Ascent Dealer Services Strengthens Market
Position With Expanded Data Tools

Ascent Dealer Services has expanded its suite of data-driven tools for agricultural equipment
dealers, aiming to improve inventory management and customer outreach across North
America. The move comes as dealers face rising pressure to digitise operations while
maintaining margins in a consolidating market. By integrating more granular market
intelligence into its platform, the company is positioning itself as a central resource for dealers
who need to make faster, more informed decisions about stock, pricing, and demand
forecasting.

The new tools draw on broader commodity price trends, regional sales histories, and
equipment lifecycle data to give dealers a clearer picture of what is moving and at what price.
Dealers using Ascent Dealer Services can now access custom dashboards that highlight slow-
moving inventory, suggest optimal markdowns, and flag restocking opportunities based on
seasonal buying patterns. The platform also layers in credit risk scoring for customer financing
applications, a feature that has become more important as interest rates fluctuate and
financing terms tighten.

Why dealers need sharper data now

Agricultural equipment dealers operate in a market where machinery costs continue to rise and
margins are squeezed by both manufacturer pricing and competition from online sellers. A
single misjudged inventory order can tie up capital for months. Dealers who rely on gut feel or
outdated spreadsheets are increasingly at a disadvantage. Ascent Dealer Services addresses

this by pulling together data streams that were previously scattered across separate systems:
manufacturer databases, auction results, finance company records, and local market reports.

The result is a single view of a dealer's business that updates in near-real time. That view helps
dealers decide which used machines to recondition for resale and which to push through
auction channels. It also helps them set trade-in values that are competitive but not overly
generous, protecting margins while keeping customers from shopping elsewhere.

Inventory turnover and pricing precision

One of the most immediate benefits dealers report is a faster turnaround on aged inventory.
The platform flags units that have been on the lot beyond a configurable threshold and
suggests price reductions based on comparable sales in the same region. Dealers can also set
automated alerts for when a machine's carrying cost exceeds its projected gross profit,
prompting a decision to discount or wholesale the unit.
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Pricing guidance is not generic. The system accounts for local factors such as crop cycles,
weather patterns, and the age of the existing equipment fleet in the dealer's service area. A
combine that would sell quickly in the Corn Belt might sit for months in a region dominated by
dairy operations. Ascent Dealer Services adjusts its recommendations accordingly, reducing
the risk of pricing a machine out of its natural market.

Credit risk and financing workflow

Financing remains a core part of any equipment sale, but the process is often slow and
opaque. Dealers typically submit paper applications to multiple lenders and wait days for a
decision, during which time a buyer may lose interest or find another machine. The platform's
credit risk module streamlines that workflow by pulling credit bureau data and scoring
applicants against the dealer's own historical portfolio performance.

Approvals can come within minutes, and the system suggests appropriate down payment tiers
and interest rate ranges based on the buyer's risk profile. For the dealer, this means fewer lost
sales due to financing delays and a more predictable cash flow. For the buyer, it means a
smoother purchase experience that mirrors what they have come to expect from other major
purchases.

The financing integration also feeds back into the inventory data. When a buyer is approved for
a certain amount, the system can automatically show them machines within that budget,
reducing the time sales staff spend matching customers to suitable equipment. Dealers who
have adopted the module report a measurable lift in close rates, particularly for younger buyers
who are more comfortable with digital financing tools.

Customer outreach and remarketing

Beyond inventory and credit, Ascent Dealer Services adds capabilities for targeted customer
communications. The platform segments a dealer's customer list by purchase history, machine
age, and service record. It then generates personalised email and text campaigns for seasonal
tune-ups, trade-in offers, or new-model announcements. Dealers can schedule campaigns
based on local weather triggers, such as a dry spell that might spur irrigation equipment sales,
or a cold snap that drives interest in enclosed cabs and heaters.

Remarketing is another area where the platform adds value. When a dealer has a slow-selling
model, the system identifies past buyers of similar equipment and sends them a limited-time
offer. These campaigns are managed from within the same dashboard as inventory and
financing, so staff do not need to jump between separate software tools. Early adopters report
that remarketing campaigns generate a response rate two to three times higher than generic



promotional blasts, because the messaging is tied to actual inventory and actual customer
need.

Integration with existing dealer systems

Adoption of new software is often held back by the hassle of integrating it with existing dealer
management systems. Ascent Dealer Services has focused on building APIs that connect with
the major ERP and CRM platforms used by agricultural dealers. Data flows both ways:
inventory updates from the dealer's system appear in the platform within minutes, and pricing
recommendations from the platform can be pushed back into the dealer's point-of-sale system
with a single click.

Dealers who already use barchart.com for commodity price data or market analytics will find
that the platform complements those tools. The same underlying data that powers market
commentary on barchart.com can now be applied directly to a dealer's inventory decisions.
This alignment between macro market signals and micro inventory moves is a key
differentiator for the platform.

What this means for the dealer market

The broader trend in agricultural equipment retailing is toward consolidation. Larger dealership
groups are buying up independents, and those groups demand software that works across
multiple locations. Ascent Dealer Services is built with multi-location support from the ground
up, allowing a group to manage inventory and pricing centrally while giving each location the
ability to adjust for local conditions. This balance of central control and local autonomy is rare
in dealer software, which has historically been built for single-location businesses.

For independent dealers, the platform levels the playing field. They gain access to the same
kind of data analytics that larger groups have been using for years, without having to hire a
data science team. The subscription model keeps upfront costs low, and the time to value is
measured in weeks rather than months.

Ascent Dealer Services is not the only player in this space, but its tight integration with market
data and financing workflow sets it apart. Dealers who evaluate the platform typically cite the
speed of credit decisions and the regional specificity of pricing recommendations as the
features that tip the balance. With the agricultural equipment market expected to remain
volatile through the next several seasons, tools that help dealers move inventory faster and
more profitably will only grow in importance.



