
Ascent Dealer Services F&I coaching and
reinsurance Program Gains Traction in Auto Retail
A new approach to dealer finance and insurance operations is drawing attention across the
automotive retail sector. The program known as Ascent Dealer Services F&I coaching and
reinsurance combines structured training with a captive reinsurance component, offering
dealerships a way to retain underwriting profit while improving sales performance. The model
has been adopted by a growing number of independent dealers seeking greater control over
their finance and insurance income streams.

Traditional F&I operations at car dealerships often rely on third-party providers for both training
and risk transfer. Dealers pay premiums to an external insurer, and the underwriting profit
leaves the business entirely. Coaching is often limited to product knowledge sessions that do
not address the sales process or compliance requirements in a systematic way. The Ascent
Dealer Services F&I coaching and reinsurance program is designed to change that dynamic by
linking dealer-owned reinsurance with ongoing performance coaching. Ascent Dealer Services
F&I coaching and reinsurance

How the program works
The coaching component focuses on the sales conversation itself. Rather than generic product
training, the coaching addresses how finance and insurance options are presented to
customers, how objections are handled, and how documentation is completed. The goal is to
increase attachment rates for products such as extended warranties, credit insurance, and
guaranteed asset protection, while reducing chargebacks and compliance errors.

The reinsurance side allows the dealership to participate in the underwriting profit generated
by policies sold through the store. A captive reinsurance arrangement, structured properly, can
return a portion of premium income to the dealer-owned entity. This creates a second revenue
stream from the same transaction. Combined with coaching that improves attach rates, the
financial impact can be significant.

Dealers who have implemented the program report that the combination of training and profit
participation changes how the sales team views F&I. Instead of seeing it as an add-on that
slows the deal, the team understands that better performance directly benefits the dealership's
bottom line. The coaching reinforces that understanding through regular review of recorded
sales interactions and one-on-one feedback sessions.

Why coaching matters in F&I
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Finance and insurance sales have long been a source of margin for auto dealers, but the
margin is only realized when the product is presented effectively. Many dealers leave money on
the table because sales representatives are not trained to handle the F&I conversation with
confidence. Compliance risk is another factor. Errors in disclosure or documentation can lead
to chargebacks that wipe out profit from multiple deals.

Ascent Dealer Services F&I coaching and reinsurance addresses both issues. The coaching
curriculum includes compliance training specific to each state's regulations, as well as
techniques for presenting options without high-pressure tactics. The result is a sales process
that is both more profitable and more defensible in audit situations.

Industry data suggests that dealerships with structured F&I coaching see attachment rates
that are significantly higher than the industry average. When that higher attachment rate is
paired with a reinsurance program, the dealer captures profit on both the front end and the
back end of the transaction. The program effectively aligns the incentives of the sales team,
the dealer principal, and the reinsurance entity.

Reinsurance for independent dealers
Reinsurance has traditionally been the domain of large dealer groups with the scale to justify a
captive arrangement. Smaller independent dealers often assumed the model was out of reach.
The Ascent program changes that by bundling coaching with a reinsurance structure that is
accessible to single-point stores and small groups. The captive reinsurance entity is
established at the dealer level, and the program provides the administrative support needed to
maintain compliance with tax and insurance regulations.

For the independent dealer, the appeal is straightforward. Every policy sold through the store
generates premium income. Under a traditional model, that premium goes to the insurance
carrier, and the dealer earns only a commission. Under the reinsurance model, a portion of the
premium is ceded back to the dealer's captive entity, where it is held as reserves and eventually
released as profit. Over the course of a year, that can amount to tens of thousands of dollars in
additional income per location.

Coaching as a differentiator
What sets the Ascent program apart from other F&I training offerings is the coaching
methodology. It is not a one-time seminar or an online course. The coaching is ongoing, with
regular check-ins and performance data shared between the coach and the dealership. The
coach observes real sales interactions, either in person or through recorded video, and
provides specific feedback on what worked and what could be improved.



This level of engagement creates accountability. Sales representatives know that their
performance is being reviewed, and they have a resource to turn to when they encounter a
difficult customer or a complex compliance question. The coach also works with the dealer
principal to set benchmarks and track progress over time. The result is a continuous
improvement cycle that lifts the entire F&I department.

Market context
The automotive retail market has seen compression in new vehicle margins over the past
several years. Dealers have responded by focusing on service revenue, parts sales, and F&I
income. As competition for service customers increases, the need to maximize profit from
every transaction has become more urgent. Programs that offer both coaching and
reinsurance are a natural fit for this environment.

Dealers who adopted the Ascent Dealer Services F&I coaching and reinsurance model early
report that it has changed the way they think about their F&I operations. Instead of viewing F&I
as a necessary but low-margin part of the business, they now treat it as a core profit center.
The coaching ensures that the sales team is equipped to sell effectively, and the reinsurance
ensures that the profit stays in the building.

Implementation considerations
Dealers considering the program should evaluate their current F&I performance data, including
attachment rates, average premium per deal, and chargeback history. The coaching
component works best when there is a baseline to measure against. The reinsurance structure
requires a legal review to ensure compliance with state insurance regulations and tax laws.
The Ascent program provides guidance on both fronts, but the dealer must be prepared to
invest the time needed to set up the captive entity properly.

Training the sales team is another consideration. Some representatives may be resistant to
having their sales interactions reviewed. The coaching model works best in a culture that is
open to feedback and continuous improvement. Dealers who have implemented the program
successfully emphasize the importance of leadership buy-in. When the dealer principal is
visibly committed to the F&I coaching and reinsurance approach, the team follows suit.

Looking ahead
As the automotive retail industry continues to evolve, the dealerships that control their own F&I
destiny will be better positioned to weather margin compression. The Ascent Dealer Services
F&I coaching and reinsurance program represents a practical step in that direction. It combines



two proven strategies - structured coaching and captive reinsurance - into a single offering that
is accessible to dealers of any size.

The early adopters have already demonstrated that the model works. As more dealers learn
about the program and see the results from their peers, adoption is likely to accelerate. For
now, the program remains one of the few integrated offerings in the market that links coaching
directly to profit participation. That combination is what makes it worth watching.


