
QUESTIONS TO ASK CAR DEALERS

About Low Interest Dealer Financing:

Will you be charged a higher price 
for the car to qualify for the low fi nancing?

Does the low-rate fi nancing require a larger-than-
usual down payment? Say 25%-30%?

Are you required to pay the loan off 
in a shorter period of time, say 12 

or 24 months, in order to qualify 
for the low-rate fi nancing? If 

this is the case, your monthly 
payments will be higher.

  Do you have to buy 
extra merchandise or 
services to qualify for 

the low-rate fi nancing?

Is the fi nancing avail-
able for a limited time 

only, and does it require 
that you take delivery of 

the car by a specifi c date?

Does the low interest rate 
apply to all cars or only 

certain models in stock?

If a manufacturer’s rebate is 
offered, are you required to give 

it to the dealer to qualify 
for the fi nancing?

About Special Dealer Promotions:

Does the advertised trade-in allowance apply to all 
cars, regardless of their condition?

Does a large trade-in allowance make the cost of a 
new car higher than it would be if you didn’t have a 
trade-in?

Is the dealer who offers high 
trade-in allowances and free 
or low-cost options actually giv-
ing you a better price on the car 
than another dealer who does 
not offer such promotions?

Does the dealer’s invoice  
refl ect the costs of options, 
such as rustproofi ng or  
waterproofi ng, that have 
already been added to 
your car? What are other 
dealers charging for these 
options?

Does the dealer have other 
cars in stock without expen-
sive added features? If not, 
can the dealer order one?

Are the special offers available 
only if you order rather than buying 
it off the lot?

Can you take advantage of all 
special offers simultaneously? Remember, careful shopping will help 

you decide what fi nancing, which car, 
and which options are best for you!
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