
Attracting and Selling Trade-in Leads – THE TEST 
Knowledge Test 
 

1. What are some of the ways a dealership can more than triple their sales from existing trade leads? 
a. Correctly follow processes 
b. Use the right email marketing 
c. Add Instant Retargeting 
d. Employ great website tools 
e. All of the above  

 
2. What should you remember with every step of the trade lead process? 

a. Only think about selling the car 
b. Trade values are meant to confuse prospects 
c. Stay focused on one goal at a time throughout the process  
d. Getting a trade value from a third-party site is bad for consumers  

 
3. Where are many trade leads generated from? 

a. Website customers 
b. Third party customers 
c. Dealer database 
d. Offline messaging 
e. All of the above  

 
4. When you plan to send an email marketing piece that encourages your customers to value their trades to a large 

database, you should develop some criteria to determine how many people you will target and when you will email 
each so that you can better manage the amount of responses you get.   

a. True  
b. False 

 
5. When does Steve recommend you should you send your Equity Mining emails? 

a. Monday, Wednesday, and Friday 
b. Tuesday and Thursday 
c. Monday thru Friday 
d. Monday thru Thursday  

 
6. It’s not a good idea to put the Kelley Blue Book Instant Cash Offer on your website because it could encourage your 

prospects to view your competitor’s inventory on kbb.com 
a. True  
b. False 

 
7. At what rate can first-party leads from your own website close if you do the right things? 

a. 6% 
b. 7% 
c. 12% 
d. 30%  

 
8. If you are a for-profit business, your website has only two essential goals. One goal is to attract visitors; and the 

other goal is to _____. 
a. Get good Google ratings 
b. Share information with all visitors 
c. Convert those visitors into customers  
d. Have at least five good landing pages 



 
9. If you’re a typical dealer, what percentage of your homepage clicks are on your Navigation Menu? 

a. 95%  
b. 50% 
c. Fewer than 30% 
d. 85% 

 
10. Banner Blindness could make your website viewers overlook something important if it looks like an advertisement. 

a. True  
b. False 

 
11. Instant retargeting allows you to capture leads from people who’ve already left your website. 

a. True  
b. False 

 
12. What should you first be focused on when you get a trade-in lead? 

a. Focus on selling them a car 
b. Find cars on your lot that match the prospect’s vehicle of interest 
c. To reconnect with the customer  
d. How to practice your traditional Road-to-the-Sale with this customer 

 
13. Dealers who connect first with a prospect are more than 200% more likely to sell them a car than the one who 

connected second. 
a. True  
b. False 

 
14. How many calls does it take to reconnect with 93% of those potential customers who are willing to reconnect? 

a. 3 
b. 5 
c. 6  
d. 10 
e. 12 

 
15. Is texting a customer from your personal mobile phone a best practice? 

a. Yes 
b. No  

 
16. If you don’t make contact with a prospect quickly, they could get buyer’s remorse before they’ve ever made the 

purchase.  
a. True  
b. False 

  
17. All emails and voicemails should at least briefly mention the dealership’s vast inventory to keep the prospect 

interested. 
a. True 
b. False  

 
18. All of the following are keys to a good voicemail except which one? 

a. Be enthusiastic.  
b. Be prepared.  
c. Present a strong sales pitch.  
d. Provide a compelling reason to call you back.  
e. Have one call-to-action.  



 
19. What phrase should you be prepared to always use when talking about appraisals over the phone? 

a. I don’t make those decisions. 
b. Have you tried using a website like KBB.com? 
c. Only a trained appraiser knows what your car is really worth.  
d. Please let us appraise your vehicle. 
e. When would you like to come in? 

 
20. With a new prospect, you definitely do NOT want to create a sense of urgency by saying things about the dealership 

buying their vehicle, or directing the conversation to securing a firm appointment for that day because it could make 
the prospect think you’re too pushy. 

a. True 
b. False  

 
21. Choose one that is NOT a typical prospect objection that you may need to overcome? 

a. “I need to get it washed first.”  
b. “I want to wait.”  
c. “I want to do some more research.” 
d. “I’m going to sell it myself.” 

 
22. The only goal you have when you get a prospect on the phone is an appointment that shows.  

a. True  
b. False 

 
23. Why is it never best practice to set an appointment for Saturday over the phone on Monday. 

a. The prospect will have all week to shop other dealerships. 
b. Prospect may lose his/her “new car fever.” 
c. Prospect could do more research online before Saturday. 
d. Prospect will get buyer’s remorse before he/she even buys. 
e. All of the above.  

 
24. It is best practice to send a prospect to a third-part website like KBB, Autotrader, cars.com or Craigslist for 

verification that you are offering the best deal. 
a. True 
b. False  

 
25. If you assume the sale throughout the entire process with an appointment that showed, you can close people at 

what percent? 
a. 20% 
b. 40% 
c. 60% 
d. 80%  


