
Top Tips for doing a virtual walkaround of 

your vehicle with potential buyers

Latest data from eMG's Covid-19 Consumer Sentiment Survey shows there's 
still a strong appetite to ask dealers questions face to face. Offering a virtual 
walkaround of the vehicle can go a long way to supporting buyers' decision making 
and also helps build relationships, albeit virtually. This can be crucial to build 
consumer confidence to commit to a purchase.

#1: Offer tech options

As a result of lockdown, many people are 
familiar with video call technology and 
have the apps already downloaded on 
their devices. It's best to be flexible 
though, so provide plenty of 
options. Some common ones include: 
Zoom, FaceTime and Skype.
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#2: Prepare to succeed 

It may sound obvious but doing a dry run 
before your video call with the customer is 
essential. Call a friend, colleague or your 
mum (!) and take them on a virtual tour, ask 
for feedback and check everything is 
working well so you know exactly what 
you're doing on the day.

#4: Paint a picture

As you are going through the 3-4 key 
features, avoid giving too many 
subjective opinions, try to give buyers an 
impression of what's it's like to sit in and 
drive the vehicle. 

#5: Provide buyers with a 
360° visual checklist

Make your tour useful, helping buyers 
piece together a full impression of the 
vehicle. Use this check list:

• Open (& shut) doors, sunroofs, boot 
and bonnet

• Show all the vehicle documentation 
and sets of keys as well as the floor 
mats

• Be ready to show VIN plates (if asked)

• Turn on the engine and stand outside 
so exhaust sound can be heard

• Show that lights, indicators, wipers, 
radio sat nav, A/C etc. work

#3: Focus on what matters 
most

Spend time before you start the tour 
(perhaps via email or a quick phone call) 
getting to know the customer and their 
needs and expectations, then
start with a general walk
around the vehicle, 
before zooming in on 
the 3-4 features
that should influence their
decision the most.

Source: eMG COVID-19 Consumer survey; n=693
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#9: Agree next steps

Don't forget to ask if there's anything 
specific that you've missed that the 
buyer would like to see again and agree 
the next steps to helping them make 
their decision. You could also ask for 
feedback on your virtual tour to help 
you make improvements next time 
around.

#8: It's your time to shine

Spend the final 1-2 minutes of the 
walkaround building trust not only in the 
vehicle but in you as a dealer by touching 
on your experience and inviting them to 
check online feedback and reviews 
(where available).

#7: Use the time to cover 
terms & delivery

Whilst you have the buyer's 
attention, provide details of any 
warranties that are on the car as well 
as finding out how they want to 
finance the purchase. If you are 
offering delivery, you can also 
discuss access requirements 
for delivery or handover.

#6: Don't hide blemishes

Use your device to show the buyer 
around all the nooks and crannies of 
the vehicle, zoom in and ask if 
there's any areas they'd like to see in 
more detail. This could help avoid 
any disappointment when they 
come to collect / vehicle is 
delivered.

Summary

1. Offer varied tech options

2. Practice makes perfect; prepare to succeed

3. Focus on what matters most to each customer

4. Paint a picture

5. Provide a 360° visual checklist

6. Don’t hide blemishes

7. Use the time to cover terms and delivery

8. It’s your time to shine

9. Agree next steps


