From: Administrator <administrator@autoadvisorai.com>
Sent: Wednesday, April 1, 2026 6:20 AM

To: autoadvisorai@outlook.com

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.

Your Dealership Vehicle Acquisition Plan

Document Intelligence & Red Flags

The CARFAX confirms this is a high-mileage lease return, averaging over 18,300 miles per year—well
above the standard 12,000-mile lease allowance. While the "HondaTrue Certified" status is a value-add,
your test drive results have exposed major gaps in the dealer's CPO inspection process. Specifically, the
"distinct click" in the steering rack and the "chirping" fuel pump are documented failure points for the
11th-gen Accord. The presence of acid efflorescence on the battery terminals further proves the "182-
pointinspection" was rushed. Use these specific mechanical oversights to invalidate their "Certified"
price premium and demand a discount based on the inconvenience of immediate warranty repairs.

1. The Executive Assessment

You hold significant leverage because this vehicle has sat for 1-2 months—an eternity for a high-volume
unit like an Accord LX. -Honda has "Mixed" reviews, suggesting they are prone to aggressive F&lI
tactics but may be flexible on unit price to hit monthly volume targets. The fact that you found multiple
mechanical red flags on a "Certified" car puts the dealer on the defensive. They have failed their own
certification standards; you are now doing them a favor by taking a "defective" unit off their hands before
it requires a shop-back for the steering rack replacement.

2. Market Position Analysis

At $22,120, the vehicle is Market Priced for a CPO unit, but Overpriced given the 32k mileage and
mechanical flaws. Most 2024 LX trims with standard mileage (10k-12k) retail near $24k. This unit is
priced lower due to the high mileage, but the dealer hasn't factored in the documented steering rack and
fuel pump issues you discovered. Your target of $21,000 OTD is aggressive (requiring a ~$3,400 discount
once AZ taxes are factored), but justifiable given the "missed" CPO items.

3. Vehicle-Specific Red Flags & Inspection
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o Steering Rack Replacement: The "click" you heard is a known issue in the 11th-gen chassis.
Demand a copy of the CPO inspection report specifically showing the steering rack was tested.
Since it failed your test, the rack likely needs a full replacement ($2,000+ value).

e Fuel Pump Impeller: The "chirping" sound indicates a failing fuel pump, a common 1.5T issue.
Even if there isn't an active recall on this specific VIN yet, the noise is a precursor to a stall.
Demand this be replaced prior to delivery.

4. The Negotiation Sequence (What to Say)

Preferred Method: Email

Step 1: The Opening Move:

"I am interested in the 2024 Accord LX (VIN: ...571). I've reviewed the CARFAX and performed an initial
walkaround. Before we move forward, | need the full Out-The-Door (OTD) price breakdown, including all
dealer fees and the CPO inspection checklist. | noticed a distinct click in the steering rack and a chirping
fuel pump during my evaluation—items that should have been caught during the HondaTrue
certification. Please send the breakdown so | can review the numbers."

Step 2: The Price Anchor:

"I’ve reviewed the breakdown. Given the high mileage (18k+/year) and the fact that the car requires
immediate attention for the steering rack and fuel pump issues, | am at $21,000 Out-The-Door. This
includes all taxes and fees. | am prepared to finance through the dealership today if we can hit this
number, otherwise, I'll move to a lower-mileage unit I'm tracking elsewhere."

Step 3: The Trade-In Play:

"Now that we have agreed on the $21,000 OTD price for the Accord, let's look at my 2023 Nissan Leaf S. It
is in excellent condition and owned outright. | have a standing offer for $13,000. If you can match that, we
can wrap this into a single transaction. If not, | will sell it independently and keep the $21,000 OTD deal
on the Accord as a standalone purchase."

5. The F&Il Office Defense

Since you are using dealer financing, the F&l manager will attempt to "pack" your payment. 1. The CPO
Wrap: They will tell you the CPO warranty is "limited" and try to sell you a wrap to cover the electronics.
Refuse this; the Accord is highly reliable outside of the issues you already identified. 2. Interest Rate
Markup: Ask for your "buy rate." If they quote you 7%, ask what the bank's actual approval was. They
often add 1-2% for profit. 3. Desert Protection/Add-ons: Bell Honda likely adds "tint/nitrogen/door



guards." Since the CARFAX shows these were installed in April 2024, refuse to pay for them again as
"new" adds.

6. Walk-Away Triggers

The "It's Normal" Defense: If the salesperson claims the steering rack click or fuel pump chirp is
"normal for Hondas," walk away. They are lying to avoid a costly pre-sale repair.

Forced Add-ons: If they refuse to remove "Desert Protection" or "ProPack" fees (typically $1,495+
in AZ), walk. These are pure profit and negate your $21k OTD goal.

7. Dealer Tactics to Expect

The "CPO Premium" Trap: They will argue the CPO status justifies the price. Neutralize this by
pointing to the white acid on the battery terminals: "If your tech missed a basic battery cleaning,
how can | trust the rest of the 182-point inspection?"

Monthly Payment Focus: They will try to talk in "monthly payments" to hide the $24k+ OTD price.
Neutralize this by stating: "l am a cash-price buyer. We agree on the OTD total first; the payment is
just math after that."

8. Deal Scorecard

Buyer Leverage: High (Aged inventory + missed CPO mechanical issues)
Price Position: Market (But high for the specific condition)

Risk Level: Moderate (Requires immediate warranty work)

Negotiation Aggressiveness: Aggressive

9. Target Out-The-Door (OTD) Offer Range

*Includes estimated state taxes/fees based on zip code 85023.

10.

Opening Offer: $20,250

Likely Dealer Counter: $22,800

Realistic Purchase Range: $21,000 to $21,800
Absolute Walk-Away Price: $21,001

Final Broker Advice

This car has clear mechanical flaws that the dealer tried to gloss over with a "Certified" label. Do not let
them rush you. Your $21,000 OTD target is your shield—if they can't hit it, let them keep their clicking
steering rack and find a cleaner unit.



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

Help Us Improve!

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

Share Your Quick Feedback

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 (PPl) and independently verify all contract terms before signing.

By using this service, you agree to our Terms of Service and Privacy Policy.




