
Car Salesperson interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Car salesperson interviews are practical and commercial. Dealerships want to see how you build
rapport quickly, how you handle a negotiation when the buyer pushes back, and whether you can talk
about numbers and targets without flinching. Expect at least one role play or objection handling
exercise, and expect the conversation to move to pay structure and targets before the end.

• Process and role play: You walk through how you take a customer from a greeting to a signed
deal, and often act it out with the sales manager playing a difficult buyer.

• Behavioural: Past examples of sales you won, deals you lost, and how you worked with the
business office and service department.

• Scenario and objection handling: Trade-in disputes, price objections, finance questions and the
customer who says they are just looking.

• Product and technical: Vehicle features, safety and driver assist systems, and how you keep your
product knowledge current across new and used stock.

• Client-facing communication: Explaining finance, warranty and servicing options in plain
language, and knowing where your advice has to stop and a licensed finance person takes over.

• Motivation and targets: How you keep momentum through a quiet week, and how you feel about a
commission component in your pay.

Most dealerships start with a phone screen from the sales manager, covering your sales background
and availability. The in-person interview is usually held at the dealership, with the sales manager and
sometimes the dealer principal or general manager sitting in. Expect a showroom or yard walk-around
so they can see how you talk about vehicles, then a role play or objection handling exercise, followed by
a straight discussion of targets, commission and rostering. Some groups add a behavioural or
personality profile before the offer, and most will call referees who can speak to your sales figures.

1. Walk me through how you handle a customer who walks in on a Saturday
morning with no appointment.
Why they ask
This is the core of the job. They want to hear a repeatable process, not a lucky conversation, and they
want to see you qualify before you present.

How to structure your answer
A step by step walk-through: greet and settle, qualify needs and budget, narrow the options, test drive,
present numbers, ask for the sale, then set the follow-up. Name what you log in the CRM at the end.

Example answer

“First I would let them settle and introduce myself without hovering over them. I would ask what
brought them in and whether they are comparing anything else, then work through the practical side:
budget, how they use the car, whether there is a trade-in, and how they intend to pay. Once I know
that, I would narrow it to two or three vehicles rather than walk them past everything on the floor. I
would get them into the one that fits best for a test drive, because that is where most of the decision
actually happens. Back inside, I would present the numbers clearly, including on-road costs, and ask
for the sale. If they are not ready, I would book a specific time to follow up and log the whole
conversation in the CRM so nothing goes cold.”

2. Tell me about a time you turned a hesitant buyer into a sale.
Why they ask



Hesitation is normal in vehicle sales and the answer shows whether you diagnose the real objection or
just discount until the customer stops arguing.

How to structure your answer
STAR. Set the situation, state what you needed to achieve, describe the specific actions you took, then
give the result with a figure or a repeat purchase if you have one.

Example answer

“A couple came in three weekends in a row to look at the same SUV. They liked the car but kept
saying the repayments were too high. On the third visit I stopped presenting and asked what payment
would genuinely work for them. That changed the conversation. We looked at a longer term with a
larger deposit, adjusted the trade-in figure on their old car, and I showed them a demo model with
similar specifications sitting at a lower price point. They settled on the demo with a service plan
included. They bought that afternoon and have since referred two family members who both bought
through me.”

3. A customer's trade-in is worth less than they expected and they are upset
about it. What do you do?
Why they ask
Trade-in disputes are one of the most common flashpoints on the floor. They are testing whether you
stay calm, back your figure with evidence, and keep the deal alive.

How to structure your answer
A judgement under pressure structure: acknowledge the reaction, show the evidence behind the
number, offer options rather than a single answer, and protect the relationship either way.

Example answer

“I would let them say their piece first, because arguing over the top of an upset customer never ends
well. Then I would show them exactly how I arrived at the figure, using the market data and
comparable sales, plus anything the inspection picked up such as tyres or a logbook gap. Once they
can see it is not an arbitrary number, I would put options on the table: they could sell privately for
potentially more, take the guaranteed figure today, or we could look at a different vehicle where the
changeover works better. If the deal still does not stack up, I would rather tell them honestly and keep
the relationship for next time than force something through and deal with an unhappy customer later.”

4. How would you explain the difference between a lease, a chattel mortgage
and dealer finance to a customer who has never financed a car?
Why they ask
You will be asked finance questions constantly, and they need to know you can explain options simply
while staying inside your compliance boundary.

How to structure your answer
A plain language explanation followed by a check for understanding, then a clear handover to the
accredited finance person for anything that constitutes credit advice.

Example answer

“I would keep it practical and use their situation rather than jargon. I would explain that a lease is
essentially a long rental with an option at the end, a chattel mortgage suits someone buying under a
business structure because they own the vehicle and claim the interest, and dealer finance is simply a
loan arranged through the dealership's lender panel. Then I would check which of those actually
matches how they earn and how they use the car, and ask what they want to know more about.
Anything specific about rates, approval or their borrowing capacity I would hand to the accredited
finance manager in the business office, because credit assistance sits with them, not with me.”



5. This role has monthly targets and a base plus commission. How do you
keep momentum through a quiet week?
Why they ask
Dealerships lose money on salespeople who go quiet when the floor is empty. This question is about
self generated activity.

How to structure your answer
A short behavioural answer about a slow period, showing what you did to create your own pipeline, then
a line on how you organise a week.

Example answer

“Quiet weeks are where the job is really won, so I treat my list as the floor. In a slow period I would
start with every open enquiry in the CRM that has not been touched in the last fortnight, then work
backwards through customers whose finance or lease is likely to be up, and anyone who bought a car
from me two or three years ago. I would also make sure I am on the phones to online leads within
minutes, because response time is the difference between a booking and a lost customer. On top of
that I would keep an eye on aged stock and push the vehicles that need to move, since a deal on the
lot is often easier than one that is not there yet.”

6. How do you keep your product knowledge current, and how would you
demonstrate a safety system to a customer who has never used one?
Why they ask
Buyers research heavily online before they arrive, so they expect you to know more than they do. The
demonstration also shows how you handle a test drive.

How to structure your answer
A technical answer followed by a demonstration walk-through: prepare the car, explain the system in
plain words, show it working, then hand over and let the customer try it.

Example answer

“I stay current by driving the stock, reading the manufacturer's updates and specification sheets when
new models land, and asking the service technicians about the faults they are actually seeing,
because that is knowledge you cannot get from a brochure. If a customer has never used adaptive
cruise control or a lane keeping system, I would set it up before we leave the lot, explain in one
sentence what it does and what it will not do, then show it engaging on a straight stretch of road. I
would make the point that these systems assist rather than replace the driver, because that sets the
right expectation. Then I would let them take over and watch until they are comfortable.”


