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Why choose CNA National?
As a premier F&I solutions provider, CNA National is committed to delivering the best products and services in the industry. For more than 
35 years, we’ve worked to accomplish that goal by clearly saying what we will do and doing what we say. While anyone can claim to be the 
“best,” we have more than three decades of continued success supported by our founding philosophy of providing valuable and profitable 
product platforms with a customer-centric service model. We recognize that in our business, the relationship does not end at the time of 
sale, but is just beginning. By combining superior products with unparalleled service, CNA National has become the leading choice of 
dealers nationwide.

Founded in 1982, CNA National has grown into a nationally recognized and award-winning provider by meeting 
the following criteria:

• Offering dealers a mix of products developed to fit their specific F&I needs

• Creating opportunities for dealers to maximize their return

• Designing programs that are transparent and easy to understand, while being comprehensive enough to satisfy market needs

• Delivering long-term security through solid underwriting and insurance backing

• Developing participation programs customized to fit our clients’ individual goals

• Providing the finest administrative services in the areas of sales, risk management, compliance, dealer administration and claims

 Top 10 reasons for doing business with CNA National
 Choosing the right partner

Voted number one in the Dealers’ Choice Awards* for 13 
consecutive years, including “Best Service Contract Provider” for 12 
years and  “Best Reinsurance Provider” for four  years.
*As awarded by Auto Dealer Today: Best Service Contract Provider 2005-2010; 2012-2017; Best Reinsurance Provider 2011-2017

LEARN MORE
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Why choose CNA National?
Today, more than ever, it is important to select business partners who not only provide superior products, but also have the strength, 
stability and expertise to help ensure your success. We understand this requires both balancing dealer revenues and exceeding the 
customer’s expectations. Whether it is a vehicle service contract, GAP, tire-and-wheel or warranty, all of our products and programs 
have been designed with profitability, security and customer satisfaction in mind.

Dedicated to our dealers
We are a wholly owned subsidiary of CNA, one of the oldest and largest insurance organizations in North America with more than 
$55 billion in assets. Our financial stability, along with a broad array of products, unmatched customer service and industry-leading 
participation programs makes CNA National the first choice for dealers focused on maximizing customer loyalty and their bottom line. 
Much more than providing the best and most financially secure products in the industry, we know what it takes to serve you and are 
dedicated to being your long-term preferred provider.

Quality customer experience
For over three decades, CNA National has been taking care of dealers and consumers by doing business the right way—providing 
superior service, paying claims quickly and fairly, and offering the best participation programs in the industry. We continually 
strive to not only deliver the best products, but also help fulfill the promises made to your customers. From our sales, claims 
and administrative support teams that assist in day-to-day program management, to our compliance, underwriting and risk 
management groups that are focused on providing the best, most secure products at a competitive rate, our staff delivers the 
highest level of service to benefit your dealership.

 CNA at a Glance
 Do you really know your VSC provider?

LEARN MORE

Dedicated to our dealers Quality customer experience

CNA is one of the largest U.S. 
commercial property insurance 
companies with more than  
$55 billion in assets.
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 Vehicle Service Contracts

We provide coverage options to meet your market and consumer demands. 
Vehicle service contracts were our first product, and they remain the focus  
of our operations today.
Customer satisfaction comes standard.
• No exclusions for wear and tear

• No exclusions for pre-existing conditions otherwise covered

• Multiple deductible options

• No second deductible for repeat repair of the same item

• Business-use availability* 

Programs designed for success
With CNA National, your dealership will be able to provide fairly priced products with a variety of options to fit your 
customers’ budgets and, at the same time, potentially increase your penetration rates. Our VSCs offer a wide range of 
coverage levels, terms and options for maximum sales, including business-use eligibility*, future contract guarantees, 
expense reimbursement and roadside assistance. Our wrap programs provide additional opportunities for upsells. We 
also provide point-of-sale and marketing materials to help your F&I department create awareness and generate interest.

Roadside Assistance 
& Towing

Travel & Lodging 
Reimbursement

Manufacturer’s 
Warranty Deductible

Thousands of Repair 
Locations

Rental Car 
ReimbursementCustomer benefits include:

We provide point-of-sale materials to help your F&I department 
make the most of every opportunity. 

Vehicle Service Contract 
Brochure

Program offerings

Vehicle Service Contracts

Service contracts were our first product and they 
remain the focus of our operations today.  We have 
earned the reputation for being the best in the 
industry and are the only administrator voted a 
“Best Provider” in the Dealers’ Choice Awards since 
2005.  Our broad variety of servdice contract options 
allows you to customize your program with the 
coverage and benefits that address the needs of 
your specific customer.  We also offer dealer options 
that include No-Chargeback, Service Drive Sales  
and follow-up sales programs.

Guaranteed Asset Protection (GAP)

Each year thousands of vehicles are declared total 
losses due to theft and accidents.  Because auto 
insurance often covers only the vehicle’s actual cash 
value at the time of loss, chances are good that 
many owners will have a deficiency balance and end 
up owing the difference between their settlement 
and the amount due to their lender.  Our GAP 
program can help cover this type of deficiency  
in the event of a total loss or stolen vehicle.

Preferred Tire CareSM

Our program provides coverage for repair or 
replacement of your customer’s tires or wheels if 
they are damaged by a road hazard.   We also offer 
cosmetic coverage for damage to the wheels and 
rims.  All of our coverage options include roadside 
assistance, towing and rental car benefits as  
standard features at no additional cost. 

Pro Certified®

Our flexible approach to used vehicle certification 
allows you to customize the program to fit your 
inventory requirements, including models outside 
of your franchised lines.  With our limited warranty 
program, you’ll be able to provide your customers 
with the right warranty for the vehicle. 

E-Business

We offer a variety of web-based services designed  
to make it easier for you to do business:  
•  QuikQuoteSM—Get rating estimates based on
    a vehicle’s year, make and model
•  QuikRateSM—Obtain accurate pricing based
    on the VIN
•  QuikContractSM—Complete and print e-contracts
    for signature at your dealership 
•  QuikRemitSM—Submit e-contracts electronically
•  QuikPaySM—Receive faster claims payment by
    credit card

Profit Participation

We recognize that maximizing F&I income is a 
top priority and that your profit potential does 
not end at the initial sale.  We have developed 
participation programs that allow you to 
customize an option that both maximizes your 
profit potential and aligns with your long-term 
business goals.  We’ve paid more than $329 
million to our dealer partners nationwide and  
we will continue to set the industry standard.

CNA National is a leading provider of finance and insurance products  
for dealers nationwide.  In today’s economic environment, maximizing the performance  

of your Finance and Insurance Department is more critical than ever to your overall financial stability.  
We understand the importance of balancing the need for F&I income with customer satisfaction.  

We strive to meet your needs in all areas for service, product availability and industry expertise.

PROGRAM OFFERINGS®

Please see actual contract for terms, conditions, limitations and exclusions. Offerings are subject to state 
limitations. Please consult your own financial, tax and legal experts for advice specific to your situation. 
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VSC overview

VEHICLE SERVICE CONTRACTS

Customer satisfaction comes standard.

Included for no additional charge with any  
of our standard coverages: 
•  No exclusion for wear and tear
•  No exclusion for pre-existing conditions 
•  Choice of deductible: $100, $200, variable
    or disappearing
•  No second deductible for a repeat repair
    of the same item
•  Commercial use availability

New, Near-New and Used  Vehicles 

Automotive Preferred CareSM—Our top- 
of-the-line  “exclusionary” coverage.  All parts,  
services or conditions not specifically excluded  
are covered.  Available on vehicles with up to 
125,000 miles at time of sale.

Mechanical Advantage CareSM—The most 
comprehensive plan available in stated- 
component coverage.  Available on vehicles  
with up to 125,000 miles at the time of sale.

Vehicle Value CareSM—Value-priced, stated-
component coverage for the major component  
areas. Available on vehicles with up to 150,000  
miles at the time of sale.

New and Near-New Vehicles

Factory Wrap+Plus CareSM—Three levels of  
wrap coverage (Preferred, Advantage and Value) 
that provides additional protection for extended 
factory powertrain warranties plus extended 
coverage for engine, transmission  
and drivetrain assembly  
after expiration of the  
factory warranty.

Consumer benefits among the best  
in the business.

Towing Reimbursement—Up to $100  
per occurrence. 
Roadside Assistance Reimbursement—  
Up to $50 per occurrence for emergencies like 
a flat tire, out of gas, keys locked in car, etc. 
Customers have the option to use the provider  
of their choice for reimbursement or they can  
call our toll-free number to take advantage  
of our “sign and drive” service, up to $50 per  
occurrence or $100 for towing. 
Travel Reimbursement—$75 per day,  
up to $225 per occurrence for meals and  
lodging if a covered breakdown occurs more  
than 100 miles from home. 
Rental Car Reimbursement—Up to $35  
per day for a maximum of seven days. 
Future Contract Guarantee—Allows 
consumers to purchase another contract  
prior to expiration of their original coverage.

Vehicle service contracts were our first product and they remain the focus  
of our operation today. A mechanical breakdown is never a pleasant experience so we have designed  

our claims process to ensure prompt and efficient service for both customers and your service department.  
Providing superior service depends on quickly identifying and fixing the problem to get the customer 

back on the road as soon as possible. Our broad range of eligibility guidelines, flexible terms and coverage 
options gives you the ability to customize a program that works best for you and your customers.

Used Vehicles  

Certified+Plus CareSM—Specifically 
designed to be offered on vehicles that have 
been certified by the selling dealer and issued 
an extended limited powertrain warranty 
under their manufacturer’s certification 
program.  Two levels of coverage available 
(Preferred and Advantage) for vehicles certified 
under a factory certification program, plus 
extended coverage for engine, transmission 
and drivetrain assembly after expiration of the 
factory warranty.  

Powertrain—This basic coverage offers 
economical protection for listed engine, 
transmission and drivetrain assembly 
components.  Available on vehicles with  
up to 150,000 miles at the time of sale.

Different coverage options to meet your market and consumer demands: 

Please see actual contract for terms, conditions, limitations and exclusions.  

9053 (2/12) 

®

Please see actual contract for terms, conditions, limitations and exclusions. Offerings are subject to state limitations.

*Subject to availability at time of vehicle purchase.
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We provide point-of-sale materials to help your F&I department 
make the most of every opportunity. 

Guaranteed Asset Protection (GAP) 

Protection from theft or total loss.
• Available for new and used vehicles

• Available for lease and loan financing agreements

• Finance for up to 84 months

• Finance up to 150 percent of the MSRP (new vehicles) or
NADA retail value (used vehicles)

• Retail sales value up to $100,000

• Simple rate structure

Please see actual GAP waiver for complete terms, conditions, limitations and exclusions. State restrictions may apply.

For illustrative purposes only. Your individual situation will vary depending on the details of your financing, vehicle specifics and driving history; some out-of-pocket expenses may remain, 
including amounts previously due, late fees and other adjustments.

What is a “GAP”?

Programs designed for success

Let’s say you owe. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 20,000
Your insurance company says the actual cash value of your 
stolen/damaged vehicle is.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . – $	 14,000
Leaving you with a “gap” of.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 6,000
Your primary insurance deductible is.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . +$	 500
MAKING YOUR TOTAL OUT-OF-POCKET EXPENSE.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 6,500

REDUCE OR ELIMINATE YOUR OUT-OF-POCKET EXPENSE WITH GAP PROTECTION!

Guaranteed Asset Protection 
Brochure

Each year thousands of 
vehicles are declared a total 
loss due to theft or accidents.  
Guaranteed Asset Protection 
(GAP) is designed to help cover 
the difference between the 
vehicle’s actual cash value and 
the outstanding loan balance.

Loan Balance

Actual Cash Value

Time

Gap

$

 Programs designed for success  Participation programs that work for you  When only the best will do Why choose CNA National?

Vehicle Service Contracts Guaranteed Asset Protection (GAP) Preferred Tire Care Pro Certified Pro Certified Lifetime



LEARN MORE

We provide point-of-sale materials to help your F&I department 
make the most of every opportunity. 

Programs designed for success

Preferred Tire Care 
overview Tire Replacement $ 179

Wheel Replacement $ 415
Cosmetic Repair $ 135
Labor $ 74
Taxes $ 57
Emergency Roadside Assistance/Towing $ 60
Rental Car $ 71

 POTENTIAL COST OF REPAIRS: $ 991

 YOUR COST FOR COVERED REPAIRS: $ 0

Even more benefits:

PREFERRED TIRE CARESM

The best way to protect yourself from the costs of road hazards

©2013 CNA National Warranty Corporation
 6974 (04/13)

Please see actual contract for terms, conditions, limitations and exclusions.  
Issued in Florida by CNA National Warranty Corporation–Florida, license #60098.

What could a repair cost  
you out-of-pocket?

PTC 12

Preferred Tire CareSM Benefits
•  Pays the costs to repair or replace tires and/or wheels that

fail due to a road hazard.
•  Includes cost of mounting, balancing, valve stems and taxes.
•  No deductible.
•  Available on new and used vehicles.

•  Unlimited claim benefits.
•  No limits on occurrences.
•  Covers tires and wheels for the duration of the contract.
•  No mileage limits and up to 5 years of coverage.
•  Covers tires with run-flat technology.

Preferred Tire Care + PlusSM Benefits
Includes all the benefits as Preferred Tire CareSM above, plus...
•  Cosmetic Damage Coverage – Pays the costs to repair scrapes, abrasions, dents or nicks to the surface area of your wheels.1

•  Curb Damage Coverage – Pays the costs to repair damage to tires and/or wheels caused by contact with a curb.

1 Except chrome-plated wheels.

Roadside Assistance  
& Towing

Rental Car

GOOD

BEST

Costs are examples based on national averages; actual costs will vary.

  Preferred Tire Care

Protection from the costs of most road hazards.
• Available for new and used vehicles

• Choice of coverage, including curb and cosmetic damage

• One- to five-year terms

• No deductible

• No dollar limit per claim

• No aggregate dollar limit

• Transferable

Please refer to the actual contract for specific coverage, benefits, exclusions and state restrictions.

Costs are examples only.  Actual costs will vary.

Preferred Tire Care Brochure

What could a repair cost you out of pocket?

Tire replacement.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 179
Wheel replacement.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 415
Cosmetic repair.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 135
Labor. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 74
Taxes.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 57
Emergency roadside assistance/towing.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 60
Rental car.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $	 71
POTENTIAL COST OF REPAIRS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  $   991

YOUR COST FOR COVERED REPAIRS:.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$ 0
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We provide point-of-sale materials to help your F&I department 
make the most of every opportunity. 

 Pro Certified Limited Warranty Program

Customizable limited warranty program that offers multiple coverage, 
deductible and term options.
• Attract customers with certified, quality used vehicles

• Provide certification for models outside your franchise

• Move used vehicles more quickly

• Customize the program to fit your needs

• Maintain higher gross on inspected and certified used vehicles

• Participate in underwriting profits

®

®

Programs designed for success

Pro Certified overview

PRO CERTIFIED®

Choose the warranty option that works best for your dealership. Our program options allow 
you to mix and match the coverage, term and deductible options that work best for your 
pre-owned sales, service and profit goals.

•  A range of term options all the way up to 12 months/12,000 miles.
•  Coverage options span the range from basic stated component to exclusionary coverage. 
•  Deductible options include $0, $50 and $100.

Increase your dealership’s profitability with Pro Certified®
Converting your used inventory into certified pre-owned will potentially help you sell more used 
vehicles more quickly while allowing you to maintain higher sales prices. You’ll be perfectly 
positioned to upsell your Pro Certified customers to a CNA service contract. When you do,  
you’ll pay no fee  for the Pro Certified limited warranty. This will allow you to eliminate  
the program cost while increasing your F&I income. Pro Certified also allows you to:

•  Provide certification for models outside your franchise  
•  Customize the program to fit your specific coverage, service and profit goals 
•  Participate in underwriting profits 
•  Attract more customers by advertising the reassurance of certified,
    quality used vehicles 
•  Move used vehicle inventory more quickly 
•  Help maintain higher gross on inspected and certified used vehicles

Certified pre-owned programs have become a key component  
to almost every dealership’s success.  While manufacturers’ programs help move inventory, their costs  

often may outweigh their benefits.  Our Pro Certified® program offers multiple coverage, deductible
and term options.  This allows for a customizable program for the vehicles you offer without many of the 
limitations of a factory program. Converting your used vehicle inventory into CNA National Pro Certified  

pre-owned will help you maximize your gross profit while enhancing your customer retention.

CNA National provides point-of-sale materials 
to effectively market the Pro Certified vehicles

at your dealership.

®

Please see actual limited warranty form for terms, conditions, limitations and exclusions.  

9054 (2/12) 

Why certify?

Why Certify?

 Available for vehicles with up to 150,000 miles
Range of term and deductible options

Coverage options spanning from basic powertrain to exclusionary
No up-front costs

How can the Pro Certified pre-owned program benefit your bottom line?

Huge Used-Car Market
More than 40 million used cars are sold annually. 
For every new car, 3.3 used cars are sold!

Growing Customer Demand
Last year 1,834,746 certified used cars and trucks 
were sold, a 5% increase over 2011 (according to 
data compiled by Automotive News Data Center 
and Autodata Corp).

Since the economic downturn, used cars 
have become a more affordable alternative to 
new cars. These customers’ buying decisions are 
driven by a genuine “need” to purchase instead 
of a “desire” to purchase that is often associated 
with a new car.  

While these customers may “need” to 
purchase a used car, they still “want” the 
dependability offered with a new car. For many 
buyers, certified pre-owned vehicles have 
become the affordable alternative to new a 
vehicle.  

A certified vehicle can be significantly less 
expensive than a new vehicle but can provide 
many of the same benefits.  An effective certified 
program can provide customers with the peace 
of mind of a reconditioned new car at a less than 
new car price.

Increased Dealer Profits
On average, luxury buyers pay $2,100-$3,400 
more for a certified used vehicle. Non-luxury 
buyers pay between $300-$1,750 more (based 
on Cars.com article “How much does certification 
cost” using CNW marketing research).  

With increased consumer demand, dealers 
nationwide want more cars and realize that used 
vehicles have become a critical profit component 
for any successful dealership. Converting used 
vehicles into certified pre-owned can help sell 
more used cars more quickly for a higher price.  

For many dealers, offering CNA National’s 
Pro Certified* program has become a way to 
maximize profit, by helping to increase and 
maintain higher sales prices which can easily 
offset the program costs.  

Dealers also see an increase in their F&I 
income by up-selling their Pro Certified customers 
to an extended service plan. And when they 
do, there is no fee for the Pro Certified limited 
warranty.

8706 (4/13) * State restrictions may apply.

®

®

PLUS... 
24-Hour Emergency Roadside Service
Provides towing assistance; dead battery service;  
flat-tire assistance; fuel, oil and water delivery service; 
and lockout service expenses up to $50 per occurrence 
for 12 months from the vehicle sale date.

Please see actual warranty for terms, conditions, limits of liability and exclusions.

YoUR vEHicLE incLUdES A  

PRo cERtifiEd  
EXCLUSIONARY LImItEd WARRANtY
no coSt to YoU! 

covers all of these systems and components:
EnginE | tRAnSmiSSion | fRont-wHEEL dRivE ASSEmbLY 

REAR-wHEEL dRivE ASSEmbLY | cooLing SYStEm | fUEL SYStEm
ELEctRicAL SYStEm | fRont-wHEEL StEERing ASSEmbLY

AiR-conditioning & HEAting SYStEm | bRAKE SYStEm
AUdio EntERtAinmEnt SYStEm | SUSPEnSion ASSEmbLY

ELEctRonic inStRUmEntS | cHASSiS HARdwARE

Pc2

®

®

IMPORTANT DOCUMENTS
Pro Certified Warranty

 Programs designed for success  Participation programs that work for you  When only the best will do Why choose CNA National?

Vehicle Service Contracts Guaranteed Asset Protection (GAP) Preferred Tire Care Pro Certified Pro Certified Lifetime

https://www.cnanational.com/cportal/documents/10133/2868582/9054+Pro+Certified+2-12.pdf/c4a6551c-f3a9-45b5-87a2-a0d8d469e222
https://www.cnanational.com/cportal/documents/10133/2868582/8706+PC2+Why+Certify+4-13.pdf/84af03f2-f38b-4354-a288-94a18d52295e


LEARN MORE

We provide point-of-sale materials to help your F&I department 
make the most of every opportunity. 

Pro Certified Lifetime Limited Powertrain Warranty and Wrap Program

Differentiate your dealership and increase customer retention with a 
lifetime warranty program and optional wrap vehicle service contract.
• For new and used vehicles

• Lifetime powertrain coverage for engine, transmission/transfer case/all-wheel
drive assembly and drivetrain assembly component groups

• Wrap vehicle service contract available with exclusionary coverage

• Multiple wrap terms available, including lifetime

Programs designed for success

Pro Certified Lifetime overview

Lifetime Installation Guide INSTALLATION  
MANUAL
Limited Powertrain Warranty  

and Wrap Program 

Why offer Lifetime?

Dealerships must be qualified and approved. Not available in all states. Please see the actual warranty for specific terms, 
conditions, limitations and exclusions. Not all vehicles are eligible.

Important
program
materIals
enclosed

Your vehicle includes  
a lifetime limited  

Powertrain warrantY
unlimited time. 
unlimited mileage. 
no cost to You.

enGine: Cylinder block, cylinder head(s), rotor housings and their internal parts, 
intake manifold, exhaust manifold(s), timing gears, timing chain(s) or belt(s), timing 
chain or belt tensioner(s) and timing chain or belt cover, valve cover(s), flywheel or 
flexplate, ring gear, harmonic balancer, oil pump, vacuum pump, water pump, oil 
pan, turbocharger or supercharger housing(s) and their internal parts, waste gate, 
intercooler, engine mounts, and EGR valve.

transmission/transfer case/all-wheel drive assemblY: 
Transmission case, transaxle case, transfer case and their internal parts, torque 
converter, vacuum modulator, cooler and metal cooler lines, transmission mounts, 
slave cylinder and master cylinder of a manual transmission clutch assembly.

drivetrain assemblY: Final drive and axle housing(s) and their internal 
parts, axle shafts and bearings, universal and constant velocity joints, drive 
shaft(s), center bearings and drive shaft yokes, four-wheel-drive engagement 
actuator/motor, traction control linkage, solenoids, control processor and sensors, 
and 4x4 locking hub. Front-wheel drive and rear-wheel drive.

Please see actual warranty for terms, conditions, limits of liability and exclusions.
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Participation programs that work for you
Our commitment to you is to offer the finest profit-sharing programs in the industry and the highest level of personalized 
service. We realize that no two dealers are the same and that one participation program does not fit all. With multiple 
participation program options, CNA National is positioned to customize a program that aligns with your short- and long-term 
financial goals. Consistently recognized as one of the top providers for reinsurance, we will work with you to identify the 
best fit for your specific needs. 

Retro (Dealer Equity) 

Controlled Foreign Corporation (CFC)

Non-Controlled Foreign Corporation (NCFC)

To date we have returned 
more than $452 million to 
dealers on our participation 
programs and are dedicated to 
continuing our reputation as a 
preferred long-term partner.

Subject to program eligibility, terms, conditions and limitations.
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 Retro (Dealer Equity)

Our retro program is designed to increase cash flow back to the dealer through investment of premiums and positive 
underwriting results.

Program highlights:
• Backed by more than $55 billion in assets

• Agreement directly between you and the CNA member
company

• Pay-out information stated clearly in the agreement

• No contingent liability

• Distributions paid every six months

• Receive up to 100 percent of the underwriting income

• Receive up to100 percent of the investment income

• Program benefits paid up to a 100 percent loss ratio

Profit bonus: underwriting income
• Paid after just 75 percent of an eligible year’s business is earned

• Receive 100 percent of the underwriting profit in your account
based on your service contract production

• Loss ratio less than 100 percent allows you to receive
underwriting profit on eligible policy years

• Profit bonuses paid are yours to keep

Equity bonus: investment income
• Minimum of 150 contracts every six months to receive maximum

benefit

• Inception-to-date loss ratio of less than 100 percent qualifies you
to receive investment income

• Equity bonuses paid are yours to keep

Participation programs that work for you

Please see actual agreement for terms, conditions, limitations and exclusions. Individual results are subject to your account’s performance and are not guaranteed. Please consult your financial, tax and legal experts 
for advice specific to your situation.

Dealer Equity  
presentation

Dealer Equity overview

DEALER EQUITYSM

Program benefits:
•	Fully insured

•	Maximum up-front profit

•	Investment income

•	Underwriting profit

•	Direct agreement between you and CNA

•	All program requirements and details are 
clearly  stated and easy to understand

•	Potential to leverage an untapped
revenue source with minimal risk

•	Ability to provide consistent, long-term
income stream with no up-front costs

•	Money is yours even if you leave us—
no hidden clauses or rules

•	Concise monthly  reports help you
manage program results

Profit Bonus: underwriting profit

Unlike programs that make you wait until 100% 
of a policy year’s business has been earned, our 
Profit Bonus is paid after just 75% of an eligible 
year’s business is earned.  Our program is designed 
to get your money in your hands faster. You can 
receive 100% of the underwriting profit in your 
account, based on your service contract production. 
Any loss ratio less than 100% allows you to receive 
underwriting profit on eligible policy years. Once 
you receive a Profit Bonus, it’s yours to keep,  
no strings attached.

Equity Bonus: investment income

Based on contract production and loss ratio 
performance, investment income is calculated  
and compounded monthly. Equity Bonus is paid 
every six months, not left in a reserve fund  
where it would be subject to claims risk.  
You may receive your first Equity Bonus in six 
months or even sooner, depending on your start 
date and account performance. Most importantly, 
once you receive an Equity Bonus, you never have 
to pay it back. 

CNA National participation programs are true partnerships that are recognized  
as some of the most attractive in the industry.  We know that maximizing income is your top priority.  

With CNA, your income potential does not end at the initial contract sale. We offer products that allow 
you to maximize your up-front profit, and we have developed participation programs that reward you 
for positive program results.  Our Dealer Equity program provides a complete package that gives you 

what you want—investment income and underwriting profits with no additional risk.   
Our program is straightforward, easy to understand and we back it in writing.

Unlocking greater profits with CNA National’s 
Dealer Equity participation programs—

  UP-FRONT PROFIT
  UNDERWRITING PROFIT 
             INTEREST INCOME

®

Please see actual agreement for terms, conditions, limitations and exclusions. Individual results are subject to your account’s 
performance and are not guaranteed. Please consult your financial, tax and legal experts for advice specific to your situation. 

9055 (2/12) 
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CFC presentation

Controlled Foreign Corporation (CFC)

As a long-term strategy for generating wealth and future returns, a CFC is a 100 percent dealer-owned company with 
the written premium ceded each month. A CFC also has monthly cession intervals to maximize investment income 
and potential tax deferral. Qualifying dividends are taxed at favorable rates.

Program highlights:
• 100 percent can be owned by a single shareholder

• Actively managed by independent investment professionals

• Full disclosure of fees

Profit generation: 
• Written premium deposited to your CFC trust account on a

monthly basis

• Net premium deposits begin to generate investment income
immediately

• Lower loss ratio equals greater underwriting profit

Distribution of funds*:
Dividends – Shareholders can request a dividend, whose 
income will be treated pursuant to current tax laws in effect at 
the time of distribution.

Loans – A loan may be issued from the reinsurance company to 
an authorized entity.

Stock redemption – The shareholder(s) can choose to liquidate 
the CFC when all liability has expired. Under current tax provisions, 
the liquidation distribution will be treated as a capital gain.

Participation programs that work for you

Subject to program eligibility, terms, conditions and limitations. Please read contracts carefully. CNA National makes no representations as to the need for or appropriateness of producer-affiliated reinsurance 
companies. Reinsurance involves risk. Please consult your own legal counsel and financial representatives before deciding whether to create or invest in such an entity.

*Subject to availability of funds

The value of communication  
in reinsurance

Please Note: Reinsurance has a unique organization and purpose within the 
automobile industry. 

The subject of this guest column is reinsurance for finance and insurance (F&I) 
products at automobile dealerships. Participating in these particular reinsurance 
programs can provide valuable long-term financial opportunities. 

The enclosed column provides only this author’s perspective and is not 
intended as legal or financial advice. Please consult your attorney and financial 
advisor before making any decision about reinsurance 

Look Before You Leap 
Like VCR manuals of yesteryear, reinsurance programs can be complicated and 
many businesses have a tendency to jump in before taking the time to learn exactly 
how reinsurance works. 

By definition, the purpose of reinsurance programs is to transfer risk from the 
primary insurance carrier to dealer-owned insurance companies so the dealers can 

enjoy the benefits of the underwriting profit and investment income. With the initial 
investment and start-up costs as low as $3,500 and the possibility of ending up with 

substantial returns on the original investment, reinsurance programs can be an effective tool for generating long-
term personal income. 

Understanding the details of a reinsurance program and having the availability of trained personnel dedicated 
to explaining those details can directly impact the company’s profitability. Each one of these variables requires 
complete transparency from the moment of entry to exit. 

Defining the CFC & NCFC 
A controlled foreign corporation (CFC) and a non-controlled foreign corporation (NCFC) are both long-term 
reinsurance programs. Their value is in producing underwriting profit and generating investment income which 
will, over time, compound and build equity. When managed successfully, reinsurance can be a smart, long-term 
investment strategy for individuals and business entities. 

A CFC is a single-owner captive entity. When premium is ceded to the company, it is usually invested in a 
trust account owned by the CFC with the original ceding insurer as beneficiary. The industry “best practice” is to 
invest in low-risk, fixed-income securities during the initial years until the CFC has established sufficient capital 
to meet its obligations to the insurer before distributing the excess funds to be used as the dealer/owner sees fit. 
CNA National’s CFCs are domiciled in the Turks and Caicos Islands, and make the election to be taxed as U.S. 
taxpayers. As long as the CFC produces less than $1.2 million in annual premium, it can make the election to be 
taxed as a small insurance company and, therefore, pay tax on investment income only. 

An NCFC consists of multiple shareholders, where no one shareholder owns more than 10%. The value of the 
NCFC, similarly, is in producing underwriting profits and generating investment income which, over time in an 
income tax-free environment, compound and build equity. 

When reviewing reinsurance programs, consideration of the domicile is important. For example, Bermuda is 

VCR: The Value of Communication in Reinsurance
by Alan Miller

Alan Miller, SVP of Sales for 
CNA National Warranty Corporation.

April 2012 Issue
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Non-Controlled Foreign Corporation (NCFC)

Designed to maximize multiple income sources, this program has many owners in which no single dealer controls more 
than 10 percent. Our NCFC provides a superior dividend feature plus a defined redemption formula.

Program highlights:
• 100 percent owned by shareholders

• No single shareholder owns more than 10 percent

• Defined exit strategy for redemption of shares and dividends

• Maximized investment income as a result of shorter ceding
intervals

Profit generation: 
CNA cedes premium (net of claims and expenses) on a monthly 
basis. The net premium deposits will begin to generate 
investment income immediately. The lower the loss ratio, the 
greater the underwriting profit.

Distribution of funds:
Dividends – Underwriting profit of a participation policy year is 
eligible for payment to the shareholder as a dividend at the end of 
the eighth year. 
Stock redemption – Upon written request by the shareholder 
and approval by the board, shares are redeemed based on book 
value. 

Participation programs that work for you

Subject to program eligibility, terms, conditions and limitations. Please read contracts carefully. CNA National makes no representations as to the need for or appropriateness of producer-affiliated reinsurance 
companies. Reinsurance involves risk. Please consult your own legal counsel and financial representatives before deciding whether to create or invest in such an entity.

The top 10 myths about NCFCs
The term “non-controlled” means that 
dealers do not have any control over their 
money.

The designation “non-controlled foreign corporation” 
is a U.S. tax term. “Non-controlled” means that no 
single shareholder owns more than 10 percent of the 

shares, and “foreign” means that all business is conducted offshore. 
In the case of Palo Verde, that’s Bermuda. Palo Verde is 100 percent 
owned by the dealer-shareholders. Decision-making for the company 
is done by an elected board of directors composed primarily of dealer-
shareholders. CNA National has no ownership in Palo Verde.

It is complicated and time-consuming  
to enter an NCFC.

Gaining an NCFC position is a simple process once a dealer decides it’s the right option. The whole 
process can be completed fairly quickly. We have even had some NCFCs formed in as little as two 
weeks. For Palo Verde, the subscription package is overnighted from Bermuda to the dealer, who 

is required to complete a personal questionnaire and provide a certified copy of his driver’s license. Then, CNA 
National prepares the required documents for signature. If the shares are to be held by a corporation, trust or 
partnership, slightly more documentation is required. Once the paperwork is complete, the shares can be issued. 
Unlike a CFC, there is no waiting for name approval, formation, etc. 

Successful agents recognize that maximizing income is always a top priority for their dealers. Participating 
in a reinsurance program, whether it is a controlled foreign corporation (CFC) or non-controlled foreign 
corporation (NCFC), can be an effective strategy for long-term wealth building.

In the 1990’s, reinsurance was gaining a foothold in the vehicle service contract industry. CNA National wanted 
to offer its dealers reinsurance options that matched the high standards they had come to expect. We spent several 
years working with expert attorneys in the securities, insurance and tax fields to develop the Palo Verde Insurance 
Co., Ltd., which launched in 1999. Over the past 15 years, it has performed exceptionally well. 
Despite Palo Verde’s success, there are many pervasive myths that prevent dealers from taking advantage of the 
product. In order to help provide clarity, we’ve compiled and debunked the top 10 myths about NCFCs.

The Top 10 Myths About
Non-Controlled Foreign Corporations

FACT

FACT

Myth #1

Myth #2

Subject to program eligibility, terms, conditions and limitations. Please read contracts carefully. CNA National makes no 
representations as to the need for or appropriateness of producer-affiliated reinsurance companies. Reinsurance involves risk. 
Please consult your own legal counsel and financial representative before deciding whether to create or invest in such an entity.

NCFC presentation
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To eliminate some of the stress that comes with a mechanical breakdown, we designed our claims process to ensure prompt 
and efficient service for both your customers and your service department. The majority of our claims adjusters are former 
service technicians with numerous ASE certifications, so we understand your side of the business. We’re even open on 
Saturday to ensure you and your customers are cared for. Our hassle-free claims process focuses on getting the customer back 
on the road as quickly as possible. We understand your goal of keeping your customers coming back to your dealership for 
years to come, and these are the ways we put you and your customers first. 

Claims
We take pride in our fast, fair and hassle-free claims process. Dealers know they can count on us to pay every claim that is covered by one 
of our contracts. This clearly stated approach to claims administration creates a better outcome for your customers and a positive 
atmosphere for our employees. Our Claims Department handles more than 70,000 telephone calls every month and pays approximately 
1,100 claims every day. In the past 10 years, we’ve approved and paid over $730 million on over 1.1 million claims. And you can be 
confident you will get your claims payment quickly—checks in two days or less, or same day by credit card. 

70,000 
CALLS

We handle more than 70,000 
calls every month.

1,100 
CLAIMS

We approve approximately 
1,100 claims every day.

Our hassle-free claims 
process focuses on getting the 
customer back on the road as 
quickly as possible. 

$730 
MILLION

We have paid more than  
$730 million on over 1.1 
million claims in the past  

10 years alone.
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When only the best will do
Compliance
CNA National is committed to serving as an industry leader in 
today’s quickly evolving regulatory environment. 

• We understand the risks within this industry

• Our products comply with state and federal laws, as well as
meeting specific lender requirements

• Concerns are addressed quickly and promptly through direct
work with Sales, Operations and Claims Departments

Risk Management
CNA National’s Risk Management Department is dedicated to 
ensuring our programs are sustainable and cost effective for the 
long term in order to fulfill the commitment the products make to 
your customers.

• Effective and competitive product pricing

• Focus on program profitability

• Monthly tracking and reporting on performance goals and
customer satisfaction

• Personalized dealership performance reviews

• Hands-on monitoring of participation programs

Training
At CNA National, we want to be sure that you are set up for success, 
which is why we offer a variety of training opportunities, including:

• Beginning F&I

• Advanced F&I

• Online F&I modules

• Service Manager Roundtables

• Customizable in-store training and development

CUSTOMER OBJECTION:

“I think the plan is too  
expensive. I don’t think  
it’s worth the money.”

NOT SURE HOW TO RESPOND? SEE OTHER SIDE FOR DETAILS 

As a wholly owned subsidiary of 
CNA, one of the country’s largest 
insurance organizations, we 
have the stability to fulfill the 
promises we make to you and 
your customers.

SALES OBJECTION TIP CARDS

CONSIDER AS RESPONSE

FOR DEALER USE ONLY. NOT FOR USE AS A CONSUMER ADVERTISEMENT.
This price is an example for illustrative purpose only; actual price will vary by vehicle and coverage offered. 

“I understand why you might hesitate to take advantage of this option if you feel that it’s too expensive.  
I wouldn’t buy it either if I felt that way. Maybe it would help if we broke down the cost of the service  
contract by [time and/or miles] to illustrate how reasonable this coverage really is.”

“Let’s break down the price of the service contract over weeks and miles.”

Use the following formula for the time example (for weeks): 
(Vehicle Service Contract Price ÷ Term in Months) ÷ 4 
Example: $1,800 ÷ 60 months = $30/month, and $30 ÷ 4 = $7.50/week

This means that the cost for 5 years of coverage would be $7.50 per week.

For the average cost per mile, simply divide the price by miles:  
Vehicle Service Contract Price ÷ Miles 
Example: $1,800 ÷ 50,000 Miles = $.036

Or a little over three cents a mile.

Sales Objection Tip Cards
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Cutting-edge technology 
puts agents and dealers  
out front

Cutting-edge technology puts 
agents and dealers out front 
A multi-million-dollar investment in the latest hardware and software resources   
has placed CNA National’s agents and dealers in the technology fast lane.

CNA National recognizes and embraces the commitment needed to meet today’s technology demands. In today’s 
fast-moving technological environment, what is considered innovative one day can become a basic expectation the next. 
To help deliver on our commitment to adopting a cutting-edge approach, CNAN has undertaken a multi-year, multi-
million-dollar initiative to rebuild our internal system infrastructure. This investment allows us to provide our customers 
with the robust, secure, flexible and fast technical platform that is critical to our success. The days of submitting a paper 
contract in an envelope with a stamp are quickly becoming ancient history. More than ever, we see a higher demand for 
online transactions, which is illustrated by the fact that the majority of CNAN’s business transactions are transmitted 
through our e-commerce platforms—a percentage that is only expected to increase.  

As a business leader, the company is committed to being on the forefront of the industry’s technological 
transformation from paper-based to full integration with electronic commerce best practices.

CNAN’s investment of both finances and personnel reinforces its mission of maintaining a competitive advantage 
in the marketplace. A recent transition to an entirely new network environment has translated into faster communication 
and enhanced scalability. This is accomplished through hundreds of servers capable of handling greater data loads and 
higher volumes with faster response times. 

CNAN is utilizing the latest technology available from industry-leading vendor partners: 

The network and data center investment is just the end of the beginning phase of CNAN’s efforts. The company’s culture 
and business philosophy have evolved to ensure that clients enjoy the full benefit of greater efficiencies and rapid access to 
information. The result is a more efficient experience for dealerships today, and more comprehensive strategic planning 
with added resources for tomorrow.

High-speed engine driving CNA National

• Microsoft 
• Oracle 
• VMware

• Cisco Systems 
• EMC 
• F5 Networks 
• Hewlett Packard 

CNA National’s commitment to technology is demonstrated by its multi-million-dollar 
investment in a new network to increase stability, speed and functionality.

Technology

When only the best will do 
Technology
With today’s reliance on computers, no company is complete 
without a strong technology department. CNA National is in the 
middle of a multi-year, multi-million-dollar refresh of our network 
to continue increasing stability, speed and functionality. With 
highly virtualized infrastructure and data networking, along with 
robust business intelligence tools, we are prepared to meet the 
technological needs of dealerships nationwide. We are committed 
to providing innovation and technology to best serve you. 

E-business
CNA National provides a number of e-business options for 
our dealers. You can contract from our website with our Quik 
systems, your dealership’s DMS, or a third-party menu provider. 
In fact, our e-commerce web service allows CNA National 
products to be utilized in over 25 different third-party menus. 
We are partners with industry leaders, including Dealertrack, 
Reynolds & Reynolds and CDK. Long ago, we understood that 
menu selling would improve the customer’s buying experience, 
help maintain compliance in the F&I department, and increase 
aftermarket sales. Our e-business solutions can help keep you at 
the top of your game.

Harnessing the power of 
e-commerce

Automotive I n d u s t r i e s 7

e-Commerce

STRATEGY 
One	of	our	competitive	advantages	in	e-commerce	is	that	we	created	

our website for e-contracting, enabling dealers who do not want to use 
a menu to have a simple, straightforward place to e-contract. 

“There has been an increase of technological savvy in the 
industry,” says Spencer Lyman, vice president of e-commerce at 
CNA National. “We are proud that we were at the forefront of using 
our web services to interface with menu providers.”

Our	 active	 relationships	 with	 numerous	 vendors	 give	 quality	
options for dealerships that prefer to work with menu providers. 
This allows F&I managers to sell products in a manner that fits the 
dealership’s culture.

“Our	 attention	 to	 the	 needs	 of	 dealers	 is	 why	 we	 embrace	
working with smaller regional menu providers,” says Justin 
Eichmann, e-commerce manager. “We want them to succeed in 
their	environment.	Our	job	is	to	listen	to	what	works	for	our	dealers	
so their F&I managers deliver better customer service.”

This includes ongoing enhancements of current services to 
increase customer satisfaction. 

“We are continuously working on simplifying and speeding up 
our existing e-contracting services,” says Lyman. “This is what our 
dealers want, and we will provide it for them.”
RATING SERVICES

With an enhanced e-commerce infrastructure, CNAN can 
quickly respond to the marketplace and to opportunities identified 
by dealers and value-added networks. 

“Our	resources	to	rate	products	based	on	a	rapidly	changing	
automotive environment and release those changes to the rating 
structure in a matter of hours is the primary business driver,” 
says	Brian	Pendergast,	chief	information	officer	at	CNA	National.	
“The ability to customize product rating changes in requested 
timeframes to individual automotive dealerships is a level of service 
that is very hard for our competitors to duplicate.”

What also cannot be duplicated is the quality and depth of business 
intelligence CNAN provides to its dealer and agent networks. 

“We	do	not	 just	regurgitate	numbers,”	says	Pendergast.	“Our	
analysis provides insights into productivity at both dealer and agent 
levels. The information can be downloaded in real time throughout 
the dealership on both mobile devices and desktops.” 

The addition of a dedicated e-commerce department with 
industry experience to attend to menu providers has also 
developed into a clear competitive advantage. 

Harnessing the power
of e-Commerce

“Our	 future	 strategy	 includes	 implementing	 more	 business	
intelligence tools at the forefront of our new development,” says 
Lyman. “It will help agents monitor their dealerships and give 
personalized	service	at	a	faster	pace.	Our	focus	is	to	provide	tools	
to help agents so they can bring value to dealerships.” 
WEB-BASED SERVICES 

Agents and dealerships with authorized access to our 
secure website can take advantage of an ever-expanding list of 
online applications, from determining dealer and retail service 
contract prices to verifying whether a specific contract is in 
force and more. 

Online	applications	include:	
DMS Integration 

Available through the dealer’s ADP, DealerTrack/Arkona, 
Automate or Reynolds and Reynolds system. 
QuikQuoteSM

Fast access to service contract rating estimates based on year, 
make and model. 
QuikRateSM 

Accurate pricing for eligible terms and coverages based on the 
VIN; each dealership can set its own preferences based on the 
product mix it prefers to sell. Available with DMS integration and 
third-party menu providers. 
QuikContractSM

E-contracting option to complete and print vehicle service 
contracts. 
QuikRegisterSM

Calculate dealer cost for service contracts and/or download 
saved QuikRate transactions. 
QuikRemitSM

Submit service contracts to CNA National electronically. 
QuikPaySM 

Receive payment for claims by credit card within hours of 
approval. 
Contract Verification 

Verify active/expired service contracts and coverage information. 
Claim Summary Report 

Enter a claim number to generate a specific claim report. 
Cancellation Refund Calculator 

Follow the prompts to enter the necessary data and receive an 
immediate quote on the amount to be refunded to the customer if 
a service contract is cancelled. AI

The personnel and technological resources CNA National is placing behind its e-commerce capabilities are 
two reasons that dealers prefer doing business with the industry leader. Every dealership is different, and for 
that reason CNA National has aggressively worked to integrate with as many menu providers as possible. 

We offer the following technology options to enhance the customer and selling experience:

• QuikRate – VIN rating for all programs. Returns eligible rates
in seconds. Minimizes rating errors, shortages and overages.
Simplifies the rating process.

• QuikContract – Electronically creates contracts for VSCs, GAP,
tire-and-wheel, and limited warranties. Supports customer’s
claim experience if there is an early claim. Provides customer
with a clean, professional-looking contract. Minimizes errors or
programming issues.

• QuikRemit – Electronically submits contracts for VSCs, GAP,
tire-and-wheel, and limited warranties through the dealer or
centralized office.

• QuikQuote – Rate estimates without a VIN for VSCs, GAP and
tire-and-wheel.

• QuikContract Reprint – Provides the ability to reprint a
customer contract.

• Cancellation Refund Quote – Online tool for quoting a
cancellation refund. 

 Programs designed for success  Participation programs that work for you  When only the best will do Why choose CNA National?

Claims Compliance Risk Management Training Technology Support tailored to youE-business Making the move

https://www.cnanational.com/cportal/documents/10133/2868582/Harnessing+e-commerce+IA+Mag+2013.pdf/090a5eba-438c-4f9d-982e-68cc09e313ac
https://www.cnanational.com/cportal/documents/10133/2868582/Cutting+Edge+Tech+Article.pdf/0ecc1c28-8882-488e-b6ee-4c58e1357100


LEARN MOREWhen only the best will do
Support tailored to you
In order to provide the most personalized service and in-depth knowledge of your market, CNA National has established the industry’s 
best network of independent agents who live and work in your geographic territory. We select our agents because they are industry and 
product experts, who can pass that knowledge on to you. They are committed to understanding your business goals and helping you reach 
them. Our Dealer Needs Analysis provides you with a comprehensive business evaluation that will identify areas for growth and put you 
on the path to increased penetration rates and income development.

Making a smooth transition 
to CNA National

4  to learn more go to www.cnanational.com

Anyone associated with the automobile industry will have 
experienced how much faster the pace of change has become 
in recent years.

Change is inevitable and, at the dealership level, you have to 
manage change every day. This can be especially true when you 
consider making a decision to change vehicle service contract 
providers. Programs evolve, and over time it is important for 
dealers to evaluate whether their service contract provider still 
meets their needs. Changes in product, a company’s financial 
strength, underwriting and selling opportunities all are good 
reasons to consider changing service contract providers.

As with any change in life, it is always best to make the 
move on your own terms before you are forced into 
implementing change on someone else’s terms. 

Managing Change at the Dealership
We have identified five key areas that should be addressed 

when managing change at a dealership:
1) The commitment to change must be fully embraced by the 

dealer and the dealer’s management team.
2) The necessary resources to manage the change have to be 

identified before the process begins.
3) There has to be a documented process for how the change 

will occur.
4) The necessary management oversight has to be in place for 

the execution of change.
5) A follow-up plan must be designed and implemented to 

ensure the change process is working. 
The completion on these five key areas is 
critical to a successful transition.

Managing Change from Within
We have developed several processes 

at CNA National for managing and 
implementing change. For new dealership 
installations, CNA National provides 
additional personnel to assist our agents. 
We also have regional vice presidents 
(RVPs) who serve as resources for 
agents. Each of our RVPs has first-hand 

experience in the automobile industry and 
is well versed in the principles of quality 

customer service.
Working with our local agents, our 

regional vice presidents can help dealerships in 
several ways:

•	 Training	on	product	knowledge	and	effective	sales	techniques.
•	 Training	office	personnel	in	electronic	procedures	for	

e-contracting and all administrative processes.
•	 Training	the	service	department	on	the	proper	method	of	

handling claims.
•	 Training	cashiers	to	collect	deductibles.

As part of our focus to effectively manage change, CNA
National has developed an installation process specifically 
designed for a seamless implementation.  Regardless of a
dealer’s size, we are committed to providing a smooth transition 
to all of our product platforms.

Making a smooth transition
to CNA National

“At CNA National, we take pride 
in being efficient administrators 
of change.”—Alan Miller, senior 

vice president of sales

Moving to a new service contract provider is easier with the right preparation.

AI

At CNA National, we take pride in being efficient 
administrators of change, from our own internal 
processes to proven processes with our dealerships. And in 
the end, our dealers realize that “a change can do you good.”

While change is inevitable, it does not have to be a painful 
process. With experts in every part of the dealership’s business, 
including reinsurance and profit-sharing programs, we can also 
advise dealers on the best way to maximize profits for long-
term wealth-building and financial security. At CNA National, we 
embrace change by positioning our dealers for success. We 
work hard to make change work for you, ensuring that switching 
to CNA National isn’t just an event; it is the beginning of a very 
profitable process.

Dealer Needs Analysis

DEALER NEEDS ANALYSIS (DNA)

AGENT NAME: ____________________________________________________

DEALERSHIP:  ____________________________________________________

Making the move
With dedicated staff that is the best in the industry, we make your dealership’s transition to 
CNA National as easy and seamless as possible.  If you are looking for a partner to grow your 
organization, develop your personnel and maximize your profitability in a compliant and 
customer-centric manner, the only choice is CNA National.

LEARN MORE

 Programs designed for success  Participation programs that work for you  When only the best will do Why choose CNA National?

Claims Compliance Risk Management Training Technology Support tailored to youE-business Making the move

https://www.cnanational.com/cportal/documents/10133/2868582/Smooth+Transition+IA+Mag+2013.pdf/1ecff601-1007-429b-b4db-3378cb628aa7
https://www.cnanational.com/cportal/documents/10133/2868582/Dealer+Needs+Analysis+%236195.pdf/68a4d2d2-01e8-4963-914b-45c222326877



