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Price Your Market
Search through our used-vehicle database, which contains hundreds of thousands of
dealer and private-party listings from across the country, to determine both the
average asking price in your area as well as the availability of a particular model. If
you are looking for a classic car, such as a 1955 300SL Gullwing Mercedes, then
price obviously isn’t an issue. But, if you are seeking a 1999 Ford Taurus and find 76
listed on cars.com within a 10-mile radius of your ZIP code, as we did recently when
we entered a Chicago ZIP code, it is very likely that the sellers will be open to
negotiation.

How do you know how much to offer initially? Start by proposing to pay only the
trade-in value — the average amount a dealer will give you for the vehicle as credit
toward a new-car purchase. You are in a stronger negotiating position if you work
your way up from the wholesale or trade-in value than if you try to bargain down from
the vehicle’s listed price. You can find trade-in values with our Used-Car Values
pricing tool from Kelley Blue Book.



Be Prepared to Walk

The simplest response to a counteroffer that’s too high is “That’s not quite good
enough,” advises Art Spinella, president of CNW Marketing Research. No histrionics,
ranting or raving. If the salesperson can’'t come down far enough to your liking, ask if
the dealership can shave a quarter point off the interest rate. This brings us to the
best place to find a deal: in the Finance and Insurance office. First, get your bank or
credit union to give you a rate quote and a preapproval that's nonbinding. Second,
tell the F&I Manager you're preapproved but willing to take a loan through the
dealership if it can beat your preapproved rate. In most cases, the dealer can and
will.

Best Bets in Used Cars — Read On
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