2004-05 Nissan Altima

Standard equipment….
Base Model:
The base 2.5 model ($16,850) comes standard with power windows, a green-tinted solar glass windshield, power steering, tilt and telescoping steering wheel, fold down center armrests front and rear, a 60/40 split folding rear seat and an in-glass antenna. Stereo and air conditioning are not part of the base package, however, and other options are limited to chrome wheels, automatic transmission and fog lights. 
S Model:
The 2.5 S ($18, 700) adds air conditioning, power mirrors, remote keyless entry with remote trunk lock, an eight-way adjustable driver's seat, cruise control, a six-speaker audio system, seatback pockets and a lock for the split rear seat. This is the most popular Altima, and Nissan offers several option packages to further increase its appeal. 

The Convenience Package ($1,680) features alloy wheels, 8-way power driver's seat with lumbar support, leather-wrapped steering wheel, steering wheel-mounted audio controls, trip computer, dual illuminated vanity mirrors, speed-sensitive volume control, automatic headlights and a vehicle security system.

The Convenience Plus Package ($2,500) adds a power glass sunroof with sunshade to the other goodies.

The Premium Convenience Package ($3,300) ups the ante with a Bose audio system that includes a six-disc in-dash CD changer. 
SL Model:
The 2.5 SL ($23,200) is the luxury Altima. It has most of the features offered in the Convenience Packages and comes standard with an automatic transmission, heated leather seats, a power driver's seat and simulated wood trim. The only convenience option is the sunroof ($850). For those who want all the goodies without the big engine, this is the car.

3 optional ‘packages’ available – can’t get just Bose system, must ADD package.

You may be able to talk the dealer into adding it separately…. maybe.  If not I would go to Circuit City or Best Buy and ask them what their best stereo/speaker package is and have them install it.  Doesn’t seem worth it to get entire package if all you want is the audio system.

Here are the packages:

	H01
	$3,300
	Premium Convenience Package
Includes 16" alloy wheels, 8-way power driver seat, driver seat manual lumbar support, auto on/off headlights, dual illuminated visor vanity mirrors, trip computer, Bose audio system with 6-disc in-dash CD changer, 8 speakers, radio data system, speed sensitive auto volume, vehicle security system, cargo net, sunvisor extensions, leather wrapped steering wheel, steering wheel mounted audio controls, front passenger 1-touch up/down power windows, key operated front window up/down, key FOB front window down and power glass sunroof.

	G01
	$2,500
	Convenience Plus Package
Includes 16" alloy wheels, 8-way power driver seat, driver seat manual lumbar support, auto on/off headlights, dual illuminated visor vanity mirrors, trip computer, mid-line audio with AM/FM radio and CD player, speed sensitive auto volume, vehicle security system, cargo net, sunvisor extensions, leather wrapped steering wheel, steering wheel mounted audio controls, front passenger 1-touch up/down power windows, key operated front window up/down, key FOB front window down and power glass sunroof.

	F01
	$1,680
	Convenience Package
Includes 16" alloy wheels, 8-way power driver seat, driver seat manual lumbar support, auto on/off headlights, dual illuminated visor vanity mirrors, trip computer, mid-line audio with AM/FM radio and CD player, speed sensitive auto volume, vehicle security system, cargo net, sunvisor extensions, leather wrapped steering wheel, steering wheel mounted audio controls, front passenger 1-touch up/down power windows, key operated front window up/down and key FOB front window down.


Here are other options that can be added, notice ABS is not standard with S model:

	R09
	1,300
	16" Chrome Wheels
REQUIRES F01 or G01 or H01. 

	T01
	800
	ABS & Side Airbag Package

	P92
	310
	Side Sill & Rear Splash Guards 
NOT AVAILABLE with B10. 

	U10
	280
	Fog Lights 

	A92/A93/A9
	240
	EC Mirror w/Compass & Temp

	A95/A96/A9
	220
	EC Mirror w/Compass 

	L92
	150
	Floor/Trunk Mat Set

	B10
	110
	Splash Guards 


Review:

There are reviews on each website.  They are all pretty much like this one but I picked this as an example.
Gold Standard Performance at a Tin Cup Price 
For years, people with modest means who needed the practicality of a four-door sedan were offered little more than a series of generic-looking, colorless, gutless rental car clones. Riding to their rescue is Nissan's Altima, a car that puts the "fun" back in fundamental transportation. 

For 2004, the spirited Altima line continues to offer a wide variety of trim levels and [image: image33.png]


engine/transmission choices. The 2.5, 2.5 S and 2.5 SL are all powered by an impressive 2.5-liter four-cylinder engine that seems to be laboring under the delusion that it is actually a small V6. You'll find the 2.5-liter's ample torque (181 lb-ft. at 6000 rpm) allows it to accelerate briskly, pull with vigor and run like the wind—all while sipping fuel at the miserly rate of 23-mpg city and 29-mpg highway. The 2.5 and 2.5 S come standard with a quick-shifting five-speed manual transmission and offer the option of a four-speed automatic; the 2.5 SL is available only with the automatic. 

The last trim level in the Altima arsenal is by far the best. The 3.5 SE comes with a long list of standard and optional equipment, all of which becomes secondary once you've experienced the potent output of the car's 3.5-liter V6 engine. Rated at an astounding 245-horsepower, the 3.5 SE is clearly equipped to outrun many high-end sports sedans costing tens of thousands more. Whether starting from a dead stop or passing up slower moving traffic, the 3.5 SE delivers instantaneous bursts of speed that generate enough g-forces to merge body with seat. 

All that power does come at a price, and you'll feel it mostly in the form of pure torque steer, a term used to describe a front-wheel-drive car's tendency to pull in the direction of the wheel getting power. Beyond this one minor observation, everything else about the 3.5 SE's handling abilities shine brighter than a mirror pointed at the sun. You can run the Altima through the tightest of turns, wrenching the steering wheel back-and-forth in a furious attempt to make the rear-end break loose, but it will all be in vain. The sport tuned suspension and independent rear-end are clearly resolute in their mission to keep the Altima connected to the road. 

As for the handling of the four-cylinder models, you'll find it is almost as good as that of the 3.5 SE and certainly light years ahead of your average family sedan. 

Performance and handling are only part of the Altima success story; the rest can be found inside the [image: image34.jpg]


car. Slip inside the Altima and you'll find a roomy cabin with ample legroom for both front and rear passengers. The driver is greeted by a sophisticated dash design highlighted by a pod-like instrument cluster that moves in conjunction with the tilt/telescopic steering wheel. At the center of the dash you'll see an oval panel that houses the audio and ventilation controls, all of which are illuminated by warm orange back lighting. Though soothing to view at night, some may find that the digital readouts become washed out in bright sunlight making them somewhat difficult to see. Nissan has improved the quality and texture of the interior plastics, but the Altima's interior is still not up to par with cars like the Honda Accord and the Volkswagen Passat. 

Though comfortable for passengers, some drivers may find the Altima's seats a bit on the soft side and could do with a bit more side bolstering, especially during sporting drives. 

Creature comforts are plentiful in the Altima. The base 2.5 comes standard with 4-wheel disc brakes, rear defroster, power door locks, tilt/telescopic steering wheel, split-folding rear seats, one-touch up/down power windows, 16-inch wheels with covers and illuminated entry. The 2.5 S adds air conditioning, keyless entry, dual power mirrors, speed control, upgraded audio and a longer options list. The 2.5 SL adds such luxury items as leather seats while both the SL and 3.5 SE offer heated outside mirrors, automatic day/night rear-view mirror, power driver's seat, AM/FM CD audio and much more. Options include a power moonroof, alloy wheels, side-impact airbags and a Bose audio system. 
Pricing:

According to most sites you should be able to get a good deal on a new 2004 model as they want to get them off their lot to make room for the 05’s.  Close or right at the invoice price is what I would aim for.  Remember, it’s in their best interest to move the vehicle, especially the 04’s.  If their not willing to deal – screw ‘em – move on to one who is.  There are plenty of people willing to work with you.  Don’t be afraid to get up and walk away – they might expect that and will call you back GUARANTEED.  It’s happened to me every time and they become much more willing to negotiate.  Besides, they are getting holdbacks and incentives (see below) so even if they don’t make a profit on the sale they’re still getting money on the deal.
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These 2004 models are discounted as the new 2005's begin to arrive. Because there is little or no price increase on the new models, it is possible to purchase these 2004 models for close to their original invoice price.


	2004 Nissan Altima
2.5 S 4dr Sedan (2.5L 4cyl 4A)

	 
	MSRP
	Invoice
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	National Base Price
A note about advertising fees
	$19,200
	$17,958
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	Regional Adjustment
for Zip Code [image: image5.wmf]

07920

Change
	-
	-
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	Optional Equipment 
	N/A
	N/A
	[image: image7.png]




	[image: image8.png]



	No optional equipment selected
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	Color Adjustment
	-
	-
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	  Not Sure

	Destination Charge
	$560
	$560
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	Total with Options
	$19,760
	$18,518
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	2004 Nissan Altima
2.5 SL 4dr Sedan (2.5L 4cyl 4A)

	 
	MSRP
	Invoice
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	National Base Price
A note about advertising fees
	$23,200
	$21,456
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	Regional Adjustment
for Zip Code [image: image15.wmf]

07920

Change
	-
	-
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	Optional Equipment 
	N/A
	N/A
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	No optional equipment selected
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	Color Adjustment
	-
	-
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	  Not Sure

	Destination Charge
	$560
	$560
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	Total with Options
	$23,760
	$22,016
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Websites used for research, dealer locations, reviews and pricing:

www.kbb.com
www.edmunds.com
www.nadaguides.com
autos.msn.com/home/new_research.aspx?src=Home&pos=new0
www.intellichoice.com
www.vehix.com
Costco Information:
All in all this looks like a good deal.  The trick is to find out who the ‘authorized dealer’ is and what the price they are offering for both your trade-in and the new car is.  Be sure to discuss the new car price before talking about your trade-in so they can’t bounce them off each other.

http://www.costcoauto.com/index.asp?ZipCode=07920
	Step 1. [image: image23.png]Select Your Vehicle




Deciding which new vehicle to purchase or lease is exciting, but it also can be overwhelming. Car Research helps you explore your options with side-by-side vehicle comparisons, available options, and Invoice and MSRP pricing. Reviews and Road Tests features informed descriptions of new models. If you already know what you want, go to the Contact a Dealer section.

	

	

	Step 2. [image: image24.png]Find an Authorized Costco Dealer




Our team of automotive professionals cover the nation looking for dealerships that meet the Costco Auto Program's standards of excellence. Participating dealerships are chosen for their large inventories, competitive pricing, proximity to Costco warehouses and superior customer service. 

You will be given the name and contact information of the Authorized Dealer Contact at a participating dealer near you. You can call the dealer yourself at any time, or the contact will call you within 24 hours to discuss your selection and make an appointment. Be sure to speak only with the Authorized Dealer Contact. 



	Step 3. [image: image25.png]Ask for the Member-Only Price Sheet
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Bring your Costco membership card when you meet the Authorized Dealer Contact to select a vehicle. Ask to see the Costco Member-Only Price Sheet and the Manufacturer’s Invoice to calculate the Costco Member-Only Price of the vehicle. Members also are entitled to any manufacturer’s rebates, incentives or special financing offers. 

Remember: ONLY the Authorized Dealer Contact can provide the Member-Only Price.



Why should I use the Costco Auto Program?
Members using the Costco Auto Program save money, time and hassle on new vehicle purchases and leases. Our field staff selects participating dealers that offer competitive pricing and superior customer service. Our Competitive Shop staff surveys more than 1,000 dealers every month to keep our pricing up-to-date. In the unlikely event that a problem should arise, our Member Advocacy Group will work with you to resolve the situation. When you use the Costco Auto Program, a full complement of industry professionals stands behind you. 
What should I do if I have questions about my dealer experience?
Our Member Advocacy Group was created to assist you whenever you have a question or concern with one of our participating dealers or any aspect of your new vehicle purchase. We address all member issues. The Costco Auto Program goes to great lengths to ensure our members have a no-haggle, no-hassle car-buying experience. Our member advocates can answer any questions you may have and are here to assist you before, during, and after your purchase so please don’t hesitate to contact us. You can reach us at 1-800-556-4730, Monday through Friday, 6 am to 7 pm PST. 

Why doesn’t the Costco Auto Program tell me the vehicle price?
The exact price of the vehicle is determined by the particular vehicle you select. Differences in optional equipment and accessories will affect the sale price. You are quoted the Member-Only Price once you have selected a specific vehicle. If you have any questions about the price the dealer has quoted, the Member Advocacy Group can review the offer for you. 

Where does the Costco Auto Program operate?
The Costco Auto Program has assembled a network of more than 2,000 dealerships at most warehouses in the contiguous U.S., Hawaii and Puerto Rico. The program offers most major brands, so check the Contact a Dealer section of this site to see if your favorite make is available in your area. 

Does the Costco Auto Program offer all makes and models?
The brands and models available vary according to location. We make every effort to offer most brands in most areas. However, some local dealers may be unwilling or unable to meet Costco Auto Program criteria for pricing and service. If your search results indicate there is no nearby dealer, you can telephone our Member Advocacy Group at 800-755-2519. 

Can I go straight to the participating dealer or do I need to go through the Costco Auto Program first?
Costco members wishing to purchase vehicles through the Costco Auto Program or receive a discount through the Executive Benefit Parts and Service program must always use our Web site or call center to locate and make an appointment at a participating dealer. This allows us to ensure that you receive excellent value and service, and prevents you from visiting a dealer that no longer participates in the program and cannot provide Costco pricing or service discounts. 

Do I have to wait for the dealership to call me to make an appointment?
No, you may call the dealer at any time. You will be given the name and phone number of the Authorized Dealer Contact at the dealership. Speak only with the Authorized Dealer Contacts, because they are the only people authorized to give you the Costco Member Only Price. 

If I submit a vehicle request, am I obligated to purchase from the Costco Authorized Dealer?
No, of course not. Although many members do end up purchasing vehicles because of the program’s exceptional value, you are not required to take delivery, or to promise to take delivery, in order to get pricing information. However, to be sure you receive Costco quality pricing and service, you need to speak only with our authorized contact at a dealership to where we referred you. 

Can I lease a car through the Costco Auto Program?
Absolutely. The Costco Auto Program dealer will offer you the same price for a lease as for a purchase. In leasing, the “Agreed Upon Value of the Vehicle” is equivalent to the “Member-Only Sale Price” in a purchase. The monthly payment amount is determined by a variety of other factors. For more information, visit our Leasing versus Buying section under Vehicle Pricing and Research. 

What if the dealer doesn’t have the car I want?
Our dealers will explain the choices available to you when you are selecting a vehicle. If an acceptable vehicle is not available from dealer inventory, the dealer may offer to trade from another dealer or factory-order one for you. Trading with another dealer may incur an additional charge, which will depend on the individual circumstances. The dealer will advise you of the charge before you commit to the trade. 

Can I factory-order my car?
Yes. The dealer will explain the process when you are selecting a vehicle. Some dealers receive allocations of vehicles from the manufacturer, and may not be able to guarantee that the vehicle as you describe it will be built. In those situations, the dealer may be able to reserve an incoming vehicle for you, but it still may not be an exact match, and it could take a couple of months to arrive. Regardless of the brand, you generally are entitled to any rebate or special rate financing that is available on the day of delivery. If the manufacturer changes the offer between the dates of order and delivery you receive what is available the day of delivery. 

Does the Costco Auto Program offer pricing for used cars, too?
No, not at this time. 

What is the invoice price?
The manufacturer’s invoice price is sometimes called dealer cost, and commonly refers to the amount paid by the dealer to the manufacturer for a particular vehicle, including any options, advertising, destination and holdback charges. 

What is holdback?
Some manufacturers pay dealers holdback for the sale of vehicles the manufacturer has delivered to them. The funds are called holdback because it is money that the manufacturer “holds” for the dealer and pays back every few months. The amounts are generally 1-3% of the total invoice. Holdback is sometimes described elsewhere as “hidden profits” for the dealer. Holdback is one of the factors considered when negotiating pricing with the Costco Auto Program participating dealers. 

How does using the Costco Auto Program affect my trade-in?
It doesn't. To learn how Trade-ins work, visit Car Research on this site. You also can use this section to estimate your vehicle’s trade-in value. 

How is my trade-in figured into the deal?
The Authorized Contact will tell you how much the dealership will give you for your trade. You can accept it, or sell the vehicle on your own. The Trade-ins section can help you decide. If you do decide to trade, the value of your trade-in is applied to your purchase in the manner required by law in your particular state. 

Leasing/Buying info and tips:
[image: image26.png]Automobile Leasing




Traditionally, leasing vehicles was popular with self-employed people and businesses who treated the vehicle as an expense, not as a personal car. Consumer leasing exploded in the 1980s, and at one point, almost a third of all new car deliveries were leases. The market has moved back to purchasing; last year approximately one-quarter of all new cars delivered were leased instead of purchased. 

Auto manufacturers, finance companies, banks and credit unions all offer consumer leasing programs. In the 1990s, the Federal government regulated the industry by requiring all lease agreements to follow the same standards, regardless of the bank (the lessor). The regulations benefit consumers and have helped leasing remain a popular option, because consumers can compare lease deals easily and fairly. 

As attractive as it may be, leasing may not fit everybody's needs and lifestyles. The following information will help you decide whether leasing or buying is the best option. 

[image: image27.png]Leasing vs. Buying: What's the Difference?




With leasing, you only pay for the portion of a vehicle's original value that you "use," which is the amount by which it depreciates over the term of the lease. For example, if you lease a car that costs $20,000 but is worth $12,000 after 36 months, you pay for the $8,000 of the value you “used,” plus interest. When you buy, you pay for the entire car. This is why leasing offers significantly lower monthly payments than buying. 

Interestingly enough, the amount that two similarly priced cars depreciate over the same length of time can vary quite a bit. For example: Brand A and Brand B each offer a 6-cylinder sedan that sells for $20,000. The Brand A model is worth $10,000 at the end of three years, and the Brand B model is worth $12,000. Assuming everything else is the same, the payment for the Brand A car will be significantly higher than for Brand B. 

The actual payment also can vary from lessor to lessor. The Brand A vehicle could have different payments from different banks because each lessor uses their own method of determining the car’s future value. If one lessor thinks it will be $10,000, and the other $10,800, then the second one will have a lower payment (with everything else the same.) 

To compare, factors that affect how much the payment will be include: allowable mileage/year, service or rent charge (fee for use of the money), how long the lease will be, the future value of the car and the acquisition fee (paid to the bank at inception). 

Factors that don’t affect the payment, but could still affect your wallet, include the mileage charge for any miles over the allowable amount and any security deposit requirement. 

The lease agreement will show that the payments are made up of two parts: a depreciation charge and a service or rent charge. You pay the lessor for the loss in value of its asset, as well as the charge for the use of the money. 

Loan payments, similarly, also can break into two parts: a principal charge and a finance charge. The principal charge pays off the vehicle's original purchase price, while the finance charge is interest. 

Loan payments satisfy the interest first. The remainder contributes to the principal and creates equity. Equity is the amount of your car's value you keep after the loan has been satisfied. 

Leasing resembles buying, but without the equity. You only pay for what you use. It's true that you don’t own the vehicle during a lease, and it’s also true you are not paying to own it. 

To compare a lease and a purchase, when leasing you basically have the choice of getting more car for the same payment, or a lower payment for the same car. 

[image: image28.png]Leasing vs. Buying: Which is Better?




Deciding between a purchase and a lease is generally more of a lifestyle question than a financial one. 

Leasing tends to benefit people who regularly get a new car, every three to four years or so, and who prefer to not worry about any major mechanical repairs. Most lease cars are covered by the manufacturer’s warranty for the term of the lease. Leases typically require small amounts of cash at inception, usually the first payment and a security deposit. 

The down side is the condition and the insurance. People who lease need to be aware of mileage charges that can occur, and to return the vehicle in good shape. Each leasing company has its own idea of what constitutes “good,” but, suffice it to say, broken or missing parts and collision damage will result in additional charges. The leasing company may require insurance coverage greater than what a buyer would normally carry, and that can add to the expense of leasing. 

Purchasing tends to benefit people who keep their car for a long time, or drive a lot of miles, and have a downpayment or a trade. In the beginning, the owner absorbs the immediate depreciation of the vehicle. If they properly maintain it, the car could last for years beyond the payments, and reward the owner with payment-free miles.
	Haggling: Negotiate Up From The Invoice Price

	


	Negotiate up from the invoice price, not down from sticker price.  MSRP is an ambiguous figure that you can ignore, unless you're looking for a vehicle in short supply.  Demand for a newly-introduced auto (usually a sports car) may easily outstrip supply, and dealers are under no obligation to sell any vehicle for less than MSRP, especially one that's hard to find.  They'll only do it if they can't otherwise sell the car.  And that's the case with you, the smart car shopper.
You already know the invoice price from your research.  You're aware of the 2% to 3% holdback the dealer will receive from the manufacturer when the vehicle is sold.  High-volume dealerships qualify for additional manufacturer discounts, making them more willing to sell vehicles near invoice.  You'll need to allow the dealer to add some gasoline and advertising costs (usually $200-$400) to their invoices totals, and you're willing that they should make a reasonable profit (roughly $500 on $25,000).  Get favorite dealer distraction topics out of the way by mentioning that you might get your financing from the dealer but you're also looking around; and that you might trade in your car but haven't decided yet.  Repeat that your interest is in their asking price, based on dealer invoice.
If you negotiate up from dealer invoice, as suggested, the actual price negotiations shouldn't take long.  Don't offer higher bids unless the dealer reciprocates with lower prices, and keep your price increases under $100 a crack.  Know your target price, and be prepared to walk if you meet a negotiating wall.  Take your salesperson's card and leave your card; repeat that you want to buy in the next few days; and go to your next appointment.
Used Vehicles: A Higher Price Is Not Necessarily Better (Or Worse) - Negotiating for a used car is similar to new vehicle negotiations except that there's no dealer invoice.  Although dealers itemize every single expense resulting from refurbishing a used vehicle, they don't show you that worksheet.  Franchised dealers make their biggest profits from used vehicles.  On the plus side, they usually have the cleanest, lowest mileage used cars, and often offer factory certified used vehicles (a manufacturer's certification is usually as good as most third party extended warranties).  Smaller, non-franchised, specialist dealers don't make nearly as much profit, but their expenses and overhead are significantly less.  Their warranties are not generally as good, and they may not have repair facilities. 
Successful Negotiating depends on your knowing the fair market value of the vehicle you're interested in.  Come equipped with your mechanic's report.  You are at a slight disadvantage here because the dealer knows your mechanic has approved the purchase; but you know of other cars if this deal doesn't work out.  So haggle.  Knowing what fair market value is, you could offer 85%, and stop at 90%; or you could start with subtracting 100% of the repair cost from the asking price, and haggle up to 50% of the difference (the price difference between the asking price minus repair estimate and the fair market value minus the repair estimate).  
Acceptable Deal
Best Deal 
Dealers Asking Price 
   $8000 
Fair Market Value  
   $7400 
Repair Estimate : 
 - $1200
Repair Estimate : 
 -$1200
Sub Total
   $6800
Sub Total
   $6200
Try to negotiate the $600 difference 
Show the dealer your mechanic's estimate.  If you're buying a car with an asking price of $8,000 dollars (with a fair market value of $7400) and your repair estimate is for $1200, I suggest offering the dealer $6,200 to start with.  Don't offer more money unless the dealer comes down an according amount.  Keep your increments to no more than $100 a shot.  If you don't have an agreement when you reach your limit, walk, politely, leaving your phone number, and go see the next candidate.  


The Business Manager (or Finance Officer) - After you've negotiated a price for your vehicle, most salespeople will escort you to the dealer's business office to sign your final sale or leasing contract.  At smaller dealers, the sales manager handles this job as well.  The title is irrelevant.  The function of this step is to try to get more money from you.  Most of a new-car dealer's profit is earned by these well trained, highly paid and very successful super salesmen. Watch out!
Refuse the insurance coverage and dealer installed extras (like paint sealant, rust proofing, VIN# etching, electronic corrosion prevention, pin striping, fabric protection, and alarm systems) that the manager suggests.  These extra-cost add-ons constribute nothing to the value of your car at trade-in time, and exist only to fatten the dealer's profit at your expense. No conclusive evidence exists that any of these protective add-ons actually work, while aftermarket remote-starters and alarm systems can butcher your car's electrical system.
The last place you want to buy insurance is from an auto dealer. Unless you're buying used, decline the extended warranty as well.  If you need an extended warranty, keep in mind that the price of coverage is negotiable (see Warranties Explained).  
If you're buying a new vehicle with a manufacturer's special financing plan (0% to 3.9% APR), make sure the price you negotiated shows up on your sales contract.  Dishonest dealers may try to insert the MSRP instead of the price you agreed upon.  Double check the dealer's math as well, mistakes happen all the time.  
Your Trade-In - If you've decided to trade your car in, rather than donating or selling it privately, now is when you can finally discuss your trade-in.  If you've followed my advice you know what it's worth both wholesale and retail.  You have an idea of how much hassle it would be to sell it through the newspaper, and how much satisfaction it would (or wouldn't) give you to donate the car to a charity.  Knowing all this, you should have a good idea of what price the dealer will offer you for your trade-in. 
It's time to discuss dealer financing wiht the business manager or finance officer.  You already should know what you can get via third-party financing.  If the dealer can offer you better terms, take them; if not, no problem.
The Leasing Manager - Same as with the business manager.  Decline all extras.  If you haven't already read Leasing Explained, do so now.
What Else Should You Know Before Negotiating? -  There is more money available to play with than your salesperson will admit to. Not all of the items below are negotiable, however they all add up to additional hidden profits for the dealer. Several thousands of dollars can be made by a shrewd dealer who sells a car "at invoice".  As a friend of mine says, "a sucka needs to know!"
Holdback - Manufacturers pay a hidden financial incentive called a holdback to their dealers when a new vehicle is sold.  Most dealers finance their inventory through the financial arm of their manufacturer, or through a local bank (called a floor plan). Manufacturers return the interest the dealer has to pay on those loans by issuing them a "holdback" check every 90 days.  The amount is based on the MSRP or retail invoice - less destination charges, and averages between 2% and 3%, depending on the manufacturer.  Since most dealers rotate their inventory in less than 90 days, the holdback more than covers their finance charges, and ends up as additional profit to the dealer. Cars that remain on the lot longer than 90 days starting eating into that profit, so dealers try to move those cars first. To see how dealer holdback can effect your deal and to view current holdback percentages see our Holdback Page.
Carry-Over Allowances - Domestic manufacturers traditionally offer their dealers cash incentives, or discounts, to purchase end-of-model-year vehicles. When new 2001 models start arriving at dealers, in-stock and previously ordered 2000 model-year vehicles are considered to be carry-over vehicles and are eligible for the incentive which ranges from five hundred to several thousand dollars, depending on the vehicle.  Although they're not required to, dealers usually pass some of this savings on to customers in the form of special year-end clearance sales.  Keep in mind that carry-over allowances are in addition to rebates and other manufacturer to dealer incentives.  As with most other behind the scenes payments, don't expect your salesperson to acknowledge it, some dealers don't let their salespeople know about them either.
Dealer Incentives - Manufactures offer their dealers special incentives on stagnant inventory during different times of the year.  As with carry-over allowances, the biggest incentives occur at the end of the model year, although some older models scheduled for replacement or euthanasia may be eligible as well (current incentives range from $500 to $6000). The best source for researching current manufacturer-to-dealer incentives is Edmunds. As with all "secret" manufacturer to dealer incentives, they must be factored in separately from any manufacturer rebates. Dealers are not required to pass incentives on to the consumer, they are a "secret" manufacturer-to-dealer discount. Rebates are entirely different, they are an "advertised" manufacturer-to-consumer discount.
Packs - Dealers take the total of their advertising budget, utility bills, and insurance payments, divide it by the number of cars sold in the previous year, and come up with a per-vehicle overhead charge that is "packed" or added into the price of every vehicle. Packs range from $300 to $500 per vehicle (depending on the market) and are generally non-negotiable just like dealer holdback payments. Some dealers only charge for advertising, or split up the overhead in different ways. It doesn't really matter how they do, you'll end up paying for it either way.
Special Manufacturer's Financing and Rebates - Before you go shopping, look at Rebates, Incentives & Special Financing on Internet Resources, to find out if any of the models you're looking at gets a rebate.  Some manufacturers offer you a choice of taking special low financing (currently as low as 0.0%) instead of a rebate if you qualify.  We STRONGLY suggest getting your financing first, then applying the Manufacturer's Rebate to your purchase price. Combining a manufacturer rebate with pre-approved financing through someone like or PeopleFirst.com[image: image29.png]


 (both highly recommended) is a great way to maximize your savings.[image: image30.png]


 Rebates and special financing are factory sponsored discounts intended to give new-car buyers a deal on slow-moving inventory.  However, some unscrupulous dealers see them as icing on the cake, and may try to tell you there isn't one when in fact there is.  If a dealer successfully shields the existence of a rebate from a qualifying customer, the dealer gets to keep it.  Speak up about any rebates or special financing you know about.  Certain manufacturers (Chrysler, Ford, & GM) are currently offering the highest rebates in their history ($500 to $3500) on slow moving inventory, so now is the time to take advantage of them. You'll rarely see a rebate on a hot-selling car, because they don't have to offer one; the car is selling itself.  
Do Your Research Before You Go To Negotiate With The Dealer! - When the time comes to negotiate the price, do so BEFORE you discuss the financing, BEFORE you admit you have a trade-in, and BEFORE you subtract your rebate.  Some dealers try to charge MSRP (Manufacturer's Suggested Retail Price, or sticker) instead of fair market value (or negotiated value) for vehicles with rebates.  The dealer may lead you to believe that the factory-to-customer rebate is part of their dealer's discount, subtract it from the MSRP, and announce that negotiations are over.  Don't fall for this.  The dealer's holdback already takes care of the dealer.  The rebate is part of your down payment, and is not to be taken off the MSRP.  The same goes for first-time-buyer and college graduate incentives.  Don't let the dealer take manufacturer's money meant for you. 
If you have ample cash on hand for your down payment (at least 20%), the special (1.9%) financing could save you money over the course of your loan.  If you are short of cash for your down payment, you'll probably want to apply the rebate to the down payment.  Again, make sure the rebate is applied as a cash down payment, and not just subtracted from the MSRP.  
A deal with a rebate should be written as follows: the dealership adds up the negotiated purchase price, applicable taxes, license fees, document fees, etc. into a grand total.  Then your down payment, including the rebate and any cash you submit, is subtracted from that total.  The resulting balance will be your final price (the amount due at delivery or amount to be financed).
Is There A Good Time To Buy A Car ? -  The best time to buy a car is when you're ready to buy it.  However, dealerships track their sales on a monthly basis, so purchasing at the very end of the month may get you a better deal.  Don't fall for the special sales advertisements you see in the paper and on TV, with the exception of year-end model closeouts, which can be a good deal -- if you plan to keep the car more than four years.  Otherwise depreciation erases your savings: as soon as the new model comes out, yours is officially one year old; when you've owned it a year, it's depreciated two years' worth.
Trading in your car - This means selling your car to the dealer you're buying from.  Dealers like trade-ins; they're icing on the cake for many profitable deals.  As I suggested in Dealing with Dealers, don't admit you have a trade-in until AFTER you  negotiate the price of the vehicle you're buying.  The value of factory rebates or low APR financing can easily be erased if your trade-in enters the picture too early.  That's because if they know you have a trade-in, they will tell you they plan to give you a thousand dollars for your car, when they were actually prepared to give a thousand dollars off the list price as part of normal bargaining, even with a customer who had no trade-in.  
The first step is to make sure it looks like a car you would want to buy.  Unless you have experience in car detailing, spend the $100 to $150 for an appointment with a professional car detailer.  Any auto worth $1000 or more will benefit from a doll-up.  If you're really thrifty (cheap), take it to a carwash that features interior cleaning.  For less than $20 your car may look good enough to increase its trade-in value at the dealer.  The idea behind all this cleansing is to give the dealer's used-car appraiser as little reason as possible to deduct for a dirty, mistreated car.  Remove all personal papers and items from the car's interior and glove box.  Leave maintenance receipts, warranty contracts, and owner's manuals in the glove box.  Make sure your detailer cleans and vacuums your trunk.  If you still have them, include your jack and spare tire too, but remove your jumper cables as they may give the appraiser the wrong impression.  If you have a mechanic, see if he can give the car a once-over before you go to the dealer.  Sometimes squealing belts and minor leaks can be fixed temporarily without a large expenditure.  I do not recommend any major repairs.  Save your money for your new vehicle.
When taking in a trade, the used-car manager assesses the condition, age, and mileage of the vehicle to estimate how much the car would bring at a wholesale auction.  He then deducts the expense of auctioning the vehicle (typically $300).  That adjusted amount becomes your trade-in value.  That amount is deducted from the price you've negotiated, to determine your final price.  
Because you're getting wholesale value for your trade-in, the amount will be significantly lower than you might get by selling the car to a private party.  However there are two advantages to trading in your old car.  Most states collect sales tax only on the difference in cost between the trade-in value and the price of the new car.  This helps narrow the gap between the actual (wholesale) trade-in value and what you might get if you sold it privately.  In addition, there are no advertisements to pay for, and no annoying phone calls, window shoppers, test-drives, or potential lawsuits to deal with.  Once the car is given to the dealer and the paperwork is signed, it becomes their problem.
	Buying vs Leasing: Leasing Explained

	


	
Loans versus Leases -  Loans enable people to buy things.  A lease is a rental agreement.  Once you make all the payments on an installment loan, you actually own your car; whereas, when all the payments are made on a lease, you own nothing.  Before you lease, we STRONGLY suggest using a loan payment calculator
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 so you know what the payment would be if you decided to finance (purchase) the vehicle instead of leasing it. You'll quickly see how changes in rate, purchase price, term, and down payment can effect loan payments. Those same factors will effect your leasing payments as well.
Who Should Lease? - Leasing began as an economical way to provide vehicles for business use. Today it's a way for private individuals to drive more car than they can afford.  A significant portion of the new Mercedes-Benz, BMW, and Lexus vehicles on the road are leased.  If you are a small business owner, or use your vehicle exclusively for business, leasing may be a good idea.   However, if like most Americans you can't deduct lease payments from your taxes, I can't recommend it.  As a rule, the cycle of ownership costs less than the cycle of leasing.  In other words, once all the fees are added up, you'll pay less to buy a new car you'll own than to lease a car you won't.
Dealers will tell you that a lease is good for people who want to drive a new car all the time.  Leasing also appeals when people want lower monthly payments and want to drive something they can't otherwise afford.  I say it's not worth it unless you have money to burn.  You have all the responsibilities of ownership with none of its advantages.  The vehicle is owned by the finance company, yet you are responsible for maintenance, repairs and insurance.  Leases limit the number of miles you can drive: if you drive over 15,000 miles a year, your odometer becomes a cash register for the finance company.  The only financial advantage of leasing for anyone (other than business use) is that state sales tax need only be paid once a month, as it's based on the amount of each monthly lease payment.  If you buy a car it must be paid all at once and is usually rolled into the loan.
New Problems For Potential Leasing Customers - Millions of car leases financed by banks are expiring just as domestic new car prices appear to be falling. In 1998 only 38% of lease customers turned in their vehicles at the end of the lease.  Due to aggressive pricing and rebates offered by domestic automakers that percentage has risen to over 56% this year and third party financiers (banks and finance companies) are panicking. The result is a gap between what banks expected the vehicles to be worth and what they're actually fetching at wholesale dealer to dealer auctions. In 2000 that gap cost banks about $2,000 per vehicle. This year (2001) losses are expected to rise to between $2,500 & $3,000 per vehicle. Major financing companies like GE Capital and First Union have eliminated their leasing programs altogether while Chase, Bank of America, and Bank One are significantly scaling back their operations. For the leasing customer the result is that fewer banks are willing to lease, and the cost of the available leases is significantly higher.

In the past, car dealers could chose between four or five different leasing sources. The current situation limits their choices to one or two and the manufacturers own leasing programs offer better prices than the third party resources that remain. The reason is that the manufacturer's financing companies (Ford Credit - GMAC - DC Credit) aren't suffering nearly as much because their leasing losses are offset by the profits made when the vehicle was sold initially. Losing money on lease turn-ins is seen as a normal part of doing business for the Big Three.

Leasing's Hidden Costs - Your contract outlines the condition a vehicle must be in when you return it.  Dings and scratches must be professionally repaired, broken cup-holders must be replaced, cigarette burn-holes must be eliminated, all 4 tires must match.  You will be charged list price for any repairs or replacements, in addition to your termination (vehicle return) fee.  Things you might never repair if you owned the car may have to be fixed before the end of the lease. 
A Lease Is A Contract - Basically a lease is a contract in which monthly payments are made to a leasing agent in exchange for the use of the vehicle for a predetermined (24, 36, or 48 months) amount of time.  Unlike financing, where the payments are based on the entire cost of the vehicle, lease payments are calculated to cover only the estimated amount of depreciation, plus interest. You're only paying for the depreciated (used up) portion of the car's original value, not the entire selling price.  It's comparable to renting an apartment instead of owning a house.  
Early Termination - Salespeople may tell you it's easy to end the lease before your contract expires, but don't believe them.  A leasing contract is difficult and expensive to terminate early.  Your credit will be ruined, and you can be sued for breach of contract if you don't pay the stiff penalties assessed.  There are lots of customers driving unwanted leased cars they can't afford to turn back to the bank.  Dealers will gladly pay your penalties and buy you out of your current lease, but the premature turn-in fees ($1000 or more) will be added on to your new loan or lease payments.  Don't even think about leasing unless you can keep a vehicle for the entire term of your contract.
Negotiate For the Car and Financing Separately - Negotiate the price of your car separately from your leasing arrangements.  A lease is a different commodity from the car.  Just as you would with a loan, find your financing before you enter into negotiations with the dealer.  And don't reveal that you intend to get your leasing elsewhere until you've finalized the vehicle's price.
Manufacturer's Rebates - Before you go shopping, find out if there is a rebate on any of the models you're looking at.  (See Step 6.)  If you go through a third party leasing company (e.g. GE Capital, Chase, or Nation's Bank), the rebate will be applied to your down payment.  If you go through a manufacturer's leasing subsidiary (e.g. Ford Credit, GMAC, Mercedes-Benz Credit), the rebate is typically added to the residual value of the vehicle.  Either way, you get the rebate, either at the beginning of the lease or at its end.  Beware of unscrupulous dealers, who might try to tell you that leases don't qualify for the rebate.  Rebates apply whether you're buying or leasing.
A leasing deal with a rebate should be written as follows: the dealership adds up the negotiated purchase price, applicable taxes, license fees, document fees, etc. into a grand total, the capitalized cost.  Then your capitalized cost reduction (down payment), including the rebate and any cash you submit, is subtracted from the capitalized cost.  The resulting balance is your gross capitalized cost.  Your lease payment is determined by the difference between the vehicle's residual value and the gross capital cost.  A lower gross capital cost means a lower monthly payment for you.  Make sure the rebate goes from the factory to you, not from the factory to the dealer.
CreditReporting.comHow's Your Credit? - If you have no idea what your credit report shows, now is the time to order a 3-bureau (TRW, Equifax, & TransUnion) credit report from .[image: image32.png]


 See what's in your report before you speak to any car dealer or financial institution.  Many people don't know what's on their credit report, but don't be surprised if your car dealer has seen it.  Lenders determine the credit of a prospective borrower using data obtained from TRW, Trans Union, and Equifax.  Consumers receive an  A, B, or C grading based on their income, credit history, and previous debt experiences.  A-rated borrowers, the VIPs of the financial world, get the lowest rates and typically qualify for most leases.   B- and C-rated borrowers are not considered bad problems anymore and can usually buy a vehicle with a substantial down-payment or co-signer. However B- and C-rated borrowers rarely qualify for a lease without a very large downpayment.  
The Money Factor - Money factor is a purposely confusing term for the calculation of the interest portion of the monthly payment in a lease; the number must be multiplied by 2400 to get the annual percentage rate.  The lower the risk for the lessor (meaning the better your credit rating), the lower the money factor.  

Used Car Leasing - Since the majority of depreciation occurs during the first 18 months of a vehicle's life, used-car leasing makes more sense than new-car leasing.  You save money because the lease payments are based directly on the amount of depreciation that occurs during the term of the contract.  Lenders, however, consider used vehicles more of a risk than new vehicles and often charge a higher money factor (interest rate) to lease them.  Used-car leasing began with a handful of manufacturer-driven lease programs on some high-end luxury cars and SUVs.  It now accounts for over 15% of all automobile leasing activity, and the amount is growing every year.  Manufacturers see it as a profitable way to unload the millions of vehicles returning from new car leases, as they get to lease the same vehicle twice.
Make sure to find out the cost of leasing the same model new before considering a used-car lease.  A vehicle 24 to 36 months old is your best candidate.  Look for low-mileage vehicles, as their residual value will be higher, keeping your monthly payment lower.  The devaluation of a vehicle accelerates as it reaches its 5th birthday, so keep the lease to two or three years max.  It's also wise to see if an extended warranty applies.  If not, consider a term equal to the length of your lease, or get the dealer to offer you an extended warranty at a discount.
Residual Value - A car's residual value is the largest contributing factor to the cost of a lease.  Residual value is the amount it will be worth at the end of the lease.  Depreciation is the difference between the selling price and the residual value estimated by the leasing company, expressed as a percentage of Manufacturer's Suggested Retail Price ( MSRP).  If the market likes a vehicle (for example the Toyota Avalon, Ford Explorer, Lincoln Navigator, Honda CR-V), it will have a higher than average residual value.  Cars with lower perceived values (Contours, Metros, Neons, and most Hyundai's) have low residual values.  Lessors use ALG (Automotive Lease Guide) residual guides to determine the value of vehicles 24, 36, 48, and 60 months old.  Before you lease, check out the residual values of the cars you're considering at the Edmunds, Kelley BlueBook, or CarWizard websites.  Your bank or credit union may have a copy of the Automotive Lease Guide, which reviews residual values in greater detail.  Usually depreciation eats up 20-30% of a vehicle's value during the first year, and another 15% during the second.   In general, lower depreciation gives a higher residual value, which means a lower monthly payment for you.
A vehicle's perceived value leads directly to its wholesale (dealer-to-dealer) auction value.  In an effort to move more new cars into the market, some new-car manufacturers subsidize artificially high residual values in order to offer low monthly lease payments.  Ford Credit reportedly lost millions of dollars on early groups of Ford Tauruses and Contours coming off lease. The flooded marketplace reduced their wholesale values to the point where the vehicles were worth markedly less than their original residual estimates.  If the residual value estimate is too high (as in the case of Ford), the lessor loses money because the lease was structured to repay a set amount of depreciation.  Don't hold your breath, Ford isn't going to make the same mistake twice.
Closed-End And Open-End Leases - In a closed-end lease, the residual value is pre-determined.  At the end, you pay for any extra mileage or damage you put on the vehicle.  With an open-end lease, the residual value is determined when you turn the car in at the end of your contract.  If it's worth less than the originally-estimated residual, you come up with the difference.  If it's worth more, the leasing company pays you the difference.   You still pay for any extra mileage and damage.  Don't count on a check at turn-in time; there's a good chance you'll have to come up with additional cash instead.  For this reason I don't recommend open-end leases, even though the monthly payments may be lower.
Read The Lease Contract - Stop by some dealerships and private leasing companies and obtain a few blank leasing agreements (some dealers won't give you one, so keep trying).  Each leasing company will have their own customized contract, and you'll need to read each one.  If you have trouble reading small print, now is the time to buy a magnifying glass, you'll need it.  Most contracts forbid travel out of the Continental US, while others may limit interstate travel.   Some contracts require more insurance than normally required in an installment loan agreement.  Take a look at a Mercedes-Benz Credit leasing agreement.  If all leasing contracts looked like this, most leasing fraud would be eliminated.  If you're unsure of any terms or legal language, ask your accountant or attorney to review the contracts with you; don't get your legal advice from a salesperson.  Thousands of dollars can be lost by misinterpreting a term or calculation contained in the contract.  A hundred dollars spent on legal advice at this time can buy you peace of mind for the duration of your contract.  You'll be wise to develop your own basic knowledge of leasing contract terminology, calculations, and fees.
Anticipate Fees - Many advertised leasing deals require substantial capital cost reductions (cap reductions, or down payments) in order to get the advertised monthly payment.  Most don't include your inception fees or your sales tax, and you'll almost never see the money factor (interest rate) shown.  Don't fall for the "0 DOWN" come-on.  Don't think for a minute that the dealer or leasing company is absorbing your acquisition costs.  A cap reduction may not be required if you have spotless credit.  But the inception fee and other dealer charges like tags and registration will be expected.  Find out what fees you will owe at the end of the lease before you sign.  Ask the dealer what charges are involved in early termination.
Gap Insurance - Gap insurance covers situations such as the theft or totaling of the car and you end up owing more on the lease than what the car is worth. Standard insurance will pay up to the car's current value, perhaps even the replacement value. But if what is owed is more than that, you still have to pay the difference. Gap insurance will do this for you.  As with all insurance policies, ask your personal insurance agent, not the dealer's leasing manager, for a quote.
What You Want to See Before You Sign -  Review the current rates, terms, and monthly payments before going to the dealer.  (See the Leasing Information Resources Section.)  Make sure you see the negotiated capitalized cost (selling price) and any deposits or trade-ins reflected on the dealer's lease worksheet.  Make sure the terms and monthly payment match what is on your lease contract.  Check for hidden charges contained in the contract that have not been discussed.  Find out what the early termination fee is, and make sure you're charged no more than $200 for your inception fee.  By law the dealer must show you all of his calculations.  If he won't, assume you are being scammed and leave.  Too many people are only concerned with their monthly lease payment and never question the dealer's calculations.


Answers To Frequently Asked Leasing Questions: 

Why are lease payments lower than purchase payments? - Lease payments are based on a smaller total than loan payments.  Your monthly payments are lower than buying the car, as you are only paying depreciation and interest on the car, but at the end of the lease you still do not own it.  If you had bought the car, you would have some equity when the last payment was made.
Who owns a leased vehicle? - When you lease a car, the dealer sells the car to the leasing company and they lease (or rent) you their car for the term of the lease.
Do Dealer Holdback Incentives Apply To A Lease? - Yes, they do.  Manufacturers pay a hidden financial incentive called a holdback to their dealers when a new vehicle is sold.  Holdbacks are paid out whether the vehicle is leased, financed, or bought with cash.  The amount is based on the MSRP (retail invoice) and averages between 2% and 3%, depending on the manufacturer.  Holdbacks ensure that dealers in competitive markets who are forced to offer vehicles for "dealer invoice" still make a small profit. (Note: not all manufacturers pay their dealers a holdback, so make sure to check if your dealer is getting the holdback before negotiating a price on your leased vehicle.)  High-volume dealerships qualify for additional manufacturer discounts (in addition to holdback incentives), and are usually willing to sell vehicles at or near invoice.
Does The Selling Price of the Vehicle Affect My Lease Payment? - Salespeople will tell you "the selling price of the vehicle is not important if you lease."  Not the case.  The lower the cost of the vehicle, the lower the gross capital cost is to the leasing company.  Your lease payment is determined by the difference between the vehicle's residual value and the selling price.  So a lower gross capital cost means a lower monthly payment for you, regardless of depreciation. You must negotiate the selling price on a lease,  just as if you were purchasing the vehicle.
Does Depreciation Affect My Lease Payment? - It's common to find two different vehicles with the same selling price but with substantially different leases.  (Make sure you compare leases with the same terms, as leases with different terms should have different payments.)  Just as the selling price affects your lease payments, depreciation plays an equally important role.  A vehicle that depreciates at $100 per month will have a lower monthly payment than one depreciating at $150 per month.  Picking a slowly devaluating car is critical to obtaining both a good rate and a superior lease.  Lower depreciation leads to a higher residual value, which means a lower monthly payment for you.
What About Factory-Subsidized Leases? - Factory-subsidized leases reduce the cost of leasing a vehicle the same way factory rebates do.  Subsidized leases may apply a rebate to the residual value of the vehicle, like a normal factory rebate, or may contribute cash to lower the lease's money factor.  Check out current manufacturer's leasing subsidies at Edmunds.
Leasing Terms Summarized:
Capitalized Cost: Everything with a dollar value covered by the lease; the amount to be financed. Capitalized Cost = Vehicle Price + Fees + Taxes. 
Capitalized Cost Reduction (aka Cap Reduction): A down payment used to reduce your capitalized cost.
Disposition Fees (Termination Charges):  Fees charged at the end of leases, covering turn-in, removal, and auction expenses.  
Gap Insurance: Covers situations where you end up owing more on the lease than the car is worth, in the event of a catastrophe such as a theft or total loss of the car.  See Insurance.
Inception Fee (Acquisition Charge): A charge for filling out and processing your lease paperwork (should be between $100 and $200).
Money Factor: A number used to calculate the interest portion of the monthly payment.  Money factors look like .0033.  Multiply that number by 2400 to get the true APR.  In this case, it is 8%. 
Residual Value:  The anticipated market value of the vehicle (what it can be sold for when it is returned) at the end of the lease, as determined by the leasing company.  Capitalized Cost minus Depreciation = Residual Value 
Term: The length of the lease in months.  

Unlucky 13 Leasing Pitfalls To Be Aware Of :
1. Lemon Laws don't apply to leased vehicles in most states. 
2. You are required to maintain the car that you do not own. You must pay for all maintenance (oil changes, tune-ups, brakes, tires, hoses) and non-warranty repairs for a car .
3. Make sure to add sales tax onto advertised lease payments.  The lease payments they quote you may not include sales tax. If not, then the sales tax will be added to each monthly payment. Most states tax your monthly payment. But some states reportedly tax the full amount of the car even though you are only using up 50% of the value then returning it.  Double check the current sales tax situation if you live in Illinois or Texas. 
4. All 4 tires on the vehicle must match when you return it. You will be charged list price to replace a set of mismatched tires.  This could add $600 or more to your termination (vehicle return) fee, which may be a few hundred dollars.
5. You will be charged ten to fifteen cents for every mile you drive over a pre-set limit, usually 12,000 to 15,000 miles per year. If you drive more than 15,000 miles a year, don't lease.
6. Leases are difficult and expensive to terminate early.  The penalties are stiff, and there's no way to avoid them.
7. Your lease payments may not be that much lower than if you bought the car, especially on a longer lease.  Whatever advantages may be gained from leasing are lost when the term extends to four or five years.
8. Take it for granted that the savings will not be as great as the salesman will lead you to believe. 
9. You may have to get expensive auto insurance. Some lenders require you to purchase comprehensive and collision insurance with a $0 deductible. Higher liability limits may also be required.  Check with your insurance agent before you lease.  
10. If you get in an accident, your collision insurance (mandatory) will cover the repairs, but not your lease payments, taxes, or fees. If the vehicle is totaled, you'll need gap insurance in order to be able to pay off the lease and the residual value of the vehicle.  Read your contract carefully, as your obligations will vary from contract to contract.
11. If you move to another state, be prepared to pay some of your acquisition fees all over again. At a minimum, new tags, registration, and insurance will be needed.  Some states might require you to repay a portion of the sales tax your already paid in another state.  See what the rules are before you consider moving with a leased vehicle.  
12.  Most contracts prohibit you from leaving the country, and some prohibit you from leaving the state that the vehicle is leased in.
13. With most loans the sales tax is added on to each month's lease payment. However if you live in Illinois or Texas, you may be taxed on the total amount of the capitalized cost, or purchase price of the vehicle. 

Different Sedans on the market (Nissan, Honda, Toyota):
25-30,000 range:
	New Cars

	
	Make
	Model
	Base Price*
	Type
	
	
	

	
	Honda
	2005 Accord
	25015 - 29215
	Sedan
	
	
	

	
	Nissan
	2005 Altima
	27510 - 29760
	Sedan
	
	
	

	
	Nissan
	2005 Maxima
	27760 - 27760
	Sedan
	
	
	

	
	Toyota
	2005 Camry
	25945
	Sedan
	
	
	

	
	Honda
	2004 Accord
	25990 - 28890
	Sedan
	
	
	

	
	Nissan
	2004 Maxima
	27660 - 29910
	Sedan
	
	
	

	
	Toyota
	2004 Avalon
	26660 - 27480
	Sedan
	
	
	

	
	Toyota
	2004 Camry
	25920
	Sedan
	
	
	


20-25,000 range:

	 New Cars

	
	Make
	Model
	Base Price*
	Type
	
	
	

	
	Honda
	2005 Accord
	20190 - 24315
	Sedan
	
	
	

	
	Honda
	2005 Civic
	20315 - 21465
	Sedan
	
	
	

	
	Nissan
	2005 Altima
	20160 - 24360
	Sedan
	
	
	

	
	Toyota
	2005 Camry
	20515 - 24165
	Sedan
	
	
	

	
	Toyota
	2005 Prius
	21415
	Sedan
	
	
	

	
	Honda
	2004 Accord
	20040 - 24940
	Sedan
	
	
	

	
	Honda
	2004 Civic
	20140 - 22100
	Sedan
	
	
	

	
	Nissan
	2004 Altima
	23310 - 23810
	Sedan
	
	
	

	
	Toyota
	2004 Camry
	20390 - 23830
	Sedan
	
	
	

	
	Toyota
	2004 Prius
	20810
	Sedan
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