Car Sales Script Templates
Six car sales scripts for internet leads, test-drive invites, trade-in pitches, financing talks, price negotiation, and post-visit follow-up.
Internet-lead response
When to use: Use it within minutes of an online inquiry or inventory request.
When to use
A fresh online lead just asked about [vehicle].
Script
Hi [first name], this is [your name] from [dealership] -- thanks for reaching out about the [vehicle]. Good news: it is still available, and I can set it aside for you.
Before we go any further, I want to make sure I have the right one. You were looking at the [vehicle], correct? I want to give you accurate numbers, not a runaround.
Here is how I like to keep this easy: would it help if I sent a few quick photos and the real out-the-door figure by text, or would you rather come see it in person this week?
Either way works for me. My goal is to make this fast and pressure-free -- what is the best way to reach you?
Test-drive invite
When to use: Use it once someone has shown clear interest in a specific vehicle.
When to use
[first name] likes the [vehicle] but has not scheduled a visit.
Script
Hi [first name], it is [your name] at [dealership]. You have looked at the [vehicle] a fair bit, and honestly, the pictures never quite do it justice.
The best way to know if it is right is to sit in it and drive it -- no commitment, just a real feel for the space, the ride, and whether it fits your day-to-day.
I have it ready to go, and I can hold it for you. Which is easier: something later this afternoon, or would tomorrow morning suit you better?
When you come in, ask for me by name and I will have it pulled up front and ready. I will keep the whole thing quick and relaxed -- you drive, you decide, no hard sell.
Trade-in value pitch
When to use: Use it when a buyer has a vehicle they might trade toward the purchase.
When to use
[first name] owns a [current car] and is looking at a [new vehicle].
Script
Hi [first name], it is [your name] at [dealership]. Quick thought on your [current car].
A lot of buyers do not realize their current vehicle can do real work in the deal. Trading it in usually lowers the price you finance, which can shrink your monthly payment and simplify the whole thing -- no selling it yourself, no strangers at your door.
I am not going to throw out a number blind. What I would rather do is take a proper look, run it against what these are actually bringing right now, and give you an honest figure you can trust.
Bring it by when you come to see the [new vehicle], and I will have it appraised while you take a drive. Fair enough?
Financing conversation
When to use: Use it after the buyer likes the vehicle and asks about payments.
When to use
[first name] loves the [vehicle] and asks how financing works.
Script
Hi [first name], happy to walk you through it -- it is simpler than most people expect. This is [your name] at [dealership].
Most buyers care about two things: the monthly payment and the total they end up paying. I will be straight with you on both, because a low payment stretched over too many years is not really a deal.
Here is how I would approach it. Tell me roughly what monthly range feels comfortable, and we will work backward from there -- term, down payment, and rate -- to see what actually fits your budget.
I will also lay out the full price so nothing is hidden. Would you rather I get you pre-qualified first, which does not lock you into anything, or run a couple of scenarios together right now?
Price negotiation
When to use: Use it when a serious buyer pushes back on the quoted price.
When to use
[first name] wants a lower price on the [vehicle].
Script
I hear you, [first name] -- nobody wants to feel like they left money on the table. This is [your name] at [dealership], and I want you to drive away happy with this.
Let me be transparent. The number I gave you is already sharp, and I would rather show you why it is fair than just play tennis with figures.
This [vehicle] holds its value, and when you factor in what you are getting, the total cost of owning it is genuinely competitive.
Here is what I can do: tell me the number in your head, and let me see how close I can honestly get -- maybe through the price, maybe through the trade or the terms. If we land somewhere that works for both of us today, are you ready to move forward?
Post-visit follow-up
When to use: Use it a day or two after a test drive that did not close.
When to use
[first name] test-drove the [vehicle] but left without deciding.
Script
Hi [first name], it is [your name] from [dealership]. No sales pitch here -- I just wanted to check in after you drove the [vehicle].
I have been doing this long enough to know a big decision deserves a little breathing room, and I would rather you feel sure than rushed.
So let me ask simply: what did you think once you had some time to sit with it? Was there anything that gave you pause -- the price, the timing, or maybe another vehicle you are weighing it against?
Whatever it is, I would rather hear it than guess. If it is still on your mind, I am happy to hold it a little longer or answer anything that is on the fence. What would be most helpful?
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