain bank regulations, including oversight by the Office of the Comptroller of the Currency (the
:‘OCC”), the Consumer Financial Protection Bureau (“CFPB”), the Bank of Spain, and the Federal Reserve, which
oversight and regulation may limit certain of our activities, including the timing and amount of dividends and other
limitations on our business; and

future changes in our relationship with Banco Santander, S.A. (“Santander”) could adversely affect our operations.

If one or more of the factors affecting our forward-looking information and statements proves incorrect, its actual
results, performance or achievements could differ materially from those expressed in, or implied by, forward-looking
information and statements. Therefore, we caution not to place undue reliance on any forward-looking information or
statements. The effect of these factors is difficult to predict. Factors other than these also could adversely affect our
results, and the reader should not consider these factors to be a complete set of all potential risks or uncertainties. New
factors emerge from time to time, and management cannot assess the impact of any such factor on our business or the
extent to which any factor, or combination of factors, may cause results to differ materially from those contained in
any forward-looking statement. Any forward-looking statements only speak as of the date of this document, and we
undertake no obligation to update any forward-looking information or statements, whether written or oral, to reflect
any change, except as required by law. All forward-looking statements attributable to us are expressly qualified by
these cautionary statements.
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PART I

ITEM 1. BUSINESS

General

Santander Consumer USA Holdings Inc., a Delaware corporation (“SCUSA Delaware” or, together with its subsidiaries,
“SCUSA” or “the Company”), is the holding company for Santander Consumer USA Inc., an Illinois corporation (“SCUSA
llinois™), and subsidiaries, a specialized consumer finance company focused on vehicle finance and unsecured
consumer lending products. The Company’s primary business is the indirect origination of retail installment contracts,
principally, through manufacturer-franchised dealers in connection with their sale of new and used vehicles to retail
consumers.

In conjunction with a ten-year private label financing agreement with Chrysler Group (the “Chrysler Agreement”) that
became effective May 1, 2013, the Company offers a full spectrum of auto financing products and services to Chrysler
customers and dealers under the Chrysler Capital brand. These products and services include consumer retail
installment contracts and leases, as well as dealer loans for inventory, construction, real estate, working capital and
revolving lines of credit.

The Company also originates vehicle loans through a web-based direct lending program, purchases vehicle retail
installment contracts from other lenders, and services automobile and recreational and marine vehicle portfolios for
other lenders. Additionally, the Company has several relationships through which it provides unsecured consumer
loans, private-label credit cards and other consumer finance products.

As of February 24, 2015, the Company is owned approximately 60.3% by Santander Holdings USA, Inc. (“SHUSA”), a
subsidiary of Banco Santander, S.A. (“Santander”), approximately 29.6% by non-affiliated shareholders, approximately
10.0% by Thomas G. Dundon, the Company’s Chairman and Chief Executive Officer (“CEO”), directly and through
DDEFS LLC, an affiliated entity, and approximately 0.1% by other holders, primarily members of senior management.

Our Markets

The consumer finance industry in the United States has approximately $2.7 trillion of outstanding borrowings and
includes vehicle loans and leases, credit cards, home equity lines of credit, private student loans, and personal loans.
As economic conditions have recovered from the 2008 and 2009 downturn, there has been a significant demand for
consumer financing, particularly finance vehicle sales.

$2.7 Trillion Consumer Finance Industry

Sources: Federal Reserve Bank of New York; Consumer Financial Protection Bureau

Our primary focus is the vehicle finance segment of the U.S. consumer finance industry. Vehicle finance includes
loans and leases taken out by consumers to fund the purchase of new and used automobiles, as well as motorcycles,
recreational vehicles, and watercraft. Within the vehicle finance segment, we maintain a strong presence in the auto
finance market. The auto finance market features a fungible product resulting in an efficient pricing market, but it is
highly fragmented, with no individual lender accounting for more than 10% of market share. As of December 31,
2014, there were approximately $955 billion of auto loans outstanding in the United States.

Through the economic downturn, auto loans generally were not as adversely impacted as most other consumer lending
products. This performance was largely attributable to several factors, including: (i) the importance that automobiles
serve in consumers’ everyday lives; (ii) the ability to locate, repossess and sell a vehicle to mitigate losses on defaulted
loans; and (iii) the robustness of the used car market and residual values. This latter factor is subject to fluctuations in
the supply and demand of automobiles. The primary metric used by the market to monitor the strength of the used car
market is the Manheim Used Vehicle Index, a measure of wholesale used car prices adjusted by their mileage or
vintage. As of December 31, 2014,
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used car financing represented 63% of our outstanding retail installment contracts, of which 84% consisted of
nonprime auto loans. The Manheim Used Vehicle Index has recently been well above historical norms and during the
economic downturn rebounded in nine months while the broader economy took several years to rebound. This
strength in the used car market reflects the importance of cars to U.S. consumers.

Manheim Used Vehicle Value Index

Historically, used car financing has made up a majority of our business. Used automobiles accounted for 72% of total
automobiles sold in the United States in 2014. In 2014, through the third quarter, approximately 54% of used car
purchases were financed. Most loans in the used auto finance space are extended to nonprime consumers, who
comprise a significant portion of the U.S. population. Of the approximately 200 million Americans with a credit
history, 34% have FICO® scores below 650. Although nonprime auto loans typically produce higher losses than
prime loans, our data-driven approach, extensive experience, and adaptive platform have enabled us to accurately
project cash flows and effectively price loans for their inherent risk.

U.S. FICO® Score Distribution

Through our Chrysler Capital brand, we are increasing our focus on the new auto finance space by providing
financing for the acquisition of new Chrysler cars. The new auto market continues to recover from the economic
downturn. There were 16.4 million new cars sold in 2014, which was an increase of 58% over the number of new cars
sold in 2009. In 2014, through the third quarter, approximately 85% of total new auto sales were financed. Future
growth of new auto sales in the United States, and the parallel growth of consumer loans and leases to finance those
sales, are driven by improving economic conditions, new automobile product offerings, and the need to replace aging
automobiles. The average age of U.S. autos in 2014 remains at a record high of 11.4 years-old, unchanged from 2013.
Chrysler Capital loan and lease growth will be driven by the volume of new Chrysler cars sold in the United States.
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U.S. New Auto Light Vehicle Sales

(units in millions)

Chrysler Sales

(units in millions)

We are a leading originator of nonprime auto loans. National and regional banks have historically been the largest
originators of used and nonprime vehicle loans and leases due to their broad geographic footprint and wide array of
vehicle finance products. We primarily compete against national and regional banks, as well as automobile
manufacturers’ captive finance businesses, to originate loans and leases to finance consumers’ purchases of new and
used cars. We also have been increasing our portfolio of prime loans and leases serviced for others, as we began
originating and then selling prime assets with servicing retained.

We are also increasing our focus on the unsecured consumer lending market, including credit cards, private student
loans, point-of-sale financing and personal loans. From a high in 2008, the U.S. consumer has steadily faced declining
access to traditional sources of consumer credit. This decline is evidenced by the reduction of outstanding consumer
credit card limits by approximately $713 billion and of home equity lines of credit by approximately $387 billion
since 2008. During the economic downturn, traditional lenders were forced to tighten credit and, in some cases, exit
the market altogether, leaving a large market opportunity with significant growth potential. Additionally, consumer
loan demand is recovering and, on average, most domestic bank lenders have reported stronger demand for consumer
loans since April 2011. Imbalances in supply and demand have created a significant opportunity for companies like us
who have national scale, financial strength, stability of management, strong credit and underwriting processes, and an
appetite for identifying incremental lending opportunities.

Net Percent of Banks Reporting Stronger Demand for Consumer Loans
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In both the vehicle finance and unsecured consumer lending markets, we generate originations indirectly and directly.
The indirect model requires relationships with third parties who are generally active in the market, are looking for an
additional source of financing for their customers, and agree to direct certain customers to SCUSA. The direct model
requires an internally-managed platform through which consumers are able to make requests for credit directly to
SCUSA. While we have historically focused on the indirect model, we have a presence in the direct vehicle finance
market through our RoadLoans.com platform . Additionally, we continue to develop our relationships with third
parties to further broaden our origination channels.

Our Business Strategy

Our primary goal is to create stockholder value by leveraging our systems, data, liquidity, and management. Our
business strategy is to increase market penetration in the consumer finance industry while deploying our capital and
liquidity efficiently.

Expand Our Vehicle Finance Franchise

Organic Growth in Indirect Auto Finance. We have extensive data on and experience with consumer behavior across
the full credit spectrum and are a key player in the U.S. vehicle finance market. We have the ability to continue to
increase our market penetration in the vehicle finance market, subject to attractive market conditions, via the number
and depth of our relationships. We plan to achieve this in part through alliance programs with national vehicle dealer
groups and financial institutions, including banks, credit unions, and other lenders, in both the prime and nonprime
vehicle finance markets. Our technology-based platform enables us to integrate seamlessly with other originators and
thereby benefit from their channels and brands.

Strategic Alliances with Original Equipment Manufacturers (“OEMs”). We plan to expand our existing OEM
relationships to drive incremental origination volume, primarily, through Chrysler Capital. The loans and leases
originated through Chrysler Capital should provide us with the majority of our near-term expected growth. In
addition, the experience gained in lease and dealer financing can be applied to improve origination volume through
the rest of our dealer base. Our relationship with Chrysler has accelerated our transformation into a full-service vehicle
finance company that provides financial products and services to consumers and automotive dealers.

Growth in Direct-to-Consumer Exposure. We are working to further diversify our vehicle finance product offerings by
expanding our web-based, direct-to-consumer offerings. We are seeking to engage the consumer at the early stages of
the car buying experience. Our RoadL.oans.com program is a preferred finance resource for many major vehicle
shopping websites, including Cars.com, AutoTrader.com, and eBay Motors, each of which have links on their
websites promoting our RoadLoans.com website for financing. We will continue to focus on securing relationships
with additional vehicle-related websites. We anticipate that the next generation of our web-based direct-to-consumer
offerings will include additional strategic relationships, an enhanced online experience, and additional products and
services to assist with all stages of the vehicle ownership life cycle, including research, financing, buying, servicing,
selling, and refinancing.

Expansion of Fee-Based Income Opportunities. We seek out opportunities to leverage our technologically
sophisticated and highly adaptable servicing platform for both prime and nonprime loans, as well as other vehicle
finance (including recreational and marine vehicles) and unsecured consumer lending products. We collect fees to
service loan portfolios for third parties, and we handle both secured and unsecured loan products across the full credit
spectrum. Loans and leases sold to or sourced to banks through flow agreements (including our flow agreements with
Bank of America, Citizens Bank of Pennsylvania ("CBP") (a subsidiary of RBS Citizens Financial Group) and
Santander Bank, N.A., an affiliate of the Company (“SBNA,” formerly Sovereign Bank), and off-balance sheet
securitizations also provide additional opportunities to service large vehicle loan and lease pools. We believe our loan
servicing business is scalable and provides an attractive return on equity, and we intend to continue to develop new
third-party relationships to increase its size. In 2014, we added over $5.7 billion of assets to our portfolio of assets
serviced for others.

Continue to Expand Our Unsecured Consumer Lending Platform

We are further diversifying our business through our strategic relationships in the unsecured consumer lending space,
which includes point-of-sale financing, personal loans, and private label credit cards. Unsecured consumer lending is a
rapidly growing segment of the consumer finance market in the United States, and we expect that financing in the
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unsecured consumer loan space will continue to become a larger part of our business. During 2014, we originated $1.2
billion in these loans. Our ability to offer these products is derived from our extensive information on and experience
with consumer behavior across the full credit spectrum, our scalable technology platform and Santander’s expertise in
the unsecured consumer lending industry. One of our strategic consumer finance relationships is with Bluestem, which
owns the Fingerhut®, Gettington.com® and PayCheck Direct® brands. Bluestem’s customers rely on Bluestem
proprietary credit products at the point of sale to make purchases. Through our agreement with Bluestem, we have the
option to purchase certain loans through April 2020. We also
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have a strategic relationship with LendingClub, pursuant to which we invest in or purchase personal loans and have
the right to purchase "near-prime" (as defined) loans as well. Additionally, we originate private-label revolving lines
of credit through our relationship with a point-of-sale lending technology company. We believe these relationships
and initiatives provide us with a strong entry point into the unsecured consumer lending space.

Our Products and Services

We offer vehicle-related financing products and services and unsecured consumer financing.

Vehicle Finance

Our vehicle finance products and services primarily consist of consumer loans and leases, and the servicing thereof.
Consumer Vehicle Loans

Our primary business is to indirectly originate vehicle loans through automotive dealerships throughout the United
States. We currently do business with over 17,000 dealers, most of which are manufacturer-affiliated or large and
reputable independent dealers. We use our risk-adjusted methodology to determine the price we pay the automotive
dealer for the loan, which may be above or below the principal amount of the loan depending on characteristics such
as the contractual APR and the borrower’s credit profile. The consumer is obligated to make payments in an amount
equal to the principal amount of the loan plus interest at the APR negotiated with the dealer. In addition, the consumer
is also responsible for charges related to past-due payments. Dealers may retain some portion of the finance charge as
income. Our agreements with dealers place a limit on the amount of the finance charges they are entitled to retain.
Although we do not own the vehicles we finance through loans, we hold a perfected security interest in those vehicles.
Loans with below-market APRs are frequently offered through manufacturer incentive programs. The manufacturer
will compensate the originator of these loans for the amount of the financing rate that is below market. These
payments are called rate subvention. We are entitled to receive rate subvention payments as Chrysler’s preferred
provider through the Chrysler Agreement.

Since 2008, we also have directly originated loans through our branded online RoadL.oans.com platform, and we also
periodically acquire large portfolios of loans. The loans acquired in bulk acquisitions have primarily been
collateralized by automobiles. However, a small amount of such loans have been collateralized by marine and
recreational vehicles. We generate revenue on these loans through finance charges.

Vehicle Leases

We acquire leases primarily from Chrysler-affiliated automotive dealers and, as a result, become titleholder for leased
cars. The acquisition cost for these leases is based on the underlying value of the vehicle, the contractual lease
payments and the residual value, which is the expected value of the vehicle at the time of the lease termination. We
use projected residual values that are estimated by third parties, such as ALG. The residual value we use to determine
lease payments, or the contractual residual value, may be adjusted upward as part of marketing incentives provided by
the manufacturer of the vehicle. When a contractual residual value is written up, the lease payments we offer become
more attractive to consumers. The marketing incentive payment that manufacturers pay us is equal to the expected
difference between the projected ALG residual value and the contractual residual value. This residual support payment
is a form of subvention. We are a preferred provider of subvented leases through Chrysler Capital. The consumer, or
lessee, is responsible for the contractual lease payments and any excessive mileage or wear and tear on the car that
results in a lower residual value of the car at the time of the lease’s termination. In addition, the consumer is also
generally responsible for charges related to past due payments. Our leases are primarily closed-ended, meaning the
consumer does not bear the residual risk.

We generate revenue on leases through monthly lease payments and fees, and, depending on the market value of the
off-lease vehicle, we may recognize a gain or loss upon remarketing. Our agreement with Chrysler permits us to share
any residual losses over a threshold, determined on an individual lease basis, with Chrysler.

Servicing for Others

We service a portfolio of vehicle loans originated or otherwise independently acquired by SBNA, as well as vehicle
leases originated by SBNA under terms of a flow agreement with us. We also service loans sold through our flow
agreements with Bank of America and Citizens Bank of Pennsylvania (CBP) and through our Chrysler Capital
off-balance sheet securitizations, as well as several smaller loan portfolios for various third-party institutions. We
generate revenue on these assets through servicing and other fees collected from the institutional owners and the
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borrowers, and may also generate a gain or loss on sale. We intend to continue growing this off-balance sheet
portfolio and the stream of revenue it provides.
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Unsecured Consumer Lending

In 2013, we began indirectly originating unsecured consumer loans. These loans are currently serviced by the
third-party originators, who handle daily cash remittances and customer service.

Origination and Servicing

Vehicle Finance

Our origination platform delivers automated 24/7 underwriting decision-making through a proprietary credit-scoring
system designed to ensure consistency and efficiency, with dealers receiving a decision in under ten seconds for 95%
of all requests. Every loan application we receive is processed by our risk scoring and pricing models. Our credit
scorecard development process is supported by an extensive market database that includes 20 years of historical data
on the loans we have acquired as well as extensive consumer finance third-party data. We continuously evaluate loan
performance and consumer behavior to improve our underwriting decisions. As a result of our readily adaptable and
scalable systems, we are able to quickly implement changes in pricing and scoring credit policy rules and we seek to
modify our underwriting standards to match the economic environment. Our scorecard methodology supports
underwriting decisions for consumers across the full credit spectrum and has been designed to allow us to maximize
modeled risk-adjusted yield for a given consumer’s credit profile. As a result of the Chrysler Agreement, we have
adjusted underwriting standards in the prime space to compete with the major lenders in the area.

We have built our servicing approach based on years of experience as a nonprime lender. Our servicing activities
consist largely of processing customer payments, responding to customer inquiries (such as requests for payoff
quotes), processing customer requests for account revisions (such as payment deferrals), maintaining a perfected
security interest in the financed vehicle, monitoring vehicle insurance coverage, pursuing collection of delinquent
accounts, and remarketing repossessed or off-lease vehicles. We have made significant investments in staffing and
technology for our servicing systems to ensure that our servicing activities are in compliance with federal and local
consumer lending rules in all 50 states.

Through our servicing platform, we seek to maximize collections while providing the best possible customer service.
Our servicing practices are closely integrated with our origination platform, resulting in an efficient exchange of
customer data, market information and understanding of the latest trends in consumer behavior. Our customer account
management process is model-driven and utilizes automated customer service and collection strategies, including the
use of automated dialers rather than physical phones. Each of the models we use is validated with data back-testing
and can be adjusted to reflect new information that we receive throughout our entire business such as new vehicle loan
and lease applications, refreshed consumer credit data, and consumer behavior that we observe through our servicing
operations. Our robust processes and sophisticated technology support our servicing platform to maximize efficiency,
consistent loan treatment, and cost control.

In order to provide the best possible customer service, we provide multiple convenience options to our customers and
have implemented many strategies to monitor and improve the customer experience. In addition to live agent
assistance, our customers are offered a wide range of self-service options via our interactive voice response system
and through our customer website. Self-service options include demographic management (such as updating a
customer’s address, phone number, and other identifying information), payment and payoff capability, and payment
history reporting, as well as online chat and communication requests. Quality assurance teams perform account
reviews and are responsible for grading our phone calls to ensure adherence to our policies and procedures as well as
compliance with regulatory rules. Our analytics software converts speech from every call into text so that each of our
conversations with a customer can be analyzed and subsequently data-mined. This is used to identify inappropriate
words or phrases in real-time for potential intervention from a manager, and to search for the omission of words or
phrases that are required for specific conversations. A quality control team provides an independent, objective
assessment of the servicing department’s internal control systems and underlying business processes. This helps us
identify organizational improvements while protecting our franchise reputation and brand. Lastly, complaint tracking
processes ensure customer complaints are addressed appropriately and that the customers receive status updates.
These systems assign the account to a specialized team (Office of the President) until the complaint is deemed to be
closed. This team tracks and resolves customer complaints and is subject to a robust quality assurance program.
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