Ascent Dealer Services F&l coaching and
reinsurance model reshapes dealer operations

Ascent Dealer Services has introduced a structured program combining F&l coaching with
reinsurance that is gaining attention among automotive retailers seeking tighter control over
their finance and insurance operations. The approach integrates training for sales staff with a
captive reinsurance mechanism, allowing dealers to participate in the underwriting profit
generated by the products they sell. This model is designed to improve both the consistency of
customer interactions and the financial return from each transaction.

The core of the offering is a blend of education and risk-sharing that departs from the
traditional flat-fee or commission-only structures common in the sector. Dealers who adopt the
program receive ongoing coaching on compliance, product presentation, and customer
qualification, while also accessing a reinsurance arrangement that lets them share in the
premiums and underwriting results of the F&I products they originate. The result is a closer
alignment between the dealer's performance and its revenue stream. Ascent Dealer Services
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Ascent Dealer Services F&I coaching and reinsurance model is built on the premise that better-
trained staff produce higher-quality contracts, which in turn reduce claims and improve the
profitability of the entire book of business. By tying the coaching directly to the reinsurance
structure, Ascent creates a feedback loop where improved sales practices lead to better loss
ratios, and those improvements flow back to the dealer through the captive. This contrasts
with programs that treat training as a one-time event and reinsurance as a passive investment.

Industry observers have noted that the integration of coaching with reinsurance is still
relatively rare in the independent dealer channel. Most F&I training programs focus on
compliance and basic selling skills without linking those skills to the dealer's own financial
interest in the products. Ascent's approach, by contrast, makes the dealer a direct stakeholder
in underwriting performance, which can incentivize more careful product selection and
customer qualification. The program is structured to be implemented over several months, with
regular check-ins and performance reviews that track both sales metrics and claims data.

Dealers who have adopted the program report that the combination of ongoing coaching and
reinsurance has helped them reduce chargebacks and improve customer satisfaction scores.
The coaching component covers not only the mechanics of presenting F&I products but also
the regulatory landscape, including truth-in-lending disclosures and state-specific insurance
requirements. This is particularly valuable as state and federal regulators continue to scrutinize
dealer sales practices. The reinsurance component, meanwhile, gives dealers a way to
diversify their revenue streams beyond vehicle margins and service operations.
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From a financial perspective, the reinsurance structure typically involves a captive insurance
company owned by the dealer or a group of dealers. Ascent provides the actuarial support and
administrative infrastructure to manage the captive, including claims handling, reserve
calculations, and compliance reporting. The coaching program is delivered through a
combination of in-person sessions and digital modules, with a curriculum that is updated
regularly to reflect changes in regulation and market conditions. Dealers receive detailed
reports on their captive's performance, including loss ratios, premium volume, and earnings
distributions.

The timing of Ascent Dealer Services F&I coaching and reinsurance rollout coincides with a
broader industry shift toward data-driven decision-making in dealer operations. Many large
dealer groups have already moved to captive reinsurance models, but the independent single-
store operator has often lacked the scale and expertise to set up such arrangements on their
own. Ascent's program lowers that barrier by providing the infrastructure and training needed
to participate. This could help level the playing field between independent dealers and large
multi-franchise groups that have long had access to more sophisticated financial tools.

Critics of dealer-owned reinsurance have sometimes argued that it creates a conflict of
interest, as dealers may be incentivized to sell high-premium products regardless of customer
need. Ascent's program addresses this concern by emphasizing compliance and suitability
training within the coaching curriculum. The company states that its coaching materials focus
on matching products to customer circumstances, and that the reinsurance structure is
designed to reward long-term performance rather than short-term volume. Claims data is
reviewed regularly, and dealers who show adverse trends receive additional coaching or may
face adjustments to their participation terms.

The broader market for F&I products in automotive retail has been growing, driven by rising
vehicle prices and longer loan terms. As consumers take on more debt, the insurance and
warranty products that protect those loans become more important to both the lender and the
borrower. Dealers who can demonstrate that they sell these products responsibly and
profitably are in a stronger position when negotiating with lenders and insurance carriers.
Ascent's program aims to give dealers the tools to do both.

Ascent Dealer Services F&l coaching and reinsurance program is not a one-size-fits-all
solution. Dealers are evaluated on their current sales volume, claims history, and operational
capacity before being accepted into the program. Ascent works with each dealer to customize
the coaching schedule and the reinsurance structure to fit their specific business. This tailored
approach is seen as a key differentiator, as many competing programs offer only a standard
training package or a generic captive arrangement without the integration between the two.



Looking ahead, the success of this model could influence how other service providers
structure their offerings to independent dealers. If the combination of coaching and
reinsurance proves to reduce claims and improve dealer profitability, it may become a template
for the industry. Ascent has indicated that it plans to expand the program to additional markets
and is investing in technology to support remote coaching and real-time performance tracking.
The company is also exploring partnerships with lender networks that could offer preferential
rates to dealers who complete the program.

For dealers evaluating their options, the decision to adopt a combined coaching and
reinsurance program involves a significant commitment of time and resources. The coaching
sessions require staff to be away from the sales floor, and the reinsurance structure requires
ongoing administrative attention. However, proponents argue that the long-term benefits in
terms of reduced chargebacks, improved customer retention, and additional revenue streams
outweigh the initial investment. Ascent's program is designed to be rolled out gradually, with
the coaching beginning several weeks before the reinsurance structure is activated, allowing
dealers to adjust their operations incrementally.

The automotive retail industry is in a period of transformation, with pressures on margins from
online competitors, inventory costs, and changing consumer expectations. Dealers who can
find new ways to generate revenue and improve efficiency are more likely to thrive. Ascent
Dealer Services F&I coaching and reinsurance model offers one such path, by turning the F&I
transaction from a simple add-on sale into a managed profit center. Whether other providers
will follow suit remains to be seen, but the early interest in the program suggests that the
market is ready for a more integrated approach.



