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Course Introduction
This course provides an essential understanding of Finance and Insurance (F&I)
within a dealership, focusing on its role in improving customer satisfaction and
dealership profitability, especially in the South African market.

Key objectives include:

• Role of F&I Managers: Securing vehicle finance, o�ering insurance products,
and ensuring regulatory compliance.

• Collaborative Selling: Working closely with sales teams to enhance
customer experience.

• Conflict Resolution: Handling challenges e�ectively within the
sales process.

The course is designed for salespeople, managers, and principals, emphasizing the  
importance of collaboration with F&I managers to streamline the sales process
and build long-term customer relationships.

Role and Goals of the F&I Manager:

• Primary Responsibilities: Secure vehicle financing, offer insurance, and manage 
value-added services like warranties and service plans.

• Objectives: Maximise dealership profitability, ensure customer satisfaction, and 
maintain regulatory compliance.

Working with Sales Teams:
Sales teams can help set the stage by introducing F&I products early, sharing            
customer needs, and collaborating for a smooth handover to F&I. This partnership    
improves customer experience, trust, and the likelihood of closing deals.

Section 1
Introduction To F&I Management
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Key F&I Products:
• Extended Warranties: Protects customers against costly repairs

post-warranty.
• Service and Maintenance Plans: Covers regular servicing costs, ensuring the

vehicle remains in good condition.
• Gap Insurance: Protects against the shortfall between insurance payouts and

remaining loans in total loss situations.
• Credit Life Insurance: Covers loan payments in cases of death or disability.
• Scratch and Dent Protection: Covers minor vehicle damages to maintain

resale value.

E�ective Communication:
Sales and F&I teams should clearly explain the benefits of these products, using 
relatable examples to build trust and encourage customers to invest in added 
protections.

Section 2
Understanding F&I Products
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Overcoming Challenges:

Miscommunication and misalignment of goals between sales and F&I can disrupt 
the process. A smooth handover process and clear communication are essential 
for tailoring F&I solutions to customer needs.

Unified Team Approach:
Sales and F&I teams should work together to address customer objections, 
reinforce product benefits, and present consistent messaging. This unified front 
enhances trust and increases the likelihood of successful sales.

Course Conclusion
The course underscores the value of close collaboration between sales and F&I 
teams in enhancing customer satisfaction and dealership profitability. By 
understanding F&I's critical role, dealership sta� can work together seamlessly, 
laying the foundation for the F&I manager's ongoing skill development in 
advanced courses on leadership, deal-making, and strategic management.

Section 3
Strengthening Sales and
F&I collaboration
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