TYREPOWER BEST QUESTIONS TO ASK CUSTOMERS   (PHONE TO FORECOURT)

· May I ask who I am speaking with?
· Could I just get your mobile number just in case we get cut off?
· May I ask how you found out about us? (Have we looked after you before)
· What type of vehicle do you have?
· Is it your vehicle? Are you the usual driver?
· What type of driving do you do?
· What in particular are you looking for?
· Do you have any brands in mind?
· Have you been looking around much?
· What we do differently here is…
· How soon do you need them?
· Would today or tomorrow morning suit you?
· Where are you driving from? (give directions)
· May I have your email so I can send you some useful information?
· Ask for me (name) when you come in, and thanks for calling Tyrepower (area)
OTHER QUESTIONS









PHONE GREETING
· Thanks for calling Tyre Power – This is…………………………..  (upswing)

SUPERSTAR QUESTIONS
TAKEOVER QUESTION (When they ask for the price)
JUST BEFORE I ANSWER THAT, DO YOU MIND IF I ASK A FEW QUICK QUESTIONS?
SOURCE QUESTION
MAY I ASK HOW YOU FOUND OUT ABOUT US?
·  Have we looked after you before
· Have you bought from us before?
BIG PICTURE QUESTIONS
- Have you been shopping around much? What’s the best price you’ve found?
-  What sort of thing do you have in mind?
- What sort of driving do you mainly do?

ADD ON SALES QUESTION
BTW HAVE YOU CONSIDERED (Insert offer) Because……………………………………………………………


COMPARISONS / BUDGET
· Have you had any other quotes?
· How do we compare?



GET THEM ON THE FORECOURT
·  We have time to do it right now
· Can you bring it down now?
· Bring it in and we’ll have a look
· Come in an I can show you the different tyres
· 
OFFER APPOINTMENT
· Can I make a time to fit them for you?
· When would you like to get it done?
· I have 2 o’clock free. Does that suit?
· Would you like me to book it in for you?

CLOSING AND CONFIRMING QUESTIONS
· How does that sound to you?
· Are you interested in buying today?
· How does the price sound to you?
ADD ON SALES QUESTIONS
· Have you considered a wheel alignment with your tyre purchase?
· You’ll need a wheel balance with that
· Would you like a free brake check?
· I’d like to do a safety check while I’ve got it
OTHER QUESTIONS




FOLLOWING UP
· Get name and phone number
· Ring back within 24 hours
· Send an SMS reminder
· What follow up question might you ask?


ASK FOR THE BUSINESS
· Would you like to see that tyre?
· Would you like to see a range of tyres on display?
· We can check out the car and find the problem
· 

HANDLING PRICE OBJECTIONS
· Do you mind if I ask what you are comparing us against?
· What’s really great about our product is…………………………………………………..(value)
· Let me tell you what we do differently
· Could you tell me more about that?

REMEMBER…
THE BEST WAY TO SELL MORE WHEEL ALIGNMENTS IS TO TELL THEM THAT THEY NEED A WHEEL ALIGNMENT!
&  ALWAYS CHECK THE SPARE!
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