
Corey Rekers (00:11) 
Welcome back to the Accel Advantage podcast, where we talk through the decisions 
business owners face every day around risk, money, and growth. I’m your host, Corey 
Rekers, and today we’re joined by two of our best when it comes to dealerships: Ethan 
Thompson and Kaleb Admire. 

Corey Rekers (00:27) 
Fellas, welcome to the podcast. 

Ethan Thompson (00:29) 
Thanks for having us, Corey. Happy to be here. 

Kaleb Admire (00:30) 
Good morning. 

Corey Rekers (00:31) 
Before we get into today’s topic, let’s give the audience some background on why you two 
are so qualified to talk about car, RV, sport, recreation, and equipment dealerships. 

I’ve had the pleasure of working with Ethan at a large national insurance company for about 
six years prior to joining Accel Group, and we’ve worked together here for the last seven. 

Ethan, why don’t you start with your background and how you got into insuring dealerships? 

Ethan Thompson (01:07) 
Thanks, Corey. I grew up around dealerships at an early age. As I started my career, 
mentors encouraged me to specialize, and I naturally gravitated back to the dealership 
space. 

As Corey mentioned, we worked together at a national carrier that specialized in this 
space. Since 2019, I’ve been on the independent side with the Accel Group. 

I currently lead our sales team and our Accel Dealer Services practice. Our goal is to help 
dealers protect their balance sheet and operate from a strong risk management 
standpoint. 

Corey Rekers (02:08) 
Ethan’s being modest—he’s done a tremendous job since joining in 2019. Today, we insure 
over 50 dealerships across the Midwest, much of that due to his leadership. 

Kaleb, you were in the dealership business before moving into insurance. Can you share 
your background? 



Kaleb Admire (02:34) 
I spent 10 years at a dealership in Iowa, working across multiple locations and franchises. I 
started in sales, moved into finance and insurance, and eventually managed the 
dealership. 

That gave me real-world experience. I later connected with Ethan, and we discussed how 
valuable it would be to have someone who had been on the dealership side. 

Now I focus on property, open lot, umbrella, and structural insurance needs. Ethan and I 
work closely together and enjoy helping dealers navigate these challenges. 

Corey Rekers (03:45) 
You two work extremely well together and bring great synergy. 

Let’s talk about a common stereotype—that dealers only buy insurance based on price. We 
all disagree with that. Why doesn’t that approach work long term? 

Ethan Thompson (04:44) 
People often assume dealerships are highly price-sensitive, but I’ve found that’s not the full 
picture. 

Dealerships face unique risks: large property values, significant inventory, and high liability 
exposure with employees and vehicles. 

We approach insurance as balance sheet protection, not just a cost. Dealers who treat 
renewals as bidding exercises tend to stay neutral. Those who focus on risk management 
outperform their peers. 

It’s about identifying issues—like repeated claims—and building strategies to prevent 
them. That approach leads to better long-term results. 

Kaleb Admire (08:49) 
We’ve also built strong relationships with underwriters. They know how we manage 
accounts and help mitigate risk. 

That reputation leads to better outcomes for our clients. 

Corey Rekers (10:20) 
Let’s talk about the current insurance market. Are we still in a hard market, or is it shifting? 

Ethan Thompson (11:02) 
We’ve seen significant rate increases over the past four years, but the market is beginning 
to soften in 2026. 



In the Midwest, property rates are still increasing slightly, especially in hail-prone areas. 
However, casualty lines are stabilizing or decreasing, and workers’ compensation rates 
continue to decline. 

Overall, we’re entering a more competitive environment. 

Kaleb Admire (13:01) 
At the same time, we’re seeing tightening in areas like property and umbrella coverage, 
especially due to weather events. 

Corey Rekers (15:13) 
What trends are you seeing with property deductibles? 

Kaleb Admire (15:13) 
There’s been a shift from flat deductibles to percentage-based wind and hail deductibles. 

Dealers now have more participation in risk, which impacts both exposure and premiums. 

Ethan Thompson (16:40) 
Dealers are adopting a more self-insurance mindset. Rising construction costs have also 
increased property values and premiums. 

We’re now seeing some stabilization in construction costs, which may provide relief. 

Another emerging exposure is EV charging infrastructure, which is often overlooked but 
represents a significant investment. 

Corey Rekers (21:56) 
Let’s talk about parametric insurance. 

Kaleb Admire (21:56) 
Parametric insurance pays based on the size of a weather event, not actual damage. 

It’s a useful tool for covering large deductibles, especially for catastrophic hail events. 

Ethan Thompson (25:08) 
It’s not for everyone, but it can supplement traditional coverage and provide quick payouts. 

Corey Rekers (27:13) 
What about emerging risks like transport fraud? 

Ethan Thompson (27:53) 
We’re seeing organized fraud where fake transporters intercept vehicles. 

Dealers need stronger verification processes, including confirming carrier details, 
insurance, and driver identity. 



Kaleb Admire (33:06) 
This often happens with single-vehicle shipments. Dealers need to train staff to verify 
legitimacy before releasing vehicles. 

Corey Rekers (34:27) 
Let’s touch on umbrella coverage and nuclear verdicts. 

Kaleb Admire (35:18) 
Large verdicts and litigation funding are putting pressure on umbrella policies. 

Ethan Thompson (36:14) 
Carriers are reducing capacity, and improper structuring can expose dealers to 
unnecessary risk. 

We’ve seen cases where uninsured motorist coverage triggered large claims under 
umbrella policies. 

Kaleb Admire (39:27) 
That’s why driver controls are critical. 

Regular MVR checks, written policies, and proper documentation help reduce risk. 

Corey Rekers (42:22) 
Let’s wrap up. What’s your main advice for dealers? 

Kaleb Admire (42:37) 
Stop treating insurance like a bidding war. Focus on strategy and long-term relationships. 

Ethan Thompson (44:03) 
Understand your blind spots and build a comprehensive risk strategy. 

Corey Rekers (45:28) 
Thanks to both of you for your insights and the work you do for our dealer partners. 

To learn more, visit acceladvantage.com and follow us on social media. Don’t forget to 
subscribe and share. 

Thanks for listening to the Accel Advantage podcast. 

 


