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The Two Biggest Mistakes Buyers Make

Trusting the Seller Field Test Buyer

$1,500-$8,000 Documented findings —@ 90 min inspection ® 50 checks | 90 min
surprise repair = price reduction e = $1,600+ saved | $45-$75 cost

Figure 1. A50-check, 90-minute field test turns hidden seller-side defects into documented
findings, trading a $45-$75 inspection cost for $1,600+ saved and avoiding $1,500-$8,000
surprise repairs
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1.1 The Cost of a Bad Day at the Dealership

Here is the number that ought to be printed on the back of every car key in America.
The average buyer who skips a thorough inspection on a used car spends somewhere
between $1,500 and $8,000 in surprise repairs within the first 18 months of ownership.’
That is not a worst-case scenario. That is the median. The worst cases run $10,000
to $15,000 and end with the car at the curb with a “for sale by owner” sign on it again,

this time for half what you paid.

Itis not because used car buyers are dumb. Most of them are smart, careful, and asked
a few good questions. They just skipped one or two of the seven or eight checks that
catch the expensive stuff. The transmission slipped twice during the test drive and got
blamed on the cold start. The frame had been straightened after a wreck and the paint
thickness gauge would have caught it in 30 seconds. The seller cheerfully showed a
Carfax with no accidents, and the buyer did not know that minor accidents often never

make it to Carfax at all.

$4,200

average surprise repair cost in the first 18 months of ownership for used cars

purchased without a pre-purchase inspection?

This book is the cheat sheet. It is what your mechanic friend would tell you over coffee
if you had a mechanic friend. Fifty checks, organized by where they happen, ending
in a negotiation script that turns most defects into discounts instead of deal-breakers.
Forty-five minutes of work and the right vocabulary catches most of the $8,000 sur-

prises before you hand over a dime.

"RepairPal 2025 Used Vehicle Reliability Index, weighted by powertrain age.
2AAA 2025 Used Vehicle Purchase Study.
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1.2 Mistake Number One: Trusting the Seller’s Narrative

The vast majority of private sellers are honest people who genuinely believe their car
is in great shape. That is the problem. “Great shape” to a seller who has been driving
the same car for six years means “it gets me to work.” It does not mean the front struts
are fine. It does not mean the transmission is not feathering shifts. It does not mean
the head gasket is sealing properly when cold. Those are problems you live with by

ignoring them until they get loud, and most owners do exactly that.

Then there is the seller who knows there is a problem and is not exactly volunteering
it. “Runs great, just selling because | want a truck.” True statement, also incomplete.
They did not mention that the engine smells of burning oil atidle. They did not mention
that the brakes feel mushy below 30 mph. They are not lying. They are letting you

discover it on your own time.

The fix is not to be paranoid. The fix is to stop treating the seller as a source

of information about the car's condition and start treating them as a source of
information about ownership history — maintenance records, prior repairs, any-
thing in writing. The condition of the car comes from your inspection, not from

anything the seller tells you.

A useful question that separates honest sellers from evasive ones: “Have you had a
mechanic look at it in the last six months?” Honest sellers will say either "yes, here is
the receipt” or “no, but | have not had any problems.” Evasive sellers will pivot — “you

can take it to your mechanic” or “l can show you it runs.” The pivot is the signal.
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1.8 Mistake Number Two: Skipping the Field Test

The second mistake is more common than the first, and it costs more. Buyers show up,
look at the car, drive it around the block, talk pricing, and leave with the keys. There is

no inspection. There is barely an evaluation. The whole transaction takes 40 minutes.

A real field test takes about 90 minutes. Twenty for pre-meeting screening. Five for
the exterior walkaround. Ten for the engine bay. Twenty for the test drive. Ten for the
interior. And the remaining time for negotiation. Ninety minutes that protects you from
the most expensive purchase you will make this year other than a house. If the seller

will not give you 90 minutes, that is a signal too — and not one in your favor.

A seller who pressures you to “decide now, | have other people coming this

afternoon” is almost always running a tactic, not stating a fact. The car will be
there tomorrow. If it is not, you saved yourself from a rushed decision. Walk

away from any deal that does not survive a few hours of patience.

1.4 What This Book Will Do

The book is built around 50 specific checks, organized into eight chapters that follow

the actual sequence of a buying day.

» Chapter 2: Pre-meeting screening. The 20-minute background check you do from

your couch before you ever drive to the seller.

o Chapter 3: The 5-minute exterior walkaround. Paint, panels, frame, tires — what

they reveal about accident history and care.

o Chapter 4: Engine bay sound and fluid checks. The cold-start test that 90% of
buyers skip and 100% should run.
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Chapter 5: The 20-minute test drive. The exact route to drive and what to feel for

at each phase.

Chapter 6: Interior and electronics. Dashboard codes, AC performance, the small

things that mean expensive things.

Chapter 7: The pre-purchase mechanic inspection. When itis non-negotiable, how

to find an honest one, what they catch that you cannot.

Chapter 8: Negotiation. Six scripts for the most common defects — turning a
$1,200 brake job into a $1,200 price reduction.

o0

checks, 90 minutes, and roughly $45-$75 in records-search costs — the
entire kit that puts you ahead of 95% of used car buyers

By the end of the book you will have a printable 1-page inspection card (in the bonus
folder), a repair-cost lookup table for negotiation, and the negotiation scripts them-
selves. If you only use one section, use Chapter 8. If you only use two, add Chapter 4.
Together those two chapters cover roughly 70% of the expensive surprises and 90%

of the ones you can negotiate down.

Get the complete book — https://shop.pragma.vision
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