
TO BUY OR NOT TO BUY

Script

“I apologize Steve, I am a bit confused here. Are you looking for reasons 
to buy this vehicle or are you looking for reasons not to? I only ask 
because if you are looking for reasons not to buy you will always find 
them, and that is true for anything you do. I am sure we can find plenty 
of reasons not to buy and we can both move on. However, you and I 
both know that is not why you came here, it not what is best for you, 
and it is not what's best for your family. So tell me Steve, what are 
some reasons to go ahead with this deal?”

“Well the vehicle fits my family size better than my current 
vehicle.”

“Any other reasons?”
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Scenario: You are in negotiations with your customer Steve and he keeps giving your excuses 
why he does not like the deal or vehicle. He is nit picking at every little thing. 

Goal: Your goal here is to change the customer reasoning from why to buy from why not 
to buy.

“I am just not sure about this Julie, the numbers are not where I 
wanted them to be, plus there is that scratch on the bumper.”

“Anything else?”

“That's all I can think of.”

“Don't forget about the entertainment system for your kids. I am sure 
they are going to love that.” 

“My wife really likes all of the safety features.”
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Script (Continued)

“I would have to say that those are some valuable reasons to go ahead 
with the purchase and allow you and your family to start reaping the 
benefits of all your hard work, you deserve this, wouldn't you agree?”

“Yes, I would.”

“Excellent Steve, you guys are going to love your new ______. Let's get 
your paperwork going so we can get you out of here.” 
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“Oh yeah, for sure they will.”
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