
Materials for Seeking Trade-Ins 

This document contains examples of several materials that can be used to solicit trade-ins from 

prospects and to convince them that the dealership is offering a good price for their used 

vehicles. 

Trade-In Voucher 

 

A trade-in voucher can be handed to a customer as a concrete indication that the dealership is 

willing to pay good money for their vehicle.  This particular example was generated using 

vAuto, a software system for dealership used-vehicle management.  Note the clear disclaimer at 

the bottom that the voucher is good only towards purchase of another vehicle and that it has no 

cash value.  Note also that it has a clearly stated expiration date and vehicle mileage. 

A voucher like this can be handed to a customer who is in the buying process.  Alternatively, it 

can be handed to a prospect who owns a candidate for a trade-in, such as a service customer.  

One could even staple such vouchers to every Service R.O. at check-out. 

  



Appraisal Summary 

This document is used to demonstrate to a customer the professionalism underlying the appraisal, 

and to help explain why the appraisal value is what is shown.  The upper portion of the document 

contains customer information.  Most of the rest of the document contains information about the 

vehicle.  The appraisal information is at the bottom. 

The Salesperson 

or Used Car 

Manager can use 

the Appraisal 

Summary to 

explain the 

appraisal.  For 

example, the 

Summary shows 

the anticipated 

reconditioning 

cost.  That cost 

can be used to 

explain some of 

the difference 

between what a 

customer was 

expecting for the 

vehicle and the 

appraised value.  

Similarly, 

highlighting 

certain vehicle 

features can also 

help that 

explanation. 

This particular 

appraisal 

summary is a 

standard report 

generated by 

vAuto from data 

used in the 

appraisal process. 


