
HANDOUT “DO YOU HAVE AVAILABLE” 

 
 

 Hello.  This is ______________.  How can I help you? 

 

 Do you have in stock a new _____________? 

 

 I’ll be happy to check that for you.  Were you after a manual or automatic etc. 

 

 Manual. 

 

 Do you prefer lighter or darker colors? 

 

 Lighter. 

 

 While I’m checking on what’s available, I’ll also see what’s coming in.  It  

 usually only takes me 5 to 10 minutes.  Are you calling from home or work? 

 

 Home. 

 

 What’s the number there? 

 

 333-2222 

 

 How do you spell your last name? 

 And your first name is? 

 

 John Baker 

 

You know Mr.Baker, I’ve noticed my stock controller is available.  I might be able to get that 

information now.  Would you like to hold on?  (put on hold)  

Good news Mr. Baker, we have 2 in stock and an availability of 4 others just like yore 

looking for.  So what’s a good time to come in and drive one, this morning or this afternoon? 

 

 This afternoon, say 3 PM. 

 

 Again my name is ______________ and that’s this afternoon at 3 PM.  I work  

by appointment so if you can’t make it please give me a call and I’ll be happy to  

 reschedule at your convenience.  Thanks for calling! 

 



HANDOUT “DO YOU HAVE AVAILABLE” 
 

 Step #1    Introduce Yourself 

 

 “Thank you for choosing ____________, this is ____________ at _________” 

 

 Step #2    Identify Your Customer 

 

 “And you are _____________” 

 

 “How do I spell your name?” 

 

 Step #3    Interview Your Customer 

 

 “Mr./Mrs.____________, have you been looking at any other vehicles recently?” 

 

 “Mr./Mrs. ____________, if there’s one feature your present vehicle doesn’t have 

 that your next vehicle must have, what would that feature be?” 

 

 Step #4    Sell Yourself 

 

 “Mr./Mrs.____________, allow me to go to work for you.” 

 

 Step #5    Ask For Your Customers Phone Number 

 

 “How can I get a hold of you with that information on the vehicle?” 

 

 “Are you calling from home or work?   And the number there is?” 

 

 Step #6a    Sell Your Dealership 

 

 “Mr./Mrs. ___________, we take pride in having the highest customer satisfaction 

 rating in our area.” 

 

 “Mr./Mrs. ___________, we have the finest selection of_____ vehicles 

 here at ______________”. 
 
 Step #6b    Reasons To Come In 

 

 “We’re having a big sale today” 

 

“The vehicle you’re calling about is a very popular model, and selection is limited” 

 

“I’m going to go to work for you and find a couple of vehicles with the features that are 

important to you.  Then when you come, we won’t be wasting your time.  You can look at them, 

take them for a drive and choose the one you like best.” 



HANDOUT “DO YOU HAVE AVAILABLE” 
 

 Step #7    Ask For The Appointment 

 

 “You know your schedule better than I do.  When would be a good time for you to 

 come in and make sure this vehicle is the right one?” 

 

 “Which would be better for you, this afternoon or this evening?” 

 

 

 Step #8    Re-identify Yourself 

 

“Mr./Mrs. ____________, do you have a pen handy?  My last name is (spell it out)” 

 

 “Mr./Mrs. _______, do you have the yellow pages handy?  Our ad is on page ____. 

 

 Please write my name on our ad.  My last name is ______________” 

 

 “Mr./Mrs. ____________, what direction will you be coming from? 

 

 Step #9    Lock In The Appointment 

 

“Mr./Mrs. ____________, I look forward to seeing you at _________. Please, if for any reason 

you can’t make it, no problem, give me a call and we can schedule a more convenient time for 

you. 

 

 Step #10    Identify The Customer 

 

 “Mr./Mrs. ____________, how did you hear about us? 
 


