Politely make plain that you won't be waiting more
than a few minutes. Unless you get a bid for your tar-
get price right away, take the best offer from that
dealership and get another bid or two at other loca-
tions. Then take the offer closest to your target.

Once the price is set

Don't even mention that you have a potential
trade-in until the price is set, especially if your car is
in good condition and the same make as the new
one you are buying. If that's the case it's potentially a
good used car for the dealer to sell—now check to
see what the dealer would offer. You already know
what the average trade-in value is and what it's
worth in a sale elsewhere. Check, too, on dealer
financing deals that may have lower rates than your
already-approved loan. But most such deals come as
an either-or choice with cash rebates. So it often can
make more sense to take the rebate and keep the
financing you have.

If you hate all this...

Consider no-haggle dealerships. For example, all
Saturn dealers and some dealers for other brands
have fixed prices. Because of the lack of negotiations
and a focus on courteous handling of customers,
these dealerships consistently rank high in customer
satisfaction surveys. Prices will be the same at all
Saturn dealerships. But if you're considering a so-
called no-haggle dealership for other brands, do your
research just as for any conventional dealership so
you can tell if the fixed price is a reasonable deal—
not more than 3% over the invoice price for most

brands (a bit more than a reasonably good nego-
tiator would pay at a conventional dealership). Do
your research in advance, and if the price looks
good you avoid the negotiating hassles.

Another option would be to use a car buyer's
agent or car broker. Car brokers are individuals or
businesses that earn their keep by finding the
right vehicle at the right price. You tell them what
you want and they scour the area, looking for that
exact car, then negotiate a great price with the
dealer.

“A buying agent should have no conflict of
interest, and should represent exclusively the con-
sumer,” says Linda Goldstein, president of CarQ, a
national buying agency that charges a set fee to
find a vehicle, and accepts no payment from car
dealers.

One of the best places to find a car broker is
your credit union, which may have established
relations with car buyers.
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