THE DEALLER Al GUY

10 Al Tools Every Dealer
Needs in 2026

No vendor BS. No hype. Just the tools that are actually making dealers money right now.

What's inside: The exact Al tools top dealer groups are using right now to
close more deals, cut costs, and stay ahead. Each one includes what it does,
what it costs, and how to get started today. No jargon. No fluff. Written by
someone who's been on the lot.

Al intel for the lot. No fluff. No vendor BS.



Why This Guide EXxists

Every week, dealers get pitched a new Al tool. Most of them are garbage wrapped in a slick demo.
| know because | see them all. | talk to the GMs installing them and the ones ripping them out 90
days later.

This guide cuts through the noise. These are the 10 Al tools that are actually working inside real
dealerships right now. Not theoretical. Not ‘'coming soon.' Tools that dealers are using today to sell
more cars, save hours of labor, and add real gross to every deal.

For each tool, I'll tell you what it does, what it costs, why you should care, and exactly how to get
started. If you only have 10 minutes, skip to tools #1, #4, and #7 — those are the biggest ROI
plays for most stores.

1 ChatGPT / Claude for BDC Sales & BDC Lead response, scripts, objection
handling
2 Podium Al Customer Al-powered text conversations
Comms
3 Lotlinx VIN Al Inventory Al-driven VIN-level ad targeting
4  AutoPhoto Al Merchandising Instant inventory photo enhancement
5 Fullpath (prev. Marketing Al customer data platform
AutolLeadStar)
6 Impel Al Digital Retailing Al-powered virtual assistants
7 Stella Al Phone/BDC Al phone agent for inbound calls
8 Record360 / Al MPI Tools Fixed Ops Al-powered vehicle inspections
9 DealerAl ChatBot Website Al chatbot trained on your inventory

10 Microsoft Copilot / Gemini Operations Al assistant for daily dealer tasks



The 10 Tools
ChatGPT / Claude for BDC Scripts

SALES & BDC
Héa]ﬂ does: General-purpose Al assistants that can write BDC email/text templates, handle
objection scripts, create follow-up sequences, summarize customer conversations, and generate
ad copy — all in seconds.

Why dealers care: Your BDC team spends hours writing and rewriting the same messages. A
well-prompted Al can generate a week's worth of follow-up sequences in 10 minutes. Top stores
are using these to A/B test scripts at scale and consistently hit 40%+ response rates on internet
leads.

Price: Free tier available. ChatGPT Plus: Verdict: Must-have. Zero risk, massive upside. If
$20/mo. Claude Pro: $20/mo. Per-seat, not you're not using this already, you're behind.
per-store.

How to start today: Sign up for ChatGPT or Claude. Feed it your best-performing BDC scripts
and ask it to create 10 variations. Test the best ones this week.

2 CUSTOMER COMMUNICATIONS

Hé i does: Al-powered text messaging that can have natural conversations with customers,
answer inventory questions, schedule appointments, and qualify leads — 24/7 — via the texting
platform your store likely already uses.

Why dealers care: 85% of customers prefer texting over calling. Podium's Al handles the
after-hours and overflow texts that your BDC misses. Dealers using it report capturing 15-25%
more leads from the same traffic, especially on nights and weekends.

Price: Starts around $400/mo per location. Al Verdict: Strong buy if you're already on Podium.
features are add-on pricing. Ask your Podium ~ The Al layer pays for itself in captured leads

rep for current dealer packaging. within 30 days.

How to start today: If you're already a Podium customer, call your rep and ask to demo the Al
auto-response feature. If not, request a dealer-specific demo.

L otlinx VIN Al

3 INVENTORY & ADVERTISING

Hé i does: Al-powered VIN-level advertising platform that analyzes your inventory daily and
automatically targets ad spend on the specific vehicles that need attention — aged units,
high-margin units, or whatever your strategy dictates.

Why dealers care: Most dealers spread ad dollars evenly or let the OEM digital program dictate
spend. Lotlinx uses Al to put every dollar where it drives the most turn. Dealers consistently report
10-20% faster turn rates on targeted VINs and significant reductions in 60+ day aged inventory.



Price: Typically $2,000-$5,000/mo depending  Verdict: High-impact for stores with 200+ units

on inventory size. Performance-based pricing ~ ©F @ging inventory problems. The ROl math is
. straightforward: faster turns = less floorplan
available for some packages.

cost.
How to start today: Request a VIN-level audit of your current ad performance. Lotlinx will show
you exactly where your ad dollars are being wasted.

AutoPhoto Al /Automotlve Al Photo Tools

INVENTORY MERCHANDISING
géa; |l does: Al tools that instantly enhance, background-replace, and standardize your inventory
photos. Take a lot photo with a messy background and get a studio-quality image in seconds.
Some tools also generate virtual 360 walkarounds from still photos.

Why dealers care: VDPs with professional-looking photos get 2-3x more engagement. But hiring
a photo team or spending hours in Photoshop doesn't scale. Al photo tools let you go from phone
shap to showroom-quality in under 30 seconds per vehicle, at a fraction of the cost.

Price: $100-$500/mo depending on volume. Verdict: No-brainer ROI. This is the easiest,
Some charge per-photo ($0.50-$2.00). Way fastest Al win for any dealership. Takes 15
cheaper than a dedicated photo team. minutes to implement.

How to start today: Take 5 lot photos on your phone right now. Upload them to one of these tools
and compare the before/after. You'll be sold in 60 seconds.

Fullpath éformerlx AutolLeadStar)

USTOMER DATA

5 MARKETING &

gé i does: Al-powered customer data platform that unifies your first-party data (CRM, DMS,
website, service records) and uses Al to identify which customers are most likely to buy, service,
or defect — then automatically triggers personalized marketing.

Why dealers care: You're sitting on a goldmine of customer data spread across 6 different
systems that don't talk to each other. Fullpath connects them and uses Al to find patterns humans
miss: 'This customer's lease is up in 90 days, they've been browsing SUVs, and their service visits
are declining — send them a trade-in offer NOW.'

Price: $1,500-$4,000/mo depending on store Verdict: Best-in-class for data-driven marketing.

size and modules. Multi-store discounts High price point, but the stores using it well see
available 3-5x return on marketing spend.

How to start today: Ask for a data audit. Fullpath will connect to your DMS/CRM and show you
how many opportunities you're currently missing.

forme I/}/L OutseIL)

ASSISTANT

ﬁ DIGIPAL RETAIL(iNG & VIRT

gé does: Al-powered virtual assistant that engages customers across your website, text, and
email with human-like conversations. It can answer inventory questions, schedule test drives, start
credit apps, and hand off warm leads to your sales team.



Why dealers care: Customers want to do more online before they walk in. Impel's Al handles the
digital retailing experience 24/7, qualifying leads and moving them down the funnel while your
team sleeps. Dealers report 30-40% of Al-started conversations convert to showroom visits.

Price: $1,000-$3,000/mo per rooftop. Volume  Verdict: Strong contender if your current
discounts for groups. website chat is underperforming. The Al quality
is notably better than first-gen chatbots.

How to start today: Mystery-shop your own website at 10pm on a Saturday. If the experience is
bad, you need this.

Stella Al (Al Phone Agent)
PHONE & BDC

#Z does: Al-powered phone agent that answers inbound sales and service calls with a
natural-sounding voice. It can check inventory, schedule appointments, answer FAQs, and
transfer to a live person when needed — with zero hold time.

Why dealers care: Dealers miss 20-30% of inbound calls. Every missed call is a missed
opportunity. Stella answers on the first ring, 24/7, and handles the routine calls (hours, directions,
service scheduling) that eat up your staff's time. The Al voice quality has gotten shockingly good
— most callers can't tell it's not human.

Price: $1,500-$3,500/mo per location. Often Verdict: Game-changer for stores with high call

replaces an overflow call center that costs more. Volume or staffing issues. The ROl is simple:
capture the calls you're currently missing.

How to start today: Pull your call tracking data. Count how many calls went unanswered or to
voicemail last month. Multiply by your average gross. That's what you're leaving on the table.

Al-Po ered Vehicle Inspections (MPI)

8 FIXED OPERATIO

ﬁé does: Al tools that analyze vehicle inspection photos and data to automatically identify
service needs, generate customer-facing reports with visuals, and recommend upsells — making
the MPI process faster, more consistent, and more profitable.

Why dealers care: Service is the profit center, but inconsistent MPIs leave money on the table. Al
standardizes inspections across all techs, catches items humans miss, and generates
trust-building visual reports that increase customer approval rates on recommended work by
20-35%.

Price: $500-$2,000/mo depending on service  Verdict: High ROI for fixed ops. If your effective

volume. Often bundled with existing inspection  12bor rate or hours-per-RO is below benchmark,
Al inspections close the gap fast.
platforms.

How to start today: Audit your current MPI completion rate and customer approval rate on
recommended services. If either is below 80%, Al inspection tools will pay for themselves month
one.

Al Chatbots Trained on Your Inventory

E E 9 EBSITE EAD GEN



What it does: Next-gen Al chatbots that are trained specifically on YOUR inventory, pricing, and
dealership info. Unlike generic chatbots, these can answer specific questions like ‘Do you have a
red Tahoe under $45K?" with accurate, real-time answers pulled from your actual feed.

Why dealers care: First-gen chatbots were glorified forms. The new Al chatbots actually
understand questions, check live inventory, and have conversations that convert. Dealers using
inventory-aware Al chat see 2-3x higher chat-to-lead conversion rates compared to traditional chat
widgets.

Price: $300-$1,500/mo. Wide range depending Verdict: Essential upgrade if you're still running

on features and integration depth. a basic chat widget. The technology gap
between old and new chat Al is enormous.

How to start today: Go to your website. Ask your current chatbot a specific inventory question. If
the answer is bad, you know what to do.

Microsoft Co

GENERAL OPERATI OI\P

ilot / Google Gemini for Daily Ops

It does: Al assistants built into the tools you already use (Microsoft 365, Google
Workspace). They can summarize emails, draft documents, analyze spreadsheets, create meeting
notes, and automate repetitive office tasks — all without leaving your existing workflow.

Why dealers care: Your managers spend 2-3 hours a day on email, reports, and admin work.
Copilot/Gemini cuts that in half. Summarize a 50-email thread in 10 seconds. Turn a messy
spreadsheet into a presentation. Auto-draft a response to every customer review. These are
time-saving tools for everyone at the store, not just tech people.

Price: Microsoft Copilot: $30/user/mo. Google  Verdict: The 'quiet winner.' Not sexy, but saves

Gemini: included in some Workspace plans, more total hours across your store than almost
any other Al tool.

advanced features $20/user/mo.

How to start today: Pick your busiest manager. Give them Copilot or Gemini for one month.
Track how much time they save on email and reports. Then roll it out store-wide.



Want more Al intel for your dealership?
This guide is just the beginning. Every week, The Dealer Al Guy breaks

down the latest Al tools, exposes vendor BS, and shares what's actually
working inside real dealerships.

Subscribe free at dealerAlguy.com

Al intel for the lot. No fluff. No vendor BS.
© 2026 The Dealer Al Guy. All rights reserved.




