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Seven Steps to 
100% Penetration
You don’t have to reinvent the wheel to make incremental 
improvements that add up across all areas of your F&I operations. 
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You’re not starting from zero. 
Twenty-five percent of people will 
come in ready to buy a service 
contract, no matter what. If there 
are no major missteps, you’re a 
quarter of the way there.

1. Take the wins

If you have a sales department 
promoting how customers can 
protect their purchase, that can 
gain another 10% on the floor. Your 
sales team is key to explaining the 
need for a VSC. That way, the F&I 
presentation can focus more on 
the individual customer. 

3. Get a bump from sales

When you have a good customer 
who loves everything you have to 
say, remember that the average 
person owns 2.5 cars. Tell them 
that since they purchased a 
service contract or other product 
that day, you can also add those 
products to their current vehicles. 

5. Multiply by 2.5

You will have people coming in 
who will ask for information on 
your service contracts or ancillary 
products. You also have people 
that you have sold to in the past 
who have service contracts about 
to expire. Do you call them for 
renewal? Does your F&I provider 
offer follow-up as a service?

7. Walk-ins and Renewals

Your customer presentation 
alone can net another 25%. But 

today’s consumers expect product 
offerings based on their individual 

concerns and needs. Your F&I 
managers should approach the 

presentation with this in mind. 

2. Customize your conversation

In many stores, the customer  
goes to F&I while the vehicle 

goes to detail. That’s a missed 
opportunity. If you review the 
technology in the car before 

sending the buyer to F&I, they’re 
aware that there’s more to protect 

than the powertrain. 

4. Rethink your process

The next sweet spot is service. 
Your service department sees 

more customers in a single day 
than your sales team. You have 

customers who are under warranty, 
out of warranty, or have service 
contracts or factory warranties 

about to expire. There’s no better 
time to bring up their options.

6. Partner with the service department


