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6 WAYS
TO DROP THE

SALESMAN
STIGMA



years for being pushy or having ulterior motives when selling cars. Because of
this, the word “sell” has become a scary one. Anyone can go online and look at a car, 
but the sale is all determined by how helpful the salesperson is for the client. The 
salesman needs to be the customer’s expert and resource.

When we listened to and analyzed 2 million calls coming in and out of dealerships, 
we determined poor phone skills and careless attitudes from sales teams are costing 
dealers more than $400,000 in yearly revenue. The most successful dealerships have 
a sales team that puts the customer first, every single time. Can you say your team is 
doing the same? Use our guide to turn the salesman stigma around by teaching your 
staff to take care of every customer. 

CAR SALESMEN have earned a bad reputation over the



Save the customer time and money
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If a customer calls to check on inventory but your dealership doesn’t have what he 
or she needs, whatever you do, don’t let that caller hang up. Oftentimes the sales 
guy says, “Okay, have a nice day” and moves on without realizing the opportunity 
he just fumbled. We know that if your salesman asks a customer to come in for an 
appointment, he or she will say yes 88% of the time.

QUICK FIX

Have your salesman offer some sound advice on other cars that might 
fit the customer’s needs.

Once the prospect comes into the dealership, have him or her address 
the customer by name, and personally show him or her some features 
of vehicles in their price range.

These small, extra touches will go a long way with your customers.
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2Be available

Your team can’t help customers with his or her requests unless they’re available 
around the clock. A shocking 39% of the calls coming into dealerships never 
even reach a qualified employee. Can you imagine how much revenue answering 
those calls would bring in? 

QUICK FIX

Have your staff forward after-hour and lunch break calls to his or her 
cell phone.

Set up phone routing that only sends calls to sales reps that are at the 
dealership.

You’ll be sure that every call will land in the hands of team members that can 
actually help your prospects when you make these subtle changes.
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3Accommodate the customer’s schedule

Simplify the car shopping process by being accommodating to the customer’s 
schedule. Most of your potential customers have long work weeks, so the last 
thing he or she will want to do is be inconvenienced by a greedy salesman when 
they’re busy. 

QUICK FIX

Have your staff identify the customer’s preferred method of contact, 
including email, text message or phone call.

Your sales guys should also ask the customer what time of day is best 
to contact him or her.

Avoid inconveniencing the customer and you’ll avoid some of those unexplained 
profit leaks you’ve been experiencing at your dealership.
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4Focus on the road to a sale

Sell the dealership, not just the car and be thorough on the road to a sale. Focus 
less on the end result and more on the process.

QUICK FIX

Meet and greet with the customer, have him or her do a test drive or 
take him or her on a walk-around.

Even if you don’t end up selling the car, know that you answered every 
burning question the customer had.

Have the customer thinking, “I didn’t find the car I liked, but I’d definitely refer a 
friend here.”
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5Say thank you

The job is not done when the appointment is over and the sale is made. Your sales 
guys should have the customer’s info, so make sure they do something meaningful 
with it. 

QUICK FIX

Have the salesman send a thank you card with his or her business 
card inside of it. It’ll remind the customer that he or she made the right 
choice, and keep the relationship open ended for the future.

The salesman should also reach out again in 6 months to make sure 
their customer is satisfied with the vehicle.

When your sales guys get in touch with their customers after the sale, it’ll show 
their commitment to the customer and open the door for more sales in the future.
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6Follow up, follow up, follow up

If your sales guy lost a sale, make sure they don’t forget about the customer 
afterward. 87% of the time, the customer ends up leaving with a different car 
than he or she intended on getting anyway.

QUICK FIX

A trade-in that night could be the car a customer needs. Be different 
just by following up with the customer – good or bad – the next day.

The prospect’s needs may change (expanded family, car wreck, etc.) so 
give him or her a call in 6 months to see if they are interested in giving 
it another shot.

Your best strategy for gaining revenue is having customers that can vouch for your 
services and professionalism. Every dealership might have the same car, but the 
customer most definitely won’t have the same sales experience – because they 
won’t have you. Make sure you stand out.
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Own the Phone with

Want to dive deeper into improving your phone performance? Car Wars will help 
you Own the Phone through:

MISSED OPPORTUNITY ALERTS
If a call is mishandled, we’ll notify the right people at your store for immediate 
action.

REPORTS THAT DRIVE ACTION
Understand which marketing efforts are driving the best leads and how well your 
store is handling those leads.

A SCOREBOARD COMPETITION
Compete against a different dealership each week. Own the Phone and win the 
game!

GET A DEMO
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http://info.carwars.com/car-wars-demo?utm_source=6%20Ways%20to%20Drop%20the%20Salesman%20Stigma&utm_medium=PDF&utm_campaign=6%20Ways%20to%20Drop%20the%20Salesman%20Stigma
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