Buying a new car

Buying a new car Buying a new car is an exciting but significant decision.
Determine Your Budget
+ Decide how much you can afford, including down payment, monthly payments, insurance, fuel, and maintenance.

» Use online auto loan calculators to estimate payments based on loan terms (e.g., 36, 48, or 60 months).
¢ Get pre-approved for a loan from a bank or credit union to know your exact budget.

Choose the Right Car

* Needs vs. Wants: Consider fuel efficiency, seating capacity, cargo space, and safety features.
* New vs. Used: New cars come with warranties and the latest tech, but used cars are cheaper.

» Research Models: Read reviews, compare reliability ratings (e.g., J.D. Power, Consumer Reports), and check safety
ratings (e.g., NHTSA, IIHS).

Test Drive

¢ Schedule test drives for your top choices.
« Evaluate comfort, visibility, handling, and tech features.
» Test in different conditions (highway, city) if possible.

Check Pricing & Incentives

o Research the MSRP (Manufacturer's Suggested Retail Price) and invoice price.
* Look for dealer incentives, rebates, or low-interest financing offers.
¢ Consider end-of-year or holiday sales for better deals.

Negotiate the Price
» Get quotes from multiple dealerships (online or in person).
« Negotiate based on the out-the-door price (includes taxes, fees, etc.).
* Be willing to walk away if the deal isn't right.

Review Financing Options

¢ Compare dealer financing vs. bank/credit union loans.
» Avoid long loan terms (e.g., 72+ months) to minimize interest costs.
» Watch out for unnecessary add-ons (extended warranties, paint protection, etc.).

Finalize the Purchase

* Read the contract carefully before signing.
o Ensure all agreed-upon terms (price, trade-in value, fees) are correct.
» Verify warranty coverage and return policy (some dealers offer a short return window).

Take Delivery

¢ Inspect the car for any damage before driving off.
» Ensure all features and paperwork (title, registration, manual) are included.
¢ Set up insurance before driving the car home.

Post-Purchase Steps



» Schedule regular maintenance as per the manufacturer's guidelines.Keep records of service for warranty and resale
value.

« Consider gap insurance if you financed most of the car’s value.

Budgeting Like a Pro

* The 20/4/10 Rule: 20% down payment (reduces loan burden).
» -year loan term max (avoids excessive interest).
* Monthly payment < 10% of gross income (keeps finances stable).

Hidden Costs to Factor In:

 Sales tax, registration, documentation fees (~$200-$800).
 Insurance (get quotes beforehand—sports cars cost more).
¢ Fuel (compare MPG; electric cars save long-term).

Mistake to Avoid:

« Stretching your loan to 72+ months just to afford a pricier car—you'll pay way more in interest.
¢ Picking the Right Car
¢ Best Resources for Research:

Reliability & Ratings:

e Consumer Reports (annual auto issue).

« J.D. Power Dependability Study.

o Safety:

o *NHTSA 5-Star Ratings* (gov crash tests).

Pricing & Incentives:

« Edmunds, Kelley Blue Book (KBB), TrueCar (fair price checks).
» Dealer websites (check for hidden rebates).

Hot 2024 Trends:

o Hybrids & EVs: Toyota RAV4 Hybrid, Tesla Model Y (check for $7,500 tax credit eligibility).
* Best-Selling Affordable Cars: Honda Civic, Toyota Corolla, Mazda3.
 Luxury Bargains: Certified Pre-Owned (CPO) BMW/Audi/Mercedes (save 30% vs. new).

Mistake to Avoid:

« Falling for flashy add-ons (e.g., $1,500 "paint protection")—maost are overpriced dealer profit boosters.
¢ Mastering the Test Drive

What to Test:

e Acceleration/braking (try merging on a highway).

* Visibility (check blind spots).

» Tech features (Apple CarPlay, adaptive cruise control).

* Bring a Checklist: Phone charging ports, trunk space, rear-seat comfort.

Pro Tip:

* Test drive at the end of the day—salespeople are tired and may offer quicker deals.
¢ Negotiation Secrets

+ Before You Walk Into the Dealership:

» Getinvoice price (what dealer paid) from Edmunds/KBB.

o Email 3+ dealers for out-the-door (OTD) quotes—play them against each other.

» Know current incentives (manufacturer website).

Negotiation Scripts:



* "What's your best out-the-door price?" (Avoid monthly payment talk—it hides fees).
» "l have a lower offer from [Dealer X]—can you beat it?"
» "I'm ready to buy today if we agree on [X price]."

Dealer Tricks to Watch For:

» "Four-square method" (confuses buyers with trade-in, loan terms, etc.).

» "Lowball trade-in offers" (sell privately for 10-20% more).

* "Mandatory add-ons" (say no or walk).

¢ Mistake to Avoid:

» Accepting the first offer—dealers often have $1,000-$3,000 markup flexibility.

Financing Hacks

» Get pre-approved from a credit union (often 1-2% lower rates than dealers).
« |f dealer offers 0% APR, check if it requires giving up rebates (do the math).

Leasing vs. Buying?

¢ Leaseif: You want a new car every 2-3 years and drive <12k miles/year.

o Buy if: You'll keep it 5+ years (better long-term value).

¢ Finalizing the Deal

¢ Must-Ask Questions Before Signing:

» "Are there any dealer-installed add-ons?" (Demand removal if unnecessary).
» "What's the warranty coverage?" (Bumper-to-bumper vs. powertrain).

 "Is there a return policy?" (Some offer 3—7 days).

Documents to Review:

« Buyer's Order (final price breakdown).

e Loan Agreement (check for hidden fees).

« Warranty Booklet (know what's covered).

¢ Mistake to Avoid:

« Skipping the fine print—some dealers sneak in $500 "admin fees."

Post-Purchase Tips

 Break-in period (avoid hard acceleration for first 1,000 miles).
First oil change (follow manual, not dealer’s upsell).

Track recalls (check NHTSA.gov).

¢ Nuclear-Level Negotiation Tactics

The "Bait & Switch" Counterattack

¢ Dealers will advertise a low-price car that's "just sold" when you arrive.
¢ Your Move: Demand they honor the price on a comparable model or report them to the FTC.

 Script: *'| see this VIN# [XYZ] was advertised at $22,995. I'm here to buy it at that price—or should | contact your
GM/state AG about bait-and-switch fraud?"*

The "Manager’s Special" Exploit

* Buying a new car When they say "Let me check with my manager", they're stalling to pressure you.
* Your Move: Pull out your phone and set a 5-minute timer. "l need your best offer before this goes off."

The "Payment Shock" Ambush

¢ They'll ask "What monthly payment do you want?" to hide a high price.
» Your Move: "I'm only discussing the out-the-door price. What's your best cash offer?" (Even if financing)

Test Drive Secrets

 Steal Intel: Check the Monroney sticker (window sticker) for:



Dealer-installed options (e.g., $200 floor mats marked up to $599).
Demand a "Cold Start" Test (reveals engine issues in cold weather).
Check Tire Brand (cheap tires = dealer cut corners).

Hidden Money-Saving Hacks

"Dealer Cash" Loophole Manufacturers give dealers secret rebates (e.g., $1,500 "dealer cash").
How to Get It: "I know there’s dealer cash on this model. Apply it or | walk."

The "College Grad/First Responder" Discount

Many brands offer $500-$1,500 off for:

Recent grads (even trade schools!)

Nurses, military, firefighters

Some even stack with other rebates!

"Leftover New" Cars

Buying a new car Dealers will discount 15-30% to clear it.

Depreciation Avoidance

Worst 1st-Year Depreciation Cars (Avoid unless leasing):
Maserati (-37%) BMW 7 Series (-33%)

Mercedes S-Class (-32%)

Best Resale Value Cars:

Toyota Tacoma (loses only 20% in 3 years)

Subaru WRX Jeep Wrangler

Deal-Killer Red Flags

"Mandatory Add-Ons" Scam $1,500 "security etching" or "nitrogen tires" = pure profit.

Your Move: "Remove all add-ons or I'm leaving."

Spot Delivery Scam

They let you drive off, then call days later saying "Your loan wasn't approved—sign at a higher rate."
Defense: Demand a "funded deal" (loan approved before leaving).

"Gap Insurance" Upsell

Dealers charge $600+; buy it from your insurer for $20/year.

Best Time to Buy

Buying a new car December 31st: Dealers desperate to hit annual quotas.
Weekday Nights: Salespeople are tired and more flexible.

Avoid Saturdays: High traffic = less negotiation power.

Paperwork Checklist

Bill of Sale (Price + fees breakdown)

Retail Installment Contract (Loan terms)

Odometer Disclosure

Warranty Guide Lemon Law Rights (Get your state’s pamphlet)

The Secret World of Dealership Economics

The Hidden Profit Centers

Finance Office: Where 50% of dealer profits are made (warranties, insurance, add-ons)
Service Department: They want you married to their shop for maintenance

Holdback Money: 2-3% of MSRP manufacturers pay dealers AFTER sale (negotiate this!)

The Inventory Clock

New cars cost dealers $50-$150/day in floorplan interest
Best deals come when vehicle has been >60 days






