Car Sale Tricks of the Trade

Adding charges that increase the
dealers’ profit at the time you sign

When a dealership runs an ad
with a picture of a well-equipped

car with a price of a
stripped down model to
entice you to come in.
You are then shown the
stripped down model and
quickly switched to the
well-equipped one with a
higher price tag.

Solution: Demand to see
the manager to express
your dissatisfaction. Ask
for a large discount. If they
are not willing to deal,
leave.

the contract; i.e., undercoating,
protection packages, dealer
installed options, credit life

When a salesperson cannot
convince you to buy today, he/she
insists that you leave your trade-in
at the dealership, keep the new car
overnight, and drive it home. This
way no other dealership can see
your trade-in, your neighbors and
relatives see the car, you fall in love
with it and have a hard time saying
no to purchasing the car when you
have to bring it back the next day.

Solution: Refuse to take the new
car home overnight, and take your
trade-in off the dealer’s lot.

insurance, disability insurance,
extended warranties, etc.

Solution: Read the contract
very carefully, on your own time.
Refuse to sign if it is not what
you originally agreed upon.

When the salesperson keeps refer-
ring to the car as “your car” to

get you unconsciously to accept
ownership of the car. Once accom-

plished, it is easier to get you to
sign the contract.

Solution: Keep reminding the
salesperson that you have not yet

decided to

purchase the
car and make it
“your car.”
When the salesperson plays the
role of the “good guy” and the
manager plays the “bad guy” to en-
hance the image of the salesperson.
The salesperson and manager may
even stage an argument in front of P

| Lowand High-Ballig | T
Low-balling occurs when the sales-
person quotes you a price on a car that
is lower than the current market price.
This is done to assure that you will
return to him/her before signing with
anyone else just to see if the offer still
stands. At this point, the salesperson
will tell you that he/she cannot sell

the car for that low a price because the
sales manager will not allow it. High-
balling is the same as low-balling,
except that a high trade-in allowance
figure is offered to you. Again, you
come in later and the manager will
not allow it.

you, with the salesperson trying to
persuade the manager to give you a
lower price. Once you believe that
the salesperson is on your side, you
drop your guard and become an
easy mark.

Solution: Leave the scene and
think about the offer overnight
before purchasing the car. Compari-
son shop in the meantime.

Solution: When faced with low-or
high-balling, leave and start working
with another dealer!




