2019 Acura RDX A-Spec 4-Door Sedan

AutoVerify Trade-in

Average trade-in range

Estimated trade-in value

This range is based on 50 comparable vehicles
nearby that are currently for sale or recently sold.

Trading in and purchasing a new vehicle can earn
you signiﬁcant tax savings, depending where you
live.

Driving the highest lead conversion %

$23,800
$21,105

$25,415
$22,492

(Average trade-in price)

+ $2,923 (Average tax savings)*
*13% provincial tax savings achieved by purchasing a
vehicle from the same dealer you trade your vehicle with.

Next steps: Can I get ﬁnancing?
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Home page - Desktop

VDPs

Home page - Mobile

Inventories

Inventories
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Call Immediately
Focus on the trade-in

Bottom line
“Thanks so much for coming online,
Did you get the report okay?
You have a

leads within ﬁve minutes =
, right?

Awesome, we want to buy your car.
Can you come in so we can look it
over?”

Responding to web- generated

900%
Increase
in contact rates
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Fake Objections

“Just browsing”

“Just came to look”

“I was just looking to see
how much it was worth”

05

Fake Objections
Persuade

Semi-conﬁdent and super
conﬁdent “Yeah, that’s why…
…I called so fast”
…I’ve been calling you”

Control question

Ask for the business

“Did you notice how the report

“So I know you were just online

had a value range?”

doing some research, but we’d really
like to buy your car. Would you be
willing to bring it in so we can check

…I wanted to email you (despite

it out and make you a real offer? Are

the fake number - I do that too!)”

you willing to sell?”
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Real Objections

“I saw a higher value
on
.”

“Just researching for now,
not looking to make the
switch until
.”

“I’m going with your
competitor.”
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Real Objections
Educate

Don’t like
values

Not ready to
buy

Going with a
competitor

Soften

Conﬁrm

Align

Answer

Trial Close

That doesn't surprise
me at all... you've
probably seen numbers
on Kijiji or Trader or List
prices somewhere that
are higher than the
trade-in value right?

Exactly. Almost every
one of my clients starts
out a bit disappointed
with trade-in numbers...

...But can I ask: did you
see those dealer costs
in the report? *WAIT*

Yeah, so those are the kinds of costs
every dealership has when buying a
trade-in, we'd pay more than any other
dealer for your car and once the tax
incentive hits a lot of clients get more
than they could have selling it on their
own.

So anyways... I know you weren't
expecting my call, and I know you were
just doing some online research -- but
do you think it would make sense to
come into the showroom so we can
check your car out - make you an offer
on it, and just explain those numbers
so the offer makes sense?

Oh don't worry I know
that... you were just
doing some online
research right?

Right. So I know you're
not ready to buy
anything and I promise
I'm not looking to just
sell you something...

..But can I ask: I don't
see too many people
downloading trade-in
reports just for fun,
were you just ﬁguring
out numbers for when
the time IS right?
*WAIT*

Yeah, so that's why I was call- ing. I
know you're not ready to buy today but
I ﬁgured you were doing research
online and got to the point where an
expert could give you personal advice
in a way online research can't.

So anyways... I know you weren't
expecting my call and you're not
looking to buy anything right away -but do you think it would make sense
to just come in and get some clear
answers on the trade-in or ﬁnancing so
you know when the time is right?

Yep that makes alot of
sense... everyone is
going with the best deal
for them right?

Yeah. So I know you've
probably been looking
around for the best deal
and that's why I'm
calling...

... can I just ask: If we
were the best deal for
you is there any reason
you WOULDN'T go with
us? *WAIT*

Right?! So that's all I'm say- ing, I know
you have other places to check and
that's ﬁne, but I also know we want to
buy your car - and it would be just
about impossible to beat our deal
when we want your trade-in.

So anyways... I know you might have
had other deal- erships in mind and I'm
not looking for you to commit to
anything -- but do you think it would
make sense just to come in and
structure the deal so you can see what
gives you the best bang for your buck?
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Will 100% of the leads be good? Nope.
80% of business/sales comes from 20% of your leads
Automotive Purchase Consideration
23%

17%

10%
7%
5%

40%

3 weeks-3 months

27%

4 months-1 year

7%

1 year +

6%

4%

3%
2%

2%
0%

4-8
months

< 21 days

17%

57% 1 to 6 months • 50% 3 to 12 months

less than
7-12
1 year months

23%

2-3
months

1
month

3
weeks

2
weeks

1
week

4-5
days

2-3
days

1
day

5-8
hours

1%

0-4
hours
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Identify what’s worthwhile

GOLD
• All real contact info
• Comes from VDP/inventory

GOOD
• All real contact info
• Comes from VDP/inventory

OR
• No more than one fake ﬁeld
• Comes from VDP/inventory

POOR
• Fake email and fake phone

Don’t let one bad apple spoil 15 good ones!

Questions?
Schedule a call today!
https://app.hubspot.com/meetings/dliska
dliska@autoverify.com

