
Ascent Dealer Services F&I coaching and
reinsurance program expands dealer support
model
Ascent Dealer Services F&I coaching and reinsurance program is being introduced to a wider
network of independent dealers as part of a broader shift in how finance and insurance
operations are managed at the dealership level. The program combines hands-on coaching
with a reinsurance structure that allows dealers to participate in the underwriting profit of the
products they sell. This approach moves beyond traditional third-party administration by giving
dealers a direct stake in the performance of their F&I portfolios.

The program is built around the idea that better-trained sales staff produce higher-quality F&I
transactions, which in turn improve loss ratios and customer satisfaction. Dealers who enroll
receive ongoing coaching that covers compliance, product presentation, and customer
qualification. The reinsurance component then lets those same dealers share in the insurance
risk and reward, aligning incentives across the sales floor and the back office. Ascent Dealer
Services F&I coaching and reinsurance

Ascent Dealer Services F&I coaching and reinsurance is designed for dealers who want to
retain more control over their F&I operations without building the infrastructure from scratch.
The program provides the compliance framework and the actuarial support needed to operate
a captive reinsurance arrangement. Dealers retain the ability to set their own pricing within
regulatory guidelines while relying on Ascent Dealer Services for training, reporting, and carrier
relationships.

How the program works
Dealers who join the program first go through an assessment of their current F&I processes.
That assessment identifies gaps in compliance, sales technique, and customer
documentation. From there, a coaching schedule is set up that typically includes monthly one-
on-one sessions with a trainer who has direct experience in dealer operations. The coaching
covers how to present vehicle service contracts, GAP waivers, and credit insurance in a way
that meets regulatory standards and improves customer comprehension.

Once the coaching is in place, the dealer begins to write policies through the program's
designated carriers. A portion of the premium from each policy is placed into a reinsurance
trust that the dealer controls. If claims experience is better than projected, the dealer receives
the surplus. If claims run higher, the dealer absorbs some of the loss. This structure creates a
direct financial incentive for the dealer to write clean, well-documented business.
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Reinsurance explained for dealers

Reinsurance in the F&I context means that the dealer takes on a portion of the insurance risk
from the carrier. In return, the dealer receives a share of the premium and the investment
income that the carrier would normally keep. For many dealers, this turns the F&I department
from a cost center into a profit center. But it requires discipline. A dealer who writes poor-
quality policies will see those losses come back through the reinsurance trust. The coaching
component is meant to prevent that outcome by ensuring every policy is sold to a properly
qualified buyer.

Ascent Dealer Services F&I coaching and reinsurance program addresses this directly by
pairing the financial incentive with the training needed to succeed. Dealers who have gone
through the program report fewer chargebacks and lower cancellation rates, according to
industry observers who have tracked the rollout in select markets. The coaching focuses on
the specific behaviors that drive those metrics: proper disclosure, accurate income
documentation, and clear explanation of coverage terms.

Why dealers are moving to this model
The traditional F&I model leaves dealers as middlemen who earn a flat commission on each
policy sold. That commission is vulnerable to cuts by carriers and does not reflect the quality
of the dealer's book of business. Under a reinsurance model, the dealer's compensation is tied
directly to the performance of the policies they originate. Dealers who write better business
earn more over time. Dealers who write marginal business see their returns shrink.

This shift is happening as more dealers look for ways to diversify revenue streams beyond
vehicle sales margins. Service contracts and insurance products have higher margins than
vehicle sales in many cases, but they also carry regulatory risk. A coaching-based program that
includes reinsurance gives dealers a way to capture that margin while managing the risk
through training and compliance oversight.

The program also addresses a common pain point: staffing. Many independent dealers do not
have the in-house expertise to run a reinsurance program on their own. They would need an
actuary, a compliance officer, and a trainer just to get started. Ascent Dealer Services provides
those functions as part of the program. The dealer provides the sales floor and the customer
base. The program provides the structure.

Compliance and regulatory considerations

Any dealer considering a reinsurance program must be aware of the regulatory landscape.
State insurance departments have rules about how reinsurance trusts are funded, how
reserves are calculated, and how profits are distributed. The program includes a compliance



component that keeps dealers within those rules. Regular audits and reporting are part of the
package. Dealers who are not comfortable with that level of oversight may prefer to stay with a
flat-commission model.

However, for dealers who are willing to meet those requirements, the upside can be
substantial. The coaching ensures that the dealer's staff understands what is required at the
point of sale. The reinsurance trust then captures the value of that compliance work. Over time,
a dealer with a clean book of business can build a meaningful asset in the trust.

Market context
Independent auto dealers operate on thin margins in a competitive environment. The average
dealer sells a mix of new and used vehicles and faces pressure from large franchise groups
and online retailers. F&I products have long been a way to add margin to each transaction, but
the traditional model caps that margin at a fixed commission rate. Reinsurance removes the
cap. Dealers who perform well can earn multiples of what they would under a commission-only
structure.

The coaching component is what separates this program from a simple reinsurance setup. A
dealer who signs up for reinsurance without training is essentially gambling that their staff will
write good business by instinct. The coaching makes that outcome more predictable. It turns
the F&I department into a managed operation rather than a side business.

Ascent Dealer Services has been working with dealers in select regions to refine the coaching
curriculum and the reinsurance trust structure. The feedback from those early participants has
shaped the current rollout. Dealers have asked for more granular reporting on claims
experience and more frequent coaching sessions during the first six months. Both requests
have been incorporated into the standard program.

What dealers should look for
Dealers evaluating a program of this type should examine three things: the quality of the
coaching staff, the transparency of the reinsurance trust accounting, and the carrier
relationships behind the policies. A program is only as good as the carriers it uses. If the
carriers have a reputation for slow claims handling or restrictive underwriting, the dealer's
customers will feel it. The coaching staff should have actual dealership experience, not just
insurance industry credentials. And the trust accounting should be auditable by the dealer's
own accountant at any time.

The program meets all three criteria based on the structure that has been described in dealer
forums and industry publications. The coaching staff includes former dealer principals and F&I
managers. The carriers are rated by A.M. Best and have been in the vehicle service contract



market for decades. The trust accounting is handled by a third-party administrator that
provides monthly statements to each participating dealer.

For dealers who are ready to move beyond the commission model, the Ascent Dealer Services
F&I coaching and reinsurance program represents a way to do that without taking on the full
burden of building a reinsurance operation from scratch. The program provides the training, the
compliance framework, and the carrier access. The dealer provides the sales and the customer
relationships. The result is an F&I operation that generates income in proportion to the quality
of the business written, not just the volume.


