Car Sales Customer Service Script Templates
Customer service and follow-up scripts for car dealerships across the buying journey, from first inquiry to post-sale.
Inbound lead greeting
When to use: Use the moment a new lead calls, texts, or fills out a web form.
Warm greeting
Hi [customer name], thanks for reaching out to [company]. This is [your name], and I would be glad to help you with the [vehicle].
Confirm what they need
You mentioned you had a [question] about the [vehicle]. Let me make sure I get you a clear, honest answer rather than a scripted one.
Give them the next step
I can pull up the exact details on that [vehicle] right now, or if it is easier, we can set a time for you to see it in person. Either way, there is no pressure at all.
Close the loop
Before we finish, is there anything else on your mind about the [vehicle] or your [question]? I want you to leave this call feeling like you got real answers, not a runaround.
Test-drive scheduling
When to use: Use once a lead has shown interest in a particular vehicle.
Confirm interest
Hi [customer name], this is [your name] at [company]. You asked about the [vehicle], and I would love to get you behind the wheel so you can feel how it drives.
Offer two slots
I have [time option] open, or [second time] if that works better. Which one fits your week?
Make it easy
When you arrive, ask for me by name and I will have the [vehicle] pulled up front, cleaned, and ready to go. Bring your license and plan for about thirty minutes.
Confirm and remind
Perfect, I will hold [time option] for you and send a quick text reminder the morning of. If anything comes up, just reply and we will find another slot. No stress either way.
Price and financing question
When to use: Use when a lead asks about price, monthly payment, or financing.
Acknowledge the question
Hi [customer name], great question. I would rather be straight with you than have you guessing, so here is where the [vehicle] actually lands.
Give a real range
On the [vehicle], you are looking at roughly [price range]. Where you fall in that range depends on [factor], and we can walk through that together.
Explain the levers
If we can adjust [factor], your monthly number moves. I will show you the math line by line so nothing is hidden and you can decide what feels right for your budget.
Invite the next step
Want me to run a couple of real scenarios for the [vehicle] and email them over? That way you can see the [price range] options side by side, take your time, and there is zero obligation.
Reassuring a hesitant buyer
When to use: Use when someone is interested but clearly hesitating or stalling.
Slow it down
Hi [customer name], I can tell you are weighing this carefully, and honestly that is a good thing. A [vehicle] is a real decision and you should feel sure about it.
Name the concern
It sounds like [concern] is the main thing on your mind. Let me address that directly instead of talking around it.
Reassure, do not push
Here is my promise from everyone at [company]: I will give you the facts and then step back. If you need a day, a week, or a second opinion from someone you trust, that is completely fine.
Leave the door open
The [vehicle] is not going anywhere in the next hour, and neither am I. Take the time you need, and when [concern] feels settled, reach out and we will pick right back up.
Post-sale check-in
When to use: Use a few days after someone drives off in their new vehicle.
Friendly opener
Hi [customer name], it is [your name] from [company]. I have been thinking about you since you picked up the [vehicle] and wanted to check in.
Ask, do not sell
How is the [vehicle] treating you so far? I am especially curious how you are getting on with the [feature], since that was one of the things you liked.
Offer real help
If anything feels unfamiliar, from the [feature] to pairing your phone, just say the word. I would rather spend ten minutes now than have you frustrated later.
Stay available
You have my direct line now, so save it. Whether it is a quick question about the [vehicle] or you just want to say hello, I am your person at [company] for the long haul, not only on the day you bought.
Service reminder and upsell
When to use: Use when a vehicle is due for maintenance or a seasonal service.
Helpful reminder
Hi [customer name], this is [your name] at [company]. Your [vehicle] is coming due for its [service], and I wanted to give you a heads up before it sneaks past.
Make booking easy
I can get you in this week and have you back on the road in about an hour. Mornings tend to be quickest if that suits you.
Offer the extra, honestly
While the [vehicle] is with us, it is also a good time to consider the [add-on]. It is optional, but it protects the miles you have ahead and can save you a bigger bill later.
Simple close
Just reply with a day that works and I will lock in your [service]. If you would rather skip the [add-on] for now, no problem at all. Keeping your [vehicle] running well is the main thing.
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