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 How To Buy A New Car
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All this has changed. Here are some new -car -

By Edward J. Julian

Are you thinking about buying a
new car?

If you are, should you buy now
or wait for next yeat's models?

Should you look for a bargain in '

a dealer’'s so-called end-of-the-

Do you need a two-dooe, & four-
door, or a station wagon? Should

you buy a fourcylinder engine, »
six or an eight?

Should you get air conditioning,

power steering, power brakes, or .

any of the dozens of other options
available ?

Here are some tips which
should make your task easier.

Fiest, decide just how big a cat
you need. The fact that you might
have to haul several of the neigh-
borhood kids to listle league

week during the summer doesa’t
necessariy mean you should buy a
station wagon. You should select a
car that will coincide with the type
of driving you do most of the time.

Let’s say you have decided that
an intermediate-sized car is best

Cadillac EMeorado Blarritz for 1981 features a 17-character vehiclke
identification mumber printed on special security labels for all pars

concentrates power on the driving
wheel with the most traction, and

the electric rear-window defogger.

Once you know what you want
in a car, go to the wvarious
showrooms in your area. Gather
brochures on every car you like
and think you can afford.

Also check the window stickers
for the base price and for the cost
of the various options that strike

S A ———

yowr fancy. Then, sit in the car to T - maa
see if it is comfortable enough for _Preen
you. Also check the instrument -
panel and the view from the reas-
view mirror.

Although styling should be
considered, the boks of the car
shouldn’t really have that much of
an influence on your final
decision. You should be more
concerned sbout the operating
efficiency of the car.

Having done all this, you should
now have a pretty good idea of
what the list price plus options
would be for each car.

L - J.-: .? -

_-“ _" — " I'
3 I‘ - ) -

- .-i.

$4,000 and can cost ‘
$7, 500 for a fully-equipped model.

meodel Firebird by Pentiac is the Formuia A. All 1981 Pontiacs feature
m pute c.-nlmu-mam-huuum:. -

How about the drive<rain? Do

mote, Of Can Yyou manage &
manual shift? Surprisingly, the
difference in gas mileage is

A Guideline

The sticker price on a car can
best be described as a guideline

suggested by the manufacturer.
At top, the Mazda RX-7 sperts car

for 1981. Standard are a five -
speed manual transm ission, fremt
and rear antl - rell bars, power -
assisted breaks and power

antenna. Power Accessories he must make a profit. How much,

options? Air is wp to you.
conditioning, for example, adds The av
weight to the car and draws up to
10 percent of the engine’s power.

new car today has
a st price of about $6,000, about

ﬂoAl,CMwlhhﬂwdmhhhra“l.lmyhn ure of
20 percent more than the cost to

the 1961 American Motors car. The Spirit medels utilize 100 percent ome - side

As for power sicering and power
brakes, they are becoming less of
a necessity as cars become im-
creasingly lighter and easier to
drive.

Other ‘“‘vanity” type options
include power windows, '
seats, power h b‘h AM-
FM stereo radios with tape player
and CB units.

Two less expensive options
which you may want ame

the
imited ship differental which

the dealer. Few dealers will sell a

Next, you should sest drive each

of the models you're interested
in. Also insist that a salesman go
with you to answer any questions
you might have. And during your
test drive, drive up hills as well as
over bumps and railroad tracks. In
other words, give the car a real

galvanized steel on all exterior body panels.
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Test driving should eliminate all
but one or two cars. But should
you buy immediately? In the pas,
car buyers could save a com-
siderable amount of money by
waiting for year-end dearance
sales. All that has changed,
however.

With today’s rampant inflation,
there are up tw five price increases

a year. And it's not unusual for a
leftover to cost more in October
(even with a discount) than it did
the previous January.

Of course, it should be pointed
out that the next year's model will
be even more expensive.

At this point, you should go to
as many nearby dealers as
possible who handle the model
you're interested in. Tell the

salesmen you're ready 0 buy but ™
that you will deal only with
someone who has the authority to
close the deal. (Most salesmen

don’t have that authority.)

‘Price on Paper

Get the best prices you can —
on paper — with all the options
and extra charges itemized.
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