
Money Matters
F&I managers are constantly looking for ways to boost their margins. One of the hardest 

things they have to do is flip a customer who has secured financing elsewhere. 

When consumers step into the F&I office, they are more knowledgeable than ever before. If 

they’ve secured financing elsewhere, they are also more equipped to rebut any arguments 

to keep from being flipped. However, it’s hard to argue with savings. When F&I managers 

can save their customer’s money while at the same time meet their quotas, then their job 

becomes ten times easier. This is why product bundling makes so much sense in the sub-

prime space. Product bundling gives F&I managers an easy way to increase their penetration 

and their profit with product upgrades, without affecting their customer’s APR savings.
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