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Each year, one-third of us leases a new car --
and many of us simply pay too much when it
comes time to return the car. Getting rid of a
leased car doesn’t have to be expensive, if
you know what to watch out for. This guide
is designed to help you negotiate the best
deal at the end of your lease. We’ll also help
you decide whether to keep the car and get
out of the leasing cycle.

Important End of Lease Terms

Excess Wear and Tear Charges: Most
leases make you responsible for any damage
to the vehicle. Some contracts list what is
considered over normal wear and tear. Others
give the lessor the right to charge for any
damages that they determine are
unreasonable. Of course, if you buy the car,
you won’t have to pay these charges.

Excess Mileage Charges: Most leases have
a limit on the number of miles you can drive.
If you exceed the limit, you will be charged,
per mile, when you turn in the car. If you buy
the car, you won’t have to pay these charges.

Disposition and Purchase Option Fees:
Most leases require you to pay a fee to cover
the cost of selling the car. This is called a
disposition fee. If you decide to buy the
vehicle, the disposition fee will be eliminated,
but you may be charged a purchase option
fee to prepare the paperwork.

Purchase Option: Most leases give you the
option to buy the vehicle at the end of the
lease for a price you agreed to when you

signed the contract. This price is either listed
in the contract or the contract specifies a
method of determining how much they will
charge you for the vehicle. NOTE: If you are
thinking of buying the vehicle, check your
contract as many leases require you to notify
the lessor one month in advance.

Every contract is different. It is
important to read your contract and
understand your obligations and
rights before it's time to end your
lease.

Here are the key steps you need
to take to end your lease:

STEP 1: COLLECT INFORMATION

Two months before the lease ends, read
your contract and gather information on end .
of lease costs and the value of your vehicle.

Here’s what you need to know:

Excess Wear and Tear Charges

* Get an estimate. Always ask your dealer to
provide you with a written estimate of any
wear and tear charges.

* Shop for lower costs. If the dealer indicates
that there will be wear and tear charges, get
written repair estimates from other repair
shops for the listed problems.



» Who does the repairs? If your contract
requires that the dealer perform the repairs
ask if you can get a second estimate from
another repairer before the work is started.
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Excess Mileage Charges

» Estimate your final mileage. Check the
car’s current odometer reading and add the
additional mileage you expect to drive
before turning the car in.

* Calculate your charges. Determine how
many miles you are allowed in your
contract and multiply any “excess” miles
by the per mile charge.

Disposition Charges and Other End of
Lease Fees

e Review your contract. Determine if there is
a disposition fee or other charges when
you turn in the car.

STEP 2: ADD UP THE COSTS TO

END THE LEASE

* The bottom line. Add up the following
(using the lowest estimated excess wear
and tear charges you received):

Excess wear and tear $
Excess mileage $
Disposition charge $
Other charges $
TOTAL due at lease end $

EP 3: ERMIN
TO BUY C

* Determine if you can buy. Review your
contract and find out if you can buy the car.
Also check to see if a purchase option fee
will be charged.

» Check purchase notification requirement.
Many contracts require that you notify the
dealer in advance (typically one month) if
you want to buy the car.

* Determine purchase price. Look for the
listed price in contract. If the contract
describes a method to determine the
purchase price, ask the dealer for the
current value.

» Determine the car’s retail value. Find out
how much the car should cost in the open
market by checking the NADA Official
Used Car Guide, often called the “blue
book,” and found in most libraries and
credit unions. The Guide’s “retail value” is
what you would expect to pay for the car.

* Add up all the charges. Don’t forget to
include the purchase option fee when
determining the cost to buy the car.

Retail Value
Purchase Option Fee
Taxes

Other Charges
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TOTAL cost to buy $




purchase price is $10,000, but the retail
value of the car is only $7,000 — you can
save if you buy the car for $10,000 and
then sell it for $7,000. Your net loss is
$3,000 instead of $4,000. Be sure to try to
negotiate a lower purchase price to increase
your savings.

* Negotiate. If the retail value is less than
what the lessor wants to charge you, don’t
hesitate to make a fair offer. It will save
them the expense of transferring the car to
another owner.

» Compare financing. If you decide you want
to keep the car, be sure to compare the
dealer’s financing with your credit union or
other financial institutions.

o Get full credit. Be sure to get full credit for
your vehicle if you trade it in for another
lease or purchase. This amount should be
listed in your new contract.

Turning In The Car

Generally, if the car is worth less than the
purchase price in the contract, and the dealer
won’t sell it for less, turn in the car.

» Add up your costs. Review the information
you collected on how much the lessor will
charge for repairs and compare that with
the independent estimate you received.

* Repair the car. If the independent estimate
is substantially less than the lessors
estimate, repair the car before turning it in.

Be sure that the repairs meet the
requirements of your contract and respond
to the problems listed on the lessors
estimate.

* Get it in writing. If you turn in a repaired
car or one you consider meets the terms of
the contract, be sure that you obtain a
written confirmation of the condition of
your vehicle.

* Get a report. If your contract specifies that
the dealer has the right to repair the
vehicle, request a Vehicle Condition
Report with a detailed estimate of the
repairs and costs.

» Independent repair estimate. If further
repairs are needed, find out if you are
entitled to an independent appraisal before
the work is done.

» Make a record. Document the condition of
the car before you turn it in by taking
pictures or videos of both the interior and
exterior of the car. Make sure the dealer
knows that you have this information.
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Be sure that the repairs meet the
requirements of your contract and respond
to the problems listed on the lessors
estimate.

o Get it in writing. If you turn in a repaired
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written confirmation of the condition of
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o Get a report. If your contract specifies that
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Report with a detailed estimate of the
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» Independent repair estimate. If further
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