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From decoding car dealer ads to understanding  
Negative Equity & Long-Term loans,  
we put you in the driver ’s seat – so that you’ll be 

OOOZING CONFIDENCE.with  
car-buying

You’re buying a vehicle and have  
a million questions. 
 
 
But no one to answer them  
– You’re in luck!  

 
We have the answers you need  
in this neat little guide!

CAR-BUYING JITTERS? 
RELAX. WE’VE GOT YOU.



Before you buy your next car – take a picture of the
advertisement and bring it with you to the dealer. 
You should never be charged more than 
the dealer ’s advertised price.

There’s car terminology you’re familiar with and some you might not be 
– like “All-In Price Advertising”. Let us give you a quick crash  course.

If a dealer advertises a price for a vehicle, the price must include 
ALL fees and charges the dealer intends to collect 
(except HST and licensing).

Here are examples of fees/charges that must be included in 
an advertised price:

• Freight
• PDI – PDE (pre-delivery inspection/expense)
• Administration fee(s)
• Government levies (air tax, etc.)
• Products or services that have been pre-installed on a vehicle
• Safety and e-test (unless the ad contains an “Unfi t Vehicle” 

or “As-Is Vehicle” disclosure statement)
• OMVIC fee

If they somehow try, 
simply show them 

the ad!

ALL-IN PRICE ADVERTISING

If a dealer advertises a price for a vehicle, the price must include If a dealer advertises a price for a vehicle, the price must include 
ALL fees and charges the dealer intends to collect 
(except HST and licensing).

advertisement and bring it with you to the dealer. 
You should never be charged more than 
advertisement and bring it with you to the dealer. 
You should never be charged more than 
advertisement and bring it with you to the dealer. 
You should never be charged more than 
the dealer
You should never be charged more than 
the dealer
You should never be charged more than 

’s advertised price.’s advertised price.’
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EVERYTHING MUST GO
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CLEAROUTCLEAROUT
USEDUSED

VERY LOW MILEAGE

All-in Price
$16,500 + HST and Licensing

ONE OWNER!

All-in Price
$11,250 + HST and Licensing

SPECIAL EDITION PACKAGE

All-in Price
$17,500 + HST and Licensing

ONE OWNER! 

All-in Price
$21,888 + HST and Licensing



BEWARE!
“ THE CURBSIDER”

Don’t get ripped off by a curbsider! 

Do you know what Curbsiders are? Most people don’t! 
They’re illegal, unlicensed dealers who pose as private sellers and 
often sell accident-damaged or odometer-tampered vehicles. 

THE TELLTALE SIGNS OF A CURBSIDER:

• Seller has multiple vehicles for sale
• Vehicle is priced below market value
• Vehicle isn’t registered in seller’s name or has only been 

registered in his/her name for a short time
• “Private” seller appears to operate from a business
• “Private” seller uses yellow mechanic’s licence plate 

(or white/red dealer plates) to drive vehicle
• Discourages purchase of a CarFax accident history report
• Refuses vehicle inspection by purchaser’s mechanic
• Won’t provide a detailed receipt or proof of purchase

*

*Not all curbsiders 
are shady characters
in crazy suits 

CURBSIDERS

re illegal, unlicensed dealers who pose as private sellers and 
often sell accidentoften sell accident-often sell accident-often sell accident damaged or odometer-tampered vehicles. 

re illegal, unlicensed dealers who pose as private sellers and 
tampered vehicles. 

re illegal, unlicensed dealers who pose as private sellers and 
-tampered vehicles. -

They’re illegal, unlicensed dealers who pose as private sellers and 

Safest way to buy is from an OMVIC-Resgistered Dealer.
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BEWARE!
“ THE CURBSIDER”

Not all curbsiders 
are shady characters
in crazy suits 

BEWARE!
“ THE CURBSIDER”

*



What is negative equity? When you owe more for a car than 
what it’s worth.

Consumers like Timmy who purchase a vehicle based on low 
payments made possible by long-term loans are sometimes 
referred to as Monthly Payment Junkies. These car-buyers often 
don’t understand that long-term vehicle fi nancing can lead 
to Negative Equity and set up a cycle of greater and greater debt 
with subsequent vehicle purchases. 

payments made possible by long-payments made possible by long-payments made possible by long term loans are sometimes 

Don’t shop for a car based solely on the 
payment. Consider the actual price of 
the vehicle and fi nancing costs. Before 
agreeing to a long-term loan, educate 
yourself and consider how much you 
drive, how long you intend to keep the 
vehicle and how quickly it will depreciate.

This is what Timmy 
has to borrow to buy 

the $35,000 car

Now he wants to trade it in 
on a new car costing $35,000. 

Still owes: 
Trade in value:

Negative equity:
(will be added to loan for a new car)

$44,192
$35,000 + $9,192=

Timmy bought a car for $30,000 4 years ago
and his payment is

$366
per MONTH for 8 YEARS (96 months)

NEW monthly 
payment: $538

NEGATIVE EQUITY/
LONG-TERM LOANS

“MONTHLY
PAYMENT
JUNKIE”

TIMMY

Consumers like Timmy who purchase a vehicle based on low 

referred to as Monthly Pa
payments made possible by long
referred to as Monthly Pa
payments made possible by long

yreferred to as Monthly Payreferred to as Monthly Pa ment Junkies. These car

For example:

$16,192
– $7,000

$9,192
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“MONTHLY
PAYMENT
JUNKIE”

TIMMY

“MONTHLY
PAYMENT
JUNKIE”

TIMMY



1. Great consumer protection
2. All-In price advertising
3. Full disclosure of vehicle history and condition
4. Cancellation rights (for specifi ed non-disclosures)
5.  Free complaint 

conciliation provided 
by OMVIC

6.  Access to 
OMVIC’s 
Compensation 
Fund if something 
goes wrong

1. No consumer protection offered
2.  No mandatory requirement for seller to provide 

information about the vehicle’s history or condition
3.  Little recourse if something goes wrong 

(OMVIC cannot assist consumers who buy privately)
4. Risk of unknowingly buying from a curbsider

of private used vehicle ads 
are from curbsiders. 

KNOW 
WHO 

YOU’RE 
BUYING 

FROM.
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When it comes to buying your next vehicle, we’re not going 
to tell you who to buy it from, just what to look out for.

BUYING FROM AN OMVIC-REGISTERED DEALER:

DEALER VS PRIVATE

8
25%

TH
E SAFER WAY TO BUY

REGISTEREDOMVIC
OMVIC.ca

KEEP IN MIND

BUYING PRIVATELY:



DON’T GET RIPPED OFF 
WHEN BUYING PRIVATELY

Remember, you’re ONLY protected when you buy from an  
OMVIC-Registered Dealer, so take extra care when buying privately.

The right questions  
 to ask Private sellers:

Is the vehicle registered  
in your name? 

Can I see your ID?
Can I take it to get inspected 

 by my mechanic?

How long have you owned it?

Are there any maintenance records?Why are you selling?
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1  Ask seller for ID and compare it to vehicle  
ownership: they must match

2 Take a thorough test drive

3  Carefully review Used Vehicle Information Package 
(UVIP) – seller must provide it 

4  Purchase and review accident history report  
before deciding (CarFax.ca)

5  Ensure no liens on vehicle (info usually available  
on UVIP or CarFax report)

6  Request a receipt that includes seller ’s contact  
information and actual selling price

6TOP TIPS
for buying privately:

Sure you can buy privately, which is why we’re telling you this  
in ‘private’, but know it can be risky. There’s no protection like there 
is when buying from a registered dealer. So protecting yourself 
begins with knowing what questions to ask.



  Partner up (Bring a friend or family member; they may 
notice something you don’t!)

  Inspect vehicle in well-lit area 
  Test everything (e.g. A/C, Nav/Entertainment System, 

Power Seats, Windows, Locks, etc…) 
  Drive on Highway (not just around the block)
  Ensure seating/vision is comfortable and safe

BEFORE SIGNING A DEALER’S CONTRACT
  My conditions are in writing (e.g. subject to partner’s approval)
  Dealer’s promises are in writing (e.g. “XXXX” to be repaired)
  Disclosures (e.g. previous accidents) are in writing
  I understand all fees and charges
  All fees were included in the advertised price (except for HST, 

licensing or options I selected)
  I understand that once signed, the contract is FINAL 
and BINDING (unless conditions not met or specifi ed 
disclosures not given)

New:  Used: 
Year: Make: Model: Trim Level:
Mileage:   Colour:
Drivetrain (FWD, RWD, AWD, 4X4):
Engine:   Fuel Type:
Seating Capacity:  Towing Capacity:

MY BUDGET $$$
Price: $ 
Extended Warranty? (Can you afford unexpected repairs if the 
factory warranty is expired?): $
Monthly, Bi-Weekly or Weekly Payment: $
Insurance Payment: $
Parking (Home & Work) Payment(s): $
Operating Expenses (fuel, maintenance, etc…): $

TEST DRIVE TO-DO LISTMY VEHICLE PURCHASE
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  I understand that once signed, the contract is FINAL   I understand that once signed, the contract is FINAL 
and BINDING (unless conditions not met or specifi ed 

  I understand that once signed, the contract is FINAL 
and BINDING (unless conditions not met or specifi ed 

  I understand that once signed, the contract is FINAL 



Amount Financed: $ 
Annual Percentage (Interest) Rate: 
Term (e.g. 60 months): 
Cost of Borrowing: $ 
Total to be Financed (principal and interst): $ 
Payment Frequency (e.g. bi-weekly): 
Payment Amount: $ 

Refer to pages 6 & 7 for important info on the potential pitfalls 
of extended term loans! 

THINGS TO CONSIDER/REVIEW WHEN  
A DEALER IS ARRANGING FINANCING
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LOAN DETAILS

  I know my credit-worthiness 
  I know my bank’s interest rates and terms so I can  

compare to what the dealer is offering 
   I asked if the dealer charges a fee to arrange financing. 

If yes: $ 
   I asked if the finance company charges a fee to arrange  
financing. If yes: $ 

  The dealer gave me a copy of the loan application
  I reviewed the loan application for accuracy 
  I know what lender(s) the dealer submitted my loan  

application to (NOTE: multiple credit applications could 
negatively affect your credit score)

NOTE



BUY WITH CONFIDENCE,
BECAUSE NOW YOU CAN!

You’ve come to the end of the guide – but it ’s just the beginning 
of your journey. Take what you’ve learned and apply it when 
purchasing a vehicle. You’re in the driver’s seat – oozing with 
confi dence – so enjoy the ride.

PROFESSOR 
OMVIC

DELIVERY CHECKLIST

1-800-943-6002 | OMVIC.CA
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  I re-inspected the vehicle with the salesperson in well-lit area
  Agreed repairs are completed
  Agreed options are installed
  Terms/prices are unchanged (if a new version of the contract 

is presented)
  I obtained all keys
  Maintenance and warranty requirements were explained
  Owner’s manual is in vehicle
  Copies of ALL paperwork (contract, loan agreement, safety 
certifi cate (if car is used), warranty documentation, etc…) 
was received 

  Vehicle has a spare tire and jack (if equipped)
  Locking lug nut key provided (if equipped)
  All my questions were answered

 so enjoy the ride. so enjoy the ride.

PROFESSOR 
OMVIC



OMVIC is Ontario’s Vehicle  
Sales Regulator 

OMVIC enforces the  
Motor Vehicle Dealer’s Act  

and Consumer Protection Act  
on behalf of the Ontario government. 
OMVIC maintains a fair and informed 
marketplace by protecting the rights 

of consumers, enhancing industry 
professionalism and ensuring fair, 

honest and open competition  
for registered motor vehicle dealers.
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