
The Auto Remedy Playbook

Every move described below is legal and disclosed somewhere. The trick is

that the system is engineered so you never see the whole board at once. This

guide shows you the whole board, play by play, in plain language, with the

exact words to say. Read it before you shop, print it or download the PDF, and

bring it with you.

Download the PDF Back to Auto Remedy

Start before the car: need, or want?

Before any make or model, ask one question about every feature you think you

need: would a cheaper or different vehicle do the same real job? If you tow a few

times a year, run the honest math on a smaller vehicle plus renting a truck for

those few weekends — it usually wins by thousands. If the answer is really about

how the truck looks or feels, that is fine — it is your money — but know you are

paying for identity, not function, and price that choice honestly. And when you say

"I can afford $500 a month," decide whether that means the loan payment alone,

or the loan plus insurance, fuel, and maintenance. Anchoring on the loan payment

alone is exactly the opening the dealer's worksheet is designed to exploit.

Vet the car before you ever talk price

Five checks, mostly free, in order. One: recalls — NHTSA.gov/recalls with the VIN,

free, two minutes. Two: complaint history on the model, also NHTSA, used as a

directional signal, not a verdict. Three: reliability ratings from two independent

sources (Consumer Reports and J.D. Power), never just one. Four: for a specific
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used car, a vehicle history report — the seller should ordinarily provide one — plus

an independent pre-purchase inspection, roughly $100 to $200 and worth every

dollar, because history databases are incomplete. Five: compare total ownership

cost across candidates — insurance, parts, maintenance, depreciation — not the

sticker.

MSRP is an anchor, not a price

MSRP exists to be discounted from. It was never the dealer's cost — disclosed

invoices generally run about 92 to 96 percent of MSRP, and even invoice is not the

dealer's real cost (the next play explains why). Every negotiation that starts from

the sticker is running on the dealer's number. The antidote is to work up from what

the dealer actually has in the car, never down from what they printed on the

window.

Where the dealer's real money hides

Invoice is not what the dealer paid. Manufacturers pay dealers back after the sale

through holdback (commonly 2 to 3 percent of MSRP for most mainstream

brands), dealer cash, volume bonuses, floorplan assistance, and advertising

credits — money that never appears on any sticker or invoice they show you. This

is why a dealer can sell "at invoice" and still profit. You do not need the exact

confidential numbers; you need to know they exist, so "we are losing money on

this deal" never moves you. One tip: never say the word "holdback" to a

salesperson — it marks you as hostile. Just negotiate the total price with the

knowledge quietly in hand.

The unreal web price and the bait ad

A shockingly low online price is advertising, not an offer. The classic version is a

"$199 a month" or "$9,999" headline with fine print requiring a big down payment,

perfect credit, and a 72-month loan — on the stripped base model they may not

even have. Before driving anywhere, ask by email or phone: "Is that exact vehicle
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on your lot right now, and will you sell it to me today at that price?" If they stall,

refuse, or talk down the advertised car to push a pricier one, that is the tell — walk.

The four-square worksheet

Inside the dealership you will see a worksheet with four boxes: price, trade-in,

down payment, monthly payment. Four moving numbers at once overload

anyone's working memory — that is the point. The dealer slides value between

boxes so the monthly payment feels manageable while the real total quietly grows.

The antidote is one number: the out-the-door total, in writing, before your trade,

your down payment, or any monthly figure enters the conversation. Say it plainly:

"One number, out the door, in writing. We can talk about everything else after."

The realistic way to get a fair price

Do not negotiate in person from scratch. Instead, email three to five dealers'

internet sales managers about the exact same configured vehicle and ask each for

one written out-the-door number. Written quotes from competing dealers do the

negotiating for you — each knows you have alternatives. Never negotiate a single

dollar in person until a winning written quote already exists on paper. Then the

visit is a signing, not a contest.

Timing is real leverage

Most dealer inventory is financed — the dealer pays real interest every day a car

sits, and lenders start demanding paydowns as units age past 60 to 90 days.

Month end, quarter end, and year end volume targets are real too, and hitting a tier

can pay the dealer on every car sold that period, not just yours. You cannot know

from outside exactly where they stand, so ask instead of asserting: "I understand

this vehicle has been here 120 days. What kind of daily costs are you carrying, and

how can we structure a deal that helps both of us?" An aged unit plus a month-

end date is the best buying window an ordinary shopper gets.
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The trade-in shell game

A generous trade-in allowance means nothing if the new car's price quietly moved

up to fund it — the worksheet makes that swap invisible. Handle the trade as its

own deal: before you shop, collect real outside offers (CarMax, Carvana, KBB

Instant Cash Offer are fast floors; a private sale usually beats them all), and only

then compare the dealer's raw number. One genuine dealer advantage: in most

states, trading in means sales tax only on the difference, so a slightly lower dealer

offer can still win after tax — do that math second, as the tiebreaker, never first.

Junk fees, the doc fee, and the magic words

Dealer prep, market adjustment, nitrogen in the tires, VIN etching, paint sealant,

ceramic coating: only tax, registration, and the real state title fee are actually

required government charges. The "doc fee" is a dealer-imposed charge, not a

government one — some states cap it (California at $85), others leave it uncapped

and it runs $600 to $1,200. You often cannot make them delete a fee, but the

vehicle price can always come down by the same amount, which is the same

thing. For a pre-installed add-on package the working script is: "I will not purchase

this package. Remove it, discount the vehicle by the same amount, or I will choose

another vehicle."

The finance office is a second deal

After you agree on price, you are walked to the F&I office — a second profit center

with two engines. First, the rate: the dealer can mark up the interest rate above

what the lender actually approved you for, and the spread is dealer compensation.

Second, the products: extended warranties commonly sell for $2,000 to $3,000

against a wholesale cost far below that, plus paint protection, etching, and add-on

insurance. The antidote is walking in with an outside pre-approval from a bank or

credit union — credit unions have recently run one to two percentage points

below banks on new auto loans. With a real competing offer in hand, every point of

markup becomes visible and negotiable. Decide about every F&I product before

Autilogix Remedy

Autilogix Remedy  |  © 2026 Autilogix LLC



you enter the room, calmly decline the rest, and remember the person offering

them is doing a lawful job — the engineering, not the employee, is the adversary.

GAP insurance and the down payment, honestly

GAP covers the difference between what insurance pays for a totaled car and

what you still owe on the loan. It is a real product with a real price: commonly

$500 to $1,000 through the dealer versus $150 to $400 from an outside insurer —

and if it is rolled into the loan you pay interest on it too. There is no universal right

answer: a bigger down payment can shrink the loan-to-value gap enough that

GAP is pointless, while a small-down-payment buyer on a fast-depreciating car

may genuinely want it. Just never buy it in the F&I chair at the dealer's price

without an outside quote.

Never drive away on 'pending' financing

The yo-yo: the dealer lets you take the car home with financing "pending final

approval." Days or weeks later the call comes — financing fell through, bring the

car back or sign worse terms. By then your trade may be sold and the pressure is

enormous. The rule is absolute: never take delivery until financing is fully and

finally approved, in writing. If they push the keys at you anyway, that is a signal

about the deal, not a favor.

Leasing, in four honest sentences

Leasing genuinely wins when you drive under about 15,000 miles a year, keep

vehicles two to three years, and the manufacturer is subsidizing the deal —

otherwise buying, especially a two-to-three-year-old certified used car that

already took the steepest depreciation, usually costs less in total. The advertised

monthly payment means nothing by itself; compare the total of all payments plus

everything due at signing. The money factor is just an interest rate in disguise —

multiply it by 2,400 to see the approximate APR. And the bait-ad warning applies
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double to leases: a tiny monthly number with thousands due at signing is

marketing, not a deal.

After you buy: own it cheap

Dealerships earn roughly half their total gross profit from parts and service, where

labor margins run high. Take the free first service if offered — it obligates you to

nothing. Treat the "multi-point inspection" as a sales menu, not a diagnosis; the

maintenance schedule in your owner's manual is the real authority on what the car

needs. Once the warranty ends, a good independent shop typically charges well

below the dealer's labor rate for the same work.

Beliefs to leave at the door

"Invoice is what the dealer paid" — false, manufacturer money sits behind it. "A

high trade allowance means they valued my car" — not if the discount moved

columns. "0% APR is always best" — not when it replaces a large rebate; run both.

"Cash buyers get the best price" — often the opposite, since financing profit can

subsidize the price. "No-haggle means fair" — it means fixed, which is not the

same thing. "CarMax or Carvana pays the most for a trade" — usually a floor, not a

ceiling. Every one of these beliefs is quietly worth money to the store that lets you

keep believing it.

Take it with you.
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