
W hite Paper: Commercial Van Sales 

W hat businesses buy vans?

o Limo, airport  t ransportation O u r  v a ns re p r esen t a m o r e ec o n o m i c a l  w a y  t o  

t ra ns p o r t  c o r p o r a te c l i e n t s w i t h  ad de d v a l ue.

 Key: Find out when the next vehicle is due to be retired/That’s when they buy.

 Side Effect: Limo operators are buyers for used large SUV’s

o Hotels /  Motels: T h e y  b u y  7/9/12/15 passen ge r v a ns w i t h  h i  t o ps.

 Key: Find out when the next vehicle is due to be retired

 S ide effect: R e n ta l s an d se r v i ce c us t o m e rs w i t h  ta k e 1  c o u n t e r  d i s p l a ys

 O f f e r  d i s c o u n t  p r o g r a m, an d  t ra ns p o r ta t i o n  (For se r v i ce)to h o t e l  e m p l o y ees

o Handicap up  fitters: G e t  t o  k n o w  an d sp i f f  t he sa l es g u ys at a l l  t he u p  f i t t e rs i n  y o u r  

a rea t he y  ca n sen d  y o u  a l o t  o f  b us i n ess. G o  t o n m e da.o r g  dea l e r l o ca te r t o  f i n d  g o o d  u p  

f i t t e rs. C h e c k  y o u r  l o ca l  y e l l o w  pa ges u n de r c o n v e rs i o n  v a ns, H a n d i ca p. 

 T h e  M i n i- v a n  t ra p: f i r s t t h i n g  t hese u p  f i t t e rs w i l l  d o  i s t r y  t o  se l l  a c o m p l e te d m i n i  v a n. 

W h y? S o  t he y  d o n ’ t ha ve t o d o  an y t h i n g. S o  k n o w  y o u r  c us t o m e rs nee ds an d  m ee t t he 

c us t o m e r  a t t he u p  f i t t e r t o  k ee p  c o n t r o l  o f  y o u r  sa l e. 

 Key: E x p l o r e r  p o o l  c hass is 1 500 ser i es a re G V W  7817 n o t  t he 7200 i n  t he G M  spec 

shee t. T h i s l a be l  i s o n  t he d r i v e rs d o o r  j a m. T h i s i s i m p o r t a n t  be ca use m o s t  u p  f i t t e rs w i l l  

te l l  c us t o m e rs t he y  ca n n o t  p u t  a l i f t  o n  a 1 500 A L L  W H E E L  D R I V E  C H A S S I S  “ T h i s i s 

f a l se” A n  E x p l o r e r  v a n  at 78 1 7 i s w e l l  w i t h i n  N M E D A . O R G  ra n ge.

o Rental car companies: C he c k  o u t: G o  t o S u pe r pa ges.co m  t o f i n d  A u t o  re n ta l/van 

re n t a l/l i m o/ a i r p o r t  t ra ns p o r t a t i o n  o pe ra t o r s. U s e y o u r  l o c a l  y e l l o w  pa ges t o f i n d  c o m p n i es i n  

y o u r  a rea  h t t p://pam re n t acar.c o m/Co n ve rs i o n _ Va n _ Re n t a l. h t m l   c he c k  o u t  t h i s c o m pa n y

http://pamrentacar.com/Conversion_Van_Rental.html


o Corporate t ransportation needs:  T h e  f a r t he r  t he y  a re f r o m  a m a j o r  a i r p o r t  t he 

m o r e l i k e l y  t he y  ha ve a t ra ns p o r t a t i o n  p r o g r a m. S ta te/co u n t y  c ha m be r  o f  c o m m e r ce us ua l l y  

has c o r p o r a te l i s t i n gs so y o u  ca n f i n d  c o m pa n i es w i t h  m o r e t ha n 25 e m p l o y ees. 

o Schools, Churches, Golf courses: M a k e  c o m m u n i t y  c o n ne c t i o ns, Se n d  p os t ca r ds

Commercial Mar keting Plan: 

3 Step program: 

1 . 1.Call

2. Mail (e-mail )

3. V isit

• Sales help: W e  p r o v i d e t he m a te r i a l s an d e x pe r t i se t o  ca l l  o n  o u ts i de b us i nesses:  use G o o g l e 

m a ps, P h o ne b o o k, S u pe r pa ges.c o m  et c. t o  be p r o d u c t i v e.

• We ma ke it easy f o r  y o u  t o be t he p r o  i n  spe c i a l t y  v e h i c l e sa l es be cause o u r  re ps w i l l  p u t  
t o ge t he r  t he w h o l e p r esen ta t i o n  f o r  y o u  i n c l u d i n g  p resen t i n g  t he n u m be rs an d ge t t i n g  a c he c k. 

• Explorer re wards “Bird dog” program
o $200 f o r  an y  re f e r ra l s t ha t b u y  an E x p l o r e r  v a n



Ho w  can Explorer help your  
Dealership:

• E x p l o r e r v a n.c o m  v e h i c l e c o n f i g u r a t o r:  b u i l d  v i r t ua l  v e h i c l e o n  l i ne w i t h  c us t o m e r  an d su b m i t  f o r  

q u i c k  q u o t e.

• E x p l o r e r  ca n b u i l d  an d de l i v e r  i n  2-3 w e e ks. W e  ha ve 500 v a ns o n  t he g r o u n d  rea d y  t o  b u i l d.

• T h e  a ve ra ge v a n  c us t o m e r  has a c re d i t  sc o re o ve r  700

• I n v es t o n l y   t i m e  t o he l p  ge ne ra te e x t ra sa l es d u r i n g  t hese t o u g h  t i m es f o r  y o u r  dea l e rs h i p

• S pec i a l t y  v e h i c l e sa les ge ne ra te a ve r a ge g r osses 3-5 k.

• S pec i a l t y  v e h i c l e b u y e rs ha ve m o r e m o n e y  an d  h i g he r c r e d i t  sc o r es t he t he a ve r a ge G M  b u y e r.

• 40 %  o f  spe c i a l t y  v e h i c l e b u y e rs pa y  C A S H

• “Sp i n  t o  w i n ” p r o g r a m. Sa les sp i n  f r o m  E x p l o r e r  o n  e ve r y  v e h i c l e

• Sa l es pe rs o n  w i l l  c o m e  t o y o u r  b us i ness, o r  h o m e t o m ee t y o u r  t ra ns p o r t a t i o n  needs.


