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Darwin borrows a page from Amazon

Software helps RFJ Auto boost F&I profits

Mellssa Burden
in.com
Il *\uto Partaers Inc. has
soid most of its vehicles
online for the past few
years, And until January,
F&I product sales had been limited
10 a guick pitch from a menu at the
dealership or a description of bun-
dled products over the phone.

A switch in F&I vendors, including
adding Darwin Automative’s F&i soft-
ware and Darwin Online, has cnabled
Rick Tord's 28-rovitop dealership
group to present, explain and sell tar-
geted F&l products to car buyers.

RF] began using Darwin’s predic- |
|

tive software on iPads in stores in
January and launched the complete
digital retailing 100l more recendy,
Darwin Automotive CEO Phillip Bat-
tista suid.

The moves have hoosted RF's av-
erage F&1 profic per vehicle retailed
$286 in the first half of this year com-
pared with the same period in 2017,

“We've been able 1o increase our
bottom line year over year in an in-
dustry where most dealer groups
{and] dealerships have seen declin-
ing profits,” Ford, CEO of the dealer-
ship group in Plano, Texas, told Auto-
mative News.

Darwin “really tailors
the offerings to the
customer, to their
individual needs.”

Rick Ford

RF} Auto Partners

RF] now sells F&I products from
Warranty Solutions and RoadVan-
tage. And with Darwin, RFJ is pre-
senting F&I products in a “very con-
sumer friendly formag, very transpar- |
ent;” Ford said.

How it works

With the Darwin program, custom-
ers complete & short questionnaire.
‘Then Darwin factors in their current
deal and their history with RF] deal-
erships, such as previous purchases
and repairs. Using algorithms and
artificial intelligence, Darwin pre-
diets which products are best Tor the
consumer in real time and ranks F&1
products a customer is maost likely to
buy, Ford and Battista said.

The presentation is “very similar to
an Amazon product, where it will
say, "Based on vour history with us,
based on other customers like you,
these are the top products that we
believe will fit,” Ford said. “Tradi-
tonally dealers have always offered
basically the same products to every
customer. ... [Darwin] really tailors
the offerings to the customer, to their
individual needs and their individu-
al history, driving history.”

So, if a custamer had a windshield
replaced on the last vehicle and is

predicted 1o drive more mites and be |
out of warranty before they will sell |
the car they are about to hux, then |
windshield protection and extended |
warranty coverage would be pitched |
to that customen, Ford said. Or if a |
customer finances with the dealer- |
ship, the Darwin software also can |
predicta possible negative equity sit- |

uation and guaranteed asset pratec-
tion, or GAP, may be pitched.

The software works in real time
and if a consumer changes a pay-
ment term, for example, the software
may no longer suggest GAP cover-
age, Battista said.

Increased take rate

With most of RFJ's stores in rural
areas and small towns and 88 per-
cent of sales either trucks or SUVs,
Ford said tire and wheel warranties
arestrong sellers.

And unlike the quick in-store pitch,
online customers can read at their
own pace and on their own time
about product coverage and bene-
fits, Ford said.

REI has also increased the F&t
product penetration rate, or custom-
er take rate, “significantly” across its
extended warranty coverage and
other F&t offerings, though specific
ameounts were unavailable, Ford
said.

Tord, who said the sales will help
with service and repurchase loyal-
ty, said the changes have aided rev-
enue ina time of compressed new-

:Benefitto  Battista: Buyers
the bottom line are educated.
car margins.

“What this has allowed us to do is
1o replace a lot of that margin com-
pression with increased F&d profits,”
he said. “So it’'s been a huge henefit

to us from a bottom-line perspec-
ll\'c

About 150 US, dealerships use
Darwin Online and some have had
dramatic increases in F&I profit per
vehicle tetailed because consumers
arg educated on the offerings, Bartis-
tasaid.

RE] Auto ranks No. 34 on Autemo-
tive News” list of the top 150 dealer-
ship groups based in the 1.5, with
23,945 new vehicles retailed in 2017,
The company is No, 22 en Auntomo-
tive News' list of the top 100 dealer-
ship groups ranked by 2017 used-ve-
hicle retall sales, with 21,754, I3
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