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AF Research
Lab goes to
the mall
Dr. Imelda Delarue, (right),
discusses Kirtland AFB’s
world-renown telescope fa-
cilities with two visitors to
the Air Force Research
Laboratory booth during
Albuquerque’s Astronomy
Day activities, Sept. 25. The
laboratory’s Directed En-
ergy Directorate show-
cased the Starfire Optical
Range and its 3.5-meter
telescope, the DOD’s most
sophisticated telescope, at
a local shopping center.  Dr.
Delarue was one of a half
dozen scientist volunteers
who manned the exhibit
during the daylong event. Courtesy photo

The Air Force Research Laboratory is re-
cruiting teachers and students from New
Mexico schools for educational projects,
called flights, involving fifth-grade through
high school students.  Those interested can
call 505-846-6936 or e-mail AFRL/techtrans-
ferforeduca-tion@kirtland.af.mil for more in-
formation.  Information and fact sheets on the
projects are available at www.de.afrl.af.mil/
TTE.

The Air Force STARBASE® La Luz Flights
are intended to interest students in math and
science.  The space exploration and coloniza-
tion activities for the Mars Missions Flight
combine the use of math, science, engineer-
ing, communication and, for fifth-graders, the
arts. The Providing Engineering and Technol-
ogy Experiences for Students, or PETES, Flight
encourages middle school students to explore
math, science, technology and engineering
fields.  The Students Planning And Conduct-
ing Engineering, or SPACE, Flight involves
high school student teams who design and
conduct yearlong research and development
projects under the guidance of teachers and
mentors.

Lab academy begins
school projects

DIAMONDS
TO THE MILITARY

• NO DOWN PAYMENT
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J. EDWARDS DIAMONDS
A Tradition Since 1929

5 0 5 - 3 4 2 - 9 2 0 0
4501 Alexander Blvd NE

2 Blks South of Costco
in the Renaissance Circle

36 MONTHS
INTEREST FREE

How A Car Dealer Can Legally Rip You Off,
Steal Your Down Payment And Destroy Your

Credit..... Even Before You Buy A Car!

The 7 Most Critical Mistakes Made By

1-866-489-4457

• Not Knowing The Book Value
of the Car Your Buying. Its not un-
usual for a car dealership to mark up
a car double, triple, or even more what
they own the car for. A basic philoso-
phy among even reputable car deal-
ers is “you can always come down
on price, but you can never go up”.
Paying a fair profit is one thing, pay-
ing 3 times what a car is worth is an-
other. You can go online to KBB.COM
and easily book any vehicle. Never
pay over the retail bluebook value.

• Giving Your Credit Application
to a Dealer To “get approved”. This
can be a killer to your credit. “Spray
and Pray” as its known as in the car
business. A car dealer takes your ap-
plication and sends it (spray) to ev-
ery lender imaginable and then hopes
(pray) someone approves the loan.
In the mean time, the credit score is
coming down 3 to 5 points every time
a lender pulls your credit bureau.
Many lenders have a minimum credit
score such as 520 or 580 etc. Shop-
ping an application can actually de-
stroy a persons credit score. The in-
tent is to make it impossible for an-
other dealer to get an approval. Ask
the car dealer where they are going
to send your application. If it is more
than one or two places LEAVE!

• Taking Delivery Before the Deal
is Approved. In most cases car deal-
ers will have you sign all of the paper-
work (including loan documents) be-
fore there is even a loan approval.
You even get to take the car home.
You have to sign a “spot  delivery
agreement” that says if they cannot
get the loan approved; you have to
bring the vehicle back. Many dealers
have a per cents a mile charge and a
day use fee. The problem is two
weeks later when they finally  tell  you
to bring  back the car  they use these
charges to keep your down payment.
In addition you’re out the insurance
costs as well. If you do take the car
before there is an approval make sure
(in writing) that you will get your money

Before you buy your next car, know what your up against before you
sign on the dotted line. Having not so good credit often means not
such a good deal. Look at all of the ads that claim “Gauranteed Ap-
proval”. “EZ Financing”. “Low or No Down Payment”. buyer beware!
The job of advertising is simply to get you in the door. Here are 7

back if things do not work out.

• Buying a car “AS-IS” no War-
ranty or Implied Warranty Only.
The state of New Mexico now re-
quires every car sold by a licensed
car dealer to come  with a 15 day or
500 mile implied warranty. Lets face
facts. If you are living pay check to
pay check you can’t afford even a
$400 or $500 car repair. A 15 day
warranty or 500 mile is all but worth-
less. It is estimated that a large num-
ber of repossessions are because
the car broke down and the customer
couldn’t afford the repairs. Defense,
don’t buy a car unless the dealer  will
warranty it at least 6 months.

• Buying too much  car. Most
dealerships make more money the
more expensive the car is. So it’s in
their best interest to talk you into the
most expensive car possible. The
problem is the interest rate. If you
have bad credit you are going to pay
a higher interest rate and therefore a
higher payment. To keep the payment
more affordable many banks offer 72
month and 84 month financing. The
amount of interest paid out on these
loans are staggering. On a $20,000
loan at 20% interest your payment
would be about 480 a month. After 24
months (24x$480) you would have
paid $11,520 in payments. You would
still owe $23,040 (48x$480) in pay-
ments. So a $20,000 loan took
$34,560 in payments to get paid off.
Good for the bank, bad for you! Un-
derstand that an expenive vehicle is
a reward to building your credit up,
not the reason it went bad.

• Being pressured into a Bad

• FREE REPORT •
10 easy ways to repair your credit

Available at:

If You Need a

Car, Truck, SUV

Deal. Pressure to buy is everywhere.
It’s the deal of the century, $5,000 off
today only, “what do we have to do to
get you to drive this car home today”?
If the dealer can’t do the deal tomor-
row when the smoke has cleared don’t
do the deal! Tent sales, weekend end
sales, holiday sales are all basically
excuses to mark up prices into oblivion,
show a huge discount, and try to stuff
anyone and everyone into a car. The
moment you feel pressure, leave! You
can always come back. Remember
the amount of discount has NOTH-
ING to do with the deal.

• Buying Worthless Add-Ons. Af-
ter you have agreed on the price then
comes the finance office. Here you
can purchase warranties, gap insur-
ance, window etch, security systems,
tire warranties, fabric protectant, paint
sealant, sound deadner, life insurance,
disability insurance, etc. Be careful,
most of these items have anywhere
from 50% markup to 300%. Gap and

101818

Every car sold below Blue book

everyday

120 point mechanical  inspection

Every vehicle comes with a 12mo/

12,000 mile warranty

Credit experts can give 15 minute

credit approvals, you’re approved
before you leave.

View only credit bureaus, does

not lower credit score.

Only low mileage creampuffs  that
have in general already taken

40% to 50% depreciation.

Professional salespeople. No high

Pressure Sales Tactics of any
Kind.

Express Credit

Auto Mart
5700 Menaul NE

CALL US TOLL FREE

Easy Financing for E-3’s and above




