From: Administrator <administrator@autoadvisorai.com>
Sent: Tuesday, March 24, 2026 7:07 AM

To:

Subject: Your AutoAdvisorAl Vehicle Acquisition Plan is Ready

Here is your custom negotiation strategy and vehicle analysis. Keep this handy on your phone when you walk onto the lot.

Document Intelligence & Red Flags

Based on the completed Test Plan you provided, | have extracted the following critical issues. These are
not just minor flaws; they are powerful negotiation levers you will use to drive down the price and expose
dealer weaknesses.

CRITICAL RED FLAG: Undisclosed Damage & Repair. Your note, "Minor print [paint] overspray
front left by turn light," is the single most important piece of leverage you have. This is evidence of
a post-factory paint repair. A "new" car should have zero paintwork. This suggests the vehicle was
damaged either in transit or on the dealer's lot and repaired. This calls the vehicle's "pristine new"
status into question and can impact its resale value.

RED FLAG: Cosmetic Damage. The "Slight scratch on front left wheel" is another physical defect
that contradicts the "new" car condition. While minor, it adds to the pattern of a less-than-perfect
vehicle.

RED FLAG: Sloppy Dealer Prep. Your finding that the "Tire pressure was incorrect” indicates a
rushed orincomplete Pre-Delivery Inspection (PDI). This is a sign of a dealership cutting corners. If
they missed something this basic, what else did they miss?

RED FLAG: High-Profit Dealer Add-on. The note "Window tint was added" confirms the presence
of a pre-installed, high-margin dealer accessory. You did not ask for this, and you should not be
forced to pay the exorbitant price they will ask for it.

Your Personalized Negotiation Battle Plan

This is your step-by-step guide to leveraging the flaws you discovered. The goal is not just to buy a car,
but to pay the true price for a vehicle that is demonstrably not in perfect, factory-new condition.

Vehicle Analysis: 2025 Cadillac XT6 AWD

The Asset: A new, desirable luxury SUV. The dealer wants to sellit.

The Flaw: Itis a "new" car with an asterisk. It has undisclosed repairs, cosmetic damage, and a
sloppy prep job. You are no longer negotiating for a perfect unit; you are negotiating for a "new but
flawed" unit, which commands a lower price.

Phase 1: Setting the Stage (The Calm Inspector)

Do not begin by attacking. Start the conversation with the salesperson calmly and positively, then pivot
to your findings. This frames you as a reasonable but meticulous buyer.
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Script: "Thank you for the test drive, the XT6 drives well and I'm very interested. As | was looking it over, |
did a very thorough inspection and noticed a few things 1'd like to discuss before we talk numbers. It's
important to me that we're on the same page about the vehicle's actual condition.”

Phase 2: The Main Attack (The Undisclosed Repair)

This is where you apply maximum pressure. Focus on the paint overspray. Be precise and use open-
ended questions to put them on the defensive.

1. Present the Evidence: "While | was inspecting the front of the car, | found paint overspray on the
black trim right next to the front left turn signal. You can feel it's rougher than the other side.”
(Physically show them if possible).

2. Askthe Question: Look them in the eye and ask calmly, "Since this is a new car, | was surprised
to see signs of paintwork. Can you pull the vehicle's internal history file and tell me what repair
was done to this area?"

Their Likely Responses & Your Counter-Attacks:

o Iftheyfeignignorance ("l had no idea!"): " understand, but this is a significant issue. A new car
with paintwork has a lower value than one with original factory paint. We need to adjust the price
of the vehicle to reflect that it has had a repair.”

o Ifthey downplay it ("It's just a minor touch-up"): "Whether it was minor or major, the fact is the
factory finish was compromised and repainted. That's a material fact that impacts the value and
should have been disclosed. For a premium vehicle like a Cadillac, the quality of the finish is
paramount. A significant discountis required.”

Your Goal: A price reduction of $1,500 - $3,000 for this issue alone. This isn't just for the cosmetic flaw;
it's for the diminished value of a "repaired" new car.

Phase 3: The Follow-Up Jab (Cosmetic Flaws & Sloppy PDI)

After establishing the major issue of the paintwork, layer in the smaller items to strengthen your case
that this specific vehicle is not a perfect example.

Script: "In addition to the paint repair, | also documented a scratch on the front left wheel and noted the
tire pressures were all incorrect. Frankly, it gives me the impression this vehicle's pre-delivery inspection
was rushed. It makes me concerned about what else might have been overlooked."

Your Goal: Use these points to justify your demand for the larger discount. You can ask for them to repair
the wheel, but it's often better to use it as leverage for more money off the price. A fair value for the wheel
scratch is an additional $200-$400 discount.

Phase 4: Deconstructing the Price (Attacking Add-Ons)

Address this after you have agreed on a discounted price for the vehicle itself. Dealer add-ons are pure
profit and are highly negotiable.



Script: "Okay, we've agreed on a price for the car, which is great. Now, looking at the final sheet, | see a
charge for window tint. | didn't request this, and while it's on the car, I'm not willing to pay the dealer's
price for it. Please remove that charge.”

Their Likely Response & Your Counter-Attack:

e "We can't, it's already on the car. All our cars get it." Yourresponse: "l understand it's on the
car, but that was a business decision you made, not a request | made. | am buying the car, not the
accessories you chose to add to it. Please remove the charge, or we don't have a deal.”

Your Goal: Get the entire charge for the window tint removed. At minimum, negotiate it down to their
true cost (likely under $100), not the $400-$800 they are probably charging.

Your Walk-Away Triggers

You must be prepared to walk away. Your power comes from your willingness to say no. Do not sign the
contract if the dealer:

1. Refuses to offer a significant discount (at least $1,500+) for the undisclosed paint repair. This
is a serious issue, and their refusal is a major red flag.

2. Refuses to remove or drastically reduce the charge for the window tint. This shows they are
prioritizing excessive profit over making a fair deal.

3. Becomes dismissive or dishonest about the issues you've clearly documented. If they won't
be straight with you now, they certainly won't be after you've paid them.

You have all the evidence you need. Stay calm, be firm, and follow this plan. You are in control of this
negotiation. Good luck!

Recommended Reading: Before starting your negotiations, please review our guide on 12 Common
Dealer Negotiation Tactics.

Help Us Improve!

Did you find this battle plan helpful? We are constantly tuning our Al and would love your quick thoughts.

Share Your Quick Feedbac

Found this tool valuable? Buy the creator a drink «

Disclaimer: The information provided in this report by AutoAdvisorAl is for educational and tactical purposes only. It does not constitute
professional mechanical, financial, or legal advice. AutoAdvisorAl makes no guarantees regarding specific vehicle condition, final pricing, or
financing terms. Always obtain an independent pre-purchase inspection (PPI) and independently verify all contract terms before signing.
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By using this service, you agree to our Terms of Service and Privacy Policy.




