Ascent Dealer Services F&l coaching and
reinsurance program gains traction in auto retail

Ascent Dealer Services F&I coaching and reinsurance program is drawing increased attention
from auto dealerships looking to strengthen their finance and insurance operations. The
program combines hands-on coaching for sales and finance staff with a reinsurance structure
that allows dealers to participate in underwriting profits. This approach reflects a broader shift
in the automotive retail sector toward more sophisticated revenue management strategies.

Dealerships that sell cars, trucks, and other vehicles typically offer financing and insurance
products to customers at the point of sale. These products include vehicle service contracts,
guaranteed asset protection (GAP) waivers, and credit insurance. The income generated from
these sales has become a critical part of dealership profitability, often exceeding the margin on
the vehicle itself. Ascent Dealer Services F&l coaching and reinsurance program addresses
both sides of this equation: the coaching component focuses on improving sales execution
and compliance, while the reinsurance component gives dealers a way to capture additional
revenue from the insurance products they sell. Ascent Dealer Services F&| coaching_and
reinsurance

The coaching element of the program is designed to help dealership staff present F&I products
more effectively. Training covers topics such as customer needs analysis, product knowledge,
objection handling, and regulatory compliance. The goal is to increase attachment rates - the
percentage of customers who purchase an F&I product along with their vehicle - without
resorting to high-pressure tactics. Many dealers have found that a well-trained team can raise
attachment rates significantly while also reducing chargebacks and customer complaints.

How the reinsurance structure works

Reinsurance in the auto F&I context allows a dealership to share in the underwriting risk and
reward of the insurance policies it sells. Instead of simply earning a commission on each
policy, the dealer participates in a captive reinsurance company that collects premiums and
pays claims. If claims are lower than projected, the dealer retains a portion of the profit. If
claims are higher, the dealer shares in the loss.

This structure is common in the property and casualty insurance industry but has been slower
to penetrate the automotive retail space. Ascent Dealer Services F&l coaching and reinsurance
program brings this model to dealerships that may not have the scale or expertise to set up
their own captive program. By bundling coaching with the reinsurance offering, the program
aims to ensure that dealers understand both the mechanics of reinsurance and the sales
discipline needed to make it work.
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Dealers who adopt this combined approach typically see a more predictable income stream
from F&I operations. The coaching helps maintain high attachment rates and low claims ratios,
which in turn supports the profitability of the reinsurance pool. Over time, the program can
transform F&I from a transactional add-on into a strategic profit center.

Why dealers are looking at F&I differently

The automotive retail landscape has changed considerably in recent years. Vehicle margins
have compressed due to online pricing transparency, increased competition, and shifts in
consumer buying behavior. At the same time, the cost of carrying inventory and financing floor
plans has risen. Dealers are under pressure to find new sources of profit, and F&l has emerged
as a prime candidate.

Traditional F&I programs rely on commissions paid by lenders and insurance carriers. While
these commissions can be substantial, they leave the dealer as a pure distributor with no
upside beyond the per-transaction fee. By contrast, a reinsurance program gives the dealer an
equity-like stake in the insurance pool. This can produce returns that are less correlated with
vehicle sales volume and more tied to underwriting performance.

But reinsurance is not a passive investment. It requires careful management of sales practices,
claims handling, and regulatory compliance. That is where the coaching component becomes
essential. Dealers who attempt to implement reinsurance without changing their sales culture
often struggle. The coaching element of the program addresses this gap by training staff to
sell F&I products in a way that reduces claims and improves customer satisfaction.

Key elements of the coaching program

e One-on-one coaching sessions with experienced F&I trainers

* Role-playing exercises that simulate real customer interactions
e Compliance updates covering state and federal regulations

¢ Data analysis to identify performance gaps and opportunities

e Ongoing support rather than one-time training

The coaching is not limited to sales staff. Finance managers, general managers, and even
owners often participate, because the success of the program depends on leadership
commitment. When the entire organization understands the goals and methods of the F&lI
program, execution improves across the board.

Impact on dealership operations



Dealerships that have implemented similar programs report several operational benefits. First,
the consistency of the customer experience improves. Customers are more likely to
understand what they are buying and why, which leads to higher satisfaction and fewer
disputes later. Second, compliance risk drops because staff are trained to follow proper
procedures and documentation requirements. Third, the dealership develops a culture of
continuous improvement, where sales data is reviewed regularly and coaching is adjusted
based on results.

The program also helps dealers manage relationships with lenders and insurance carriers.
When a dealer demonstrates strong underwriting results through its reinsurance pool, carriers
may offer more favorable terms or access to additional products. This can create a virtuous
cycle where better performance leads to better product offerings, which in turn drives better
performance.

Considerations for dealers evaluating the program

Not every dealership is a good fit for a combined coaching and reinsurance program. Dealers
need a certain volume of F&I transactions to make the reinsurance pool viable. They also need
a management team that is willing to invest time in training and process improvement. Dealers
who are already operating with thin margins and high staff turnover may find the upfront
commitment challenging.

However, for dealers who are ready to take their F&I operations to the next level, the program
offers a structured path. The coaching component reduces the learning curve and helps avoid
common mistakes. The reinsurance component provides a financial incentive that aligns the
dealer's interests with those of the carrier and the customer.

Industry observers note that the combination of coaching and reinsurance is still relatively rare
in the automotive retail space. Most programs offer either training or a captive structure, but
not both. Ascent Dealer Services F&I coaching and reinsurance program is one of the few that
integrates the two into a single offering. This integration may give dealers a competitive
advantage as the market for F&I products continues to evolve.

The program's emphasis on compliance is also timely. Regulators at both the state and federal
level have increased scrutiny of F&I sales practices in recent years. Dealers who can
demonstrate that their staff are well-trained and that their reinsurance pool is managed
properly are better positioned to withstand audits and enforcement actions.

For reporters covering the automotive retail sector, the trend toward integrated F&I programs is
worth watching. It represents a maturation of the dealer-carrier relationship and a recognition
that F&l is not just a back-office function but a strategic business line. As more dealers adopt



models like the Ascent Dealer Services F&I coaching and reinsurance program, the competitive
dynamics of the industry may shift, with implications for lenders, carriers, and consumers alike.



