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Ladies and Gentlemen, Cars (Pick up Trucks, Boats as well as RV’s) are one of the biggest purchases you may make, second only to buying a house. Yet, unlike homes, cars are often bought emotionally and on on impulse, under pressure, or because the dealership made the numbers look good 'today only.' That’s how people lose thousands without realizing it until much later.

My dad gave me his 1967 Plymouth Station Wagon which I drove and after awhile blew the engine. He and I wrenched on it together and brought it back to life. That experience gave me confidence and I learned what really it was like to rebuild an engine.

Later, in the summer of 1972, I worked as a Luna in the pineapple fields of Lanai, Hawaii. After three long months and working in the fields, night shifts. I came home with some hard-earned money and bought my very first car—a 1966 Ford Mustang. I traded in the radiator-leaking Plymouth and paid $1,250 cash. That was serious money back then (about $12,500 in today’s dollars). I drove that Mustang for 125,000 miles, then sold it for exactly what I paid for it: $1,250. That car taught me something powerful: with the right timing, patience, and know-how, you can buy and sell a car without losing your shirt.

This book exists so men and women of all cross sections don’t have to learn the expensive way. Whether you’re a first-time buyer, a college student, a parent helping your kid, or a professional looking for a reliable upgrade, I’ll walk you through the dealership minefield step by step. Along the way, I’ll give you strategies, worksheets, and negotiation tactics, as well as my personal stories that prove you can win this game.

I learned by trial and error and experience. My goal is to share with you the in’s and outs of buying a car. (Pick up trucks, Boats and even RV’s)

I designed this book so that you can open to any chapter on the topic you have a question about buying vehicles and learn Tactical Tips that will save you thousands of $’s in the future.

The car dealership wants you to feel they the have all the battle field moves. They don’t. You do if you come prepared with tactics yourself.
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Chapter 1: Questions to Ask Yourself Before Buying a Car

Buying a car or any vehicle is not just a financial decision; it’s also a lifestyle decision. The best purchase happens when you match what you truly need with what you can realistically afford without being influenced by sales pressure or shiny extra additions you don’t need. Before even stepping into a dealership, ask yourself these basic questions:

1. What is my real budget?

Don’t just think about the sticker price cars have hidden long term costs. Ask yourself:


•  How much can I afford monthly (including insurance, fuel, and maintenance)?

•  Do I have a cash reserve for unexpected repairs?

•  Can I realistically pay more now to save later (for example, a slightly newer used car that needs less work)?



📌 Use this 20/4/10 Tactical Rule as a guideline:


•  Put 20% down,

•  Finance for no more than 4 years,

•  Keep monthly payments (including insurance) under 12% of your monthly income.



2. What do I actually need from this car?

Think about your life, not just the vehicle.


•  Is this mainly for commuting, or will it be for family trips, hauling gear, or ride-sharing income?

•  How much space do I realistically need?

•  Do I drive mostly city miles, highway miles, or a mix?



This helps narrow down body type: sedan, hatchback, SUV, truck, or even hybrid/electric.

3. New, used, or certified pre-owned?


•  New cars give peace of mind and warranties but lose value the second you drive off the away.

•  Used cars are cheaper upfront but can carry hidden maintenance costs.

•  Certified pre owned (CPO) is often a sweet spot—warranties plus lower cost than new.



Tactical Hint: Your needs and budget should drive this choice, not the salesperson.

4. How long do I plan to keep it?

If you keep Cars (Pick up Trucks, Boats, as well as RV’s) 10+ years, reliability and total cost of ownership matter most. If you like switching every few years, consider resale value or leasing.

5. Am I buying emotionally or logically?

Many people walk onto a lot wanting a “cool” car that says something about them. There’s nothing wrong with loving your car, but remember: the dealership counts on impulse buying. That’s where they make the extra dollars from you.

📌 Real example: A friend of mine went in planning to buy a $36,000 used but left with a $70,000 new SUV—just because the dealer “found something more exciting.” Two years later, she regretted the purchase as gas prices and payments ate up her budget.

6. Have I done the research?


•  Check reliability ratings (Consumer Reports, J.D. Power, owner forums).

•  Compare insurance quotes before committing. If you ask a salesperson about the cost of insurance he/she will generally give you a blank stare. Why? Because they know you are trying to do the math in your head.

•  Look up true market value on sites like Kelley Blue Book or Edmunds to know what the car should really cost.



7. What’s my walk-away point?

Before shopping, decide:


•  The maximum you’ll pay.

•  The minimum trade-in value you’ll accept.

•  The interest rate or loan terms you won’t go above.



📌 Tactical Tip: If you can’t walk away, you can’t negotiate.
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Chapter 2 Buying New or Used, but Not Abused

There’s nothing like that new car smell and the peace of mind that comes with a warranty. New cars are attractive, especially for buyers who want reliability.

Advantages:


•  Full warranty coverage: Usually 3–5 years bumper-to-bumper.

•  Latest safety tech: Lane-keep assist, blind spot monitoring, automatic emergency braking.

•  Better fuel efficiency: Modern engines are cleaner and often hybrid/electric options exist.

•  Low maintenance at first: New cars often need only oil changes for the first few years.



Disadvantages:


•  Price: New cars often start around $40,000. With financing, that can mean $300–$500 per month payments. Depending on the down payment.

•  Depreciation: A new car loses about 20% of its value the moment it leaves the lot. By year three, it may be worth half what you paid.

•  Higher insurance: Because the car is worth more, coverage costs more.
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📌 Example: A young professional finances a $32,000 Toyota Corolla. After 5 years, the car is worth $12,6000. They’ve paid nearly $4,000 in interest plus insurance that was $500/year higher than a used car.

Tip: If you want a new car, look for year-end clearance sales (September–December) or holiday weekends (Memorial Day, Labor Day, Black Friday) when dealerships push discounts. Gently Used (2–5 Years Old)

For many first-time buyers, this is the sweet spot. These cars are modern enough to be safe and efficient, but someone else already absorbed the steepest Depreciation Value

Advantages:


•  Significant savings: A 3-year-old car often costs 30–50% less than new.

•  Modern features: Still has backup cameras, Bluetooth, and often advanced safety features.

•  CPO programs: Certified Pre or Used Owned cars include extended warranties and inspections.

•  Lower insurance costs: Value is less, so premiums drop.



Disadvantages:


•  No full factory warranty: Unless it’s Pre Owned Certified (CPO), coverage may be limited.

•  Previous owner unknowns: Even with a history report, wear-and-tear varies.

•  Financing rates: Not always as low as new car rates, though still reasonable.



📌 Example: Instead of buying a new $36,000 Honda Accord, a buyer finds a 3-year-old model with 30,000 miles for $29,500. It still has a power train warranty, saving them nearly $9,000 upfront.

Tactical Tip: Always compare dealer-certified cars with private sellers. Sometimes the dealer markup is thousands more for the same vehicle.

4. Which Option Fits You Best?


•  Students / first jobs: A beater makes sense if cash is tight and you just need basic transport.

•  Young professionals: A used car balances reliability and cost. Even on the high end.

•  Those who value peace of mind: A new car may be worth the extra expense if you can afford it. Cash is nice but that is not what this book is about.



Ask yourself:


•  What’s my budget—realistically?

•  Do I need reliability above all else?

•  Am I willing to trade stress for savings?



5. Final Thought

Your first car doesn’t need to be perfect. It just needs to fit your stage of life. Whether you choose a $3,500 beater, a $38,000 new car, or a $14,000 used gem, the key is making a decision with your eyes wide open. Avoid rushing, do your homework, and remember: the car is there to serve you not the other way around.

Chapter 3  Mastering the Test Drive

The test drive is not just a quick lap around the block—it’s the single most important step in separating hype from reality. Whether you’re considering a brand-new car or a pre-owned vehicle with a long history, the test drive is where you uncover the truth. For tactical buyers, this is not a casual spin—it’s a mission.

High-End Cars: Comfort and Fit Matter More

If you’re looking at premium models—say a BMW 5 Series priced at $89,000—you can’t afford to shortcut the test drive. Too many luxury shoppers get caught up in brand prestige and don’t spend enough time behind the wheel. Yet when you’re investing nearly six figures, the real question isn’t whether the car drives well—it’s whether the car fits you personally.
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