Ascent Dealer Services Expands Market Reach
Through Barchart Data Integration

Ascent Dealer Services has deepened its integration with Barchart's commodity data platform,
giving agricultural equipment dealers a more direct line to the pricing and supply signals that
drive their daily business. The move is designed to help dealers move faster on inventory
decisions without layering on extra software or training overhead.

Agricultural equipment dealers operate on thin margins and tight timelines. A combine that sits
on the lot for an extra week because a dealer misjudged local harvest demand can erase
months of profit on that unit. Ascent Dealer Services addresses that pressure by pulling live
commodity prices, futures curves, and regional basis data directly into the dealer's existing
workflow. The result is a single view that shows both the machine in the yard and the market
conditions that determine whether a grower will buy it this month or wait.

The integration relies on Barchart's API infrastructure, which aggregates data from the CME,
ICE, and other regulated exchanges alongside USDA reports and weather models. Ascent
Dealer Services formats that raw stream into dealer-specific dashboards that highlight the

metrics that matter most for equipment sales: local cash prices for corn and soybeans, harvest
progress in the dealer's territory, and forward curves that suggest whether growers will have
strong cash flow at the end of the season.

Dealers who have tested the combined system report that they can now answer the question
"Can the farmer afford this tractor?" with data that is hours old rather than days old. That speed
matters most during planting and harvest windows when growers are in the field and not
answering phone calls. A dealer who can send a text with a machine price and a local corn bid
at the same moment has a much better chance of closing the deal before the grower's
attention shifts back to the combine.

How the data pipeline works

The technical architecture behind Ascent Dealer Services is straightforward. Barchart's data
feed enters the dealer's system through a secure APl connection that updates every ten
minutes during market hours. The feed includes:

e Cash grain bids from every major elevator in the dealer's territory
e Futures settlement prices for corn, soybeans, wheat, and cotton

» Basis levels that show local premiums or discounts relative to the futures price

e Crop progress reports from USDA that track planting, silking, and harvest by state and
crop reporting district
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Ascent Dealer Services then layers in the dealer's own inventory data. A machine that costs
USD 300,000 can be cross-referenced against the local corn price to show how many bushels a
grower would need to sell to cover the purchase. That ratio, displayed on the dealer's screen,
turns a complex financial calculation into a glanceable number.

Why dealers need this now

The farm economy has entered a period of wide regional divergence. Corn prices in central
lllinois may be trading at a premium while the same crop in eastern North Dakota sits at a deep
basis discount. A dealer who relies on a national futures quote alone will misprice equipment
for both regions. Ascent Dealer Services solves that by routing local basis data into the dealer's
point-of-sale system so that the price displayed on the lot already reflects the grower's local
market reality.

That geographic granularity matters more as input costs remain elevated and growers
scrutinize every capital expense. Dealers who can show a grower that local corn bids are
strong enough to justify a new planter have a credible argument that the purchase makes
economic sense. The data does the selling; the dealer just has to present it.

Several large dealership groups in the Corn Belt have already begun rolling out the integrated
platform to all their locations. Early feedback indicates that sales teams spend less time
looking up basis quotes on separate websites and more time in front of customers. One
regional manager noted that the average time from initial inquiry to quote dropped measurably
after the system went live, though the company has not released specific figures.

Competitive landscape

Other data providers offer commodity price feeds, but few have tailored the output specifically
for equipment dealers. Most agricultural data services target growers directly, with dashboards
designed for crop marketing decisions. Ascent Dealer Services is distinct in that it treats the
dealer as the primary user and formats data around the equipment transaction rather than the
grain sale. That orientation changes which metrics are highlighted and how they are displayed.

Barchart's role as the underlying data source gives the system a regulatory-grade foundation.
The same futures prices that appear on the dealer's screen are the settlement prices used by
the exchanges. That matters when a dealer has to defend a quoted trade-in value or explain
why a machine's price changed from Monday to Tuesday. The data can be traced back to a
specific exchange settlement, which provides a clear audit trail.

What comes next



The current integration covers row crops and cotton, but the underlying API can accommodate
any commodity that trades on a regulated exchange. Ascent Dealer Services has indicated that
it will add livestock and dairy pricing in a future release, which would open the platform to
dealers in cattle and dairy regions. The company is also developing a mobile version that gives
field sales representatives the same data on a phone screen without requiring them to carry a
laptop into a feedlot or dairy barn.

For now, the focus remains on making the existing integration as seamless as possible. The
installation process requires no hardware changes and no new software installation on the
dealer's part. The data feed activates once the dealer's existing system is configured to accept
the API connection. Most dealers report that they are operational within a single business day.

The agricultural equipment business is fundamentally a local business. A dealer in western
Kansas operates in a different market from a dealer in southern Georgia, even if both sell the
same tractor model. Ascent Dealer Services recognizes that by routing local data to local
screens, and by doing so through a data partner whose prices are the same ones used by the
futures industry. The combination gives dealers a factual foundation for pricing decisions that
previously relied on phone calls, emailed basis sheets, and guesswork.



