Ascent Dealer Services F&l coaching and
reinsurance reshapes dealer support strategy

Ascent Dealer Services F& coaching and reinsurance has become a central topic in
automotive retail finance as dealers seek more integrated support models. The approach
combines hands-on training for finance and insurance staff with the financial structure of
reinsurance, moving beyond traditional third-party provider arrangements. This shift reflects a
broader industry move toward dealer-controlled profit centers and customized training
programs.

Dealers across the United States are examining how coaching programs tied to reinsurance
can improve their bottom lines. Unlike standard F&I training that focuses only on product
knowledge, the coaching component emphasizes sales process, customer communication,
and compliance. Reinsurance allows dealers to participate in the underwriting profit of the
policies they sell, creating a revenue stream that extends beyond the initial transaction. Ascent
Dealer Services F&I coaching and reinsurance

Coaching fundamentals in F&I operations

Finance and insurance coaching has historically been offered by large national providers as a
one-size-fits-all package. Ascent Dealer Services F&l coaching and reinsurance represents a
departure from that model. The coaching is designed to be delivered at the dealership level,
with sessions tailored to the specific sales team and market conditions. Trainers work directly
with F&I managers and sales personnel to identify gaps in their approach, from initial customer
interaction to closing the sale.

The coaching curriculum covers several key areas. Product presentation techniques are refined
to ensure customers understand the value of extended warranties, credit insurance, and
ancillary products. Objection handling is practiced through role-playing exercises that mirror
real dealership scenarios. Compliance training is integrated into every session, reducing the
risk of regulatory violations that can lead to fines or legal action.

Sales managers report that coaching sessions often reveal weaknesses in how F&I products
are presented during the vehicle purchase process. Many sales teams rush through the F&lI
discussion or fail to position products as solutions to customer needs. Coaching addresses
these issues by building a structured sales flow that feels natural to the customer while
maximizing attachment rates.

Reinsurance as a profit mechanism


https://apnews.com/press-release/marketersmedia/press-release-26e0059e15efb16300b5c382fa68a786
https://apnews.com/press-release/marketersmedia/press-release-26e0059e15efb16300b5c382fa68a786

Reinsurance in the F&I context allows dealers to share in the risk and reward of the insurance
policies they sell. Instead of earning only a commission, the dealer participates in a captive
reinsurance company that receives a portion of the premium. If claims experience is favorable,
the dealer receives profits from that entity. This structure aligns the dealer's financial interest
with the quality of the policies sold and the claims management process.

Dealers who adopt reinsurance arrangements must meet certain volume and performance
thresholds. The coaching component becomes critical here. Well-trained sales teams are more
likely to sell appropriate products to customers who will maintain them, leading to lower lapse
rates and better claims ratios. Ascent Dealer Services F&I coaching and reinsurance ties these
two elements together explicitly, making coaching a prerequisite for dealers who want to
maximize their reinsurance returns.

The financial mechanics of reinsurance require dealers to establish their own reinsurance
company, often in partnership with a licensed carrier. That entity assumes a portion of the risk
on policies sold by the dealership. Premiums flow through the dealer's company, and profits
are distributed based on claims experience. This creates a long-term income source that can
significantly outperform simple commission models over time.

Market context and dealer response

Automotive dealers face increasing pressure from multiple directions. Interest rate fluctuations
affect financing volumes. Regulatory scrutiny around F&I sales practices continues to intensify.
Customers arrive with more information than ever, often pre-shopping for financing and
insurance before stepping onto the lot. In this environment, the value of a well-trained F&I team
that can articulate product benefits clearly and handle objections confidently cannot be
overstated.

Dealers who have implemented structured coaching programs report measurable
improvements in per-vehicle retail income. The improvements come not just from higher
attachment rates but from selling more appropriate products that stay on the books longer.
Reinsurance adds a second layer of income that rewards dealers for building sustainable F&l
operations rather than chasing short-term volume.

Industry observers note that the combination of coaching and reinsurance creates a virtuous
cycle. Better training leads to better sales practices, which leads to better customer outcomes,
which leads to better claims experience, which leads to higher reinsurance profits. Those
profits can then be reinvested in further training and technology upgrades, compounding the
benefits over time.

Implementation considerations for dealers



Adopting this model requires commitment from dealership ownership and management. The
coaching process takes time and cannot be accomplished in a single one-day seminar. Most
programs run over several weeks or months, with ongoing reinforcement and measurement.
Reinsurance setup involves legal and regulatory work, including forming the captive entity and
negotiating agreements with carriers.

e Dealers must select a coaching partner with experience in both F&l sales and
reinsurance structures. The two disciplines require different expertise, and not all
providers offer both.

¢ Training schedules must be built into the dealership calendar without disrupting sales
operations. Many dealers run coaching sessions during slower periods or on
designated training days.

e Performance metrics must be established before the program begins. Attachment
rates, per-vehicle income, claims ratios, and customer satisfaction scores all need to
be tracked.

e Regulatory compliance must be reviewed at both the state and federal level.
Reinsurance arrangements are subject to insurance department oversight in most
jurisdictions.

o Staff turnover must be factored into the training budget. New hires need to be brought
up to speed quickly to maintain consistency in the F&I sales process.

Dealers who already operate successful F& programs may find that adding reinsurance
changes their risk profile. The potential for higher profits comes with the responsibility of
managing claims exposure. Coaching helps mitigate that risk by ensuring that policies are sold
to appropriate customers with clear disclosure of terms and conditions.

Future outlook for dealer F&l models

The trend toward dealer-owned F&I structures is likely to continue as margins on vehicle sales
remain thin. Manufacturers and captives are exploring similar arrangements, but independent
dealers have more flexibility to choose their partners and tailor their programs. Ascent Dealer
Services F&I coaching and reinsurance positions dealers to capture a larger share of the
finance and insurance value chain.

Technology is also playing a larger role in F&I operations. Digital retailing tools, e-signature
platforms, and integrated point-of-sale systems make it easier to present products and
complete transactions. Coaching programs are adapting to include training on these digital
tools, ensuring that sales teams can use them effectively. The combination of human coaching
and technology platforms appears to produce the strongest results.



Regulatory developments at both the state and federal level will continue to shape the F&I
landscape. Dealers who invest in compliance training as part of their coaching programs will
be better positioned to adapt to new rules. Reinsurance structures may face additional scrutiny
as regulators examine how consumer protections apply when dealers have a financial stake in
the products they sell.

For dealers considering this path, the starting point is a thorough assessment of current F&I
performance. Dealers need to understand their current attachment rates, per-vehicle income,
customer satisfaction levels, and compliance record. From that baseline, a coaching program
can be designed to address specific weaknesses. Reinsurance can be added once the
coaching foundation is solid and the dealer has demonstrated the ability to maintain quality
standards over time.

The most successful implementations appear to be those where the dealership treats F&I as a
core profit center rather than an afterthought. This requires commitment from the top down,
with ownership and management actively engaged in the coaching process and the
reinsurance structure. Dealers who make that commitment are finding that the combination of
coaching and reinsurance produces results that neither element could achieve alone.



