
Ascent Dealer Services F&I coaching and
reinsurance model gains traction in equipment
finance
The equipment finance sector is seeing a shift in how dealers approach their income streams
from financing and insurance products, with the Ascent Dealer Services F&I coaching and
reinsurance structure drawing attention from operators seeking more predictable returns. The
model combines hands-on coaching for dealer principals with a reinsurance component that
allows dealerships to participate in the underwriting risk and reward of the policies they sell.

Traditional dealer finance and insurance programs have long been a source of ancillary
revenue, but the volatility of claim costs and the administrative burden of managing
compliance often erode margins. The approach taken by Ascent Dealer Services addresses
these pain points by embedding reinsurance into the coaching framework, giving dealers a
direct stake in the profitability of their F&I operations. Ascent Dealer Services F&I coaching and
reinsurance

How the coaching component works
The coaching element of the program is designed to improve the quality and consistency of
how dealer staff present finance and insurance options to customers. Rather than a one-time
training session, the coaching cycle involves repeated observation, feedback, and refinement.
Dealers report that the iterative nature of the coaching helps staff move beyond scripted
pitches to a more consultative sales style, which tends to improve both customer satisfaction
and attachment rates.

Coaching sessions typically cover regulatory compliance, product knowledge, objection
handling, and the mechanics of explaining optional coverages. The goal is to make the sales
process transparent and defensible, reducing the risk of consumer complaints and regulatory
action. For dealers who operate across multiple locations, the coaching can be standardised
so that every branch delivers the same quality of interaction.

Reinsurance as a profit centre
Reinsurance allows the dealer to underwrite a portion of the insurance policies sold through
the dealership. In a conventional arrangement, the dealer earns a commission on each policy
sold. With reinsurance, the dealer also shares in the underwriting profit if claims are lower than
expected. This transforms F&I from a fee-based business into a capital-light investment that
can yield returns above the commission alone.
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The Ascent Dealer Services F&I coaching and reinsurance model ties the two elements
together: the coaching is intended to improve the quality of the underwriting pool by ensuring
that policies are sold to appropriate customers with clear explanations of coverage. Better sold
policies tend to produce fewer claims, which directly benefits the dealer through the
reinsurance arrangement. Dealers who adopt the model often find that the coaching pays for
itself through improved loss ratios on the reinsurance side.

Operational considerations for dealers
Implementing the model requires a dealer to establish a captive reinsurance company, which is
a separate legal entity that holds the risk. The dealer then cedes a portion of the premium from
each policy to the captive. The captive accumulates reserves and pays claims from those
reserves. If claims are lower than the reserves set aside, the surplus flows back to the dealer
as profit.

This structure is not new in the automotive and equipment dealer world, but it has historically
been available only to large dealership groups that could justify the legal and actuarial costs.
Ascent Dealer Services packages the coaching and the reinsurance setup as a turnkey service,
making it accessible to mid-sized dealers who may not have in-house expertise in captive
management.

Typical steps in setting up the program

Assessment of the dealer's current F&I sales process and staffing

Customised coaching curriculum delivered on-site or remotely

Formation of the captive reinsurance entity with legal and actuarial support

Integration of the captive with the dealer's existing lender and insurer partners

Ongoing performance monitoring and refresher coaching sessions

Each step is designed to build on the previous one, so that the dealer does not attempt to
manage reinsurance risk without first having the sales discipline in place. The coaching phase
typically runs for several months before the reinsurance component becomes active.

Market context and adoption
The broader market for dealer F&I services has been evolving as interest rates rise and
equipment margins tighten. Dealers are looking for ways to diversify revenue beyond the sale
of the physical asset. F&I income has become a more important part of the dealer profit mix,
and reinsurance offers a way to magnify that income without adding significant operational
overhead.



Regulatory scrutiny of dealer add-on products has also increased. The Consumer Financial
Protection Bureau and state insurance regulators have taken a closer interest in how optional
insurance and warranty products are sold. Dealers who can demonstrate that their staff are
well-trained and that their sales processes are compliant face less regulatory risk. The
coaching component of the Ascent Dealer Services F&I coaching and reinsurance model
directly addresses this compliance angle, making the program attractive to dealers who want
to avoid the kind of enforcement actions that have hit some larger automotive groups.

What the model means for the industry
If the model scales, it could change the relationship between dealers, lenders, and insurers.
Today, most dealers are pure distributors of F&I products. With reinsurance, they become
partial risk-takers, aligning their financial incentives with the long-term performance of the
products they sell. That alignment tends to produce better customer outcomes because the
dealer has a financial reason to ensure that policies are appropriate and well-understood.

Insurers also benefit from a better-quality book of business. When dealers are coached to sell
properly and have skin in the game through reinsurance, the claims experience often improves.
Some insurers have begun to offer preferential cession rates to dealers who use structured
coaching programs, recognising that the upfront investment in training reduces downstream
losses.

For the equipment finance industry as a whole, the trend toward bundled coaching and
reinsurance represents a maturation of the F&I channel. Dealers are moving from a
transactional approach to a managed one, where income from financing and insurance is
treated as a strategic asset rather than a byproduct of equipment sales.

The model is not without complexity. Dealers must commit to the coaching process and be
willing to invest in the captive structure. The legal and regulatory requirements vary by state,
and the program must be tailored to local insurance laws. But for dealers who are willing to
make that commitment, the potential returns go beyond what a standard commission model
can deliver.

As more dealers explore the combination of coaching and reinsurance, the industry will likely
see further innovation in how these services are packaged and delivered. The Ascent Dealer
Services approach offers a template that other service providers may follow or adapt.


