Lighter Side
by John Kasun

A

Are You Ready to Buy?

s my wife came into the family room,
I switched off the TV and said, “We
need to talk about something.”
With a look of mixed horror and shock,
she said, “It must be serious if you turned
off the TV. Normally, for anything less than
death or major illness, you simply slow up
while changing channels.”
“I think it’s time to replace your car,” I
replied in a matter of fact tone, ignoring her
intended sarcasm.
For a moment, she sat thoughtfully; then
she said, “OK, but the rules are the same as
the last time. I get to pick the car, the color
and the options but I will not go with you to
the dealership for the actual purchase; it gets
too embarrassing.”
My wife thinks that buying a car is a guy thing and likens
it to some ancient male ritual like painting your body with
war paint and pounding your chest with a club before heading into mortal combat.
It helps to understand that when you buy a car, even
when you think you win, you lose. Buying an automobile
is like buying a 25 cent box of matches for $100 and then
using the matches to burn the rest of your money. But like a
moth drawn to a flame, men cannot resist the challenge of
“getting a good deal.” However, it is important to remember
that buying a car is just like going into battle. You must protect yourself at all times while attempting to wear down the
enemy (the car salesman). To do this, it helps to understand
as much about his battle plan and tactics as possible and
keep him off balance.
First, no matter what the salesman says, there are no
sales actually going on at this time, there are no such things
as sales contests, the dealership is not overstocked and no
one in his right mind is going to sell you a car for $100 over
invoice. Neither do the salesmen need used cars or have a
customer who is looking for your particular model. These are
all tricks to make you think now is the time to buy.
Did you ever notice that within five minutes of meeting
a car salesman, he will ask if you are ready to buy today? He
doesn’t really expect you to say yes; it’s just part of a well
rehearsed sales routine. It is kind of like when you were a
kid in school and had to memorize a poem. You may have
known all the words to the poem but you had to say them in
a certain order and if anyone interrupted you or if you forgot
a line, you had to start over from the beginning. It’s the same
way with car salesmen; they are only in control of the deal as
long as you follow their lead. Get them off track and they get
confused and you get the upper hand.

To prove this theory, before I bought my
wife’s last car, we went to the dealership lot
on a Sunday to look over the available models without any sales pressure. She selected
a sporty red convertible. Bright and early on
Monday morning, I walked into the showroom, introduced myself to the salesman
and, before he could speak, said, “I want to
buy a car today; as a matter of fact, I want to
buy it right now.” Pulling a blank check out of
my wallet, I continued, “Let’s go to your office
so we can get this deal moving and you might
as well call the manager so he can approve it
on the spot because I don’t have much time.”
“W-W-Which c-c-car are you i-i-nterested in?”the salesman nervously asked.
“I want a yellow convertible,” I replied.
“It’s got to be yellow; that’s my wife’s favorite color.”
“We have a beautiful red one on the lot,” he said, trying
to retain control of the negotiations. “I’ll get the keys and you
can take it for a test drive.”
“You don’t have a yellow one?” I moaned loudly as I
made a big production out of stuffing the blank check back
in my wallet. “Red won’t do; my wife hates red.”
As I turned to walk out of the showroom, the shouts of
“Wait, wait” were music to my ears. Soon, I was surrounded
by the salesmen, two managers, a guy from the service
department and the janitor as they joined forces to close the
sale. They had a live one and they were not about to let me
walk away.
They offered to order a yellow model from another
dealer and said they could have it delivered within a week to
10 days. I held my ground and kept repeating that I needed
to buy the car that day and because all they had was the red
one, I would be forced to shop at a competitor’s lot. Twice I
made it to the showroom door before they dragged me back
with another reduced offer on the red model, all the while
telling me that my present car was in poor condition, had
very little value and wasn’t a popular model and they would
actually lose money taking it in on trade.
Finally, after three grueling hours of give and take, the
deal was set. As I walked across the lot to drive off in my
wife’s new red convertible, I saw a salesman showing a customer the car I had just traded in. As I passed by, I overheard
him say, “We just took this one in on trade and it’s a real
beauty. It’s a popular model, so it won’t last long and you’re
in luck because we are having an inventory reduction sale,
so I can give you an extra $1,000 off. Let me ask you; are you
ready to buy today?”
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FEATHERLITE
PATENTED TREESTAND SAFETY APPAREL
We built in the harness—but left out the straps, buckles,
noise, weight and general pain-in-the-butt of other
safety gear. The latest addition to the SpiderWeb™ family,
ultra-lightweight FeatherLite™ incredibly weighs less than
even our TreeSpider Micro Harness.
With the addition of Trinity™ scent control technology and
new ShockBlocker™ to reduce fall arrest force by up to 40%,
it’s tree-stand safety that truly stands alone.
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NOTHING GETS YOU CLOSER.
Certified to TMA® Standards by an Independent Testing Laboratory.

SCENTBLOCKER.COM
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5-Pin / LOST™
TG5605L

™

DECREASING DIAMETER PIN DESIGN

• Micro-adjustable / Tool-less design
• Unique stainless steel tube pin design for
increased durability and brightness
• Extra-long fibers for maximum brightness
• Adjustable 2nd axis aperture
• Adjustable 2nd and 3rd axis level
• Level is illuminated with luminescent tape

5-Pin / Black
TG5605B

.029"
.019"
.010"

Patented DDP™ design blocks less of the target,
resulting in more precise pin placement and
more accurate aiming.

• Removable push-button light
• Reversible bracket for greater vertical adjustability
• Markings for windage / elevation / pin adjustments
• Adjustable for left and right-handed shooters

BLACK

SCAN TO VIEW
PRODUCT VIDEO

COLOR OPTIONS
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