AMI Module #2 - The 10 Fundamental Rules to Profitable Auto
Investing
This section is a supplement to our audio discussion.
1) The car must be under the predicted market value to be worth your time.
The absolute backbone to any investing is to buy low and sell high. To get the largest swings
you’ll need to buy below what you think you can sell the car for. They key to getting a sense for
relative values of investments is to see a high volume of deal flow. We believe you can
accomplish this if you review deals for 15 minutes a day for a 1 month period. We’ll teach you
the nuts and bolts of how to get this done in our technology section.
2. Your investment car must have outstanding paint.
We’ve tried to break this rule at our own peril. It is overwhelmingly true that used car buyers
over-focus on aesthetics, and therefore to get the most value out of your transactions you’ll need
to focus there as well. Cheap paint job shops like Maaco won’t cut it for most mid-range to
high-range vehicles and can often reduce the value of the car.
Quality factory paint jobs can be cost prohibitive (2K-10K depending) and will destroy your
profitability.
There are some rare exceptions when minor touch ups and ding repairs can make a lot of
sense, and we’ll teach you how to spot them.
The general rule is to stick to original factory paint jobs that have been well taken care of. Watch
out for faded trim or mismatched panels. These are all indications of re-paint work, or even
worse, accidents, and there are too many potential deals out there to deal with this liability.

3. You must buy a car with ZERO non-trivial mechanical problems
It is often tempting to pick up an investment with some expensive problems that you believe you
can get fixed cheaper than the average buyer, or that you believe devalues the car so much that
it makes it an interesting investment opportunity.
We suggest developing a mutually beneficial relationships with a local mechanic, but more
importantly, to follow our included mechanical checklist. Using some basic diagnostic
techniques, like reviewing the emissions test, and following our non-technical walk through can
help you determine with very high accuracy if a car is sound technically.
You are in a huge advantage over the average car buyer-- you do not need to purchase this car.
Therefore, if there is any doubt at all about the reliability of a car, you should walk.
4. All maintenance on the car needs to be up to date.
You are in an even better position if you’ve got all the documentation through the entire life of the
vehicle. This is particularly important for high-end vehicles. Do your best to check the scheduled
maintenance through the dealership or authorized service center. Learn the manufacturer's
suggested maintenance intervals and do your best to determine if the previous owners stuck to

schedule.
Some high-end brands like Porsche, BMW, and Mercedes often have log books from the
dealerships, make sure to check them out. You’ll want to ask and follow-up on receipts for big
ticket items like timing belts.
Real killer deals will often include receipts and service records from the original purchaser of the
car. If all other technical health indications check out, this is a huge value and will provide a lot of
confidence when trying to sell the car for a top market value.
It is often the case that people who can afford “much more car” keep great care of their cars.
Keep and eye out for situations like this, you can often tell by visiting their home, asking what
they do for a living, or asking point black why they don’t drive a higher-end car. Generally owners
who drive more modest cars are cash conscious and keep great care of their investments.
5. Walk away from deals that include any buyer or seller BS
If any of the following things happen when pursuing a deal, just walk away. There are plenty of
other deals out there. No missing title, no missing seller, selling for someone else, can’t get to
the car..don’t waste your time. Don’t bother with deals where the title is not in the owner’s name,
or is in the bank’s name. All paperwork needs to be with the car and the owner is usually willing
to meet at their house. If a deal feels shady or too good to be true it probably is. Go with your gut
and remember you don’t need to make a deal so taking on any risk factors isn’t worth it and
won’t contribute to you making money.
6. Under no circumstances invest in cars with salvaged or reconstructed titles.
This rule can be very tempting to break. When scanning car listings, salvaged titles can be
priced so far below the market value for a particular model that it’ll get the deal-maker in you
excited.
Resist the temptation.
If a car has a salvaged or reconstructed title, at some point in the car’s history there was a total
loss situation. That’s when an insurance company found the the damage to the vehicle cost
more than the vehicle’s value.
It’s easier for insurance companies to total an older car because they are worth less. That
means if a newer car has a salvage title, the damage was very substantial
These cars are almost universally in poor condition. They may look great but probably have
hidden problems and were most likely repaired incorrectly.

Keep an eye of out for these cars passing as normal. Some repair shops make their income
trying to fix junk cars and sell them without advertising them as salvaged. Always check the title
for proof and run a CarFax report.
Always walk away from these situations, you’ll make more money and take on less risk
elsewhere.
7. Invest in cars that show few signs of previous ownership, especially the interior.
After having talked to hundreds of car buyers, perhaps the most significant thing they look for in a
used car is (ironically) one that don’t seem used. In general, all of your actions will be focused on
finding and selling cars in a state where the new owner sees the smallest impact of the previous
owner as possible.
This principle is especially true in used cars that are newer.
Do you best to not only seek out cars with very little wear or evidence of previous owners, but to
remove as many tangible elements of wear as possible, including stickers, scents, trinkets,
small areas of damage, including floor mats.
8. Your investment car should be on our approved brand and model list.
A lot of the cars on this list are highly sought after lower production run vehicles. Some owners
don’t even know they own a speciality vehicle or that it’s more valuable than say a base model.
It’s possible to make huge margins on these vehicles.
Our list helps you to focus on a smaller number of vehicles and develop an advanced expertise
in them. This will give you more leverage and advantage in your deal making.
We suggest target 2-3 cars initially. Once you are experienced you can be canvasing the
market for 10-20 models at one time. Depending on your available capital you can purchase a
few per month. We will give you a list of low-end, mid-range, and high-end vehicles to focus on,
there is a vehicle for every one’s investment level.
9. You must have unfavorable conditions for the seller, here’s how to spot them.
Look for a situation where the buyer has to unload the vehicle, or can’t afford payments. Many
good deals will come from someone who has passed away and a third party is looking to unload
the vehicle.
Often a car has been on the market too long, might be asking too much, buyer becomes tired of
the process. You can capitalize on this offering fast cash. If you are the only person with enough
CASH to buy the vehicle, great position to be in. This can especially be true for low to mid range

vehicles, where many potential buyers are organizing complicated financing or a lot of deal
making run-around. Being decisive and swiftly offering cash and give you a huge pricing
advantage.
Most people absolutely hate selling cars. That’s why a lot of them simply trade their cars in at
the dealerships loosing thousands of dollars. Generally people will sell a car every 5-7 years,
that's only a handful times in their lifetime. By becoming an expert in negotiation and the process
of auto purchasing you can have the advantage over all of these people. It’s possible in your first
year you could have more experience than most people will ever have.
10. You need to have zero doubt that the car is worth more than your valuation and that
your valuation is correct.
This is all about develop your 6th sense for the value of cars. You’ll need to put in your time at the
computer, and evaluate a lot of deals over the first month. You should know within about 5
minutes after visiting/ seeing a car how much you think the market will allow you to sell for if you
purchase. This will help you to knock-down the asking price through the negotiation process
This program is not about gambling, it’s about the exact opposite.
*Bonus Points - Get to Know Psychological Mileage Barriers.
What do the following mean to you? What kinds of models do they apply to? Be sure to listen to
our “models to focus on” to learn more.
119k or less
99k or less
60k or less
29k or less

AMI Module #3 - How to Develop a Sense for the Market Value of
Cars
This section is a supplement to our audio discussion.
Develop an Automated Daily Plan to Monitor these Sites
One of the keys to this program is routinely check on the health of your sites. When comparing
market values of different makes and models, be sure to take in to account color, transmission,
mileage, and model specifics, including trim level. Start only with a handful of models from our
approved model list that are in your budget. That way, it’s easier to get and in-depth
understanding of their values in your local market place.
Drill down on makes and models. Start to understand your swings/ differential between
purchase and selling prices at these resources.
8 Great Resources to Monitor The market
1. Craigslist - Most widely used source for finding used cars, and the primary source we
focus on. There is big money to be made on Craigslist if you know how to use it well and
focus in on the information that can make you money. You need to be able to search this
resource quickly and efficiently. Use the search tool at the top to only search “by owner,”
this avoids browsing for cars sold by dealers radio button on the top of the page allows
you to further define your search by title or entire post. This will help to cut down on
spam. If possible download a Craigslist plug-in for your browser. Google Chrome
browser uses Craigslist peak. It allows your browser to automatically display the images
without having to open up the listing which can save a lot of time.
2. Craigslook - Now defunct. We’ll be piecing together an alternative solution for all of our
customers. In the meantime, we’ll provide you with a video module to set up your RSS
feed reader to help automate deal flow in multiple auto markets.
3. EbayMotors.com, and Ebay.com - Focus on the ended auction tool to evaluate sold
listing prices. This gives you a good sense of the market value, generally 10-30% lower
than what you’ll be able to sell for locally but not always. Ebay can be a be an OK place to
purchase, but not so much for selling most used autos. Most users are very in-tune with
the market and pricing, not much room for an information advantage with this crowd. Log
into an Ebay account, check on ended auctions to see the true price at which a car was
sold in order to get a general market pulse on particular makes and models.
4. Kelly Blue Book - An old-school outdated resource. Use this to leverage lower prices for
purchasing. A lot of the time KBB undervalues market prices on specialty, niche
vehicles, many of which are listed on our preferred makes and models lists.
5. Edmunds.com - Focused on driving users to paid used car listings. Also a good
reference for maintenance schedules/ specific model year issues that can be good

information relating to a used car purchase. Before you go to do a review of a car in
person, check Edmunds for mechanical issues and information. Edmunds is also good
good for comparing different model years of the same car. Is the 92 more desirable than
the 93? Check Edmunds.
6. Cars.com - This resource pulls classified ads from other sites and local newspapers.
Sometimes there are some hidden gems here, but rarely.
7. Enthusiast Forums - Almost every make and model of vehicle has a cult following on the
Internet. A lot of groups coordinate on a forum where they trade information. This is also
where they buy and sell their vehicles and it can be a great place to sell. Not much
information advantage buying here as most users are savvy, however a lot are younger
demographic that may not have cash. Some are:
a. www.corral.net (Ford Mustang)
b. www.bimmerforums.com ( BMW’s)
c. www.mazdas247.com (Mazda)
d. www.honda-tech.com (Honda & Acura)
8. Live Auctions - Generally you’ll need to become a licenced dealer to attend and
purchase. The auctions where you don’t need a dealers licence are not actually
auctions, rather a dealership trying to entice buyers through the illusion they are
purchasing at wholesale prices. You’ll find repossessed cars, dealer trade-ins, leases,
and older vehicles that dealers can’t sell. This is where the majority of used car
dealerships purchase their cars

AMI Module #4 - How to Maximize Your Selling Prices On Craigslist
This section is a supplement to our audio discussion. This section is complimented
supplemental worksheets and documents. Insert Car Ads file in dropbox & Insert Classified Ad
Mistakes
BAD ADVERTISEMENT

We believe you will have some of your highest returns selling your vehicle on Craigslist.com, and
therefore much of our information will revolve around how to use the site effectively.
To get started on Craigslist, you’ll need to open an account. This helps you to save your ad and
re-post every few days without re-uploading photos and text. This also allows for multiple listings
and easy management.
The Basics of An Effective Advertisement
Craigslist allows you to write as much as you’d like. This is generally a bad idea. We suggest to
only write as much as you need. Once you start writing paragraphs too much detail can be
revealed and also many potential buyers may skip over your novel. This is a real phenomenon
that is a little counter intuitive. It turns out, even in the shadow of such a huge purchase, things

like text length matters.
In general, stick to an old school formatting. Use lots of number indications of basic features of
the car. Here’s an example:
1990 BMW M3, 189,000 Miles, 5 Speed, Beautiful Leather, Excellent Paint 9 out of 10,
Reliable......list improvements, closing statement, name, and contact information.
You can use a rating system for cars 8 and higher, generally pristine or near prefect cars will
score 9 out of 10 or 10 out of 10. This gives people a sense for how nice, nice is. It’s worth it to
note that the car is “100% road worthy and legal”
Do not use all capital letters and symbols **************SALE SALE SALE************* these
generally correlate to spam posts. Good cars at the right price will sell themselves.
If there are issues or shortcomings with the car you’ll want to make them sound as non-trivial as
possible. Better to explain them in person or on the phone.
Make a Great Headline
The title of the ad should be something that stands out but isn’t annoying. State the facts, model,
year, make, doors, then a descriptor like excellent/ mint/ pristine then price. It does need to
stand apart from the other 1000 listings.
1993 BMW M3, 154K Miles, Clean Everything, Ready to Drive
2001 BMW M3, 89K Miles, Title In Hand, Garage Kept, a Real Find
1995 Ford Mustang Cobra, 145K Miles, 100% Clean and Ready to Drive
How to Sell with Excellent Photography

Use the 4 images spots that Craigslist provides. Stick to the basics. Take the photos at dusk
before the sun completely sets, this brings out nice tones and shadows while highlighting really
nice paint jobs. For less than average paint jobs you’ll want to take photos usually during high
noon to over expose the photo and hide blemishes.
Don’t take photos at shopping centers or public places. If possible take them in front of a nice
house or neighborhood. If you don’t live somewhere like this drive to a neighboring suburb or
friend’s house and take the photos.
Don’t include kids, toys, dogs, junk or anything that is distracting to the potential buyer in the
photos.
Take the time understand some common photo angles for cars. This can make photography
from point and shoot digital cameras look professional quality.
Bad Photos

Good Photos

Insert photos on how to take photos with cars.
At all costs stay away from cell phone or low resolution photos, decent photography makes a
difference in getting higher dollar values for your investments.
Consider the photos as an additional selling tool. They tell a story as does the text in the
classified ad. Don’t disqualify yourself from potential buyers with poor photos.
Detailed Photo Plan - 4 Photos on Craigslist
Insert Photo examples

● Take 1 photo from each of the front corners (2 total). Bend down to show the sides of the
car. Try to make the car fill up the entire frame. Show less roof area and more of the
front and side. Make sure the wheels are straight and the car is on level ground if
possible.
● The 3rd shot will focus on the interior. Open the driver’s side door, with the seat reclined
like a tall person might adjust for, take the photo over the side of the headrest from the
slightly bent over position showing as much of the interior, as possible.
● The fourth shot will be of the engine compartment if it’s perfect, no dirt and looks virtually
like it did on day 1 from the dealership. Skip the engine shot and take a photo of the rear
of the car or the back seats if it’s not perfectly clean.
You’ll be asked by many buyers to send additional high-resolution photos. It’s best to take all of
your photos at one time and send out as needed. Higher-end car buyers will want to see photos
of every detail including, VIN tags on all panels, possible undercarriage shots, door jams, tail pipe
color, tires, every wheel, every scratch or imperfection in the paint, interior accessories. If you
have this capability you should take the opportunity while you have your car washed up and in a
good location to take as detailed a photo set as possible.
6 Pricing Tips from the Pros
1. Do not drop the price of the car in the first week, re-post the car to be at the top of the
listings every 2-3 days. Dropping the price in the first week shows desperation, look for
this when purchasing.
2. If you haven’t had any activity in 2 weeks, your initial asking price is probably too high.
Consider 3-4 calls and no visits during a 2 week period little activity for most cars. If

3.
4.

5.

6.

you’ve had a bunch of calls (5-10 per week) or 1-2 visits per week it probably means a
soft market with enough interest to justify the market. Keep in mind higher priced cars
usually take longer to sell.
Don’t have 2 different prices listed anywhere on the web at the same time, this give away
that you are either flaky on the price or negotiable.
Don’t post an even number for the asking price, $4000, $8000, $5000. Stick to numbers
like $1850, $4900, $10,700. Even numbers make the price seem ambiguous or less
contrived. Let the buyer know you’ve had correlating costs/ expenses to the asking price.
Conceal your phone number to avoid people researching your history or current listings.
760-525- zero 6 two 1, or 7.6-0- five 2 5- 0621 This also comes in handy during
purchasing to figure out if you are buying from another seller.
Don’t be flexible on the price over the phone. You can respond with “I’ve had lots of
interest, come check it out for yourself and we can discuss the price.”

AMI Module #5 - How to Call and Vet Potential Investments, Plus
Pre-Negotiating Secrets
This section is a companion to our audio discussion on the same title.
In this section we cover how to get good information from the seller, present yourself well, and
position yourself for optimal conditions for the sale.
Once you’ve founds a great looking listing, the first phone call is very important. You need to
evaluate whether it’s worth your time to visit/ pursue this particular vehicle and it will be
accomplished over a 5-10 minute phone conversation. During the first phone call you will also
start to employ your negotiation techniques, this is important to quickly align with the price you
are willing to pay for the car if the asking price is different.
Questions to ask the seller over the phone.
1. How long have you had the car? Depending on the answer you should be able to derive a lot
about the history of this seller. Less than 6 months can mean they are flipping, they are having
financial problems, or there are issues with the vehicle. 2+ years is usually a normal time to own
a vehicle.
2. Why are you selling the vehicle? This question can also be used as a closer to the
conversation. Possible answers I get nervous about: Get out of debt, school loans. Unless
substantially backed up these are red flags and can sometimes be a cover-up for mechanical
issues. Common answers: Upside down in a loan. This can be a big opportunity if you have
cash available and they need to pay off a loan quickly. You will have less negotiating room with
these people because there are true costs they owe the bank and will be looking to get it through
the car sale.
3. Did you/ the previous owner keep maintenance records on the car? Most of the older
generation are used to keeping accurate records relating to vehicle maintenance. Younger folks
or people with lower incomes/ cars tend to get them repaired cheaply and don’t always have the
same organization/ repair standards. If they say they have every single receipt since day 1 it’s
probably a very meticulous owner and you might be able to assume about their driving habits,
meaning the car hasn’t been abused. Dig into peoples backgrounds that suggest they have
personally done the maintenance. Is this person qualified to perform these tasks?
When asking about maintenance, if you know certain recall issues or scheduled maintaniance
you can ask point blank if they have been done. If the owner says the Honda Civic has 94,000
miles and you know the scheduled timing belt change is due at 80,000 ask. However try not to
come across as an expert, it’s best to let them do the talking and divulge on their own as much
information as possible. Use the cost of a new timing belt as leverage to negotiate the price
down the road.

4. What if anything will the car need in the next 6 months to 1 year? This is a great honesty
check, listen closely to their answer. Show your innocence and authentically act curious. Be
skeptical of people who instantly say the car needs absolutely nothing. It’s impossible, and
shows they don’t understand vehicle maintenance. Oil changes, air filters, other fluids need to
be changed on a scheduled interval. Be attracted to people who make simple suggestions and
show an aptitudes for the maintenance schedule. These are the people that understand and are
in-tune with how the car is running and what is needed. Remember what the seller said it needs
when you arrive on site, you can use this to negotiate the price down.
5. Has the car with you or previous owner ever been in an accident, minor or major to the best
of your knowledge? Common answers are: Not with me, or not that I know of but I don’t know
about the previous owner. Dig in deep for owners that say there has been an accident.
Understand the severity. Does a minor rear end collision mean only the bumper cover was
replaced or does it also include the trunk, bumper, rear quarter panels, etc. Did the airbags
deploy? If it was serious enough for the airbags to deploy it was most likely a hard hit. On
high-end and exotic cars even a minor accident can cause a significant loss of value to the car.
Resprayed or aftermarket body panels that are not OEM will turn off a certain percentage of
buyers/ collectors. Absolutely do not purchase a vehicle with a salvage title, no exceptions.
6. Do you have a clean title and current emissions/ smog certificate for the car?
Make sure the title is clean and in the owner’s name and possession. The title should either be
with the owner or with the bank. Do not waste your time with lost titles or titles that are with
someone else. It can cost you a lot of time and money. If the title is in the banks possession,
when purchasing you may need to take a trip to the bank and pay them directly for the balance of
the loan. Watch out of out of state vehicles, there can be sales tax and costs associated with
registering them in your state. Non-Operational titles are ok as long as the taxes are up to date.
Non-Operational means the car isn’t functioning on the streets but is still in the DMV database.
Be careful of cars that have been sitting for several years without a Non-Operational title or back
taxes that have accumulated. You’ll need to figure the costs into the selling price. Also consider
a car with a Non-Operational title probably doesn’t have insurance, so a test drive is not advised.
Most people have Non-Operational titles to reduce their costs while cars are not in commission.
Most states and counties require this test annually or every 2 years for as part of vehicle
registration. In some instances when you buy or sell a car you will be required to have a valid
(within 30 days) certificate. If possible have the seller read the results over the phone so you can
get a good idea of the car’s engine health.
Insert photo of Smog Certificate
SIDEBAR : KEY DOCUMENTATION

Critical Documentation, How to Get it and Use it To Your Advantage
VIN number - A VIN number is a vehicle identification number and every car is assigned one. It
helps to decode different information about your car like color, year, make, model, trim package.
You can also use the VIN to track maintain through certain dealerships/ shops, CARFAX reports
that tell about the vehicles accident history/ registration history. It’s good to know the VIN so you
can double-check the seller’s story through online databases.
Insert CARFAX Report
CARFAX Report - Carfax is an online database where you can run a report based on the
vehicle’s VIN number that will tell you more details about the car’s history. Most accidents if
recorded with the police or dealership will show up on this report. Some minor accidents will not
be recorded. It will tell you when and where the car has been registered. Every time an
emissions or smog test is done, information is sent to the DMV which will be listed including the
current mileage of the vehicle at the time of the test. It will also show when ownership of the car
has changed. This is a good tool for backing up the story of the seller. You should run a
CARFAX report on every vehicle you intent to purchase. You can purchase CARFAX reports on
a single use, monthly, and yearly basis.
7. What do you expect the car will sell for? This is a good technique and the beginning of your
negotiation. This is usually one of the last questions I ask. Test them on their price flexibility.
Most people overprice their listing and most people also have a rock bottom price they are willing
to accept. It’s your job to get your buying price as close to their rock bottom price.
8. A follow up question to “What do you expect the car will sell for” - How long has the car been
on the market? This is in a effort to physiologically beat them down on the price if it’s been listed
for a few weeks. They will start to question their pricing strategy.
9, How much interest have you had in the car? If a few people have looked at the car and the
price is reasonable, be suspicious. Most people don’t waste time looking at cars they can’t buy,
there might be something wrong. If they answer that many people have called but no one has
come to look at the car, it’s probably overpriced.
Insert Carfax vs Autocheck Comparison
Additional Questions when Discussing Classic & Sports Cars
These are unique and generally more expensive vehicles. Most of the owners know what they
have and may not be looking to do a lot of negotiation. That doesn’t mean you can’t find deals,
just expect savvy sellers.

Questions to ask the seller:
1. Have you ever raced/ tracked the vehicle? Watch out for braggers and raggers. People who
are proud of driving fast and hard may have abused vehicles that can need major maintenance
down the line. This isn’t always visible, but some signs the car has been abused will be:
- Blistered tires on the outer edges from hard cornering
- Burnt rubber behind the wheels on the body or in the wheel wheels.
- Scorching or small cuts through the tire treads will indicate burnouts
- Smoking exhaust on immediate start up
Classic cars usually have extensive documentation from restorations and previous owners. If
you are purchasing a classic make sure you do your research and understand what factors on
that particular make and model are going to make for a successful and profitable flip. Don’t get
stuck with a non-matching numbers Camaro you thought was matching. Matching numbers
referrs to engine numbers stamped on the motor and body.
Closing the Conversation
This should be the first time you visualize yourself giving this person money for their car. Here
are 3 potential closing statements:
Very Interested
“Alright, sounds like a nice running car, I’d like to see if there is a time when I can come and take
a look.”
Not Interested
“Thanks, I’ll consider it.”
Good Car, asking too much. You might want to call back in 1-2 days later to follow up.
“ Sounds like a great car and I’m interested, unfortunately I can’t justify the price you are asking
right now. Keep me in mind if you are willing to negotiate.”
After you get off the phone to consider:
- How old was the person? Generally older folks take better care of their vehicles and can afford
more of a vehicle than they are driving and therefore had extra money for repairs.
- How pushy/ desperate were they and in what way? Are they cash tight or looking to push off a
lemon. Learn to hear cash desperation and be ready to pounce on a good deal.
Don’t press too much on the phone, fell them out and do the bulk of your negotiating in person.

AMI Module #6 - Key Mechanical Checks
This section is a supplement to our audio discussion.
In this section, you’re going to learn how to inspect a car for potential mechanical issues before
you buy it. What follows is a number of checks that you should perform.
1. The smoke test
This test is most effective with a cold car. Tell the owner that you want to see a completely cold
car, if possible the car shouldn't have been started for 2-3 hours.
The reason for this is the visual smoke test. Have the owner start the car while you look at the
exhaust pipe. There are 3 different kinds of smoke that you can encounter:
● White smoke - blown head gasket or water in the engine.
● Blue smoke - burnt oil.
● Black smoke - car is running rich or carbon build-up in the car.
Once you see the smoke, there’s no turning back.
2. Tail pipe swipe test
While the car is cold, put your index finger into the tail pipe. You’ll see a residue on your finger. A
healthy car only leaves a fairly minimal amount of carbon on your finger. If this test leaves a giant
black mark on your finger.
Primarily, this test is good to see how much carbon is in the motor (it’s as much as in the tail
pipe).

3. Visual Undercarriage Inspection
What to look for?
● Check the whole undercarriage for rust.
● Check the exhaust. A rotting exhaust can be replaced.
● Look underneath the motor. Are there oil or fluid drips? If you see a liquid take a swipe.
Green: coolant
Brown: oil
Red: transmission fluid
Oil could come from the service guy, the drain-plug, the valve covers or the rear main
seal.
Rear main seal examples? (mentioned in Audio)
A gasket is a piece of rubber that meets between 2 metal surfaces to keep oil/water from
escaping. A leaky gasket is an easy fix in general. The valve cover is a common place for oil to
leak.
Green fluid could indicate leaking coolant from a couple of different areas.
1. Radiator leaks are rare.
2. Water Pump Leaks

The water pump is located on the side of the engine. A leaking water pump is usually due
to a gasket failure which is relatively inexpensive to fix. Water pumps are usually
replaced at 60k to 80k miles. Leverage a leaking water pump for negotiation and follow
up on the regular maintenance schedule.
4. VIN# badges
VIN# badges can be found all over the car (e.g. lower left corner of the windshield). VIN# are very
important, especially on high value cars. If you don’t find those numbers, it means that the car
has been in an accident and the OEM parts have been replaced.
You can use VIN#s to verify the seller’s background story (no accident).
VIN#s identified with “R.” mean that the part was replaced with original equipment.

5. Verify the accident history of the car
Besides checking Carfax.com, you can do the following checks. Most body shop repairs are not
perfect.
The gap test
Check if the gaps match on opposite sides (e.g. the gaps between the door and the fender). Are
the gaps matching?
Insert Image from CRX headlights

Check the bolts that attach body parts, e.g. fenders, trunk, doors.
Under the hood, look for bolts with scratched of paint. Same thing with the trunk and door bolts.

Magnet test
Run the magnet over the car. Body filler is not magnetic.
Paint fading
Are there parts of the car where the paint faded more than on other parts?
Check the car’s inside
● Check pedal wear on newer models to ensure no mileage tampering has taken place.
● Check if the seat is wobbly. Usually the driver seat is wobbly after a crash.
● Check interior compartment panels.
● Turn everything on and make sure it works (lights, A/C, heat, radio, use all windows, etc).
● Check the trunk for oil or coolant. Usually, that’s not a good sign.
● Aftermarket accessories could detract from the value of a car. Keep in mind that new
buyers want their car to be as mint as possible.
● Quick tip: add new floor mats to the interior. For less than $50 you can revitalize a car’s
interior reversing years of wear

6. Engine bay checks
Before you look at a car, check out online forums for typical engine failures and maintenance
schedules specific to manufacturers.

Check the oil level
With the car cold and on level ground, check the oil. The oil should be light brown.
If it looks very sludgy, like chocolate ice cream, there is a lot of sludge in the motor. That’s
something you wanna walk away from.
If you see a milky color on the dip stick, it means that water is mixing with the oil. Walk away
from that.
If the oil was just changed but the oil tank is not full anymore, the car could be burning oil (or it
wasn’t filled to the top).

Check the radiator
The radiator is generally in the front section of the car. The car must be cold.
If the fluid isn’t up to the top of the radiator, it might be leaking.
If the fluid is brown, it hasn’t been changed for a while.
Automatic transmissions
Check the automatic transmission fluid while running. The fluid should be red, not brown. Make
sure the fluid is filled to the top and doesn’t smell burned.
Timing Belts and Chains
Check for a stamp from the mechanic on the belt. One of the most important questions to ask
the seller is: “When is the last time that the timing belt/chain was checked or replaced?”.

Timing belts have to be changed at 60k-80k miles.
You should know if your target car has an interference motor or not.
General belts
Visually inspect all the other belts. Most of them can be replaced for $25.
Engine Diagnostics
While running, the engine should run smoothly without hiccups.
The valve cover test
This is the single most important test that you can do under the hood.
While the car is running, find the valve cover. Unscrew the cap. You’ll see the engine moving
inside. Put the unscrewed cap back in the hole - the engine should create pressure, sucking the
cap back in.
Check engine light
Most engine diagnostic tools are cheap and can give you a lot of negotiation leverage. You can
use your iPhone or use an OBD 1/2 scanner. You’ll have lots of negotiation leverage if you know
what’s wrong with the car but they don’t.
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7. Emission Data
You want your car to be rated as average (or better) on the smog certificate. A high number
means that something has to be fixed.
Advanced Tips
A low mileage car (50k-80k miles) usually only has a trivial problem. Depending on where the
car fails, the following repairs might be necessary.
● HC = Hydrocarbon
Spark plug wires, slow O2 sensor or dirty air filter.
● CO = Carbon monoxide
Faulty ignition system (dirty air filter, bad spark plug wires).
Another possibility is the throttle body.
High CO values could also indicate a leaky fuel injectors
● O2 = Oxygen
High O2 readings could be related to your O2 sensor which is $50-200 to replace.
● NO(X) = Nitrogen oxide
A high rating here is usually related to your EGR (exhaust gas recirculation) system
and/or the catalytic converter.

AMI Module #7 - Five Easy Fixes to Maximize Profit
This section is a companion to our audio discussion on the same title.
In this Module, we present you 5 easy fixes that will dramatically increase the value of your car.
1) Professional Detail. ($100-$200)
It’s important to get a car back to looking brand new and as unused as possible. Detailing will
take out smells, oxidized paint, shampoo carpets and take out interior stains. You can do this
yourself if you have time. Also, a good detail will include steam cleaning the engine which will get
rid of oil and dirt residue.
2) Replace Seat Bolster. ($100-$200)
On higher mileage cars, especially sports cars with bucket seats and large side bolsters they
often need replacement. The driver’s side seat gets worn after getting in and out through the
years. Most of the wear is usually on the upper left side, usually this section can be replaced
without having to recover or the entire seat.

Insert image of seat bolster
3) Tires ($300-$800+)

Try to avoid replacing tires if possible. A car needing new tires will need at least $300 in repairs.
It may be possible to replace only 1 or 2 of the tires. Make sure you are replacing them with
matching tires. Don’t put cheap brand tires on mid- upper range vehicles. It can be a selling
point to have new tires on the car, however this can be a large portion of your potential margin.
4) Fix or Replace Yellowing Headlights (Free-$150)
On cars post 1990’s, manufacturers started using plastic headlights instead of glass. After time
the sun fades the plastic and turns it yellow. You can either use 600-1200 grit sandpaper plus a
buffer with abrasive compound or you can replace the lenses. Usually the buffing will last a few
months. There are a lot of aftermarket companies that offer replacement headlights too.
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5) Fix any noises
Go through your car and fix any squeaky noises. Fix anything that is loose, most squeaks are
harmless and can be fixed with a can of lubricant.

AMI Module #8 - Secrets to Negotiation Success
This section is a supplement to our audio discussion.
Negotiation is one of the most critical elements to creating good investment swings.
1. Create an inventory of common problems and what they are worth.
While inspecting the car, begin negotiations by letting the owner know the specific things that are
wrong with the car.
2. Don’t offend the seller.
Don’t offend the seller when offering significantly less than he is expecting. Great lines are “I can
make you an offer. It’s not what you’re asking for, but rather what I think its worth.” OR “what the
car is worth to me at this time.”
3. Have cash on hand.
Note that your offer is “all you have.” Let them know they can end the sale and trouble right there.
Ian doesn’t have any problems carrying sums of up to $10,000 in his pockets.
4. Offer to make a deposit.
Offer to make a deposit if there are logistic issues in order to lock in the deal.
5. Be willing to walk away.
You don’t need this car. There are thousands of cars out there. Go to any negotiations with a
solid drop-dead price.

AMI Module #9 - How to Start Setting up your Business Structure
This section is a companion to our audio discussion on of the same title.
Depending on your local laws and how much money you make, you might want to set up a
business.
Ask yourself
● How much you are pumping through the business?
● What are the laws in your state?
● How many cars do you plan to sell?
● Are you considering your dealer’s licence?
Depending on the answers to above questions, consider your tax structure, sole proprietor, LLC
and S-Corp.
Taxes: In certain states you’ll have to pay sales tax for person to person transactions. Make
sure the price on the bill of sale matches the price on the title.
Bill of sale: There needs to be a bill of sale with every car you buy or sell. It needs to be a signed
record of transaction between the buyer and the seller. Check your state laws for grace period
between ownership, there are specific time periods in which you will need to file the appropriate
paperwork with the DMV. Vist your local DMV for more information. Track your profits and
losses through a balance sheet.

AMI Module #10 - Low Range Cars to Focus On For Maximum
Income - Under 10K
This section is a companion to our audio discussion on of the same title.
This module introduces you to 14 low range cars to focus on. Kelly Blue Book and Edmunds
undervalue these cars! Many of these cars are specialty.
We haven’t included cars on this list that have common and re-curring catastrophic mechanical
issues.
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Honda CRX 1988-1991
This cult car started in 1986. The most desirable model is the CRX Si second generation, 88-91.
You can get them in 1K-3K range. Perfect models can fetch 6K-7K (less than 100K miles).
This car came in three models: DX, HF (fuel economy, lightweight, great gas mileage (50mgp))
and the Si.
In general, they are not the safest cars but retain their value well. You should focus on cars
without performance modifications. They are typical candidates for younger owners to race.
Many owners who own this car don’t know of its “cult” status. These cars will run well over 200K
miles.
When you inspect the car, make sure to check on engine swaps-- many times they will not pass
inspection.
This car can get you $3000 prices with over 200K miles on them.

Honda Civic Si 1999-2000
The Honda Civic Si 1999-2000 was a hot car at the time. It’s only the second time Honda used
the high performance engine B16A.

This 160bph car doesn’t look much different from other Civics. One difference is that it comes
only in electric blue, red, and black. One special characteristic is aVTEC indication on the valve
cover
Unfortunately, this car is difficult to find unmolested, many are modified and driven by younger
drivers.
You can get this car for as low as 4K and sell it as high as 12K, big swings are possible.
Seek a version with factory rims. If the car you buy has aftermarket rims on it, sell them.
Aftermarket rims are worth more off the car than on it.

Nissan 240SX 1995-1998
This Nissan is a really hot car. Its last generation is the best investment. This car has 4 cylinders
and a RWD.
This car goes for 8-12k on the market. It is a popular tuner car. Try to find it without
modifications. Check the car for bolt-ons.

Toyota Turbo MR2 1991-1995
The Toyota Turbo MR2 1991-1995 was very expensive from the factory. It holds is value well.
This cult car offers opportunities for great swings.
It still goes for 12-15k with around 100k miles. Many owners undervalue these cars when selling
them.

This car has in general the most maintenance issues relative to the other cars on this list. When
inspecting the car, check for turbo wear. Oftentimes seals need to be replaced at around 150k
miles. Because of forced induction, focus on models less than 100K or 130K miles (different
pricing brackets).

Toyota Truck 1990-1994
This is a real “cult” truck. It comes in 4 cylinder and 6 cylinder. Both are very popular. A common
color is maroon.
This Toyota Truck has a very reliable motor, and can run to over 300K miles.
When inspecting this truck, check the bed for rust. Also check for lifts. Many times these trucks
was modified for off road racing.
You can easily make a few thousand on this investment. In general, all Toyota trucks can make
great investments.

Acura Integra GSR 1994-2001
1994 is the beginning of the newer body style of this car. It comes in 3 versions: RS, LS, GSR.
GSR has the 1.8liter VTEC and a cult following.
This 180bph car comes with 4 Wheel disc brakes. Many have been wrecked, modified, or
otherwise tampered with, so be careful.
You can find them for between 4-6K. 2001 GSRs are going for 11K with 100K miles on it.

Ford Mustang 1987-1993
This is a classic car for modifications and track. It was produced in huge volumes. Focus on the
5.0L - V8 version, not on the 4 cylinder motor. This is one of the best, most reliable motors that
Ford ever built.

GT with ground effects kit, LX has no hatchback and no ground effects, making it lighter and
more valuable.
The notchback cars are highly sought after. Many of them were police highway patrol cars.

Ford Mustang Cobra 1994-1998
Many of those cars are owned by enthusiasts. Focus on the 1994 and 1995 models which were
the last two years of the 5.0L engine. The 1996+ models went to 4.8L engine, which was less
reliable and less horsepower.
This car can sell for well over 10K. Just make sure that it’s an authentic “Cobra.” You can tell
this by running the VIN number through CarFax or AutoCheck

Mazda Miata 1992-Present
This lightweight, rear wheel drive is loved by enthusiasts. It’s a true sports car and has a large
ownership profile.
Big swings in price range vary from location to location. It’s a very reliable car, but don’t buy the
1990 or 1991 model years. They had a fatal flaw in engine crank design.
The 1.6L and 1.8L engines are both worth about the same amount of money. Further more, this
car has a great mileage. It is loved by amateur racers.
The car’s hard top alone is worth 500-1000 dollars. You can sell them on ebay or in the racing
community.

BMW 1988-1991 325i, 325is, 318i, 318is
This is a great product and one of the best handling vehicles on the road. This car is increasing
in value the most, relative to the rest of the list. Many enthusiasts are looking for these cars. This
car really is a highly recommended investment.
The “i” was the base model. We suggest to focus on coupes, 2 door models. The “is” the
performance oriented model. The 325i has 2.5L inline 6 cylinder engine, the 318 has a 1.8L 4
cylinder engine.
The 89-91 models went with plastic bumpers, Ian thinks they look a little better and the plastic
bumpers fetch more money. The convertibles not worth as much as hardtops, but still can make
a good investment. This car can run well with over 200K and still pull a good sale price in the
4-5K range.

Lexus GS300 1993-1996
This Lexus is a 4 door luxury car with a rear wheel drive. It cost more than 40K when new.
It kinda is a “Grandma” car and can be gotten for 3K. You can sell it for 5-6k.
The engine runs upwards of 200k miles.

Lexus SC300/400 1992-2001
This is a 2 door sprt coupe. It’s a really fast car with a V8 engine. It wasn’t really popular back in
its day.
This Lexus is often owned by low-mileage owners.

Datsun 240/260Z 1970-1974
Lots of these cars are still around. Both models have inline 6 engines, the 240 is a lighter weight
car.
They are highly sought after cars, and relatively easy to find in good shape. Make sure you look
out for rust damage in the rocker panels, wheel wells, and underneath the seats.
We don’t recommend the 280Z model, it’s heavy ugly and fetches the least amount of cash.

Datsun 510 1968-1972
This is a really nostalgic car and a great barn find. There are many people that own this car but

don’t know it’s a classic.
Stick to the 2-door models. This car can go between 8K and 12K !

AMI Module #11 - The Most Profitable Mid Range Investment Cars
10K-25K
This section is a companion to our audio discussion on of the same title.
In this category, good deals usually come less from people not knowing what they have, but it’s
more the case that you are getting good deals from people who are in some financial trouble or
just want to get rid of their car fast.

BMW M3 E30 1988-1991 (USA)
This M3 is a collector’s cars. If you are lucky, you can get them for as cheap as 8k in good
condition. They can go for over 20k.
This BMW is one of the best handling cars of all time and a derivative of the 325is (listed above).
It has an inline 4 cylinder race motor.
Low to mid range mileage cars can fetch between 15K and 25K!

BMW M3 E36 - 1995-1999
The 1995 year model of this BMW is often very treasured for the 3.0L engine instead of the 3.2L
inline 6.
This 240bhp car is currently dropping in value, but Ian’s prediction is that the value of these cars
will go back up in value in the coming years. You can get GREAT deals on the market right now
for this car. It’s sort of the red-headed step child of the M3s, but many claim its one of the better
handling generations of the M3.
You can currently buy this car from 4K to 15K. It’s a solid investment and will hold its value.

BMW M3 E46 - 2001-2006
This car has 333bhp. There were not a lot of changes over the range of years. Stay away from
the 2001-2003 SMG gearbox, “SMG” is the automatic triptonic shipfting. The models with the 6
Speed gear boxes hold their value better. Focus on the hard-top models.
The value of these cars is holding really well for a 10 year old car. It was produced in huge

numbers. Huge swings are possible, it can go for as little as 15K and as high as 35K depending
on the packages and condition.
The “Competition package” is highly sought after and still sells for 30K to 35K. This car has a
large ownership profile. It is often owned by daily drivers, not always by “enthusiasts.”
This is the one car Ian would say to focus on over ANY other on this list. The BMW brand is so
well respected that you can’t go wrong in general.

Acrua RSX Type S 2002-2008
This Acrua is a sweet 4 cylinder car! We recommend that you look for the Type S model with a 6
speed gear box.
This car, which is oftentimes driven by non-enthusiasts, can still go for around 13K-15K.

Jeep Wrangler 1987-present
This 4x4 Jeep is more of an east coast vehicle. The 6 cylinder model is the most sought after.
This car is a solid investment. It will hold its value, but maybe not the biggest swings are
possible.
It’s a good candidate for location arbitrage. Find one in the “hills” and sell it in to the city. Don’t
worry about modifications as much as other automobiles, people love to modify and buy
modified Jeeps.

Lexus SC430 - 2002-2010
This V8 car has kind of a weird design which seems to be “ahead of its time” and still looks
current. It has 25K-35K buying prices and holds its value extremely well. It’s a car that many
“Grandmas” drive.

Toyota Supra Turbo 1993-1998
This Toyota has a huge cult following and commands 25K-35K. It has an inline 6 engine and is a
huge tuner car. It can be very hard to find and is often owned by enthusiasts. “Fast and the
Furious” had a huge impact on the price of this car.
This car has a more expensive ticket price and can often have an older ownership profile.

Ford Mustang Cobra 1993
Only about 5000 were made of the 1993 version of this classic Mustang which comes in teal,
black and red. It has a 5.0L, 300bph engine and can go for upwards of 20k in mint condition.
Also note the Saleen Fox-body mustang, these are increasing in value almost daily.

Ford Mustang Cobra 2003, 2004
Those Cobras are the first supercharged models. They are very fast cars that hold their value
very well.
Those cars sell between 20K and 30K! Watch out for the impact of new year-model Mustang
releases.

Porsche 996 1998-2005
This Porsche was produced in huge numbers. Those cars were initially sold for 80k, but many
enthusiasts didn’t like them. However, they hold their value well.
Huge swings on this car are possible. We’ve seen prices vary from 15k-35k. The car must have
a clean title when flipping it.

Acura Integra Type R 1997-2001
This is a hot 4 cylinder car, still one of the best ever made. It’s a very cool car with a 1.8L 195bph
engine.
Many of these cars have been stolen. Watch out for title issues on this car. They tend to be tuner
cars, so make sure the cars have no racing history.
This Acura is a great opportunity for good swings. It goes from anywhere between 10k to 25k.

Mazda RX7 1993-1995
This Mazda is a true enthusiast car. It’s low in production volume and was produced in Japan
until 1999.These are turbocharged cars that came in three trim packages, base, touring and R1 .
The base had standard features, the touring featured leather seats and the R1 has spoiler in
front and rear among some other performance goodies. All three cars are good investments.
Stay away from the model with the automatic gearbox. This car has more mechanical issues
than most cars on the list. It’s common for the engine seals to fail at around 100K miles. Watch
out for engine work, re-builds, turbo-replacement, seals-replaced etc. However buying a low
mileage car that someone else has invested in expensive repairs can be a good selling point.

Mini Cooper S - 2001-Present
This Mini Cooper maintains its value really well. It is made by BMW and has a broad ownership
profile. This is a popular car due to its “cool” factor.

Subaru WRX STi 2004-Present
This car was made famous by world rally championships. It has 4 cylinders, turbo and all wheel
drive.
This Subaru has a huge cult following, but doesn’t get great gas mileage. It is often owned by
racers, so watch out.

Mitsubishi Evolution Turbo (MR)
This car is produced only in low numbers. It’s an expensive car off the line and doesn’t have a
broad appeal.
Many young people bought this car. You can take advantage of people who got these cars that
can’t afford them.

Mercedes Benz 190E Cosworth 1982-1993
This Mercedes comes in 2.6L, 2.3 16V and 2.5 16V variations. Look for the 16 V motors. It is very
popular in Europe. They have been seen to sell for 12k, although almost 20 years old.

Mercedes Benz AMG Series Cars
This is Mercedes’ equivalent to the M3 brand. This car’s ownership profile seems less diverse
than BMW’s.

BMW E46 3 Series 1999-2005
This car has a great inline 6 engine and great contemporary styling. It doesn’t go for less than
10k, we’ve seen them go as high as 25k!

The 330i, and ci models as well as the 328i and is hold their value well. Avoid the 323 model.
This car has a broad ownership profile.

BWM Z3 1996-2002
This is a BMW with great styling. It can go for as little as 7K and high as 20K. It oftentimes has
low mileage and is driven by women.
It has a broad, non-enthusiast ownership profile.

BMW M Coupe
This BMW is based on the Z3 platform but with a hardtop. It’s harder to find, but enthusiasts are
looking for it. There were not that many of these cars produced.

Porsche 944 Turbo 1986-1991
This car can still go for 20k. Don’t focus on the base models without the turbo.
This is a great handling car but has some maintenance issues. Replacing the clutch can be
expensive because of its location in the engine. Costs are about 2K (check with your
mechanic!).
This car is fun to drive and holds its value great. It’s often called the “poor man’s Porsche”.
Oftentimes it is very well taken care of and often owned by people who can afford more cars.

AMI Module #12 - High Range Cars That Allow Huge Returns
This section is a companion to our audio discussion on of the same title.
EDITORS NOTES: Consider outlining pro forums in the product.
These cars are generally above 25K in buying price. Financing plays a much bigger role at this
level of investing. This list doesn’t include any supercars or hyper-exotic models.

930 Porche Turbo, 1975-1989.
1975 is the first turbo year of the “911 look.” Watch out for phony versions when buying this car.
A good price range around 25K.

993 Porsche Turbo, 1993-1998.
Those are the last years of the air cooled engine. This car has been skyrocketing in value over
the past 5 years.
Focus on the turbo model. Naturally aspirated models are doing well also.

996 Porsche Turbo, 1997-2005
This is a high volume production car. It has a broad ownership profile. Focus on Turbo, Turbo S,
X50, GT3, GT3RS, GT2, Carerra 4, Carerra 4S models.

997 Porsche Turbo
This car was produced in high numbers and offers opportunities for great swings. Many owners
have financial problems due to dealer financing. Focus on Turbo, Turbo S, GT2, GT2 RS,
Carerra 4, Carerra 4S models.

BMW M3 E46 2001-2006 with Competition Package
Basic mods from base model.
It’s possible that owners are not aware of the value of their car.

BMW M3 Lightweight
This car is only available in white. Only 85 were imported into the US.

Nissan GTR 2008-Present.
This car, nicknamed “Godzilla” is an all wheel drive. Dealers sold this for way over MSRP.
It is faster than a Porsche 911. Used models still go for MSRP.

Mustang Cobra R, 1993, 1995, 2000
This car is a strict race version of the Cobra sold by dealerships. It has ery low production
volume, no radio and no backseat. Upon launch, you had to have race license to purchase.

Chevrolet Corvette ZR1 C4, 1990-1995

Chevrolet Corvette Z06 C5, 2006-Present

