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units are included:
Dcor-to-Door Salesman, and What to look for Whenm Buying a Car.

Stretching Your ioney, How

EBach
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comprehensive program, follows the same format and includes- (1)

Objectives,

(2) Motivating Procedure, (3)

Learning Experiences, (4).

Discussion Guide for Slides (a series of questions for the instructor

to use after shcwing slides,

if slides are used), (5) Appraising

- ‘Learnings (suggestions to assist the instructor in evaluatlng how
well the participants have achieved the objectives for the unit), (6)

Instructor References, and (7)

Text of the Scripts for the Slides (a

suggested script which the instructor may use if slides are used).
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o FOREWORD o

Q . —

Consumer-homemaking pregrams are designed to help meet the nesds of
individuals living in socioeconomically disadvantaged areds. These programs .
encompass the range of topics generally associated-with home economics =
education. Attendance is -voluntary,and sustained attendance is depéndent
upon the ability of the activities to satisfy individual needs. Many of
the participants have lost faith in formal education/ thus the methods,
techniques, and materials that are used need to be ihnovative and selgcted
in terms. of their appropriateness for specific individuals. '

The development of materials designed to help individuals improve
their effectiveness as they work with participants in local consumer-
homemaking programs in the State was initiated by the late Laura M. Ehman
and completed under the direction of Elizabeth A. Brown, Chief of the .
Bureau of Home Economics Education. . The purpose of this publication is to
provide supervisors and instructors with instructional materials on
‘consumerism in order that participants might be able to improve their __,
buymanship. )

Appreciation is expressed to Ruth Kimpland, chief consultant for home
economics, City School District, Rochester, for making available to the
State Education Department the -slides’ on consumerism which were designed-
originally for use in the Rochester cohsumer-homemaking program. Assistance’
relating to content was provided by Janet E. Popp, associate in the Bureau
“of Home Economics Education. - Nelson S. Maurer, associate in-the Bureau of
Continuing Education Curriculum Development coordinated’ the project and
prepared the manuscript for publication. :

HERBERT BOTHAMLEY, Chief
Bureau of Continuing Education
Curriculuf®Development-

GORDON E. VAN HOOFT, Director
" Division of Curriculum. Development
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| " OVERVIEW . .

This learning package on consumerism is designed for use by instructors
in adult consumer-homemaking programs. The target population for these
programs is generally adults in socioeconomically disadvantaged innercity
- and rural areas. The four units in this package include "Stretching Your
Money," "How To Be A Wise Consumer," ''Door-to-Door Salesman' and "What To
Look for When Buying acCar.'" The units may be used individually or together
forming a comprehensive program oOn consumerism. Each unit follows the same
format and ‘the different sections are explained below. —, .

- ¥
Objectives. .Stated in terms of accomplishments the participant is '
-expected to achieve at the -conclusion of the unit. : '
. : : Lo «

Motivating Procedure, A learning activity designed to arouse a

participant's interest in the topic. '

()

Learning Experiences. Activities designed to help the participants
achieve the stated objectives. A set of slides with accompanying’
script is included for each unit which may be used as an°introduction
to the topic. o ~ "

Discussion Guide for Slides. A series of questions for the instructor
to use after showing the slides. They are designéd to promote further
discussion by the participants and reinforce important concepts
.. " presented.in-the slide script. : B .

[

Appraising Learnings. Suggestions to assist the instructor in evaluating
“how well the participants have achieved the objectives for the umit.

Ingtructor References. Selected books, booklets, and articles from
periodicals that relate -to the unit content and general topic of
consumerism. - - : '
- ] ' . . . \/ -
Text for the Scripts for the Slides. A suggested script which the
instructor may use with.the slides. S

.
o -

Each of the units can be presented in a variety of ways. Every £
participant has experiences to share relating to the subjett of consumerism.
Be sure -o.take advantage of these experiences when discussing the different
aspects of a 'topic. The slidés for each unit were developed for-a consumer-
homemaking program, and have been used successfully to present information
to participants. Also, the slides may be used to motivate participants to

»

investigate ‘other related topics identified ifi the ‘learning experiences.
: 4 . . ‘

© -

.
6 - ‘ °
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- SUGGESTIONS FOR USING THE SLIDES

: ¢
_ A-major advantage of a slide presentation is its flexibility. It may
be shown in part or in whole, with varying speeds, or in conjunction with
.other instructional mgdiai ‘Also, slides affect a high level of pdrticipant
i involvement which is a type of built-in motivation. : K

LS

*. When working with adults, it is-well to remember that they can learn
# much from each other. It is'with the idea of getting people involved in
- the learning process and encouraging them o contribute that these _
stiggestions are made.. The.ideas presented should provide for a comprehensive
coverage.of the content and an efficient use of, class time. The following .
steps may assist the instructor as he prepares an overall plan for the
effective.use of the slides,

Q \% . ©
¢/ Plan the Presentation u -

Preview the slides first to familiarize yourself with their content.

While previewing the slides, prepare comments which might answer such

questions as: o o
Why is the material presented important?

- What are the important terms and understandings used in the slides?

e, What are some appropriate topics which -could be used to stimulate

' class discussions? .

Prepare the Equipment and Matenials

i : Check over the equipmqné’before”the"class"begins~to see -that it is all
there and in working order. Practice inserting, removing, and
focusing the slides several timcs so that you feel at. ease using the
. equipment. Arrange the foom so that everyone can see-and is comfortable.

Have a screen ready and place it so that the least amount of outside -
light is reflected onto it. A light colored wall may be used, but a- '
“beaded screen is much mpre desirable. The larger the room and the
larger the group of viewers, the larger the picture needed. Be sure.
there is, a table for theé projector,'an electrical outlet, an extension
cord (the cord with the projector is usually short), and a spare.
projector lamp availabile in case the one in, use fails. .

If the class is held during the day, be sure the room can be darkened -
'’ and ventilated. Check to sec that the lights can be turned off without .
. cutting off power to the projector. At the conclusion of the presentation,
allow the fan on the.machine to cool the equipment for a few minutes:
before completely shutting ofZ the power to the projector.




... ..Ondient Lhe Class _ _ o e

. . . ~ B -
Expldin to the participants what they will see. Discuss the more ]
important terms used in the slides and indicate the main points that

owi¥} be covered. o

; v

Present the Lesson . L
. - . g .~ £

The instructor may use all the slides in the set at one time or select
only those that are appropriate to the needs of .the participants. The
presentation may be stopped at any slide for a- discussiog or questions
and then continued. At the end of the presentation; encourage
discussion and questions from the participants. T .

Summarize Concepts and Understandings &

Itemize the impqrtant‘learnings on the chalkboard as they are contrib- C.
‘. uted by the class. Allow time for participants to raise other questions
which may lead to a more complete understanding of the topic. | ’

“

Eyw(fuate Knowledges Acqux’hed :

Use the ‘questions listed in the Discussion Guide for Slidés which
accompanies each unit to evaluate how-well the participants have learned
the important concepts presented in the lesson.

£
<

Followup Oppontunities o e

Introduce several new topics for discussion which will motivate the
participants to explore new-areas related to the subject.

~

1

-
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- _ STRETCHING YOUR MONEY -

°

i; ,Rega%dlésé of the amount of money. a person has, he seems .always 40 - -

eed more to meet hiS-eyer increasing needs. Butfoften by identifying -
exactly where his money is being spent, he can. find items that can be
eliminated which will reduce his expenses. Further savings can be made by
planning ahead and paying cash for large or periodic items. . This way he
_ can avoid payirg high charges for  credit or penalties for late payments..

. Also, by identifying where his income is being spent and 'listing his needs
and desires in a mgiority order, he.-cdn develop a workable budget of plan
which will“enable him to live within his income.: \ : .
Objectives | Lt T
] When the participant completes the topic of instruction, he will be’
able to : ’

-

. z .
« * keep accurate accounts of his expenditures and know how his.income -
15 being used C : ' :

e identify his fixed expenses;ahd adjust his flexigie expenses in
order to keep- his total expenditures within the limits of his income

* establish a workable budget which will meet hiS"ﬁeeds based.oq,his
priority needs =~ = ' - s '

-,

Motivating Procedunre ; ' o

_ Determine the @bility of the participants to manage the&r money. by
‘asking such questions as ) - ' “

- Do you rﬁn out of money hefore the bi§is are paid?

_ Do you know where your money is being 'spent?

How much extra do you pay for a coat when_you buy it oﬁ,time.insfead
of paying cash for, it? ’ i A

s .

P

How can a person keep his expenses within his income?

- . . o . s : ’ '

Leanning Experiencesd ' v

- 7 : . .

< . r S

* Show the slides on "Stretching Your Money.'' The instruifZor may use
the prepared-script or he may wish to develop his own apprepriate
commentary. Use the discussion guide as a review of thé important
points made in the script. : :

¢

[
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- . s Distribute "The Jones' Budget and Record of Expepses for March"

- ' found on p.ge 9. ~ Discuss with the-participants the predicament in
Coe - which the Jones family found themselves. Have -participants identify
- ’ those items that might be reduced in order to balame expenditures

with income. . . . - N LT = o
¢ Ask participants_to keep an accurate record of their daily ,
expenditures for a month. Discuss simple types of records partici-

"pants might use to keep track of their-expenses ahd ‘explain the
advantages of keeping such a recard., Se¢ sampde formats for weekly
and monthly expense records found ori pages 10-13.
. A

. ¢
-

’4. o

N * Invité a family finance counselor to discuss average amounts that
familiés with warious incomes could. realisticaliy. plan for such
items as housing, food, clothing, insurance, récreation, and savings.
.. ‘ .
; v O.Ask,pa;tiqipants'to‘pihnmajbudget fdr their own situations. Help
_ each .one individually, as he strugglés.with the problems of balancing
‘ expensés yith income. Bgtause participants might have difficulty
making a budget work, these personal conferences could-extend over
‘a period of-time. Encourage participants to 5Fek help if they have

Y

L problems mapaging -théir money. . )

7" -

7

- - . 3 .
. , oo .

. Diseussion Guide’. fon .SLictes T oLt . L
* What is the first step to take to find out how your money is being
spent? Y . . ) e
* = = ‘. . & . [}
e What type of -expense records do you now keéep? Do:you have any
suggestions on ways of making them more useful and easier-to keep?.
. i TN T ) R
;f What are some_items that.would be considered as necessities? a$
luxuries? .as fixed expenses? ' ' :

e What are soie wayé‘bf_reducing,the amount of money spent for food?

* How might the clothing budget be reduced?

- r

¢ What are some of the more common repairs that could be done around
the home which would help to-save money?

»

© * How is money saved when an item is bought fgr cash?

e When should you consider using credit for a purchase?

- e What are the advantages of cheékihg pufchases against the list of
¢ ) . important needs developed by the family? "

¢ What are the advantages of planning ahead for large purcha3es?

. What are the three things you need to'qohsider when setting up 2
;- budget? .
E

,- ..," . | 11
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- . *
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. e What are the advantages of . keeping your expenses within the limits |
oflyour income?

Appaa¢¢¢ng LeannLngA .

* Have part1c1pants, as a group -or.individually, share¢ techn1ques and
concerns they have relatLNe to recording all fam11y expenses.

* Ask part1c1pants to share per1od1ca11y any experiences they
encounter. as' they carry out the1r budget plans
* Have part1c1pants share ways they adJust the1r flexible expenses to
stay within the1r income. »
- o " ]
* Give part1c1pants various examples of gxpense records and have them
.- identify such things as fixed and flexible expenses and suggest ways
' A\ * ~of balancing expenses with incom®. Sample-recQrds could show
v . problem areas of excess1ve time payments, clothes purchases hobby
' expenses, . and car costs.’

Tnstructon Refenences. .

. PERIODICALS
, 4 .
’ "Are you for the budget or is the budget Jor y0u.' Redbook. - p. 97.
. March 1970. >§ , \ 4y )
* Blodgett; R. - "A11 about mdney.” McCalls. qu 127-134. 'February’ 1973.’ - e
A"Gettzng.more fbr your supermurke% dollar."” Today's Health. pp. 28-30. “
August 1972. . : e

" "Here's hoty to spend less fbr fbod " Changing Times. 27: 35-40. March 1973.

"fow a practical family managed its monéy." Changing Times. pp. 25-26.
May 1971. . . o .

a .

"How do other people spepd their moneyV” Better Homes and Gardens. 51: 28,
February 1973. ' ’ . .

. g oo

"How I saz: 29% at the supermarket.” American’Home. pp. 32-35." Augustf1972

MHow one woman tackles her grocery szZ ! Better Homes and Ggrdens. pp. 146-
148. November 1971. ' A

0

" "How three fbmzlzes buy their food." Busiﬁess Week. ‘pp. 72-78. November

.+ 25, 1972. ,

'Qmmn to engoy apendzng more fbr less."” Today's Health. .pp. 55-56. March
"1971. : .

"How to handle. a fhmzly f%nanczal erisis.”. lLadies Home Jourhal. p. 52. ,

- November. 1970.




"How to make a family budg_et." Good Housekeeping. p: 156. June 1970.

"Tg your famly apcndzng out of line?" Changing Times. bp. 6-10.
April 1970.

[

"Maybe your new budgat needs a chcckup " Changing"l‘imes 26: 37-39.
February 1972.

Myerson, B. "Set your budget free.” Vogue. 161: 72. March 1973.

"New waya to manage family fmanaca ” Mechanix Illustrated PP- 65-67.
September 1971. ) .

"One family's spending - the fwat 10 years." Chﬁnging Times. pp.'25-30.

January 1970.
~ "100 ways to feed your famly better for Zess. ” Good Housekeeping. pp. 141-
5 144, May 197Q; N ’

"Relief for the family food budget, sample menus with money satnng tips.'
Better Homes and Gardemns. p. 103. May 1972. <

-

+

Ruiz, E. "Urban family budgets, updated to autwm."” 1971. Monthly Labor
Review. 95: 46-50. June 1972.

"?5 ways to save an family food bills.” Good Housekeeping. pp. 187-189.
October 1972. : .

"Stretch-mg your food dollar " Newsweek. 81: 55. March 5, 1973.
e "Ways to save money on meals."” Reader's Digest. pp." 114-118.) July 1972.

"You and your diet; 55 food buwying faaté." Business Week. pp. 72-78.
November 25, 1972. - ‘
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The Jones'
Budget and Record of Expenses

Money available  §400.00

Money spent

§436.00

March iifference (+ or -) §-36.00

 Awount | Anount Spent by Weeks | Total Anount
Items Ist 2 R dth Spent

Tlrood $25,00 szs’.oo $26,00 ssd.oo $106.,00
Housing 50,00 | 50,00 | $100.00
Hc;usehgkd operation ; 0.1 o | §s0.00
m 000 | 25.00 | 500 [ 25.00 | §65.00
Trensporttion o0 | %0 | 600 | 1600 | 86400
Health care | s | oz | dnee | g
Recrestion and entertainnent . s | 2 | ew | sa | g1
Pontributions 18 | 1% | 18 s |8 e

ngings

o0 | 50 | $800 | $u8.50 5.0

Total

15



Daily Record of Expenses

Divections: Record daily expenses in the proper colums, At the end of the week, add seross to get the
weekly subtctals for each item. Then add these subtotals to get the weekly ares total and
. Tecord this figure in the appropriate colum on the omthly Record of Expenses,

“hresand jtes

Food | - | o
- ‘ ’ 8

Croceries and supplies | ] .

. t
v N )

Lunches

Snacks and meals out

! 5 Area Total |

Housing | B .
MMOrmnqpmmmu 1 )]

Taxes

| Repairs

Insurance
Avea Total

ouschold Oporation g | | -
Fuel ‘
Electric

Telbpﬁone

Nater

“Trash renoval | | o

Appliance and furniture .
_purchases or payments

Area Tutal

¢




— _— |
____Area and Items | Sinday | Monday {Tuesday
Phothing T
Putchases or payments L+
Laundry, dry cleaning,
_and repairs | | , I s
‘ - fotal
- Jranspontition ~ .
Public transit ] | r"/\::
Car payments - g | | Np=
| Gasoline mndoil | ' ~J_~
| Repairs ‘and tires : o e N
. Insurance .. _ r/«w/
" License, registration, 0 - R
and inspec;ion fees : ,‘ " ,;,«J\ -
; Misc. expenses (tolls, 1 K |
parking) 1 N W N .,
.’-HWhACa'ne' ) ,' | W\ | SO
Medicines . -~ . | | L~
' ,Physician, dentist, ' | L
optometris;-qxeglasses \ W N
v [ Healthinsurace  f- , \ [ N
Life insurance | R " P [
‘| Hospital expemses ' S I PN

Toxt Provided by ERIC
" . ) Il L



Area and Itéms Sunday | Monday | Tuesday~| Wednesda | Thursda Frida -Saturday—{Totals -+
. Reereation and'fnteniainmenf | | |

Vacations and outings B | | .
L}

Sports events and-novies | | f L.
Hobby expenses E . | e 1 R bl 7
A e, ~ Area Total
Contnibutions °
| Religious |
Chavitable

- L Area Total

iy " ! .

Energencies

. zZL

. Future purchases o ] 1 oy
i N o o . Area Total |

1y ‘ ' ' - —

 liscellaneous Exponses

Gifts and cards | ,

Newspapers and magazines | e ‘

Barber, beautician

Dues and fees

Personal advancement

Personal allowances

: Other items . 1 | I I B | 1 - S
, | e Avea Total

4




o Monthly Budget and Record of Exp'enses - Money""avﬁilable

12

R ——

Ay Morey spent “
. (Month and year) Difference (+ or -) .
' | . Amount Anoriit Sgéﬁt_ by Weeks } —Total Anownt o
L  ltems Budgeted | lst d 3 ith’ Spent (
Food - L q
Lo / r- -/ N
ousing - | " N
Household operation o
3 " ' f =1 | A l':.
mOth]‘ﬂ ‘ & o K
ran;portafion . .
. b
Health care "’
ecreation and entertainent ‘ e L
Contributions m ‘ N
Savings | | V S
Miscellaneous expenses - | S
-fTota) s |
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(2)

-

*  EXT OF THE SCRIPTS FOR THE SLITES'

. The instructor may use the following script for the slides, Stretching
Your Money, or develop his own appropriate commentary. ) - .

Script

\- '
o ﬁHm:chr Money

(4)

(6)

(7

(8)

&)

(10)

(5) Do you°find that before your- check arrives

\. _
. (5) Where does_your -
money go? )LO\@

ey

—_—
— . A

L : - . . - T n -

- T

you have little or no money left for your
needs? Have you ever had a bill come due
only to find y6u could not pay it because .
the money was already spent? . | »

Have you -ever kept traék‘ of how you Sp'end_

your money? Do you know how much it
actually costs you for.food, remt, heat,
light, and clothing? o
P e . } .
One way to‘}fn\d out where your money- goes
is to write down for a month. the price of
everything you buy. -~ : ‘

This record could beé\ kept in a notebaok

.or on a sheet of papex and marked in
“ columms to indicate esch major item such

as rent, heat and light, food, clothing,
and transportatiow. -Keep, the method- of

.recording expenses easy ' conve..ient.

. ways to stretch your momney.

The main point is to be able to, account
for al’l‘#\pﬁ your expenses.

From this. record "you,will knéu how much
you are spending for househo'la\and‘

personal items. '

Now that you know where your money is going
you should analyze your spending to find

-t

As yoh .emnin‘e__ your record, you wi 11'\.‘find

that some of your expenses such as rent,

’

Slide

_(1) Credit_: slide
(2) Presents-'é’:

| (3) Title slide

wao

(4) Credit slide

(6) Expenses

(7) Writing down
expenses

(8). The record.

(9) :Money spent . -

”

\

(10) Fixed experises

. fixed expenses.

insurance and loan payments remain the
same each month and these are called .

s . !
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e . (11) Let us'léok at some of the other items and (11) Spend less
’ see if any of these expenses can be reduced.. - . '
(12} To help lower the food costs, perhaps you (12) Foods
' can prepare less expensive foods for the S R g
family. Remember, everyone needs to have ot ]

a proper diet in order to maintain good
health. Family members need items da11y.
from éach of the basic .four food S.
These include citrus frU1ts,'greenqdnd - )
yellow vegetables, dairy products, meat, : \
poultry, or fish; and breads and cereals. :

& (13) If you can sew, maybe you can reduce the - (13). Sewing ' 2

L . amount of money needed for clothing by - 5 '
' ' maklng repairs, alteratlons, or ﬂew‘ T, ,
clothes for the family. ‘ T .

- I ‘\Anaxhgz‘ggytof stretching the clothing - ' . ' : »
" - dollar is to have each one in the family : . . . e
’ take good care of his clothes. Garments . R
that are hung up or folded will last
longer than ‘those:that are handled
.‘carelessly.

Plan your budget so that you can take
. advantage of seasonal sales. Purchase
your clothes so they .can be used .to make
different outfits and be worn for a variety
of occasions. By selecting basic colors, -
T the items can be mixed or matched easily.

El
v

(14) If you are able to use small tools such as (14) Making household
a hammer and screwdriver, you can save .. -+ repairs .
money by d01ng minor repairs around the - o '
. house. - -
* (15) Another why to save money is to pay'bash - (15) Cash'purshases E
. ’ )

-for whatever you buy. This.way you save
interest and carrying charges. If you need
a coat, jacket,or a piece of fUrniture, it

1S-wise to set aside regularly a certain - a ' 4
-amount so that-you.can psy cash when you - S
makKe the purchase. _ \ﬁt\\\\\\\

(16) Now that you know where your money is g01ng \~{161\Mnnth1y plan
. you.need to review your expenses to see if

>+ “you are staying within your income and . S S :
spending your money wisely. - From this o : : o : ’
information you 'can more easily make a L
realistic plan for future spending. Some
people call this "budgeting your money."
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LT To do this properly you should plan your
‘ . spending before you get the money. -Also, : .
oo “ ) a budget can help to keep you from going . . . o
N hopelessly ‘into debt. It may be hard to . '
. j;}’;r . " follow the first month or two but just keep.. 9
y v “ trying and soon you will have your money = .

- problems urider control. s
1 '(L7)'Tﬁeré are no special rules fé; the way you : (17) Detérmining what
7 .should budget ygur money. If you want to . ,items are important -
spend more for one item you will have less . L ; '
money, for other items. . R i Cee .

\

i " (18) As you plan your budget, the first thing (18) Your needs
N ~ to consider is your needs. List all your ' :
. wants and then arrange them in the order

of their importance. Some of your needs .

_ would inéﬁude‘housing, food, clothing, v

transportatiqn, and savings. : '

[

-

e (19)7N§Xt,~ébﬁsider.your~incomeg5 THis includes .Mj.(IQ)EYour'income

all the cash:you have to use. - . S
R 1. (20) Aﬁ;ﬁr‘you havéfpaid fbr:pll the necessities, (20) Your wishes
~ . gonsider saving some mohey for-the things : R %
© ~ "L you would like to have or do. cL e : .

s . . o o - \ . ’\’". . , &
_(21) As you planthow to spend your money, ' (21) Plan ahead .
' rémember that.gome expenses occur only a T

few times a yeal™wr maybe every other ‘year

such as winter coats, ‘gifts, down pgyments S / :
for cars of Ffurniture, It is easier to ‘ S ,
. set aside money regularly for these special L, . L
items thap to take ‘it out all;at.onge." ) e - -t
. L - v P .o . !
(22) In addition,qemergéﬁcies'seem‘to occur at” - (22);Emergencigé
~a time when they are least expected. A . e S

small amount of money shquld be, saved K .
regularly for unexpected expenses such as -~ . = .. )
doctor and hospital bills and car repairs? : o ”
' . L : | ¥ oo ) °. .“. * . .
y . w» - : - . . e
(23) In order to-make the budg_t;wqu, you have ' (23) Your spending
. to pldn realistically-and thert keep your T e
spending within the allotted amounts. . . : e R
y e PR S L
_ ’ > (24) Let us see how the Jones family planned - (24) Eamiiy;plépnjng

T its budget. First, they kept a|T ord = its-hudget T,
of how they spent their money. To\do this - r ’

they made a chart for their expenses and”’ -~ '~ ' T
: _ then recor'sd all the money they spent each & . ~.. L. . .
. : day. From ‘s record, the family found 2 A
° . . ) t ) . ; ) BN : "' ‘ ? - e
s | ' ’v ‘ s . 26 . ) P
. ' ) R B . ‘ ‘ ' : 16 . : . . - t‘- ¢ .
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: %hey had spent a total of $436, but their
« income was only $400. They thought. they
~ were doing all right, but they knew also.that
there was not “snough money left over for some’
of the extras they had plamned. In fact, -
they wondered what happened to their money.
Now, they know. They spent more¢ than they
~took in so -some of the expenses have to be _ v - T

- . reduced . _ L B
(25) As they reviewed the1r record, they found , ~ (25) Bills
- . some expenses such as rent, bills, and loan
. ] payments were fixed and had to be pa1d
- (26) Thus, reductions would have to be made: _ (26) Expenses ; o .

- from other types of expenses. Maybe they.

could reduce their food expenses by 4
" " shopping at a different store, watching’ fbr T Cs

sales, and planning their meals around ’ T ’

"specials." ‘Perhaps the family could care ,

for -their clothes better so they would Iast » -

longer. Maybe a few members of the famfly

could make some of their clothes and Save st

money that way. S

-

27 Perhaps the family could*ﬁalk more  oTen - ' (27) Transportation
shop around for a less expensive brand of . alternatives C
gasoline to reduce the, transportat1on ’ . ' . :
_expenses. o,

(28) As che family began to study its eXpeuses, (28) -Planning ahead”
: " members saw the. advantages of planning ahead - - '
° for emergencies or 'even a lapge purchase” ; . )
like a color. television. go, by saving -

A
L]

a small amount each month, money will be. v " .

. available for. ségg.oﬁ the- th1ngs-the~fam11yv--f-~~' o ST
would like, to,de\‘ogether. : ;
(29)‘It is 1mportant that everyone handle his =~ * (29) Family planning .

money in the most economical manner. . One © its budget -

way to stretch your money is to .

keep a record of what you spend;
teiel ~ P -~ ;
analyze your spendlng and reduce
unnecessary expenses; -and

- develop a realistic budget by conszder1ngr
your needs, income, and wishes.

o o ' . 27
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By planning how to spend your money before
: you actually get it, you will be better able
o .  to live within your income.
(30) Let us take a few minutes to suggest how you (30) How do I set up
might plan a usable budget and to discuss . my budget
.some methods that will help you keep track
of your spending so you will know where your
‘money is going. ‘ '

i

"S-




a—
-

tl
s .

=

ainin/ta [

vt
;

29

19




HOW TO BE A WISE CONSUMER .

- Consumerismis of gemeral interest because all “of US T ATE CONSUmETs
of goods and services. In terms of real purchas1ng power, the value of a
dollar is.determined by how much we can buy with it. In today's market

2 place, the consumer is faced with rumerous concerns related to product

sele¢t1on, petfor-anee, and maintenance. The confusion is ‘further compounded
when' the customer's expectations rise and the media bombards him with
messages often more promising than the item itself. Knowledge of products

and procedures to follow when making purchases is essential before a -
person can be considered a wise consumer.
Objecttvea

Hhen the participant completes the top1c of 1nstructnon, he will be

~.able to ..

select judiciously the products and services tﬁat meet his needs

* make purchases from reliable businessneh’

* choose goods in terms of or1ginal price, quality, intended use, and
maintenance .

—

* evaluste the worth of advertisements and avoid pis:epresented goods

4 iﬁvestigate the reliability of goods and services before making the
final selection '

e e® e i e il e oy 4t e s hm A e e e 8 48 o T et iy 1 9 % e WIS I S e R e T

\ . read_and follow the cond1t1ons of contracts he s1gns
. 1nterpret the language used in guarantees and warrantees on products
\ i evaluate the 1uportance of buying seals when cons1der1ng purchases

* eliminate extra purchases by using a shopping list

. * compare the~price and quality of products and select those that
\ best meet his needs ‘ '

* analyze the cost of credit'in terms of the need for a product
Mthuatdng Procedune ‘ , .
\ Develop a bulletin board illustrating advertisements for similar

1#ens from different types of stores such as a department store, discount

i
* 20



- * _

-

store, and ne1ghborhood store. Have participants discuss where they shop ’
for food, furniture, clothing, or other items-to determine their. usual

~ shopping procedures that might indicate” prosrms anid ‘concerns “that need
further, consideration. ; 0

Learning Experiences

~* Show the slides on "How To Be a Wise Consumer.' The instructor may
use the prepared script or he may wish to develop his own appropr1ate
commentary. Use the discussion guide as a rgview of the important
points.made in the script. :

* Take a field trip to a local department or appliance store to compare
various types of app11ances,such as ranges, washers,'refrlgerators,
and the differences in quality, price, services, and extra
features available which satisfy different customer's needs.

* Invite a representative from the Better Business Bureau to-exp#ain
services available from the bureau. Help the students prepare
questions they would like the speaker to answer.

®* Invite an experienced sa1esperson to explain why the or1g1na1 pr1ce
is not the only consideration in making purchases.

i Have participants make a list’'of terms or phrases they do not under-
stand. Use resources and other participant's experiences to help
individuals understand the meanlng of the various words.

® Display a variety of" guarantees or warrantees from electrical
appliances. Ask participants to explain in their own words what
they mean and if they have .ever used a guarantee or warrantee when
they had a problem with an app11ance.

® Have a representat1ve from a local bank explain the various types
of credit available, costs, and advantages and disadvantages of each
kind. Give participants case studies and have them decide the best

P Lol vz

Discussion Guide for Stides

* What are the advantages of buying from a reliable businessman?

)

* How can the reliability of‘a firm or businessman be checked?

N

®* What other things in’ addition to pr1ce shou1¢ a person consider when
making a purchase?

* What are the advantages of carefully reading newspaper advertisements?

* When is a bargain a bargain fof you?

* Why should you take all sales contracts seriously?’
Tr

_type of credit available for each situation. . .. .. .. . . ... . .. .



e warrantee before-making-a-purchase? —— ——— i e

’

WMhat should you do when a

uﬁy is it important to understand all the terms of a guarantee or

How should a wise-consumesr react to a door-to-door salesman?

“How can you protect yourself against teing gypped when buying a sale
- item? . '

] salesman uses the "bait and switch" selling
technique?

When buying items on credit, how do you determine the cost of
interest and service charges?

When is a "'special offer'' a good buy for you?

What are the advantages of purchasing a product that carries a
buying seal?

What are the adyﬁntages of shopping with a list?

What are some other expenses besides the oriiinhl cost that must be
considered when making a purchase? _

Why is it important to fully understand any contract that you sign?

What are the advantages of "shopping around" for an item?’

| Appnai§ing Learnings = : 7 . ' o

Display a‘variety of sale advertisements for appliances. Have
participants analyze each one in terms of the original price and the
savings offered. :

Have participanté'read various types of contracts they mightvbe
asked to sign. Through group discussion determine if they can

~identify the iajor point 5'"t0f"'1“0'qk"for “prior to signing anagreement T

Ask participants to role play a salesman explaining a guarantee to a
customer. Have participants identify the essential components of a
valid guarantee,

Have participants who use a shopping list explain to others the
advantages of such a procedure. Ask participants to periodically
report their success in using a shopping list. :

Give parficipahts problems related to purchasing products on credit.
Have them determine. the cost of the credit and discuss when it may

be desirable to use credit.
*

Ask participants to share experiences about equipmeni they purchased
and the ability of the equipment to meet their needs. Discuss the
advantages of making purchases which meet only identified needs.

' 32
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* Ask participants to report any changes they have ma:e in theil
. ‘purchasing habits as a result of.this umit. Enco ge partlclpants

——

__to share experiences periodically.. . 5Tl T —

Instrucion References
BOKS . B : | ]
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"Young consumer ehoz.ia how aontroZB o work, n

Consumer Reports. . 38: 80-81.
February 1973. _

34

24




S ) TEXT OF THE SCRIPTS FOR THE SLICES

The instructor may use the foiiowing script for the slides, How To Be
. ‘@ Wise Consumer, or develop his own appropriate commentary.

~ serint STide
e o S (1) Credit slide
2 - S ’ - ) Presentskﬂ
‘ (3)“ How_ To Be a Wise Conéhﬁercwum;f”?ﬁmmiwMimi»ﬁ”m (3) ‘Title slide R
(4 1 - . | II (4) Credit slide
(5) A consnmef:is-one wﬁo buys Qﬁd uses goods (5) Consumers all

- and services. All of us, just to live, ' I
' buy and use many different things; ’
thus, each one of us is a consumer at
one time or another.
(6). As consumers, we should practice good © (6) Stretching the
‘buymanship. “Now, let us consider some - . dollar
things we can do to help stretch our '
money when we. go shopping.\

(7) Farst,: buy from re11ab1e businessmen because (7) Buy from reliable

they know their merchandlse and W111/stand "~ businessmen
behind it. , .
‘(£) <econd, don't shop for price alone. The (8) Don't shop for _————
- quality and.intended use of f the product———— " Pprice “alone. :

’ > must-alsobe considered. An item that will
‘be used only a few times and then thrown.
away does not have to‘be as well made as a
oroduct that will be used daily for a long »
per1od of time.

(3) Third, read advertisements carefully Check (9) Read advertisements
the newspaper and store flyers. Be careful~ carefully
of advertisements that indicate “§upp11es o -
are limited." Be sure you know what store
or stores are offering the item. 1Is the
item usually carried in stock or is this a

special purchase just for this sale? Is - . _ ,
there a picture of the product? Isa - C ~
coupon needed to purchase the 1tem? N

(10) Fourth, be sure to deal with an honest . . (10) Learn to recognize
salesman. If you have any reason to-doubt . an honest salesman
-the reliability of the offering, call the -~ - )

. ‘local Better Business Bureau and check the - . _ 7
credentials ot the company or prodhct in S ' . _
' question. C . I
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(11) Fifth, don't buy a product just because (11) Beware of bargains
it is offered at a bargain price. If you
do not want or need the item you are
wasting your money buying it no matter
what the price is.

(12) Sixth, take all ‘sale contracts seriously (12) Take contracts
__whenever they are involved in the purchase. . . _seriously -- - -
of a product or service. Read each “
contract carefully, especially the fine
print. Have all blanks filled in with
words or a drawn line. Before you sign : RS
ask questions about any part of the .
contract that you don't understand. - . .
After it is signed, a contract beccmes :
. a legal document. It is a binding A
: agreement between the consumer or buyer:
. ‘and the seller or manufacturer and both
. have to fulfill .all of their stated
obligations. .

(13) Seventh, get all guarantees and warrantees ‘- (13) Get all gudrantees L

in writing and read them carefully. If you and warrantees in
. * do not understand any of the words or ' writing and read
phrases in the guarantee or warrantee, ask ' them -§, -

to Have them explained. Find out_the-time -
_ : - ...limit and-the Tresponsibilities of the buyer
- o as well as the seller. Befove you purchase -
an item or sign a contract, understand fully
any accompanying guarantees or warrantees.

(14) Eighth, bé sure you understand all the (14) Learn the consumer's
terms used by the salesman. Tricky words vocabulary

can often cost you money and.a great deal e

“of "frustration. 'Ask for an explanatlon
of any terms you don't understand.

(15) As a consumer you should also beware of (15) Beware
a number of other situations that require
caution and. wise action.

(16) Beware of the door>to-door salesman. When (16) Door-to-door
he does come to your 95?3 you do not have salesman
to listen to him or inwite him in. If you
do, don't buy unless you really need the ‘ .
product. Many times a door-to-door
o salesman will talk fast and appear very .

confident., Often his sales talk sounds
logical. But don't be pressured into buying
because it is a '"special offer" or out of
sympathy for the salesman. ‘ If the purchase
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Script

. .. conditions before signing.

(17) Whénevér you purchase anything; be sure
that the value of the item is at least

‘involves a contract, read it carefully and
be sure you understand all its terms and

(17) Gypped

equal to the price you pay for it. If the : « .

article is offered in a catalog or as a

sale item, be certain that the product you -

- —purchase is Tike¢tlie one that was dﬁﬁﬁfﬁé&"; """"
pictured, .or displayed. Any item that is
~» not as stated or as it initially appeared

N

is a misrepresentation and could be a gyp.

(18) ‘Beware of stores that advertise an item '

_at an attractive price but then do not
shave it.available or where the salesman
‘points out all the shortcomings of the
-advertised item and then promotes a o
‘product that is more expensive. Such a

(18 Bait and switch

z

store is using bait and switch selling

techniques.

(19), Beware of the high cost Lf interest when (19) High 1nterest rates , - -

buying 1tems__ﬂg_ggg§i§;L_Agylng_money—

e

. ——ahead and thén paying cash is the cheapest
and best. way to make most purchases. = .

mrecimmess e th@- TOgUlaT-price -of- 0%h61%6&465~9f~the

u

(20) A wisé consumer is always alert for
"spec1al offers" that occur regularly
in stores. But such a buy is only a
savings when the item is needed, the
size and quality of the product may be

" " (20) Buying a product
that is 3 cents off

used conven1ent1y -and with no waste, and
the price per unit is actually lower than

- ] e A A3 4D e e 0§ oo gtk aat o T o . Yt

same preduct.

(21) A wise consumer looks for buying seals
when he makes his.purchases. Buying
seals indicate that a product has met -

(21) Look .for byying
seals

certain specific miimum standards, often A
determined by a manufacturers' association . -

or an indgpendent testing or consumer

organization. For example, “the UL label , .

. attached to an electrical appliance
indicates that the item has met certain
standards set by the: Underwr1ters
Laborator1es, Inc. 3

37

27

°




(22) A wise consumer makes a shopp1ng list of (22) Shopping list

seript - 7 'Slide

" the items he needs before he goes shopping.
Then, with a list he is less tempted to buy
products on 1mpulse

(ZSL‘A wise consumer realizes that the original (23)’ Consider costs

cost is only-one of several expenses that

.need to be considered before an item is ‘ B

(24)

(25)

‘The choice is up to the consumer, but he’ / , RN N

purchased Such things as repairs, upkeep, -

services, and cost of replacement parts P
1nf1uence the final selectlon of a product.

For example, it usually costs more to. keep f (24) Twodcoats . o
a white coat-clean than a dark colored one./ %) N Ca
should be aware of ‘the added costs if he -
decides. to purchase the llght colored coat

that ‘he signs. Once you sign a contract contract
it. is a binding document. Therefgre4_be~ —

e e 5

A wise consumer is careful of any papers / (25) Once you sign a )

- sure-you understand all the terms and t/j

26)

.before you sign it.

conditions bf an agreement or a contrac/

/
or make a purchase. +If the-document ;ﬁ - (26) Or make a purchase

.
. LY
+
Ny

sign is legal,. it is binding and all

. statements must be carried out.

@n Y

Ji:ﬂlght bo hooked if you sign. what/you (27) You are hooked
k is just a "piece of paper' and it S

turns-out to be a contract. Legal/actlon . ' .

can be ‘taken to see that all the terms of . = %

the agreement are followed. Whenever you

.(zs)

(29)

sign a paper, be sure you—understand fully
what you are s1gn1ng o ; .

A wise consumer shops’ around to stretch ~ | (28) Shop around and

his dollar. Many times the identical item - stretch your dollar
is priced lower at one store than at ] .
another.: Before you make a. purchase, - '
visit several different stores. to determine
the lowest price availabie for the item.

Be sure to compare the exact article and =

b

not one that looks like the item and = - S :

is selling for’ less. : : .

Everyday we have to mike many. dec151ons as (29) Follow the rules
consumers. If we hope .to keep our expenses . of the wise-consumer
within our income, it is important that we ' ‘
follow the rules of the wise comsumer such as

~.: f}é! ‘ ¢ »v.l ,

- 28
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) buying from reliable businessmen,

con51der1ng other th1ngs than the orlg1nal
. pr1ce, o B /

q. evaluating the worth of advertisements,

1nvestlgat1ng the value of goods and e

services offered, T i .,W:;»m N

- being careful about_buying_bafiains,

_ taking contracts seriously, . o v

. : ;having a11 guarantees ih wtiting, and

S _ 1earn1ng the mean1ng of words and terms
L used by consumers:, : . L
(30) There are several other situations that, as (30) Beware when you
consuﬁers?,we_should beware .of, such as o shop

™

door-to-door. salesmen, - ' .

., misrepresented goeds,_ <« .

"bait and switch‘sales techniques,dandf-

‘o “high 1nterest rates.

Also, When a wise consumer goes shopp1ng e
-‘usually he . . | | i~

~ ¢

is aler{'for spec1a1 offer1ngs,

looks for buying seals on products, : B . - "" ',

uses a shopplng 11st,

* -<

'c0ns1ders other expenses as well as the
s or1g1nal pr1ce, _ _ e S

L T is careful about any papers he signs, and\’ _ o
s 1 : o\

shops around to find the lowest pr1ce _ —

. available. - oo S
(31) Thus, these are some of the th1ngs you can (31) Be a wise consumer
. do when you go shopping that will help you T i

to be’a wise consumer. o : ,
. Q- . . .
®







, Motxuaxzng Raoccdunc - f ' /

" DOOR-TO-DOOR SALESMAN

. Salesmen use many techniques to get customers to buy their products.
Most of the sales . approaches are legitimate, but the buyer must always '
consider his needs and priorities before making the purchase. . Often a door-
to-door salesman will use such approaches as appealing to the individual's
emotions,creating a desire to "keep up with the Jones," offering easy
credit, or making the goods available immediately. The customer .should be
aware of these techniques ‘and buy only those items which he really needs.

Objeczxveb

When the participant completes the topic of instruction, he will be

~able to

. react positively to sales techniques used'by docr-to;door salesmen

° identify his rights as a customer when making purchases from door-
“ -to-door salesmen

e explain the advantages and disadvantages of buying items from door-
to-door salesmen §
1

t

— /

door-to-door salesmen. Determine if any of the participants ever had a

Ask participants to share-some- of the experiences hey have had with
,Zéd not need.

door-to-door salesman sell them an article which' they
Learning Experiences R !
* Show the slides on '""The Deor-to-Doof Salesma " The instructor may
use the prepared script or he may wish to dé velop his own appropriate
commentary. Use the discussion guide as a/review of :the important

points made in the script. Have participants suggest different ways
that Jean might have reacted to the apprqﬁch used by Mr. Green.

/

N .

* Have participants role play situations that involve the use of
different approaches commonly used by door-to-door salesmen. Ask
participating individuals to-explain tHeir reactions to their
assigned roleg. Have other participants ‘respond to the customer s ..
reactions to the various situations.z

* Invite a representative from the Better Business Bureau to explain
the procedures a person should follow when he ‘believes he has been
treated in an unbusinesslike manner by a door-to-door salesman

- " : . f -
N ’




® Discuss with participants the advantages and disadvantages of buying’
from a door-to-door salesman. Assist participants:in locating
resources which would assist them to determine the reliability of a

N

door-to-door salesman. P '

* Discuss with participants the provision in the Home Solicitation
Sales Act which allows a person to break a contract within 3 business
days after signing,provided there are four or more 1nsta11ments

Discussion Guide fon Skides / .

® Under what conditions would you allow a salesman to come into your
home? ’

 Why is it important to see the credent1als of any door-to-door
salesman before you let him-into your home? D1scuss any 11cen51ng
procedure that might apply to your locality.

® Did the salesman ask if he could 1eave the TV for a week?

®* What problems might Jeah-encounter by letting the salesman leave the
TV set in her home for a week?

e Did the salesman make any effort to explain the sales contract?

e Why is it important to read the complete sales contract and under-
stand all words and phrases before you sign it? What should you do
if you do not understand any part of the contract?

®* What are some questions that Jean should have asked the salesman?
What is the yearly Pate of interest?

¢ . What is the total charge for interest?

Are there any carrying charges?

Is there a delivery charge?

How many payments are required?

What is the total cost of the TV set including all charges?

What happens if a ceuple of payments are missed?

What type of guarantee does the TV set have?

Who is responsible for carrying out the conditions of the guarantee?
~ Do I have to keep the set if I don't want it?

Where is the location of the firm that the salesman represents?

Who will fix the set when repairs are needed?

Where will the repairs be made? (home or shop)

® When buying an item such as a TV, what are the disadvantages of
having the downpayment and weekly charges very low?

® Is 1-1/2 percent 1nterest per month a good rate of interest on a TV?
e Nhen buying on cred1t 'how does the total interest charge compare.

with the cash price of the 1tem? 1Is this a wise method to use when
purchasing appliances?

42
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* What are the adyantageS"of‘getting a loan from a bank?

‘e What makes a guarantee worthwhile? N

* How did Mr. Green get Jean to accept the television set?
Appealed-to her emotions, created a desire to have same thing as
her neighbor, and suggested specific benefits to her family and
herself. .

*

* What ways have door-to-door salesmen used to get you to buy their
product? - '

v

* How should a wise consumer react to a high-pressure door-to-door
salesman. '

Appraising Leannings

* Have participants explain how they would react to a door-~to~door
salesman who was selling a product they did not want or need.

* Have participants share at a later time, either individually or as a
groups experiences they have had with door-to-door salesmen. Discuss
concerns and positive approaches taken. c

Instructon References
PERIODICALS

Adler,.J. R. "Cong and pros of door-to-door sales." Saturday Review of
the Society. 1: 65-66. March 1973. ‘ :

"How sales sharks push baby furniture.” Consumer Reports. pp. 124-125.
February 1973. - ) :

Schushat, T. ’New rules on dvor-to-door sales.” Retirement Living. 17° 8.
December 1972. , : ‘ .
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(1)
2)
®
4)
(5)

(6)

N

o school and-watch-TV-instead of playing - -

(8) ~

(9)

(10) "1r1] bring the television in and you can

\\‘

-~

TEXT OF THE SCRIPTS FOR THE SLIDES

I

The instructor may use the fellowing script for the slides, The Door-
To-Door Salesman, or develop his own appropriate commentary.

Script
(1)
(2)
(3)
(4)
()

The Door-to-Door Salesman

Jean was busy straightening up her house
when her work was interrupted by the
ringing of the doorbell. When she opened
the door, a man said,

"Good morning. I'm Mr. Greene and I {6)
would like to talk with you for a few
minutes.

"I have just come from Mrs. Smith's home (7N
and she is certainly very happy with her
new TV. She and her husband enjoy |
watching the quiz shows and movies that

are on in the evenings. She says that

her children now come right home from

Slide
Credit slide
Presents
Title slide
Credit slide, o

Straightening up
the house

Salesman éf the

- door

Salesman talking
to Jean

in the streets.

"Wouldn't you like to have the same peace
of mind of knowing that your children are
watching TV in the safety of your own
home instead of out playing in the
streets?

"Well, I have just the color television - (8)
for you. You know color is the only
kind of set to buy. This way your
children can see things as they really
are.

"let's see where could we put the new (9
television set. That corner over there

is just the spot for it. That location

is fine for the children, and you can see

it fgom the kitchen. : '

use it free for-a week. Would you please

sign this paper? .
44
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The sales pitch

Picking out the

spot for the TV

(10) Bring in the TV




(11)

, Script

"All the paper says is that I'm leaving a
color television with you for a week and
if you like it you will ?ay $5 down and
$2 each week. Now, that's easy, isn't
it? And just think how much enjoyment

-your family is going to receive from this
- new television set. -Just sign here. Thank
' you and happy TV watch1ng e :

(3.

As Jean shuts the door, she begins to’ review

-in her mind the events of the last few

. minutes. It seemed that everything happened
.| 3o fast. Mr. Green brought the television
.7 in and them left in such‘a hurry that there

as

wis no time to ask questions. N

.,\.‘

It appears that Mr. Green's rapid-fire sales

.- .approach sort of took Jean by surprise. Do
" you think it was planned that way? Let us

.take a few minutes and consider how Jean

'night have reacted to.this type of salesman.

45

Slide

. (11) The contract

(12) Unanswered questions

(13) The salesman

tote,
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* WHAT TO LOOK FOR WHEN BUYING A CAR |

Some used cars that are offered for sale will givé Y®3rg of séfvice
and others will last only a short while. At times it 1S diggjcult to
select the automobile that will provide the best servi€® foyx yhe lomgest
times. ° Also, cars are bought for many different reaso™: S§ope peoPle need
a car that will provide transportation for a number of Yeary gnd others
need a car for just a short period of time. Since the PTlCe of a car
usually represents a considerable expenditure of mone)’ t {g jmportant
to be able to select a car that meets a specific needs t a ot that
reflects the true value of the automobile, and within ™'® Prjce range that
a person can afford. . S

Objectives

When the participant completes the topic of jnstruction yeo will be
able to o , : . ' o

‘e decide on the amount ib spend for a used car bQPSideriﬁg'his incope
and family obligations o . _

* appraise the value of caiéi%eing considered by the use of 8 checklist
and a road test I ~
-—-———-~——-—1;se1ee%—e*used—ear¥that meets hié néeds
e purchase a used car at a fair price

.. understand the'purchaséicontract by knowing,the;zymber of payments
required, rate of interest being charged, penalitles 4 the
obligations and responsibilities of the buyer 87¢ S€ljer ‘

.I . ‘\ .

Motivating Procedure

Prepare a bulletin board with advertisements fro?® dlfferent types of
car dealers. Have participants suggest how they would JUdge iy value of
a used ‘car before they bought it in order to determin€ any concerns that

~ need to be developed. : , T .

Learning Experiences

o Show the slides on "What To Look For When Buyif# 2 Cay w 7The
_instructor may use the prepared script or he m8Y "1Sh ¢, develop hijs
" own appropriate commentary. Use the discussion BWde g5 a TeView of
" the important points made in the script. . - -

T ¥
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. s . . o Sed- . -
* Invite a mechanic, head of a8 v Car service department of a

franchised new-car dealer, or 2 vocational automechanics instructor
- . and look -
to discuss the things to do for when buying a used car.
®* Show a film such as Genersl Moi::.ﬁ "The ABC of Interna1.§9mbustign,"
"The ABC .of the Automobiie E“gi nit,Qr'"Where,Mileage Begins" to
illustrate how air, fuel, and *8MTon ywork together to create power
and make a car go. , : : ,

® Demonstrate how.to use the Che:kllst to rate the condition of a ‘car.
Use a staff member's car or Obut°¥ned by’ a participant as the "test"
vehicle. Omit the road gest 1s w;: the parking lot show how tq'check
the tracking of the back whe® th the front wheels. See page 44.

* Distribute the checklist for Z:{;“g-a used car to those participants
who have cars. Have pargicif Tate their own cars in order that

they might become more famillzrc:::h the vehicles they drive as well
as the techniques of using the kKitst to appraise the condition

of a used car. .

~ Discussion Guide fon SLides

¢

. S L us g
®* How can the risk in buying a2 vsed cay be reduced to a reasonable
"level? ‘

Develop a plan and folyow 357 . - ‘
Decide the amount you can‘5pa- before you start looking for a car.
Become knowledgeable about cvailag reading and asking questionms.-
Shop around to see what is 8car bees" L
Have a mechanic look at th¢ - “®fore you buy it. ?
® How can you determine the hi#*®S% PTice you should pay for a used car?
. gb1y spe . . B,
The amount you can comfort MNd considering your income and

family obligations minpus fhe €St of repairs. .

' T, jtion .
® Where can you get more inform? oyt buying a used car?

Buying guides
Magazine articles
Product reports
Automobile mechanics

*

NG 8 . Choy s . .
* What are the advantages of us’ © ® ®hecklist when comparing one car
with another? .

g0, 1ook foy, and provides’a record of the

Reminds you of the things gch car,

good and bad points of e
® Where might the first sigpSs Qf rUSti“g appeaf?
Around thé trim

Trunk 1id

8

W
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Fenders
Windows
. * Bottom of "doors

* What would uneven tread wear in the front tires indicate?
- v B T Kl
Front end needs 'alining, and wheels need balancing.

L S . ¢ ]
* How can the condition of the shbck absorbers be checked?
4
. Bounce each corner of the car several times, and see if. the car
stops moving when you stop bouncing ft. :
- What are some th1ngs that would 1nd1cate the engine might need major
.repairs? : .

: Blue exhaust smoke after going down a hill
. Heavy engine oil on the d1pst1ck
.~ Smell of gasoline in the engine oil,on the d1pst1ck
g;cesilve leaking of motor oil from the engine
Radiator water 011y Or very rusty .
Engine he51tates, skips, or plngs on qu1qk acceleration
Hissing sound in exhaust
. what might cause the brake pedal to go almost to the floorboards
A before stopp1ng°

Low fluid
Worn linings
Repairs neeted

* What might'cahse the brake pedal to stop about half way down and
then sink slowly to the floorboards? -

. Leak in the brake system ' R : . .
R Air in the brake lines o :

©

< ® Whet would free movement of about 3 1nches in- the steer1ng wheel
indicate? , > 4

A}

LodseneSS in the steering system and-parts need to be replaced.

* How can the charg1ng system be checked?

> Turn on head11ghts, radio, and heater fan and see if the warning
’ 11ght -goes off or the meter shows a slight charge when the
engine is running at a fast idle. = ; '

* What are some things that might indicate a car has had hard use?

" Worn upholstery, £1oor coverings, and footpedal'vpads
Poor condition .of driver's seat
-Faded and pitted f1nlsh : o . - -

[ ’ N . : .
' . - . . ~
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AN

High mileage on speedometg?ftmore than 12,000 miles per year)
Worn spots on steering wheel
. Worn door and window handles and armrest on driver' s side

* What are some things that would indicate a car mlght have been 1n\an

- accident? .
. N
N . R1pp1es in the body and fenders ’
Areas of. pa1nt that do not match
New parts 'like bumpers, grills, radiator, dnd fenders
Wrinkles ‘in the inner fender panels and trunk sides
Body leans to one side- . :
Wheels do not track .. ~
Poor fit and hard operation of doors, trunk 1lid, and hood

-

O'How_much time should a road test take?
Aboﬁt 20-30 minutes and under different road conditions

* What should the agreement contaln that permits you to take a car
off the lot for a test drive?
Only that you are respon51b1e for the car wh11e you are test-driving
it.

* What are some things to look for during a road test?
Starting of engine (starts quickly and remains running)

Operation and sound of engine (runs smoothly with no unusual noises)
Acceleration of engine (smooth pickup with no hesitation, skip,

T~ ping when the gas pedal is pushed down quickly)
~ Operation of service brakes and parking brake (Brakes stop car and
brake-pedal action is firm and remains that way; brake pedal .
travels only a short distance and holds there; parking brake
‘holds the car on a hill.) -
‘Rattles and squeaks (few)
-"Tracking'of wheels (rear wheels follow front wheels)
Ride of car - shock™gbsorbers (smooth over rough roads)
Check horn, headlights, turn s1gna1s, brake lights, windshield
wipers, and gauges and warning lights (all operate properly)
0perat1on of steering system (steers easily, does not pull to one
side, no looseness in front end) D)
Color of exhaust smoke -(Blue smoke means rings are needed.)
Operation of transmission (shifts smoothly and quietly with no
slipping)» :
Operation of coollng system (does not overheat)
Operation of charging system (With lights and accessories Operatlng,
4 the system shows a sllght charge when engine is at fast idle. 3

\

* How can brake: "fade” ‘be checked?

Brake bard several times and see if the brake pedal is st111 firm,
\ and has not become spongy.
. - . s
. e ~ . N
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: * What are some signs that would 1nd1cate an automatic transm1551on
. . might need repalrs?

TransmiSS1on f1u1d is black and has a burned odor
Engine 'speeds up :at the shift points ‘
Sh1ft1ng is Jerky

* What are some things that would make you Treject a car? ) .

Welded or cracked engine block L
" Excessive amount of rust damage

Signs of accident damage °

High price for condition of car -

Being high<pressured into a quick-sale . ' VL

Higher price than you can afford - e R ) ;

* What are the advantages-of having a mechan1cocheck the car before .
. you buy 1%{\

He is knowledgeable and will see th1ngs that are wrong which you
do not notice. He will be able to estimate the cost cf any
needed repairs. e - - - '

®* What are some ways of paying for a car?
Save-ahead and pay cash - clieapsst and best
Borrow from a bank - reasonable interest rates ' i :
inance through dealer - conven1ent but often high interest rates .

- If-you- fxnance a car, what are some th1ngs ycu should know?

e Amount—of-payments—and-howmany : "
\ Grace periods and penalities C
N Rate of interest per year . . ~
\ Amount pa1d for credit '
N Total price of car including interest and finance charges
\ .
\
o How should all the things that the salesman indicates he W111 have
, ‘f1xed on the car be recorded? " o
A11 the things which the salesman. indicates will be fixed.on the )
car should appear in wr1t1ng in the contract or agreement. -
+ _ * Why is ﬁt important to read the contract carefully and .understand .-
all words and cond1tions? _
Misunderstandings are avoided between thelbuyer and tho seller.:
\ ° .
Appnatbtng Leanntngb\ » - s | .,
® Have part1cipants expla1n the steps to follow when purchaS1ng a C/i
used car. \ : -

N 3
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Y

. Jackson, C. R. How to buy a used car. Philadéiphia, Pa. Chilton Book- Y

— .

e ' 9
¢ . N -~
. Have participants explain the conditions that would cause, them to
reject a caﬁ because of serious accident damage. ) e
* Have participants explain the conditions that would ‘indicate an
engine needed an overhaul.

* Have participants explain the couditions that would indicate an
automatic tran¢rission needed major repairs.:

* Have participaats explain the conditions about a c&r that a road

test wouid reveal. -

e Have e participants discuss the merits of a car with high ii)zage
previously owned by a salesman who drove mainly on turnpikes and who
had the car serviced regularly versus a car with low mileage
previously :owned by a construction contractor who used the car for

.. . business und who was careless about having“the car serviced.

Instructon References: ° a . .

BOKS .
Dowd, Merle. How to save money when you buy and drive your car. Englewood
Cliffs, New Jersey. Prentice-Hall, Inc. 1967. ' e ;

Grovwes, C. E.. How to buy cars at top discount. New York, N.Y.. Avco‘
Publishing Co., Inc. 1970. ' . : ’

Co. 1967.

Lee, Albert. IGO0 guide; best buys in used cars. New York, N.Y. Bantam
~ Books, Inc. 1972. -

Markovich, Alexandef. How to buy a new or used car. New Yofﬁ, N.Y?
Popular Science Publishing Co., Inc. Distributed by Dutton and Co., Rnc.
1971. (Popular Science car owner's take-along‘library.) L 4

PAMPHLETS

-

Educational Design, Inc. “Cars, furniture, and appliances; car insurance.\
New York, N.Y. Grolier Educational Corp. 1969. (Modern ‘consumer ’
education series) - v -
- G L

: Cars, furniture, and cppliances; the costs of rmmning a car. New’
York, N.Y. Grolier Educational Corp. " 1970. (Modern consumer education
sgries) : ‘ - o

¢

Care, furniture, and appliances; student record book. New York, N.Y.
Grolier Educational Corp. 1970. (Modern consumer education series)

. . P4
. ) | ¥ . B
Checkfity out a used car. New York, N.Y." Grolier Educational Corp. ’
1970. (Modern consumer education series) : -
\ ' _ . _ ..
\‘ "
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: fpiznlomm.s. S . .
"Art of buy‘mg a ear.™ Changing Times. 25% 25-28. March 1971 : -
Barker. C J Pwkmg your first’ aar " Hot Rod.26 105 107 Apnl 1973, . -

. "Bettemng the odda annual used car buymg gusde " Motor Trend. 24 36 48.
June 1972, _ . : s
- [ . )
"Buymg a used aar. Consumer Reports. 37: 395-423. December 1972.
Daniel, J. "‘When dhould you trade in your aar?" Reader's Digest. 101:
© . 99-102. 'August 1972. - : .
Davis, B. "Lots of tmnspoz'bgtton for a Z'Lttle money. " Mechamx Ilustrated.

67 48-50 August *1971. 5

- -~

© MHow to buy a ueed car. Hot Rod 267 ?4475. March 1973.

Jackson. C. R. ,,"Haw_ta.buy a uaec_l car," Reader's Digest:. 93:.93-96.
August 1968. I t ' . .

a

Lamm, M. "How to become a emlmg used-aa.r buyer B Popular Mechamcs. o
133' 85-89. June 1970., . C '

Lee, A. "Can you spot tampéred. mleage?" Béteer Homes and Gardens _51:'12.' |
Febrtiary 1973. : _ o o

>"Houw to avm.d a lemon. Betteﬁ-ﬂomes\am Gardens. 50: 6. Oct. 1972.

%

"How to pwk a ear deaZer. Better Homes and Gardens. 50: 6. . Aug. 1973.

"Knaw the auto, sales agreement before you- ezgn ". Better Homes and

—Gardens. 49: 46. Novemberi1971. R '4-

. S ' '
McCluggage. D. "Ho_w to buy a used car." Americgn’ﬂome. . 74: 52, 54, 38. =

April 1971 . . o ' | T .

- "04d ahortage of used cars.” Busmes_s Week. pp 21-22. March 5, 1973.
N .
"Ueed—car dealar/ 8ee how they operate. " Changmg T1mes - 261 7-10.

. Septenber 1972 L : B o .

. v .:{—,"!/ '

.’l'he ABC\of internal combustion. General Motors Corp. 1948. 13 min. o

sound. color. - Loan - General Motors Corp., Film Library, Detroit, .
‘Mich. 48202. &\, . |

~n . The ABC of thc automobole engme. General Motors Corp. 1948. 18 min, =
*  sound; " color. Loan - General Motors Corp., Film Library, Detroit,‘ Mich
48202‘.‘\‘ o ) . . . Nl

* Where mzcagc begma. . Genei'al Motors Corp 1961, 26 mm.' ‘sound. color.

Loan - General mtors Corp., Film Library, Detro1t M:Lch. 4_8202.-




Yr. Make - Model .
Dealer = o ‘ : Salesman oy
Asking price \o Repair costs, . _ Book price @
Directions: Carefully look over the car and note the’ condrt1on of each of
: the foll ing 1tems T , . P
. . N . .-
ok or Repai‘rs I - 0K or -Repairs =
S None Needed None Needed
Outsidé the Car \ -Inside the Car (Eon.) . -
Paint . coe e e Upholstery. . . . . "
Dents . N . Operation of horn . i
Rust. . . . . O\ ___ v "lights . . oSO .
Glass . N ;signals. . ... . . . .
Leaks . . . . .. - wipers . ' . I
‘Tire tread. . . ::j"'\ "' heater . C e e e S
Tire wear . . . N radio.l, B
Fit of hood .. R S doors | . :;_ _
doors. . . . . . . . __ ____ windows. . . . . .. __ ___
. trunk. . . ..., .. locks., . .. . . .. _ - -
Springs . . . . . — S seat | . . .. o —
* Shock absorbers. . .o o Engme)startmg .ol :
“Trunk condition . — _ Enginesounds . e i
Accident damage . e e o Sh1ftmg N A
: - Warn1ng lights. . . . . =~ " _~°
‘Under the Hood S Gauges .
Radiator water. . . . . R T S
. ‘Condition of belts. . . — Road Test .
‘hoses. e e e L. Eng1ne acceleration .
battery. . . . . . . _ . - Engine performance. . -
Engine block, . » . . __ _ ‘\-Transmssmn fluid —
0il leaks . . .. . } __ - level and. . .
0il level and .. . . _ T odor . . . .. . —
odor . O _ -' Shifting®. . . . . . —
E . - Clutch, . . . . . . . . -"
‘InS'lde the Car 3 . ° ' Service brakes. . . . __ N
~ Condition of » o Parking brake . - LT
“driver's seat; . ... ___ - Steering and. . _ —_
Steering wheel play .« ..+ ~ wheels . . .. < .
Brake pedal-travel. _ —_ .'~ Exhaust color . _ .
Foot pedal wedr . . . __ —_ ! Cooling system. . —
Clutgh free play. ... __ Rattles and squeaks . ';_
Floor covering{ c e e . Accident damage . . ..__ _ o
Mechanic S Report '
Op1nion P Cost of needed repa1rs
A
M11eage read1ng . .. Est1mated m11eage

.

- CreckLsT For Buvine A lsep Car

’
o

_Previous owher

- )
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(1)

(2)

3

(4)
(5)

“(6)

']EKTOI‘ 'IHES(J{U-’J.erKLHbm

The 1nstructor may use the following script for the slides, What To
Look For When Buying a Car, or develop hms own appropriate commentary

Script

What To Look For When Buying a Car
- o

—

A used car is one that someone
does not want,
t;adgd‘in for a new car, or
could not pay ‘or.

When you purchase a used car, you want to
get the best buy possible. The.salesman,

- also is trying to make a good deal for

himself, and, most times, he knows mocre
about cars than you do. To reduce your
risk to a reasonable level, you should
understand some of. the things to do-and
look for when buying a used car.

First, develop a plan and approach the -
purchase of a used car in a practical
manner. Don't buy on impulse! .

Second, before you start looking decide
on the amount of money you can spend
comfortably on a used car. From this
amounit set aside about $200 to: pay for
any repafrs that might be needed. - The "~

“money left is the top price that you -

can spend for a used car.

Third, find out what is available in your
price range by studying the used-car
advertisements in the local newspaper.
Look for the ads that describe the cars
fully and also state the prices. Be
careful of ads that say, "One of a kind"
or "Inventory sellout." .

45

(1)
(2)
(3)
(4)

' (8)

(6):

Slide
Credit slide
Prese;ts
Title slide
Credi; slide

What. is a used car?

Best buy
Clean desl



)

(8)

Script - . Slide

Fourth, review at least one used-car buying
guide to see if the local prices for used
cars are within suggested ranges. Also,
these guides would indicate in general
which cars have been satisfactory and
which cars to avoid. Buying guides. for
used cars may be obtained from stores that
sell magazines or the local library..

Next, acquire‘enbugh-information,about“ :
automobiles so you can judge if the car
you are consmderzng is worth the asking
price..

Then, visit 'several used-car lots and locate (7) Shop around
three or four cars which interest you very
much. Indicate to the salesmen that you
expect to buy but that right now you are
shoppzng around ‘Tell. the salesmen your
price range and emphaszze that the .
condition /of the car is very 1mportant. .

/

Consider /the used-car depurtments of

' franchised new-car dealers because they

usually.

need to keep turning over their stock of
used cars, :

sell the poerer ca.; to wholesalers,
have a service department, and

want to protect the reputatioi. they have
\ developed in the communlty

- A gdod time to buy a used car is 1n the

winter or early sprzng.

you look over the different cars that (8) Good looking
arie availdble at the various dealers Low cost to rum
consider /the following items: - Safety -
Fast engine

arance - Is the car good looking? Low cost
Is it/ free of dents and rust spots? Big car-
Is the paint in good condition? Does S

th interzor show szgns of hard use?

|

Cost of operation - . What are the costs of
rupnxng the car? Some foreign-made and
Auerzcan-made luxury. cars may be
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attractively pr1ced as used cars, but the
cost of their service, tires, fuel, and
repairs is usually high. Also check the
cost of the car insurance because some
models have higher rates than others.

_Safety features - What safety features
ﬁre included?

Size of the engine - Will the engine
_give the 'needed performance?.

Price - How does the cost of this car
compare to similar cars you have looked
at? Is the price w1th1n the range you
prev1ously set?.

Beware of cars that are listed below the
going price range for similar models
because they may be "lemons" or may have
had hard use. ,
S1ze of the car - Will the car give you
the space you require? Consider your
‘average needs and don't buy more car than
is necessary.

The use of a checklist is very helpful when

comparing the advantages and .disadvantages

‘ of one car with another. . Also, it serves as
a reminder of the important things to look

for and ‘provides a written descr1pt1on of the

. cond1t1on of the. car.

Walk around the car and look it over care- “{9) Check -
fully, point by point. If you find\ some Body
major things wrong-with the car, look at : Tires

another one.

Check the body for ripples, dents, paint
that doesn't match, and wrinkles in the
front inner fender panels and in the trunk
sides and floor. These things may indicate’
that the car has been in an accident. Also,

consider the cost of repairing any damage S
that you see. : N

\\\
The body should be level when the car is .

parked on even ground. - If the bocy leans
to one side, check the springs and consider
the cost of replacement if this is required.
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Push down several times at each corner of

the car. When you stop, the car should

move up and down just once. If it keeps

moving up and down, this may indicate that . .
shock absorbers need replacing.

Check the condition of the tires to see how
soon you will have to replace them. If the
" tread wear is uneven, this may mean the
. front end needs repairing or alining.

. (10) Open and close the hood, doors, and trunk (10) Check -
' of the car to see that they work easily and Hood
fit properly. Any binding or tightness Exhaust
might indicate the car has been in an
accident. . )

Start the engine and check the color of the
smoke coming from the exhaust pipe. Blue
smoke may indicate worn:piston rings which
will affect the amount of oil used by the
car and require an engine overhaul to
correct. Black smoke may indicate that the
carburetor needs. adjusting or cleaning.

(11) If'tﬁe car has been standing in place for (11) Check -
over an hour, look on the ground. for oil 0il leaks
leaks. If there are some leaks, be sure Rust

they are coming from this car. O0il leaks
may mean wear or parts that need tightening.
If due to wear, this probably means repairs
are needed. Until fixed, either one will
cause the car to use more oil than is
necessary. '

Rust might be a problem on cars over 3

+ years old. Check for rust damage around
the trunk, trunk floor, fenders, trim,
windows, and bottom edge of doors. Consider
the cost of touching up these spots with
paint or repairing the area if the metal has
been eaten away. Reject cars that have a
lot of rust damage. ‘

(12) Check the condition of the upholstery and (12) Check -
floor coverings for indications of hard Upholstery
use. Is the upholstery worn or Stained? Engine
Are seat covers and floormats going to be -
needed?
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. Lift the hood and check the enf beenlo ck

© for cracks or signs that ig ha’ g at T
" welded. Don‘'t spend time 3ook
car with a cracked or welded eﬂg lock.
If the water in the radiator iﬁh tI{h
~ very rusty, this may indicate ¢ ¢
'cool1ng system needs repaiys: e
;ible angy

The rubber hoses should be £Ie 57 -

.show no signs of leaklng or~de5

The fan belt. should be tlght and have ho
cracks “or frayed: edges.

The battery termlnals should bﬂ %;:n
tight, and free from corrosion’ jyer
solution in the battery should e the
plates. » '
Check the level of the oil in ‘h °§§1he
The oil on the dipstick 'should ? avy o3 too
‘heavy nor smell of gasoline, ﬂgnglnell
might be used to quiet a noisy brok
The smell of gasohne may mean 2. oy -

'fuel pump.

Start the engine and let it idi att:&y ‘car’
should start quickly. Did the ~ 5,
supply enough power to allow t” a reg ng
" motor to turn over the engine s Sop-
able: speed? C
Do the warnlng 11ghts show whes gg° _
ignition is turned on? Do thefoar is € agrer
the engine is running? If the
equipped with a meter, does it ¢ 287 Tusllghc
charge when the engine is runn3” of fan ™ on.
the headlights, radio, and heat® 5 off Yo see
if the charge warning light stafl cha Qr,.the
needle gn the meter shows a smd: fe fag Tge wheh
the engine is made to run g -1itf ght tter
than an idle. If the warnimg li ‘st on
or the needle shows a dischargd’ s, thmlgh
indicate that repairs are neede fuel,. -
charging circuit. Are the ¢il, fklng
temperature lights and gauges: W°

\

properly? N
uie
Does the engine idle evenly snd, 2 ml;iy? 1f
the engine 1d1es very rough, tb*
| 59




indicate a tuneup or other repairs are

.needed. Are there any loud or unusual

engine noises? If noisy, is’ the sound
caused by the engine or muffler? Either
one might indicate repairs are needed.

Does the-engine respond quickly when the
g2s pedal is pushed down fast? If the
engine skips, knocks, or pings, this might
indicate that an-engine tuneup or overhaul

. 1is needed. - :

(133

On cars equipped with an automatic trans-
mission, move the shift lever into forward
and reverse to see that the transmission
takes hold immediately and without any
unusual noises. With the engine running,
check the level, color, and odor of the
automatic transmission fluid. If the
level of the fluid is low, have this
corrected before the car is road-tested.
If the fluid on the dipstick is black or
has a burned odor, this may indicate that
repairs are needed and these are usually
expensive. - '

On cars equipped with a manual shif<, the
free play in the clutch should be about
one or two inches. Apply the brakes,
shift the transmissicn into high, and let
out the clutch slowly. The car should.
stall. . If the clutch jerks or grabs,
this might inaicate repairs are nzeded.

Turn off the ignition key. Tees the
engine stop at once o does it continue
to run for a few seconds?

With the wheels straight ahead and engiie
runrning if *he car has power steering,
move the steering wheel back end forth
without moving the tires._ If there is

_more than 2 inches of free play, this may

indicate repairs are.needed in the
steering system. :

Does the mileage shown on the speedowet<r

~average less than 12,000 miles per yzar?

Any *ing over 15,000 miles per year might
indicate the car had hard use. Does the
amountef pesr on the footpedal pads,

60
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(14)

“(15)

indicated mileage? Look for an oil-change
sticker and see if the mileage for the last
oil change is within reason for the distance
now shown on the speedometer.

Check jﬂl movement of the brake pedal. It
? should‘move down a little and then stop and
remain there.

If the pedal goes almost to the floor, the
brake system may need fluid or repairs.

. I1f the pedal stops moving'down énd then

sinks slowly, this indicates that repairs

are needed to the brake system.
i \

‘Be syre that the horn; all lights, turn

signals, windshield wipers, heateér fan, and
all other accessories function properly.
Also, operate the seat adjustments, door ..
locks, and windows, and look for broken Rr
cracked glass. Consider the cost of any
repairs that mlght be needed.

If the car appears to meet your needs, take
it for a.road test. The dealer will
probably ask you to sign a paper before
you take the car from the lot. Read the

‘paper carefully! Be sure it indicates you

are taking the car only for a road test and
this action places you under no obligation
to purchase the automobile. Drive the car
for at least 20 minutes under different
conditions such-as 'in traffic, up and dowu
hills, and on the open highway. Take the
car over a rough road or street and check
for rattles, squeaks, uncertain steering,

.and ‘looseness .in the front end.

‘Make éuréjthat the brakes stop the car in
‘a reasonable dlstance Are the brakes °
. noisy when they are. stopplng the car? Do

the brakes grab or draw the car to-one
side of the road? After making a number

-.of quick stops, is the brake pedal still

high and solid or is it lower and spongy?
Does the parking brake hold the car on a.

“hill? .
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_,The shifting of cars equipped with automatic .

’ transmissions should be smooth: and well-

spaced and accomplished without eng1nq

speedup or making the car jump forwardL

Check carefully as repairs to automati

transmissions are costly. \ ’ i -
- For cars equipped with manual transmissions,

» the gears should not grind or growl when ;

shifted. Cheeck the ease of shifting and be

sure that the transmission does not pop out

of gear ‘after belng,shlfted or when the car

e is golng downhill. : \

\ ¢
L d

) Check to see that the clutch‘allows the car
. to make a smooth start with no jerking, .
grabbing, or chattering. Shift from low \
directly into high and speed up' the eng1nel
If the englne continues to run fast after. | i A
o thé clutch is completely .engaged, this AU -
. indicates that the clutch is slipping and \“. .

- : .needs to be adjusted or repaired. o \ -
\ . . . o
On a Straight, level road with no- traffic,
hold the steering wheel loosely to see if , .
‘'the car continues straight down the road
-+ without pu111ng to one side. - If thecar .
- = pulls to one’ side, this might indicate low ; X
o . tire pressure, trouble with the steering .
system, or wheels out of alinement. Make I
several sharp turns both ways to see: ‘that '
the steering does not b1nd, 1ncrease in
effort, or become noisy. *

. Step on the. gas: pedal qu1ck1y to see how ° ‘
- the car accelerates. If the engine s ;
' hesitates, misses, bucks, or pings, this : -
might indicate the need for an englne _
tuneup or overhaul. - . |

As the car is traveling'down the road, let

up on the gas pedal for a short distance, .

then press down on it again. If a lot of |

blue smoke comes out the exhaust pipe, this ‘

may indicate that new piston rings are :

needed. L N

If the engine overheats going up a hill, \ X
this may indicate there is ‘trouble in the \ :
cool1ng system. :
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If the engine lacks power going up hills,
this may indicate the need for an eng*ne
overhaul or tuneup. : N

. In an area where there is 11tt1e trafflc,
have someone else drive so yow can check
to see that the rear wheels are aligned - -
with the front wheels. Watch the car o .
move slowly away in a straight line. If
the rear wheels do not follow the path
‘made by the front wheels, this may
indicate serious accident damage and the
car should be reJectad -

.

(16) When a car passes your 1nspect10n and if . (16) Mechanic looking at -
it meets your needs, have a reliable * . car ‘
o automobile mechanic examine the car to , ‘ —
e .see if it is-a ''good buy." Then follow

his advice. A mechanic's time is worth
something, so find out how much he will
”charge before .showing hlm the car.

© (17) Have the mechanic indicate the cost of - . (17) $300~
' “any needed repairs. Add this expenge )
~_to the asking price of the car. to find
< “your tota} cost. This price should not
exceed the€ book value of the car or be .
more than the amount you had decided ‘ , 7
previously to spend for a used car. :
: Don't let a ‘salesman talk you into
< buying a car that you can't afford or that
exceeds 'your needs. Dori't be impressed by
any of the extras that a car has. If you
are turning in a car, consider the final
pr1ce as, "My car and how much more?"

'(18) Be careful of deals that sound ''too good (18) No' downpayment
to be true.'" Watch out for sales’ that o
require "no downpayment." It i$ a good
practice to make a downpayment of at.
least 30 percent of the purchase pr1ce.

The bést and cheapest method gf paying

for a car 'is to save the mone# ahead .

and then pay cash. But if you need to T
borrow money for the purchase of the

car, be sure to look around in order to .

find the best place to obtain a loan.
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repair work. A guarantee is only as
good as. the person 7r firm who gives it.

Sign the purchase contract only after you ' - l
are certain that you want the car. Don't
sign a contract that has blank spaces. o
All the things that the -salesman indicated - ‘
. . he would have fixed on the car should be . '
. . written into tRe contract. Be sure that * .
3 you. get-a copy Of. the final agreement.

‘(20) Buying a used car can be a frustrating (20) Trademarks of
experience. -But you can reduce your rigks insurance compaﬁhes
if you - o . ' -

N
3

approach the purchase in a practical way,

decide on the amount of money you can
spend before you start looking, ;

s f-\

acquire enough knowledge so you can judge
the quality of the cars you are considering,

use a checklist to compare one car w1th ' . . ,
another, _ S . - ‘

road-test the éar,
have a competent mechanic inspect the car,
¢ ST e .

buy.from-a-reliable/dealer,

understand the contract before you sign it, '
and

shop around for the best place to obtain . -
‘the loan and- 1nSurance for the car.
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