
Ascent Dealer Services F&I coaching and
reinsurance reshapes dealer support model
Ascent Dealer Services F&I coaching and reinsurance is being adopted by automotive retailers
as a structured method to improve finance and insurance (F&I) operations while retaining
underwriting profit. The approach combines hands-on coaching for dealer sales teams with a
reinsurance structure that lets the dealer share in the risk and reward of the policies they sell.
This press release outlines how the model works, why dealers are turning to it, and what it
means for the broader F&I landscape.

Coaching component targets sales-floor execution
F&I products have long been a high-margin revenue stream for dealers, but many sales teams
lack the confidence and product knowledge to present them effectively. Ascent Dealer Services
F&I coaching and reinsurance addresses this by embedding a trainer directly into the dealer's
operation. The coach works alongside sales staff, demonstrating how to introduce coverage
options naturally during the purchase process, how to handle common objections, and how to
explain the value of each product in plain language. Ascent Dealer Services F&I coaching and
reinsurance

The coaching is not a one-time seminar. It is an ongoing program that adapts as staff turnover
occurs and as new products enter the market. The goal is to make the dealer self-sufficient
over time, so the coach's presence can taper off once the team reaches a consistent
performance benchmark. Dealers who have adopted this model report higher attachment rates
on vehicle service contracts, GAP waivers, and credit insurance without resorting to high-
pressure tactics.

Reinsurance model shifts the dealer's role
On the reinsurance side, the dealer partners with a licensed reinsurer to assume a portion of
the underwriting risk on the policies they sell. In exchange, the dealer receives a share of the
premium income and any underwriting profit that results when claims are lower than expected.
This transforms the F&I department from a fee-for-service operation into a profit-sharing
venture.

The reinsurance component is not new to the automotive industry, but it has typically been
available only to large dealer groups with the scale to negotiate directly with carriers. Ascent
Dealer Services F&I coaching and reinsurance makes the structure accessible to mid-size and
smaller dealers by bundling the coaching support with the reinsurance setup. The coaching

https://www.manilatimes.net/2026/10/08/tmt-newswire/plentisoft/ascent-dealer-services-pairs-fi-product-suite-with-hands-on-coaching-and-reinsurance-support-for-dealerships/2441984
https://www.manilatimes.net/2026/10/08/tmt-newswire/plentisoft/ascent-dealer-services-pairs-fi-product-suite-with-hands-on-coaching-and-reinsurance-support-for-dealerships/2441984


ensures that the dealer's sales practices are compliant and consistent, which in turn makes the
risk pool more predictable for the reinsurer.

Why dealers are moving toward this model
Several factors are driving interest in the combined coaching and reinsurance approach. First,
dealer profit margins on vehicle sales have compressed as online pricing transparency forces
lower markups. F&I products offer a way to recover some of that margin, but only if the sales
team can sell them effectively. Coaching directly addresses that bottleneck.

Second, dealers want more control over their customer relationships. When a dealer sells a
service contract and then has no further involvement in the claims process, the customer's
post-sale experience is entirely in the hands of the third-party administrator. With a reinsurance
stake, the dealer has a financial incentive to ensure claims are handled fairly and quickly, which
improves customer retention.

Third, the regulatory environment for F&I sales has become more demanding. Consumer
protection rules in several states now require clear disclosure of coverage terms and prohibit
tying the purchase of a vehicle to the purchase of F&I products. A trained sales force is less
likely to run afoul of these rules, and the coaching element of the Ascent model reinforces
compliant sales behavior.

How the program is structured
The typical arrangement begins with an assessment of the dealer's current F&I performance.
The coach reviews sales data, observes interactions on the floor, and identifies gaps in product
knowledge or process. A training curriculum is then tailored to the dealer's specific mix of
products and customer demographics.

Once the coaching is underway, the reinsurance agreement is put in place. The dealer selects
which product lines to reinsure and what percentage of risk to retain. The reinsurer handles the
underwriting, claims administration, and regulatory filings. The dealer receives a monthly or
quarterly statement showing premium income, claims paid, and the dealer's share of the result.

Importantly, the dealer does not need a separate insurance license to participate. The
reinsurance is arranged through a licensed entity, and the dealer's role is limited to selling the
policies at the point of sale. The compliance burden remains with the reinsurer and the carrier.

Industry context and long-term outlook
The broader automotive retail sector is watching these developments closely. As vehicle sales
cycles lengthen and inventory costs rise, dealers are under pressure to find new revenue



sources. F&I has always been one of the most reliable profit centers, but the way it is managed
is changing. The old model of hiring a third-party administrator to handle everything from
training to claims is giving way to structures that give the dealer more control and more upside.

Ascent Dealer Services F&I coaching and reinsurance fits into this trend. It is not a product that
a dealer buys off the shelf; it is a relationship that requires commitment from both sides. The
dealer must be willing to invest time in training and to accept some risk on the reinsurance
side. In return, the dealer gains a revenue stream that is not tied to vehicle sales volume and
that can grow as the sales team improves.

Technology is also playing a role. Digital tools for tracking coaching progress, monitoring sales
compliance, and generating reinsurance reports are being integrated into the program. These
tools give the dealer real-time visibility into how the F&I operation is performing and where
adjustments are needed.

For reporters covering the automotive retail space, this model represents a shift worth
tracking. It signals that dealers are becoming more sophisticated about the financial side of
their business and are looking for partners who can provide both operational support and
financial upside. The coaching element addresses the human factor, while the reinsurance
element addresses the balance sheet.

No major dealer group has yet publicly disclosed the financial impact of adopting the full
coaching-plus-reinsurance model, but anecdotal reports from pilot programs indicate that
dealers who complete the coaching cycle see attachment rate improvements of between 15
and 25 percent. Those improvements directly increase the premium flow into the reinsurance
pool, which in turn generates higher profit distributions for the dealer.

The program is not limited to any single brand of vehicle or geographic region. It has been
implemented in independent dealerships and in small franchise groups across multiple states.
The common thread is a dealer principal who wants to move beyond the transactional
approach to F&I and build a recurring revenue stream that is tied to the quality of the sales
team.

As the automotive retail market continues to evolve, models that combine coaching and
reinsurance are likely to become more common. Dealers who ignore the trend risk leaving
money on the table and losing competitive ground to peers who have invested in their F&I
operations. Ascent Dealer Services F&I coaching and reinsurance offers one pathway for those
who are ready to make that investment.


