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USS Hunley (AS 31) pierside at naval
station Norfolk. The 30-year-old subma-
rine tender carries a 1,200 person crew
evenly divided between male/female sail-
ors. (U.S. Navy photo)
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Front: Learn the ins and outs of car buying in this month's issue. Here, Navy Ceremonial Guard
members SN Anthony Carrillo and SN Rebecca Crenshaw, check out a new 1993 Chevrolet Corvette.
Corvette courtesy of Rosenthal Chevrolet, Arlington, Va. Photo by PH1(AW) Joseph Dorey.

Back: The U.S. Navy Hot Air Balloon Team supporis the Nawy's recruiting program making
appearances throughout the country at sporting events, state fairs and schools. U.S. Navy photo.




Some overseas duty
types change

Sailors at some overseas
duty stations will see a
change in their sea/shore
rotation as the Navy rede-
fines Type 6 shore duty
and redesignates Type 3
shore duty stations.

The goal of the type
duty credit system is to
fairly recognize the rela-
tive arduousness associ-
ated with sea, shore and
overseas duty, while
establishing an equitable
sea/shore rotation for all
ratings.

The transitions apply
only to those who
reported to affected duty
stations after April 21.
For more information,
contact your local per-
sonnel office.

Navy recognized for
motorcycle safety
record

The Navy was recently
presented the Outstand-
ing Military Achievement
Award as part of the
annual Motorcycle Safety
Foundation Awards for
1992.

The honor recognizes

From the charthouse

the Navy’s continuous
improvement in motor-
cycle safety programs
since 1984.In 1992, the
Navy recorded its low-
est motorcycle accident
rate ever, with 15 fatali-
ties and 208 injuries — a
50 percent reduction in
deaths from the previous
year. In 1984, 94 sailors

dents receive Navy-spon-
sored motorcycle training
each year.

In addition to training,
requirements for personal
protective equipment
have become tougher.
Helmets, eye protection,
long-sleeved shirts or
jackets, long pants, hard-
soled shoes with heels,

LR

Motorcycle Deaths per Year

Deaths 601
(thousands)

af”

B0 81 82 83 B4 B85 B6 87 88 89 90 91 92

Calendar Year

were killed and 919 were
injured.

Naval Safety Center
(NSC), Norfolk’s, instruc-
tors certified 331 military
and civilian motorcycle
instructors between 1988
and 1992 and 5,000 stu-

gloves and retro-reflective
vests are now mandatory
for Navy motorcycle oper-
ators.

Keep an eye out
for your high-year
tenure date

Each year approxi-

mately 3,000 sailors reach
high-year tenure (HYT)
and fail to submit
requests for transfer to the
Fleet Reserve. The Bureau
of Naval Personnel
(BuPers) advises every
command monthly of per-
sonnel who are approach-
ing HYT.

If youreach HYT and do
not submit a request for
transfer to the Fleet
Reserve you will be
administratively sepa-
rated and you will also
forfeit your Fleet Reserve
retainer pay.

If you are, or even think
you are approaching HYT,
check with your local per-
sonnel office to avoid
these consequences.

Navy tightens
physical readiness
test standards

The Navy is taking
steps to improve physical
fitness in the service by
tightening the application
of body fat requirements
and increasing the penal-
ties for failing to meet
body fat or Physical Read-
iness Test (PRT) stan-
dards.
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One
major
change is
the elimi-
nation of the
overfat cate-
gory. Previ-
ously a
male’s body
fat percent-
age could be
as high as
25 per-
cent, and -
a female’s as high as 35
percent, before serious
administrative actions
took place. Males now
must maintain their body
fat at or below 22 percent,
and females at or below 30
percent.

Inability to meet body
fat or fitness standards at
the time of physical readi-
ness testing constitutes a
“failure’” — and failures
carry much heavier penal-
ties under the revised pol-
icy:

¢ Advancement, promo-
tion, redesignation, in-
service commissioning
and frocking will be
delayed for those who are
not within body fat stan-
dards or failed the most
recent PRT.

e Sailors with failures in
two consecutive semi-
annual PRT and body fat
cycles, who remain out of
standards on the normal
due date of an evaluation
or fitness report, may not
be recommended for
advancement or promo- -
tion.

e Anyone

with three fail-
ures in any
four-year period
will be processed

for administrative
separation from the
Navy. Failures no
longer have to be con-
secutive, and they
may be in any com-
bination of body
fat or fitness test
standards.

Under the new policy,
those who fail to meet
body fat standards may be
transferred to a new per-
manent duty station
unless the billet is high
visibility (i.e., recruiter,
recruit company com-
mander).

The new physical readi-
ness policy is detailed in
NavAdmin 071/93 and
additional information is
available from command
fitness coordinators or
BuPers (Pers 601) at (DSN)
224-5742 or (703) 614-
5742.

Six new ratings open
to women

Following the Secretary
of Defense’s recent deci-
sion to expand assign-
ments for military
women, the Navy is open-
ing six occupational fields
(more than 2,000 assign-
ments) to women.
Women may now be
assigned to P-3 aircrews
and four more classes of
non-combatant ships
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including command ships
(LCC and AGF), fast com-
bat support ships (AOE)
and replenishment oilers
(AOR). In addition,
women now may be
assigned to the staffs of
the 2nd, 3rd and 7th Fleet
commanders.

Enlisted women may
now train and serve in the
ratings of Aviation Anti-
submarine Warfare Opera-
tor (AW), Electronic War-
fare Technician (EW), Fire
Controlman (FC), Gas
Turbine Technician (GS),
Gas Turbine Technician-
Electrical (GSE), and Gas
Turbine Technician-
Mechanical (GSM).

““The Bureau of Naval
Personnel (BuPers) opens
ratings to women as soon
as sea duty billets are
available in sufficient
numbers to allow full
career opportunity
through E-9,” said CAPT
Ron Peterman, director of
enlisted plans and career
management.

“. ..From the Sea”
updates available
electronically

Updates to specific top-
ics contained in the Navy-
Marine Corps strategy,
“...From the Sea” are now
available electronically by
downloading from the
“Articles” section of the
CNO Bulletin Board.
Modem phone numbers
are: (703) 697-2446; (703)
697-2442, (800 582-2355;

(800) 582-6940; (703) 695-
6198; and (703) 695-6388.

Questions may be
directed to Ms. Wright at
(DSN) 225-5471 or (703)
695-5471,

Navy eliminates two-
year enlistments

To improve stability for
general detail (GenDet)
sailors and their com-
mands, the Navy will
eliminate two-year first
enlistments by the end of
1994.

The two-year enlist-
ments, first introduced in
1990, will be replaced by
three-year GenDet enlist-
ments. The three-year
enlistments will reduce
the rapid turnover created
by the shorter enlistment
period.

To make career oppor-
tunities available to those
in three-year enlistments,
sailors will be allowed to
strike for a rating. If quali-
fied they also may be
offered basic skills train-
ing upon reenlistment.
Sailors who successfully
complete basic skills
training will be advanced
to petty officer third class.
Approximately 10,000
recruits per year are
expected to enlist under
the three-year program
beginning in FY94.




Divers

> ultra

Story by JOSN Lisa A. Mikoliczyk

avy know-how com-

bined with advanced

technology are doing

more than ensuring

America’s future —
they’'re helping preserve precious
parts of our past. One example of
this seeming contradiction sits tied
to a pier in Hawaii.

Above the waterline, the decks of
Falls of Clyde, a four-masted, full- 5
rigged ship, are circa-1890. But it's £
below the waterline of this 19th- §
century sailing vessel that Navy
efforts succeed in keeping this >
national historic landmark afloat for £ [
the 21st century. Recently, a team -
of Navy divers volunteered to help  Bm2(SW/DV) Ted Smith, above, gets assistance with an

the Hawaii Maritime Museum air hose. Pearl Harbor is the first to receive the new
restore the vessel. ultrasonic equipment. Yokosuka, Japan, and San Diego

During the restoration, the divers Will also receive the new system.
used a new underwater ultrasonic system that measures the thickness of the ship’s hull
underwater and detects any corrosion or thinning of the hull without putting the ship in
drydock.

According to LCDR Erik Christensen, Pacific Fleet supervisor of diving and salvage, the
reason for using the new system on Falls of Clyde was two-fold.

“It gave us an excellent opportunity to give something back to the Hawaiian
community by helping to restore part of their heritage,” Christensen said. “It also
provided us the hardest possible test case for training.

“The age of the hull on Falls of Clyde means it is much more pitted than any hull on a
Navy ship. Training on a hull like that makes it easier for the divers to use the system on
the newer hulls they will typically work on.

“It’s definitely a win-win situation,” Christensen continued. “Falls of Clyde gets a
clean and surveyed hull, and we get an excellent training opportunity.”

Mikoliczyk is assigned to Pacific Fleet Public Affairs Office, Pearl Harbor.
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Story and photos by JO1 Steve Orr

he may be a petty officer
3rd class, but Darlene Sil-
vers also wears a khaki
uniform,

When the hull mainte-
nance technician (HT) from Shore
Intermediate Maintenance Activity,
Naval Amphibious Base Little
Creek, Va., puts on her khaki uni-
form, she becomes a leader — a
person others immediately look up
to for guidance and approval.

But the khaki Silvers wears is not
the familiar shade of beige worn in
the work centers of her command.
Instead, it is an off-green hue that
identifies her as a Cub Scout leader.
In her off-duty time, Silvers volun-
teers as an assistant Webelos leader
for Cub Scout Pack 391, Bayside
Chapter, Virginia Beach, Va.

“T've always wanted to work with
the Scouts,” said Silvers, who has no
children of her own — yet. “It's a
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good organization that encourages
boys to become better people. I want
to be part of their development.”

Silvers said she’s learned much
about leading the Scouts from her
Navy supervisor, HTC(SW) Matt
White, who also acts as her supervi-
sor in scouting. White has nothing
but praise for his protege.

“'She'’s doing very well — she takes
her position as Scout leader very
seriously,” White said. “She studies
all of the scouting books to learn
everything she can.”

Both Silvers and her husband, a
former Scout who is also in the
Navy, plan to continue their
involvement with the scouting pro-
gram. “We'd like to start our own
troop,” she said.
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Above left: Although she has no chil-
dren of her own, HT3 Silvers volunteers
her off-duty time to work with the
Webelos of Cub Scout Pack 391 in
Virginia Beach, Va.

Top right: Walking on stilts was one of
many events the Scouts enjoyed at the
annual Pinewood Derby.

Right: No competition is too stiff for this
Scout as he throws a winning basket.

For now, Silvers is happy with the
volunteer work she’s doing. “It’s a
great experience — I've learned
much from the kids,” she concluded.
“It’s a fulfillment for me to know
that I'm helping the community —
and the kids.” 0O

Orr is assigned to NIRA Det. 4, Norfolk.




Navy gives

studentg LIFT

Story by Niki Edwards, photos by
Ronald Spearman

his classroom is differ-

“The program gave me the S
opportunity to have the

dreds of children into
hallways. Instead,
forklifts carry pallets of material

when students are absent, they lose
money.

It’s called the Warehouse Program,
part of Naval Aviation Supply Office
(ASO) Philadelphia’s effort to pre-
pare students for the work force. The
program recently won the Depart-
ment of Labor LIFT (Labor Investing
For Tomorrow) Award.

ASO developed the Warehouse
Program in cooperation with the
Philadelphia School District. Unlike
traditional work study or co-op pro-
grams, the Warehouse Program
allows high school seniors to spend
their entire school year at ASO
tacilities, working half days and
attending classes at an on-site class-
room.

Due to economic and social con-
straints, some students face the diffi-
cult choice between employment to
meet family financial shortfalls or
remaining in school. ASO’s program
provides an alternative by paying
students for their working hours,
offering a convenient location and
schedule for continuing their aca-

responSibilities Of work and destined for distant places. And,
school at the same time.”

Left: Cathryn Fink gains valuable expe-
rience with computers which will give
her an edge when she enters the work
force.

8 ALL HANDS




Above: Academics take place at on-site
classrooms where the students are
taught required subjects such as math
and English.

demic work and teaching skills nec-
essary to compete in the work force
after graduation.

The program began in 1974, with
30 students attending classes and
working throughout the warehouse.
Since then, 1,105 students have par-
ticipated. Today, the program
includes 60 students from three
inner-city high schools who apply
for the course through their counsel-
ors. The on-site classrooms are
staffed by two Philadelphia school
district teachers who teach math,
English and other required subjects.

Frank Milligan, a student in the
program, is glad he became involved.
“The program gave me the opportu-
nity to have the responsibilities of
work and school at the same time,”
he said. “It’s also helping me get the
credits I need for graduation.”

The program drop-out rate is less
than 5 percent. In the past year, 46
out of 57 students have gone on to
further their education. Records
show that at least 50 former gradu-
ates are now in federal service.

“The program has given me the
experience of meeting and working
with other people,” said Milligan.
““That's something that can help me
down the road.” 0O
Edwards is a public affairs specialist and

Spearman is a photographer at ASO
Public Affairs, Philadelphia.
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Below: High school senior Frank Milli-
gan prepares government forms to be
shrink wrapped.
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sailors opt to quit.

“There are numerous types of
cessation programs used throughout
the fleet,” Finley said, “‘but the one
we use involves three facets.”

At the first session, smokers are
required to fill out a questionnaire
regarding their history and why they
want to quit. A projection date
indicating when they wish to be
smoke-free is selected, and informa-
tion on the various methods of quit-
ting is introduced.

Smokers have the options to use
nicotine gum, patches or going cold-
turkey, which happens to be the
harshest, but most successful
method.

By the second session, smokers
have been cigarette-free for at least
12 to 24 hours. At this time, any
problems stemming from trying to

quit are discussed.

By the third and final session,
smokers are completely smoke-free.
After going through the cessation
program, Fortier contends he feels a
lot better and can climb stairs with-
out becoming winded. Since he
enjoys cooking, he’s back in the
kitchen as his food tastes better.

But, “before a smoker can quit, he
or she must possess the frame of
mind to do it, or else they probably
won'’t quit,” Finley said. “No one is
saying it’s easy, but, smoking is
controllable, You can do it — you
just have to be ready and committed.
Just remember the Chinese saying,
‘A journey of 1,000 miles begins
with a single step.””’ [

Swift and Conner are staff writers for All
Hands.

I QUIT BECAUSE:

e My health will
improve.

¢ |’ll live longer.

ol'll have more
energy.

e I'll save money.

e I'll save time.

¢ |'ll be more attrac-
tive to others.

e My smoking won’t
harm others’ health.
e My home will smell
and look fresher.
o'l set a good
example.

el'll...

Tips to help smokers quit

e When tempted to reach for a ciga-
rette, think of a negative image
about smoking. Select your worst
memory connected with the habit —
the time you burned a hole in your
suit or when you were left com-
pletely breathless running for a bus
that pulled away. Imagine this expe-
rience for 15 seconds whenever the
urge occurs.

e Throw out all cigarettes by break-
ing them in half and wetting them
down. Clean all ashtrays in your
home, office or car and put them
away. Discard matches; hide lighters
or give them away.

e Exercise to relieve tension. Climb
stairs rather than take the elevator,
park cars several blocks from your
destination and walk the rest of the
way. Practice touching your toes, jog
in place and do jumping jacks.

The Navy currently prescribes three
brands of nicotine transdermal patches,
one of which is Nicoderm.

e Keep your hands and mind busy.
Work on a crossword puzzle, knit a
sweater, balance your checkbook, fix
something around the house or
shampoo the dog.

e When the urge to smoke hits, take
a deep breath, counting to five. Hold
it a second then release it very, very
slowly. Taking deep rhythmic
breaths is similar to smoking, only
you'll inhale clean air, not poisonous
gases.

e Cleanse your body of nicotine.
Drink liquids — lots of them. Water
(6 to 8 glasses a day), herbal teas,
fruit juices and caffeine-free soft
drinks all fit the bill. Pass up coffee,
caffeinated soft drinks and alcohol,
as they can increase your urge to
smoke.

Source: American Cancer Society.
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Can you afford it?

Here's what you might expect your monthly payments to be.
(This is only an example for the sake of illustration and comparison.)

older car)

MONTHLY/

MAKE COST %RATE TIME PAYMENT
e '93 Saturn SL $9,495 6.4% 3 yrs. $291.00
¢ '93 Ford Mustang GT cnvrt  $21,288 6.9% 4 yrs. $510.00
¢ '03 Mazda Miata cnvrt $15,650 7.4% 5 yrs. $314.50
¢ '91 Ford Escort GT $8,488 8.4% 4 yrs. $209.00
¢ '89 Dodge Shadow $4,950 7.9% 3 yrs. $156.00
e '86 Chevrolet Cavalier $1,795 7.9% 3 yrs. $57.00

And don't forget: $10 to $20 a week for gas
$300 a year for regular maintenance (more for an

$800 to $1200 a year for insurance

eaman Jones was sinking

fast. He searched his mind

for a way to stay above

water, but a great weight

was pulling him ever
deeper. It was then he realized his
car payment was killing him.

For many, that monthly car pay-
ment can be like a weight around the
neck, pulling them deeper and
deeper into debt. A new car is a great
idea, but it may be more of a burden
than you thought.

If you're spending more than 20
percent of your monthly budget to
finance your car, you're probably in
over your head. It’s recommended
that 6 to 20 percent of your budget go
for your car. But that percentage is
not just for your monthly car pay-
ment. Remember to add insurance,
maintenance, repairs, gas and other
related costs, then budget yourself
accordingly.

One conservative rule of thumb
used by command financial special-
ists is, if you're relatively debt free,
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buy a vehicle costing no more than
50 percent of your gross annual
income. So before you even begin
financing a car, determine what you
can afford. Your command financial
specialist can help.

Once you know what you can
afford, you can begin shopping
around for the best loan rate. Dealer
interest rates rise sharply for longer

term loans. So take your time to
compare thoroughly. The lower rate
is not always the best deal.

See how much the car is going to
cost you each month, and in the long
run. With a little work, you can find
a car to fit your needs and your
budget.

Information for this article provided by
the Navy Federal Credit Union.

Housing [T ] 309
Credit 10%
Wtilities ziﬁme
Food
Medical | 19 *
CorLoon | == 15% {>
Clothing |0 19 h._l
Auto Tnsurance 10% QB-} m e »
Savings 10% ¥ A . ®
Mise. 7% _ﬂE
IR
0% 25% 50%

Courtesy of Navy - Marine Corps Relief Society.
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Where do you get the best deal?
Anywbere if you do your bomework

Story by Joe Bartlett (former car guy)

hat's the differ-

ence between a

good deal and a

bad deal on your

next car? Just a lit-
tle bit of time — as long as you
remember the three cold hard facts
of the car business:

Cold Hard Fact #1 — The dealer
will never lose money.

Cold Hard Fact #2 — The dealer
will never lose money.

Cold Hard Fact #3 — The dealer
will NEVER LOSE MONEY!

You'’ve probably heard it hundreds
of times from friends who drive up in
their shiny new car, boasting about
how the salesman begged them not
to leave; how the manager gave
them cash on the side; how the
dealer took $3,000 off the sticker and
gave them $1,000 more than their
trade-in was worth; how they get
free gas for life; no labor charges for
the life of the car; etc... Believe me,
after eight years in the car business,
I know the only thing that’s true is:
The dealer made money.

So, just what the heck do you do to
make sure you get a fair or “‘good”
deal? Well, here’s an idea of the car
salesman’s dream customer (the one
he’ll take to the cleaners), and the
salesman’s nemesis (the one who'll
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get a fair price).

Salesman’s Dream: This
guy sees the latest commer-
cial, drives down the street
to the nearest dealer and
walks into the door drool-
ing like a thirsty St. Ber-
nard. He crawls to the
nearest salesperson and
gruffly demands a test
drive. The salesperson drags
his victim back to the desk
following the drive and politely asks
the question (with a vicious chuckle
under his breath), “What will it take
to sell you this car today, sir?”

Not to be taken for a fool, the St.
Bernard sez, “Hey, I didn’t just fall
off the turnip truck yesterday.  want
big bucks for my 1972 Plymouth
Volare outside!”

Not surprised, the salesman asks,
“Sir, if I could give you $1,000 in
trade for your Volare, would you buy
this car right now?” “Not on your
life,” Bernard answers. “Get me
$2,500, and TI'll think about it.”
“Gee,” the salesman whispers as he
takes Bernard’s deposit and keys,
“I'll have to talk to my manager
about this. It'll be a tough fight, but
I'll do what I can.”

Four hours later, Bernard the cus-
tomer is Bernard the owner of a

shiny new
Whatchamacallit
with monthly payments
that are $200 more than he can
afford, no more cash because of a
required 20 percent down payment
he had to borrow, and boasting that
he made the dealer lose money
because he got $2,000 for his Volare
in trade.

““Yeah, I sure took them to the
cleaners,” Bernard says as he rubs his
empty wallet thoughtfully.

Everyone’s met Bernard, or a
member of his not-so-immediate
family. That $2,000 trade allowance
was easy, since the dealer added
$1,500 markup to the
Whatchamacallit’s manufacturer’s
sticker, as well as a complete rust-
proofing, paint shield and heralded
fabric protection package, totaling
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about $750 (that only cost the dealer
about $50). And don’t forget that
fancy pin stripe for $199 (dealer cost,
$25), and the dealer-installed mud
flaps with chrome bunny rabbits for
$249 (dealer cost, $25). All in all,
when the deal was done, and Ber-
nard’s trade-in was sold for salvage,
the dealer made about $700 OVER
LIST PRICE on the guy that “took
them to the cleaners.”

You don'’t believe this happens? It
happens at every dealer, every day.
Why? Because buyers DON'T DO
THEIR HOMEWORK!

Salesman’s Nemesis: After care-
ful analysis of finances, interest
rates, and review of the latest auto-
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mobile publi-
cations, Mr. Blood-
hound decides it's
time to purchase a new car. He goes
to the nearest book store and picks
up Edmund’s New Car Cost Guide.
He finds the model he has chosen
and costs it out: factory invoice
price, freight, air conditioning, etc.
He calls his bank and asks what his
1986 Toyota Corolla’s average trade-
in value is, deducts what he feels it
would cost to make the car “lot-
ready” for resale (new tires, wind-
shield wipers and a brake job), and
uses that as a trade-in value.

After he’s done with all the math,
Bloodhound visits several dealers
and test drives the car he wants, but
drives it ALONE, so he can experi-

Al PRICE s

ence the car him-
self without distractions
from a salesman’s “quali-
fying” questions (“/So, you ever file
bankruptcy, Mr. Bloodhound?”).
After the test drive, HE LEAVES
THE DEALERSHIP. This is very
important. Tell the salesperson
you’ll call him. If he doesn’t like it,
so what? It’s your money! Even
when he insists that his prices are
only good for that day (which, of
course, is only true until tomorrow),
walk out of that showroom! You've
got to take the emotions out of
buying a car to get a deal.

Once decided on the exact model
car and options, Bloodhound calls
area dealers on the phone to get a
“feel” for how they’ll react to his
approach. He tells them he is inter-
ested in a car, but is shopping around
for the best deal. Only two dealers
will discuss price on the phone, and,
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of course, they’ll have to see his
trade-in to have it appraised. He
makes appointments at both dealer-
ships.

He meets the first salesman
(dealer A) and discusses figures,
offering a few percent over dealer
cost, less his trade-in’s actual value
— making sure the salesman under-
stands that dealer B will be given a
chance to beat the price.

What has Bloodhound done? He
took control of the deal away from
the dealer and put it on his own
terms. Why? Because he DID HIS
HOMEWORK!

Ninety minutes later, Bloodhound
walks into dealer B to keep his
appointment, and shows them the
price at dealer A, and asks if they can
beat it. An hour later, Bloodhound
the customer is now Bloodhound,
the owner of a shiny new
Whatchamacallit with payments he
can afford, money in his wallet and a
satisfied smile on his face as he tells
his friends, “Yeah, I'm pretty sure I
got a good deal.”

Believe it or not, there aren’t many
in the Bloodhound family. Take it
from a guy who knows; there’s a lot
more St. Bernards roaming the
streets — probably 10 to one. Why?
Because not enough of you do your
homework. Hey, a car is the second-
largest investment people make,
next to their home. Isn’t it worth a
little time and effort to make sure
that investment is a smart one?
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The key to a good deal is where
you start — list price or cost price —
and how you start. Not too many
dealers are willing to show you a
car’s invoice, and if they are, it's
because there’s probably profit
packed into the cost, either from the
factory or the dealer. The most
reliable sources for car cost prices
are at your library or local book
store.

When you start to deal, if you
come off as a professional, you’ll
normally be treated like one. After
all, the car business is a business. If
you're confident, persistent, and can
put up with some runarounds, you’ll
do fine. You'll get resistance from
some dealers because they like to do
it the “‘normal,” or “Bernard” way,
but eventually you'll find the dealer
that treats you like a professional.
Just remember, there’s plenty of
dealers and plenty of cars — and
you’ve got plenty of time!

By starting the deal at the cost
price of the car, you avoid all the
gimmicks my former colleagues use
to make the customer feel he gets a
deal when he wants a ridiculous
discount or unreasonable trade
allowance. Additional dealer mark-
ups, protection packages, ambiguous
““dealer prep” charges (which are
paid for by the factory anyway) and

Bloodhound, the salesman’s nemesis,
turns on the heat for the best deal. Why?
Because he bought the book and DID
HIS HOMEWORK!

Left: Edmund’s and Consumer’s Guide
are just two of more than 20 publica-
tions that list the factory retail and cost
prices on all domestic and import cars
and trucks. All are available at any
library or book store.

high-cost dealer-installed niceties do
nothing but add bargaining room for
the salesperson. Face it, there ain’t a
car out there worth more than its
Manufacturer’s Suggested Retail
Price ([MSRP). That’s why you HAVE
to start at the cost price and bargain
for a percentage of profit.

Some cars are given factory allow-
ances that can reduce the cost price.
Nearly all domestic cars have a 2- to
3-percent “‘holdback” hidden in the
invoice, a kind of prepaid profit for
the dealer. Almost every manufac-
turer offers year-end and mid-year
incentives to dealers on most mod-
els, further reducing the cost. All
these rebates and incentives can
easily be deducted from the cost
price you computed using the car
cost guide at your library or book
store.

If you're going to keep the car
more than three years, buy it when
the next year’s models hit the floor.

-~ ¢#RIC:
REAE
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That’s when the most incentives are
available to reduce the cost. Both the
dealer and the factory are sweating
out those old models sitting on the
lot and building up a floor plan
interest bill. If you're going to keep
the car just a couple of years, then
the best time to buy is when you can
afford it. Winter, spring, summer or
fall, there’s no magic formula for the
timing of a great deal. When in
doubt, refer to Cold Hard Fact 1.

A final word. DO YOUR HOME-
WORK and STAY IN CONTROL of
the deal, working from the cost up,
not the list price down. If you follow
these two steps, Cold Hard Facts 1, 2
and 3 won’t be quite as cold or hard,
because you’ll know just how little
the dealer made on your car, and you
can tell your friends and relatives,
““Yeah, I'm pretty sure I got a good
deal.”

By the way, don’t tell them Joe
sent you.

Bartlett, the NIRA ADP systems man-
ager, was formerly general manager of a
Milwaukee-area dealership.

DM2 Wil som. KD
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It ain’t over yet!

Another story by Joe Bartlett (former car guy)

ar dealing doesn’t stop at
‘ the sale. When you sign the

deal, you're usually shuf-
fled off into another office in the
dealership — the business office, or
finance and insurance office.
BEWARE! When in doubt, refer to
Cold Hard Fact 1: The dealer will
never lose money.

A dealership is made up of five to
seven profit centers: New Cars,
Used Cars, Service, Parts, Body
Shop and the ever-popular Business
Office. The business office has
three to seven profit areas: financ-
ing, insurance, extended warran-
ties, “‘protection packages,” alarm
systems, and other assorted items
the salesperson didn’t bring up that
could add anywhere from $10 to
$100 to your monthly payment. In
fact, even with competition in the
new car market being so stiff, the
business office still averages
between $300 and $700 profit per
deal for the dealership!

Financing: Let’s face it, interest
rates are the lowest they've been
since John the Baptist was a sea-
man recruit. In most cases, it's
more convenient to finance
through the dealer because of fac-
tory incentives. If you did your
homework, and know what the
going rates are, it may be best to let
the dealer handle the financing.
Who cares if they get a kickback as
long as your rate is low! Plus,
they're usually faster than banks,
so don't say “no” right away until
you find out the figures.

Credit insurance: Is it worth
another $15 to $35 per month for
that “peace of mind” that the loan
will be paid in the event of your
death or disability? Keep one thing
in mind, if your enlistment will last
the length of the loan, you're not
going to lose income if disabled, so
you don’t need disability insur-
ance. In fact, in some states, it's
illegal to sell active-duty military

disability insurance! Credit life
insurance?! Hey, I'm not going to
pay your car off for you if you die. If
you don’t care what happens, don't
get it. If you've got a family that
needs the car after you're gone, get
it — but check out what term life
insurance would cost for the same
coverage, just to be sure you get the
best deal.

Warranties: Think about this:
warranty prices are set so the war-
ranty company can make a decent
profit to stay in business. Probably
80 percent of the warranty compa-
nies I used to sell for are NO
LONGER IN BUSINESS! Where
does that leave you? About $400 to
$900 poorer and still paying for
repairs. If you believe in extended
warranties, stick with the factory
plans, not Bob’s Warranty Com-
pany. The factory plan will be the
best bet, but not the cheapest. And
keep in mind that everything is
negotiable, regardless of what the
finance guy says. [ averaged
between $200 and $400 profit on
every extended warranty, and I was
below the average for the business!

“Protection” packages: One of
the largest profit makers in the biz.
Rustproofing, paint shield and fab-
ric guard mean lots of moolah for
the dealer’'s bank account. Hey,
most cars come with a three- or
five-year corrosion warranty stan-
dard. If you're going to keep the car
longer, then rustproof it some-
where where it’s cheaper. This stuff
only costs the dealer between $50
and $80 for the entire package.
Offer him $100 and see what hap-
pens. Then leave before he gets up
off the floor and get it done some-
where else.

DO YOUR HOMEWORK: Use
your judgment and remember, the
dealer’s depending on this depart-
ment to make up for the low profit
he’s making on the car itself. Get
the picture?

L




Insurance

Better safe than sorry

ne of the worst situations you can find

yourself in is an auto accident. If you're

lucky, no one will be hurt, but the

damage must still be repaired. But who

has hundreds (possibly even thousands)

of dollars to shell out at one time? That’s where your
Insurance premiums come in.

Not only is insurance a good idea, but some type of

18

insurance is mandatory in most states.

Auto insurance is a method of pooling the risks of
many drivers so that no one individual has to bear the
entire cost of an accident. Accident claims are paid from
the combined premiums of all people in the pool.

When you buy an auto insurance policy, you are
actually buying a package of individual coverages. Each
coverage protects you against different kinds of losses.
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Once you understand the various coverages, you can
decide which ones to include in your package. You can
also determine the limits of the coverage you’ll need.

*Bodily Injury Liability pays medical costs, loss of
income and compensation for pain and suffering of
others injured in an accident for which you are responsi-
ble. It also pays for legal defense costs if you are at fault
and your car is involved in an accident resulting in injury
or death.

*Property Damage Liability pays claims against you
and your legal defense costs if your car damages another
person’s vehicle or property.

**Medical Payment Coverage pays for necessary
doctor, hospital and funeral expenses for you and your
passengers injured in an accident, regardless of who is at
fault. Payments are usually limited to two or three years
after the accident.

**Uninsured/Underinsured Motorist Protection pays
for the cost of injuries or death sustained by you or your
passengers in an accident caused by an uninsured or
hit-and-run motorist. It also covers family members
even as pedestrians. Uninsured Motorist Protection pays
when you are injured as a result of the negligence of
someone whose liability insurance is not enough to
cover all your damages. The definitions of an uninsured
motorist varies significantly from state to state.

* %*Collision pays for the damage to your car caused
by a collision or rollover.

~**Comprehensive Physical Damage Coverage pays
for damage to your auto resulting from theft, fire,
vandalism, flooding, hail or other perils (but not damage
by collision or overturning).

Different insurance companies may assess the exact
same group differently. An insurance company sets rates
partly on its own claims loss experience and partly on
the experience of the entire auto insurance industry.
Some companies have far better experience insuring a
certain type of driver than the industry overall. That
means you can save money by shopping around. g

* Mandatory in most states
* " Optional in states without no-fault insurance
*e'e'e Frequently required if you have a car loan

Information for this article provided by United Service
Automobile Association.
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How Rates
Are Determined

Insurance companies try to distribute costs as
fairly as possible, by grouping similar risks and
charging each group premiums appropriate for its
risk of loss.

Here are some of the factors that will influence
your auto insurance premiums.

Sex — If you’re a young man, you will generally
pay more than a young woman. Statistically, young
men are involved in more accidents than young
women drivers, and they have three times as many
fatal accidents.

Age — Your age can also place you in a more
expensive grouping. Drivers less than 25 years old
tend to have more accidents than older drivers. As a
result, a 17-year-old single male may pay three times
as much for insurance as a 25-year-old single male.
Some companies offer discounts to those between 50
and 65 years of age, since this group has lower
accident rates overall.

Marital status — Statistics show that, as a group,
young, married drivers have fewer accidents than
young, single drivers. Therefore, young, married
drivers usually pay lower premiums.

Driving record — Your driving record is crucial in
determining the premiums you pay. Extensive stud-
ies show that drivers who have been in an at-fault
accident in the past three years are significantly
more likely to have another accident than drivers
who haven’t had an at-fault accident. Similar data
applies to moving-traffic violations. Because of this,
people with at-fault accidents or traffic convictions
on their record usually pay more for their insurance
— usually for three years following an incident.

Rate Comparisons

under 20 -2 30 or older
Male Female | Male Feramle | Male Femake | Male Femule

$1993 §1.435 | $14040 S0 | 8816 473 | 673 4783

The above rates are examples only. They are based
on age and sex criteria shown and for drivers with a
clean driving record, living in a medium-sized
metropolitan area. The annual premium is for
minimum limits of liability only (bodily injury and
property damage).




Long Beach

3 < flag man

\\ kReeps the

= R faith

Story by JO1 Mike Perron, photo by LCDR Steve Chesser

o sailors and their fami- naval station’s main gate, then was every homecoming since, bringing
lies at the Long Beach invited to set up his flags pierside for his flags and giving away small toys
Naval Station, he’s a USS Missouri’s (BB 63) homecoming. and trinkets to the kids on hand.

welcome sight. When Szabo has been on hand for almost Szabo uses an old recreational

Joe Szabo _ vehicle to truck the 30

shows »d thi T\ fl: »d in cement-

shows up, good things '..* ags, mounte 1_1‘1 cement

happen. -y weighted cans, from place
Szabo is “the flag % to place.

According to Szabo, the
cost of the flags, toys and
trinkets has been no prob-
lem. “T've never bought a
flag in a store — I get them
all at swap meets,” the
World War II Navy sea-
man 1st class said. Toys
come from leftover stock
at a friend’s warehouse.
Such small items make a
big difference at the
homecomings.

Though Desert Storm
may be history, sailors
still deploy, leaving fami-
lies and friends behind.
TV cameras and newspa-
per reporters are seldom
around these days, but
Szabo is still there as
keeper of the faith, and a
reminder that people still
care.

man.” He earned the
nickname by assembling
dozens of U.S. flags,
large and small, and set-
ting them up pierside to
greet Long Beach-based
ships returning from
deployment. It's become
almost a full-time job for
the 67-year-old retiree,
and his wife, Audrey,
who now support every-
thing from retirements
and changes of com-
mand to homecomings.

“1 started out setting
my flags up at intersec-
tions around town dur-
ing Desert Storm,” he
said. Soon he was setting
up the flags outside the

Joe Szabo arranges his
flags to welcome home
USS Paul F. Foster (DD
964). Szabo said he and his
wife Audrey haven’t gone
camping or fishing since
he became the flag man
more than two years ago.

Chesser and Perron are
assigned to public affairs
office, Naval  Surface
Group, Long Beach, Calif.
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Hot air

The Navy’s balloon team goes hunting

Story and photos by PH2 David Tucker

s the hare reaches its desti-

nation, the hounds close in

for the kill. Some hounds

miss their mark and fly past the

hare, while others aren’t as close as
they thought.

But, the U.S. Navy’s “hound” is

hot on the trail of the “hare” as it

closes in and drops altitude. “Watch

yvourself!” shouts the pilot of the
hare. “I need a little room to throw
the streamer over the target.” The
pilot, LCDR Dana Place, gives the
streamer a good toss, but as it falls
hundreds of feet toward the target
below, he sees it will not hit the
mark. The Navy balloon will not
win the “Hare and Hound Balloon




Race” today, but there will be other
days and other races.

Far below, the rest of the team
races across the Maryland country-
side in a chase vehicle trying to
catch up with the balloon. The team
doesn’t know where the balloon will
g0, only that it will eventually come
down, and they had better be close
by to meet it.

As the balloon floats gently down-
ward, Place looks for a level spot to
land. On the ground, the chase team
hurries to meet the balloon.

Once on the ground, the giant blue
and gold balloon slowly begins to
crumble as Place sees the white
chase truck come over a hill. He
knows the truck well. He and his
team will cram themselves and the
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Right: The maximum altitude of a hot air
balloon is approximately 15,000 feet,
but the normal altitude is between 3,000
and 4,000 feet.

giant balloon into it, traveling the
country showing off the Navy colors
at air shows and county fairs.

The crew greets the pilot with
smiles. “Let’s load her up.” says
Chief Aviation Boatswain’s Mate
Aircraft Handling Don Berry.
““Another one here tomorrow, then
on to Paxtuxent River, [Md.,| and the
day after that we’ll be in Rhode
Island.”

Tucker is assigned to Naval Imaging
Command, Washington, D.C.
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Left: The propane burner puts out 20 million BTUs
of heat to lift the 77,000-cubic-foot balloon. The

balloon is made of nylon and dacron and the basket
is made of rattan and leather.

w5

Above: It takes only 10 hours of instruc-
tion to become a private hot air balloon
pilot, and 35 hours for a commercial
pilot.

Left: Pilot LCDR Dana Place and crew
member Karen Donahower chart possi-
ble landing sites. The only way to steer
the balloon is by raising or lowering the
altitude to take advantage of wind cur-
rents.



Bold concepts

T'he annual birth of the new cars

Story by JO2 Paul Taylor, photos by PH1(AW) Joseph Dorey

ach year the automotive
industry reinvents itself.
When the new vyear’s
models reach the market,
all will be different from
those of the previous year. In some
models the differences will be barely
noticeable, but in others the differ-
ences require a complete redesign of
the car.

Those redesigned cars require a
prototype, or concept car, to ensure
they can be produced. Once the
concept car is built, it is then shown
to auto show audiences where car
makers gauge the viewers’ reactions.

In celebration of the Ford Mus-
tang’s 30th anniversary, Ford
decided to completely redesign the
car for 1994. The result was a con-
cept car, called the Mustang Mach
I, which Ford has been showing to
potential buyers at auto shows.

Hyundai, for instance, introduced
a concept for an inexpensive, high
performance sports car more than a
year ago called the HCD-1. With a
price tag under $15,000, audiences
responded enthusiastically. How-
ever, there were concerns about the
car’s extremely tight fit. This year

Top: The Hyundai HCD-II Epoch will
cost around $15,000 and will feature a
16-valve, dual overhead cam, 2.0 liter
four cylinder engine that delivers 150
horsepower. Other features include
traction-control, all disc anti-lock
brakes and P245/45ZR17 tires.

Left: At press time, Dodge was not sure
if the Viper GTS Coupe version of their
Viper RT/10 would go into production,
but they were far from ruling it out.
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Top: The Chevy Highlander features a
number of extras, including a VCR and
television in the back seat.

Left and above: In addition to its unu-
sual art-deco styling, including an unor-
thodox taillight configuration, the Ford
Focus features an interior of mostly
wood and hand-tooled saddle leather.

L] =
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Hyundai introduced a newer, room-
ier version of the car called HCD-II,
and expects to have a variation of
that car on the market no later than
the 1997 model year.

Other concept cars are produced
by companies that just haven't
decided what they want to do with
them. The Ford Focus is a good
example. Co-produced with Italy’s
Ghia Motor Company, the Focus
could be ready for production as
early as 1995, but its art-deco design
is unlike any car on the market
today. Ford representatives at the
1993 New York International Auto
Show wouldn't commit to when, or
if, the Focus will go into production,
but said if it did, only a limited
number would be produced.

Mﬂl‘ly C()T]C(,'pt cars ar¢c never
intended for production. Their sole
purpose is to test audience reactions
to certain design details and options.
At the New York auto show, Chev-
rolet displayed a pickup/sport utility
vehicle hybrid called Highlander.
According to the Chevrolet repre-
sentatives at the show, the auto
maker has no intention of mass
producing Highlander — with all the
extras, the vehicle would cost nearly
$70,000.

Auto makers spend millions get-
ting to the concept car stage, but
that can’t even begin to compare to
the millions they would lose if they
produce a car that nobody buys.
Anybody remember the Edsel?

Taylor is a staff writer and Dorey is a
photojournalist for All Hands.

Opposite page top and center: While the
production model of the Mustang Mach
11l will feature a much tamer engine, the
concept car is powered by a 32-valve,
supercharged, intercooled, 4.6 liter V-8
that delivers 450 “back in your seat”
horses.

Bottom right and far right. From the
“never intended for production” file, the
Ford Jukebox is a chop-top, low-riding
Ranger pickup with a bed filled by a
2,500 watt Alpine stereo amplifier sys-
tem and eight JBL studio speakers.
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a ringer

Sailors donate toys to Rids

Story by SM1(SW) Michael Roberts,
photos by JO1 Steve Orr

unner’s Mate (Guns)
st Class Larry Arndt
considers himself a
lucky guy, with a
“‘magic touch” and
accurate eye. At fairgrounds, when
Arndt throws darts or aims an air
rifle at a target, he always hits the

During the past year, Arndt and crew
have contributed a truckload of toys
and clothes to a community shelter in
Hazard, Ky.; sent soft rag dolls to a
nursing home in Denton, Md.; and
donated toys to a church in Chesap-
eake, Va., for a charity bazaar. They also
donated four dozen stuffed animals to a
church at Thanksgiving and sent toys to
needy children in Georgia.
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mark. When he drops coins in vend-
ing machines and maneuvers levers
to pick up prizes, he usually wins.

At one time, the bachelor’s living
room had dolls and stuffed animals
on every chair, tabletop and rug. His
growing pile of prizes became a way
to serve his community.

One of Arndt’s shipmates, Air-
crew Survival Equipmentman lst
Class Melanie Burkett, had a closet
shelf full of stuffed toys that rela-
tives had lavished on her young
daughter.

The timing was just right when
Burkett and Arndt jokingly men-
tioned their surplus of toys to Signal-
man 1st Class (SW) Michael Roberts,
Roberts had just received a call
asking for a donation to buy toys for

a group of needy children in New-
port News, Va. He had 36 stuffed
animals, delivered to the children in
a homeless shelter. That was the
beginning of the Community Toy
Bank and Roberts’ role as “channel-
ing agent.”

Arndt also gives stuffed items to
small children when they move into
his apartment complex. “It gives the
children something new to play with
and helps ease the parents’ problems
on moving day,” said Arndt.

These sailors know they can't
serve all of the needs of the Hampton
Roads area, but they can make a
difference. O

Roberts is assigned to NAS Norfolk, Orr
is assigned to NIRA Det. 4, Norfolk.
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Molly and

e

Model A enthusiast restores antique cars

Story and photos by JO2 Coleen M. Sallot

t's said that every accom-

plishment in life comes from

a humble beginning. For

Model A restorer CDR

Robert S. Hunter, nothing
could be more true.

Hunter, the executive officer of
Fleet Surveillance Support Com-
mand, Chesapeake, Va., began
rebuilding Model As in 1978. Hunter
spent several years of painstaking
work, transforming an old bullet-
riddled, rusted heap he found on a
Texas millionaire’s estate into
Molly, a fully-restored and opera-
tional 1930 Model A Ford coupe.

Restoring an antique car isn't very
hard or expensive according to
Hunter. In fact, he points out, it can
be cheaper than many other hobbies,
like hunting or fishing,

“There’s a misconception that you
have to be well off to own an antique
car,’ explained Hunter. ""Restora-
tion is really inexpensive because
you can spread it out over time. You
decide when you want to spend your
money and when you don't.”

When you ask the Pennsylvania
native about Molly, a smile quickly
transforms his face. His sandy silver-
streaked hair and his bright blue-
gray eyes seem brighter, and his long
face becomes youthful.

“l almost sold Molly when I
moved to [the] Tidewater [area,”
admits Hunter. “I didn’t think I had
enough time or interest between
deployments to finish the restora-
tion. Then a prospective buyer told
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me there was a Model A club in
town."”

Hunter and his family attended
their first meeting and “We’ve been
members ever since,” he said.

Model As are a family affair for
Hunter and his wife, Christine. Both
are actively involved in the Model A
club, where Hunter has served in
many positions, including vice presi-
dent and president. Christine has
been editor of the club’s monthly
magazine, The Grease Rag, for 10
years.

“I went to that first meeting just
to be with him,” said Christine. "I
found I really enjoyed the cars, and
Molly is my favorite model. It's nice
to share something that you both are
so fond of. This is something that

will probably be part of our lives
forever.”

Hunter is in the process of restor-
ing a 1929, two-door Model A. When
he retires next year, the naval avia-
tor hopes to finish the project and
move on to restore other Model As.
He says he doubts that he will
restore antique cars as a business,
but someday wants to restore a 1959,
1960 or 1961 Corvette, his ultimate
dream car.

Sallot is assigned to Fleet Surveillance
Command, Chesapeake, Va.
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Bidding their cars

goodbye

Norfolk MWR test-drives an innovative program
that’s a chip off the old (auction) block

§ it sat in one corner
of the lot, the Honda
Accord looked almost
out of place. It wasn't
the flashiest car await-
ing auction. The five-speed hatch-
back wasn’t the newest, nor the
most sporty looking, either. It was,
however, relatively intact. While
other cars sported a smashed fender
here, a missing hose there, the
Accord still had its engine, its radio
and speakers — it even had an air
conditioner, although the compres-
sor was behind the back seat.

The Accord wasn’t abandoned in

Story and photos by JO1 Steve Orr

“Bidders have to buy
the car as is. ... All
that’s needed to

drive many of these
cars is a key and a
battery.”

the traditional sense — its last mas-
ter was a sailor who separated from
the service and told the lot owners
that he just didn’t want it anymore.

The light-blue Accord, along with
the other cars on the lot in front of
Naval Station Norfolk’s Fleet Recre-
ation Park, would soon take center
stage, however briefly, as part of a
new program run by Morale, Welfare
and Recreation (MWR).

In the past, auctions used to be
coordinated by the Defense Reutili-
zation and Marketing Office. Now,
the recreation office runs the
impound lot, and all vehicle auc-

S
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Below left: STG3 Adrian Neuhaus
checks under the hood of a Honda
Accord, giving the car a thorough once-
over.

Below right: Military members inspect
cars on the lot. The vehicles, which are
legally declared abandoned, are auc-
tioned to the highest bidder, with the
proceeds going to support recreation
programs.

Right: The auctioneer takes bids during
the MWR auto auction. The cars range
in price from $40 to $900.

tions are coordinated by MWR.

“This is a demonstration project,
approved by Congress,” said Richard
Carlsen, recreation director. “Naval
Station Norfolk is a test site. Auc-
tions are scheduled about every six
to eight weeks, and we usually sell
every vehicle.”

Three days before the auction, the
general public is invited to view the
vehicles on the block. Sailors,
spouses, used car dealers and junk
yard owners kick tires, check fluid
levels and otherwise poke and prod
each car.

While looking at the Accord, Avia-
tion Structural Mechanic (Hydrau-
lics)] Airman Ken Hall expressed
concern to a friend that he may be
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outbid on the vehicle.

“Bidders have to buy the car as is,”
said Carlsen. “We put up the hoods
so anyone can look at the cars in the
three days before the auction.”

“All that’s needed to drive off
many of these cars is a key and a
battery,” said Chief Quartermaster
(SS) Andy Davidson, an old hand at
auto auctions. ‘“Half the cars out
here will go for less than $500. It’s a
good deal for junior sailors.”

Cars sold at the auction go for $40
to $900, Carlsen said, with the aver-
age selling price around $350. “At
the very first auction we held, one
sailor spent $25 for a Volkswagen
Rabbit,” related Carlsen. “We had a
key for the car. The sailor put it in
and got the Rabbit started. It didn't
have tags, so he couldn’t take his
new car outside of the gate. He drove
that Rabbit around and around the
impound lot like it was a dirt track.
It was the funniest thing we ever

saw. The guy spent $25 and got a car
that ran.”

The auction is held in the classic
style, as an auctioneer delivers his
patter in a familiar, machine-gun
barrage. “I've got 125, who's gonna
give me 150, 150, 150, I've got 150,
who’s gonna give me 200. 3
Bidding on the Accord is over in just
two minutes. The final bid is §725.
Machinist’s Mate 1st Class Emman-
uel Ulanday will be the light-blue
hatchback’s new owner.

“Tintend to used the Accord as my
work car,” he said as he appraised his
new purchase. “It needs a little
work, and I have to get a new key
made. But, I looked at every single
car on the lot, and this is the one I
liked best.” O

Orr is assigned to NIRA Det. 4, Norfolk.
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Be careful

out there

here are a number of
safety concerns for
drivers on today’s roads
and highways. Since it
has probably been a
while since you took a driver’s edu-
cation course or attended a vehicle
safety lecture, it’s a good idea to
refresh yourself on vehicle safety.
Here are just a few automobile safety
tips consumers should be aware of.
W Air bags. Since Sept. 1, 1989, all
cars sold in the United States are
required to have an automatic crash
protection system (automatic seat
belts or an air bag) as standard
equipment. Many car buyers prefer
the air bag because it remains out of
sight until you need it. However, it is
important to remember that an air
bag provides supplemental crash
protection. They are effective pri-
marily in protecting occupants
involved in a frontal collision. Air-
bags offer little or no protection in a
side impact or rollover. For maxi-
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mum safety, lap and shoulder belts
should always be used.

M Recalls. You may not even
know if your car has been recalled
for a safety or mechanical defect. To

find out, call the the Department of
Transportation’s National Highway
Traffic  Safety  Administration
(NHTSA| toll-free safety hotline at
(800) 424-9393. You can also call this
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number to report safety problems or
request additional safety informa-
tion. If you're looking for a used car,
you can obtain a list of previously
recalled vehicles from the hotline as
well.

M Tires. Maintain the proper pres-
sure in your tires. Check them every
week and before a long trip. Measure
the pressure when the tires are cold.
When you check tire pressure, make
sure there is enough tread on the tire
to operate safely and that the tires
are wearing normally. To check for
proper tread, insert the top of a
penny into the tread, the tread
should at least reach the top of
Lincoln’s head.

B Rear seat lap/shoulder belt
retro-fit kits. Many new cars are
coming off the assembly line with
rear seat lap/shoulder belts already
installed. Some people may desire
the added protection of three-point
safety belts for their passengers and
can now have them retrofitted to
their cars. Kits for most auvtomobiles
are now available from manufactur-
ers for $30 to $250. Contact your
local dealer for more information.

M Seat belts and pregnancy. Many
pregnant women refuse to wear a
safety belt because they are afraid
the belt may harm the baby. The
truth is an unborn baby is a lot more
likely to survive if the mother is
wearing a seat belt in an accident.
Lap belts as well as the lap portion of
a lap-shoulder belt combination,
should be placed low across the hips
and over the upper thighs. To be
most effective they should lie snugly
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Opposite page: You can obtain crash
test information from NHTSAs toll-free
safety hot line.

Left:An air bag is packed into the hub of
a steering wheel like a parachute and
will inflate faster than you can blink your
eye. When used in conjunction with a
seat belt, air bags help reduce the risk
of serious injury.

over the pelvis, one of the strongest
bones in the body.

MW Child car seats. The safest way
to transport young children is in a
child safety seat in the rear seat of a

car. Every state has a child passenger
protection law. Small children (usu-
ally under the age of 4) are required
to ride in approved child safety seats
or to use safety belts, regardless of
whether or not they’re in the front or
back seat. Don’t think that an adult
can safely hold a child during a
collision — a crash impact can pull a
child from an adult’s arms with a
force of 300 pounds or more. O

Information provided by the National
Highway Traffic Safety Administration.

is hit your brakes hard.

should pull over and stop.

back onto the pavement.

the risk to yourself.

below the unborn child.

off the road to change the tire.

slows and you can feel the road again.

Test your driving safety knowledge

1. If you’re about to broadside a vehicle in an intersec-
tion, your best bet is to swerve to the right.

2. Pregnant women should not wear safety belts.
3. Tires often need less air pressure during cold weather.
4. If a tire blows out on the freeway, the best thing to do

5. If the oil light comes on when you're driving, you

6. If one of your wheels goes off the edge of the road, you
should continue down the shoulder until you can safely get

7. If your vehicle hydroplanes, you should slow down and
keep steering where you want to go.

1. TRUE. This lets you hit the vehicle in a spot where there are no passengers and lowers
2. FALSE. An expectant mother should always wear a safety belt low on her abdomen,

3. FALSE. Every time the temperature drops 10 degrees, tire pressure drops one pound.
For this reason, it’s a good idea to check tire pressure more often during cold weather and
add enough air to keep them up to recommended levels.

4. FALSE. Get a firm grip on the steering wheel and gently brake to a stop far enough

5. TRUE. Don't continue driving (even a short distance] if the oil is low. It's cheaper to
get towed than ruin your engine by driving without proper lubrication.

6. TRUE. When the vehicle has slowed down enough for you to feel in control, make a
sharp right hand turn , followed by an immediate left turn toward the pavement. Hitting
the pavement at a sharper angle will reduce the chances the tire will catch and “rail.”

7. TRUE. If you braked or turned suddenly, the lack of friction between your tires and
the road would throw your vehicle in to a skid. Ease your foot off the gas until the vehicle
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Carjacking

Auto theft at its worst

arjacking, the violent and sometimes

deadly offspring of auto theft, has become

the latest road hazard for motorists. In

1991, carjacking accounted for barely 1

percent of the 1.7 million auto thefts

nationwide. According to FBI estimates, carjackings are

on the rise. More than 40,000 were committed in the last
two years at a rate of more than 60 a day.

Carjackings are occurring across the country, though

they are much more prevalent in urban areas. Motorists

are most frequently attacked at traffic lights, gas stations
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and parking areas. In areas such as Miami, carjackers are
employing the technique of ““bumping” an intended
victim’s vehicle or drawing attention to a vehicle
deficiency, which causes the driver to pull over, making
them an easy mark.

Law enforcement officials offer the following tips to
avoid becoming a victim:

e Be aware of who is around you in parking lots and
while driving.

e Keep car doors and windows locked.

oIf available, take freeways rather than streets
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through high-crime areas.

e Leave enough space between you and other cars
while stopped at red lights. This makes for an easy
escape.

« If someone suspicious approaches your vehicle, drive
away.

e If someone bumps your car or points out a vehicle
defect which would cause you to pull over, wait for
police to arrive or drive to an area where help is
available.

e Park in well-lit areas.

e Drive in the center lane on city streets.

e Keep car keys separate from house keys.

s If confronted, do not resist. O

Portions of this story were obtained from the FBI and Aide
Magazine, published by United Service Automobile Association.
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What would you do?

How to react to an accident

ost people, when asked what they would
M do if they were first on the scene of an auto

accident, would reply, “I'd get everybody
out of the car.” When asked why, the most popular
response is, “in case the car explodes.” However,
cars rarely explode. In fact, often there is no good
reason for moving the victim.

By moving a victim, well-meaning bystanders
may actually cause more injuries than the victim
received in the crash. Suppose a victim has a
damaged vertebrae that is pressing on the spinal
cord. If this victim is moved without proper support,
he can suffer permanent spinal damage.

Victims with fractures should remain immobile so
broken bones don’t sever arteries or nerves, or cut
through the skin. Before these victims are moved,
their injuries should be splinted.

Don’t move victims of heart attacks, stroke or
other illnesses. They may lose consciousness or stop
breathing. Keeping them still minimizes their need
for oxygen and keeps their heart rate and blood
pressure constant until they get professional help.
Transporting such victims yourself is risky. They
may begin the trip conscious and breathing nor-
mally, but what would you do if they lost conscious-
ness or stopped breathing during the trip? You can't
drive and give CPR at the same time.

According to the National Highway Traffic Safety
Administration, if you're the first person on the
scene of an accident, you should do the following:

e Beware! Don’t get to close dangers such as traffic
or flames.

e Don’t bring your car within 500 feet of the
accident.

e Immediately call the police and an ambulance
or, if there is no phone, send someone else to make
the call.

 Be sure the police are given the exact location.

e Use hazard lights or flares to warn approaching
motorists.

e Ask another passerby to direct traffic if neces-
sary.

e Do not move the victim unless they are in
imminent danger.

e Make the victim as comfortable as possible.

Information provided by the National Highway Traffic
Safety Administration
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Bringing it
back home

It's gonna cost ya’

t’s a fantasy shared by many Americans living
abroad — buy a European car on the cheap, ship
it home, and weeks later tool down main street
USA in a Porsche or Mercedes.

But the fantasy, which can be a reality for
many who import cars from overseas, is not without
hassle and expense. That car must be shipped to
America and converted to meet U.S. clean air and safety
standards — a process which can be quite expensive. In
fact, on late model cars, this can cost thousands of
dollars.

The process of shipping a privately owned vehicle
(POV) that doesn’t meet U.S. specifications can not only
be expensive, it’s very involved — and you can’t do it
alone.

Service members must arrange shipment of POVs
(autos or motorcycles) with the POV section of personal
property or a commercial carrier. Once your POV arrives
in the States, you must arrange pick up of the vehicle
with an Independent Commercial Importer (ICI).

First ICIs will post a bond for the vehicle with U.S.
Customs, a guarantee that you will have the car
converted to U.S. specifications. This bond is usually a
cashier’s check for the full amount of the vehicle. Then,
fthe ICI will pick the vehicle up from customs, modify it
as necessary, test and handle the Environmental Protec-
tion Agency certification standards and return it to
customs for you.

POVs must also meet U.S. Department of Transporta-
tion (DoT) standards. You must get a DoT-certified
Registered Importer (RI) to handle this. Most ICIs are
also Rls.

So if you're thinking about bringing back a car that
does not meet U.S. safety and clean air specifications,
get ready to shell out some cash. For more information,
contact you personal property office or get a copy of
Shipping your POV. O

This article reprinted in part from the Stars and Stripes article,
“The Gray Market,” by Bill Hoyer.
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What the car needs

The model and year of a car determine how

much work has to be done, to bring it into
compliance. Because U.S. safety and clean
air standards have become more stringent
there’s more work to be done on late model
cars.

At a minimum, it may include putting on
an air pump, a catalytic converter and
installation of an aust recirculation
system and computer. More sophisticated
modifications may include three-way con-
verters, an onien sensor in the exhaust
system and a charcoal canister that traps
poisonous fumes.

Modifying late-model diesels is more
difficult and generally limited to engine
modifications and the addition of an
exhaust recirculation system.

Some cars may require changes to lights
and glass. In most cases this means replace-
ment of instrument panels, strengthening
door panels, reinforcement or replacement
of bumpers and upgrading or installing seat
belts and buzzers to contorm to U.S. stan-
dards. All cars must be equipped with tires

that meet U.S. standards.
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Auto
Market

n the coming months auto makers will begin selling their 1994 cars
and there will be a push by car dealers to rid themselves of their
stock of 1993 cars. This may be a perfect opportunity for sailors to
find a good deal on a '93 car.

The following charts show basic information about most base
model 1993 cars, less than $40,000, including gas mileage (MPG] for city
and highway, base drive train — base engine size in liters, number of
cylinders, horsepower and number of gears/automatic or manual transmis-
sion — whether anti-lock brakes (ABS) are standard, optional or not
available, whether air bags are standard optional or not available, and the
manufacturers suggested retail price (MSRP). The MSRPs shown are for the
base model, so once you start adding larger engines, doors, four-wheel
drive, radios, etc., the cost will go up.

In the preceeding pages you have read about how to deal, the hidden costs
of owning an automobile — interest, insurance and maintenance — and,
perhaps most importantly, the safety features to look for in a car. The
information provided here should give you a starting point to determine
which car is right for you. O

Under $10,000
MAKE/MODEL MPG DRIVE TRAIN ABS AIR BAG MSRP
Chevrolet Cavalier 23/31 2.2L,4,110,5M STD n/a 8,995
Dodge Shadow 23/29 221,493 5M OPT driver 8,447
Dodge Colt 29/33 1.5L,4,92,5M nja n/a 8,039
Eagle Summit 32/40 1.5L,4,92,5M OPT driver 8,500
Ford Escort 31/39 1.9L,4,88,5M nfa n/a 8,730
Ford Festiva 35/42 1.3L,4,63,5M n/a nja 7,286
Geo Metro 36/40 1.0L,3,55,5M n/a n/a 7,005
Honda Civic 40/46 1.5L,4,70,5M OPT driver 9,200
Hyundai Excel 29/36 1.5L,4,81,4M n/a n/a 7,179
Hyundai Scoupe 27/35 1.5L,4,92,5M n/a n/a 9,449
Mazda 323 29/37 1.6L,4,82,5M n/a n/a 7,799
Mitsubishi Mirage 29/33 1.5L,4,92,5M n/a n/a 8,079
Nissan Sentra 29/38 1.6L,4,110,5M nj/a OPT 8,995
Plymouth Sundance 23/29 2.2L,4,93,5M OPT driver 8,902
Pontiac Sunbird 23/31 2.0L,4,110,5M STD n/a 9,382
Pontiac LeMans 26/32 1.6L,4,74 4M nj/a n/a 8,154
Saturn SL 28/37 1.9L,4,85,5M OPT driver 9,395
Suzuki Swift 39/43 1.3L,4,70,5M n/a n/a 7,299
Toyota Tercel 28/34 1.5L,4,82,5M OPT driver 8,323
Volkswagen Fox 25/33  1.8L,4,81,5M n/a OPT 9,410
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P b G the affordable,
I 0 e sporty offering
from Ford was selected as Motor Trend's
1993 Car of the Year. Although the 2.5 liter,
V-6-powered Probe GT was not in the top
spot of any of the Car of the Year rating
categories, Motor Trend’s judges were
impressed with its consistently superior
performance. The competition rates a
car’s styling/design, quality control, occu-
pant comfort/convenience, ride/drive, cha-
sis dynamics, dollar value/market signifi-
cance, performance and handling.
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RX 7 was redesigned by Mazda
- for 1993, obviously for the
better — it was selected as Motor Trend’s
Import Car of the Year for 1993. The Import
Car of the Year competition rates cars on
the same basis as its domestic counter-
part and the RX-7 was consistently at the
top of each category, especially styling
and design. The RX-7's twin turbo, 1.3 liter,
rotary engine accelerates from zero to 60
in 5.3 seconds (a full two seconds faster
than its closest competitor, the BMW 325i)
and does a quarter mile in 14 seconds at
99.1 mph.
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Supra Turbo =t

sports vari-
ation of Toyota's Celica line, but with each
passing year the Supra seems to move
further and further away from its Celica roots.
The base Celica comes with a 1.6 liter,
4-cylinder that maxes at 103 horses. For
comparison, the Supra Turbo’s liquid-cooled,
turbo-charged, 3.0 liter, inline six pumps out a
hefty 320 horsepower. Supra Turbo will take
you from zero to 60 in 5.4 seconds, burns
through a quarter mile in 13.5 seconds at
106.6 mph and can be yours for (at least)
$37,000.

Illt]_‘epid by Dodge is one of

three Chrysler Corpo-
ration cars built on its new LH platform. The
others are the Eagle Vision and the Chrysler
Concorde, all of which will be joined in '94 by
a Plymouth version. The Intrepid’s styling has
been lauded by Motor Trend, Consumer
Reports and the American Automobile Asso-
ciation (AAA), to name a few. In fact, the
Intrepid ES was one of the 10 finalists in
Motor Trend'’s Car of the Year competition.
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MAKE/MODEL

Acura Integra
Buick Skylark
Chevrolet Camaro
Chevrolet Beretta
Chevrolet Corsica
Chevrolet Lumina
Chrysler LeBaron
Dodge Daytona
Dodge Spirit
Dodge Dynasty
Eagle Talon

Ford Tempo

Ford Probe

Ford Mustang

Geo Prizm

Geo Storm

Honda Accord
Hyundai Elantra
Hyundai Sonata
Nissan NX

Olds Achieva

Olds Cutlass Ciera
Plymouth Acclaim
Plymouth Laser
Pontiac Grand Am
Pontiac Grand Prix
Pontiac Firebird
Saturn SC

Saturn SW

Subaru Impreza
Subaru Loyale
Toyota Corolla
Toyota Paseo
Toyota Celica
Volkswagen Jetta III
Volkswagen Golf ITT

MAKE/MODEL

Buick Regal

Buick Century
Chevrolet Caprice
Chrysler Concorde
Dodge Intrepid
Dodge Stealth
Eagle Vision

Ford Taurus

Ford Thunderbird
Honda Prelude
Infinity G20
Mazda MX-6
Mazda MX-5 Miata
Olds Cutlass Cruiser

MPG

25/31
23/31
19/28
23/31
23/31
21/29
23/28
19/27
23/28
21/27
23/32
22/27
26/33
22/30
26/29
25/31
24/31
22/29
20/27
28/38
22/32
23/31
23/28
23/30
23/31
19/27
19/28
28/37
28/37
25/31
25/30
27/34
28/34
24/31
21/28
21/28

MPG

19/29
22/31
18/26
20/28
20/28
18/24
20/28
21/30
19/27
24/31
24/32
26/34
25/30
21/29

$10,000 - $15,000

DRIVE TRAIN ABS
1.8L,4,140,5M nfa

2.3L,4,115,3A STD
3.4L,6,160,5M STD
2.2L,4,110,5M STD
2.21,4,110,5M STD
2.21,4,110,3A OPT
2.5L,4,100,3A OPT
2.5L,4,100,5M OPT
2.5L,4,100,5M OPT
2.5L,4,100,3A OPT
1.8L,4,113,5M OPT
2.3L,4,96,5M n/a

2.0L,4,115,5M OPT
2.3L,4,105,4A n/a

1.6L,4,108,5M OPT
1.6L,3,95,5M n/a

2.21,4,125,5M OPT
1.6L,4,113,5M n/a

2.0L,4,128,5M OPT
1.6L,4,110,5M nfa

2.3L,4,115,5M STD
2.21,4,110,3A n/a

2.5L,4,100,5M OPT
1.8L,4,92,5M n/a

2.3L,4,115,5M STD
3.1L,6,140,3A OPT
3.4L,6,160,5M STD
1.9L,4,85,5M OPT
1.9L,4,85,5M OPT
1.8L,4,110,5M OPT
1.8L,4,90,5M n/a

1.6L,4,105,5M OPT
1.5L,4,100,5M OPT
1.6L,4,103,5M nfa

2.0L,4,115,5M STD
2.0L,4,115,5M STD

$15,000 - $20,000

DRIVE TRAIN ABS
3.1L,6,170,3A OPT
2.91,4,110,3A nfa

5.0L,8,170,4A STD
3.3L,6,153,4A STD
3.3L,6,153,4A OPT
3.0L,6,164,5M OPT
3.5L,6,153,4A OPT
3.0L,6,140,4A OPT
3.8L,6,140,4A OPT
2.2L,4,135,5M OPT
2.0L,4,140,5M STD
2.0L,4,118,5M OPT
1.6L,4,116,5M OPT
3.3L,6,160,3A n/a

AIR BAG MSRP
n/a 13,555
nfa 13,430
dual 13,889
driver 11,880
driver 11,880
nj/a 14,515
driver 14,509
driver 10,874
driver 11,941
driver 14,796
nfa 12,200
OPT 10,895
driver 13,245
driver 11,335
driver 10,360
driver 11,880
driver 14,480
n/a 10,679
n/a 12,779
driver 11,820
nfa 13,524
nfa 14,699
driver 12,446
n/a 11,836
n/a 12,624
n/a 14,890
dual 13,995
driver 11,195
driver 11,095
driver 10,999
n/a 10,903
driver 11,523
driver 11,063
driver 14,673
OPT 12,800
OPT 11,600
AIR BAG MSRP
n/a 17,115
STD 15,415
driver 18,570
dual 18,996
dual 16,775
driver 18,506
dual 18,200
driver 16,225
n/a 16,392
driver 17,750
n/a 19,950
driver 16,650
driver 15,650
OPT 15,399
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Cutlass Supreme
Pontiac Bonneville
Subaru Legacy
Toyota Camry
Toyota MR2

VW Cabriolet
Volkswagen Passat

MAKE/MODEL

Acura Vigor

Audi 90

BMW 318i

BMW 3251

Buick Park Avenue
Buick Riviera
Buick LeSabre
Buick Roadmaster
Chrysler Town/Country
Chrysler New Yorker
Ford Crown Victoria
Lexus LS300
Mazda 929
Mitsubishi Diamante
Mitsubishi 3000GT
Nissan Maxima
Olds 88 Royale
Olds 98

Plymouth LHS
Saab 2000

Saab 900

VW Corrado SLC
Volvo 240

Volvo 850

Volvo 940

MAKE/MODEL

Acura Legend

Audi 100

BMW 525i
Cadillac Seville
Cadillac Eldorado
Cadillac Fleetwood
Cadillac De Ville
Chevrolet Corvette
Chrysler Imperial
Infinity J30

Lexus SC300
Mazda RX-7
Mercedes 190
Nissan 300ZX
Porsche 968
Subaru SVX

Volvo 960

19/27
19/28
23/30
22/30
20/27
24/30
21/30

20/27
20/26
22/30
20/28
19/27
19/27
19/28
16/25
18/23
18/26
18/26
18/23
19/24
18/24
18/24
19/26
19/28
19/27
18/26
21/29
17/25
18/25
21/28
24/28
24/28

MPG

18/25
19/26
18/25
16/25
16/25
16/25
16/25
17/24
20/26
18/23
18/23
16/25
22/28
18/24
17/26
18/26
21/24

3.1L,6,140,3A OPT
3.8L,6,170,4A STD
2,2L,4,130,5M OPT
2.2,4,130,5M OPT
2.21,4,135,5M OPT
1.8L,4,94,5M nfa
2.0L,4,134,5M STD
$20,000 - $30,000
DRIVE TRAIN ABS
2.5L,5,176,5M STD
2.8L,6,172,5M STD
1.8L,4,138,5M STD
2.5L,6,189,5M STD
3.8L,6,170,4A STD
3.8L,6,170,4A STD
3.8L,6,170,4A STD
5.7L,8,180,4A STD
3.3L,6,150,4A STD
3.5L,6,214,4A STD
4.6L,8,190,4A OPT
3.0L,6,185,5M STD
3.0L,6,195,4A STD
3.0L,6,175,4A OPT
3.0L,6,222,5M n/a
3.0L,6,160,4A OPT
3.8L,6,170,4A STD
3.8L,6,170,4A STD
3.5L,6,214,4A STD
2.3L,4,150,5M STD
2.1L,4,140,5M STD
2.8L,6,178,5M STD
2.3L,4,114,5M STD
4.41,5,168,5M STD
2.3L,4,114,4A STD

$30,000 - $40,000

DRIVE TRAIN

3.2L,6,200,5M
2.8L,6,172,5M
2.5L,6,189,5M
4.9L,8,200,4A
4.9L,8,200,4A
5.7L,8,185,4A
4.9L,8,200,4A
5.7L,8,300,4A
3.8L,6,150,4A
3.0L,6,210,4A
3.0L,6,225,5M
1.3L,2,255,5M
2.3L,4,130,5M
3.0L,6,222,5M
3.0L,4,236,6M
3.3L,6,230,4A
2.9L,6,201,4A

n/a
driver
driver
driver
driver
driver
OPT

AIR BAG

driver
driver
driver
driver
driver
driver
driver
driver
driver
dual

driver
driver
dual

driver
driver
driver
driver

driver

driver
driver
n/a
driver
dual
driver

16,200
19,444
16,250
15,633
19,273
18,770
17,860

MSRP

25,130
25,850
24,355
29,950
26,665
26,830
20,490
23,130
26,173
24,879
20,690
27,900
29,550
22,950
24,189
21,160
20,104
25,599
29,631
26,275
21,945
23,260
23,395
25,710
25,420

MSRP

30,285
30,400
37,300
37,490
34,490
33,990
32,990
35,145
30,111
34,450
35,200
32,500
30,800
30,555
39,950
34,000
36,720
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C b i l is about to join
a 1‘10 Et the Beetle on
Volkswagen'’s retired list. With VW
anriouncing plans to unveil an all-new
Karmann-built convertible in '94, it looks
as though '93 will be Cabriolet’s swan
song. Cabriolet’s 1993 production run will
only be for 4,400 cars and includes special
collectors editions which will offer a num-
ber of extras such as heated seat. Volks-
wagen says 1993’s Cabriolet could poten-
tially have the same collecting appeal as
the Beetle convertible last built in 1979.

Photo courtesy of Volkswagen

C Chevrolet’s vener-
Orvette able muscle
machine celebrated its 40th anniversary in
1993 with a special anniversary edition of
the car. Actually, it's an anniversary style
which is available across the entire Cor-
vette line. The anniversary package
includes a ruby-red paint job and interior,
color keyed wheel centers, chrome
emblems on the hood, deck and side grills,
and special headrest embroidery. FYI: The
'93 Corvette LT1 lists for around $35,000,
the '93 Corvette ZR-1 for around $65,000
— the 1953 'vette could have been your
dad’s for a (at that time) whopping $3,500.
. . ."Oh, the times they are a changin’.”
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B d is Oldsmobile’s
I'ava a offering in the
sport utility vehicle category. Although
the Bravada has been on the market for
two years, the '93 sports a significant
improvement over previous models. The
full-time, all-wheel drive Bravada is
equipped with an electronic drive system
which senses when a wheel is beginning
to slip. When slippage is detected, the
system redistributes torque to maintain
traction control. The system offers
adaptability to all driving and weather
conditions and is standard equipment on
all '93 Bravadas.

T 1 O 0 marks Toyota’s entry into
the full-size pickup busi-
ness. The T100 is a little shorter than the
full-size pickups offered by American car
companies, but the bed of the truck can
still hold a 4'x8’ sheet of plywood
between the wheel wells. One of the
drawbacks of the T100 — it is only
available with a V-6, essentially the same
engine offered in its smaller pickup.
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Pickups, Sport Utility Vehicles and Vans

MAKE/MODEL MPG DRIVE TRAIN ABS AIR BAG MSRP
Chevy §-10 Pickup 20/26 2.5L,4,105,5M rear n/a 9215
Chevy Full-Size Pickup 17/21 4.3L,6,140,5M rear n/a 11,850
Chevy S$-10 Blazer 17/23 4.3L,6,165,5M STD n/a 15,298
Chevy Blazer 4x4 13/16  5.7L,8,210,5M STD n/a 20,600
Chevy Suburban 13/17 5.7L,8,210,4A STD n/a 19,720
Chevy Astro Van 17/21 4.3L,6,165,4A STD OPT 16,150
Chevy Lumina APV 18/23 3.1L,6,120,3A STD nj/a 16,425
Chevy Sportvan 15/19 43L,6,145,4A STD n/a 15,180
Dodge Caravan 20/26 2.5L,4,100,5M OPT driver 14,248
Dodge Ram Pickup 15/17 3.9L,6,160,5M rear n/a 16,984
Dodge Dakota 22/27 2.5L,4,99,5M rear nja 9,649
Dodge Ram 50 19/23 2.4L,4,116,5M rear n/a 9,295
Dodge Ramcharger 13/17 5.2L,8,230,4A rear n/a 18,231
Dodge Ram Van 14/17 5.2L,8,180,5A rear n/a 16,486
Ford Explorer 16/22 4.0L,6,160,5M STD n/a 17,275
Ford Aerostar 18/24 3.0L,6,140,5M rear driver 14,995
Ford F-Series Pickup 15/20 49L,6,145,5M rear n/a 11,972
Ford Bronco 14/18 5.0L,8,185,5M rear n/a 20,850
Ford Ranger 23/28 2.3L,4,98,5M rear n/a 9,291
Ford Econoline Van 13/15 4.9L,6,165,3A rear OPT 16,125
Geo Tracker 23/24 1.6L,4,80,5M n/a n/a 10,630
GMC Jimmy 17/23 4.3L,6,165,5M STD n/a 15,022
GMC Rally 15/19 4.3L,6,145,4A rear nja 16,569
GMC Safari 16/21 4.3L,6,150,4A STD n/a 15,824
GMC Sierra 17/21 4.3L,6,140,5M rear n/a 11,852
GMC Sonoma 20/26 2.5L,4,105,5M STD n/a 9,283
GMC Suburban 13/17 5.7L,8,190,4A STD n/a 19,318
GMC Yukon 13/16 5.7L,8,210,5M STD n/a 20,743
Isuzu Trooper 16/18 3.2L,6,175,5M rear nj/a 18,800
Isuzu Rodeo 18/21 2.6L,4,120,5M rear nja 14,249
Isuzu Amigo 18/21 2.3L,4,96,5M rear n/a 12,249
Isuzu Pickups 22/24 2.3L,4,96,5M rear nfa 9,199
Jeep Wrangler 16/21 2.5L,4,123,5M OPT nja 11,400
Jeep Cherokee 16/21 2.5L,4,123,5M OPT n/a 12,700
Jeep Grand Cherokee  15/20 4.0L,6,190,5M STD STD 19,500
Mazda MPV 17/22 3.0L,6,155,4A rear driver 19,770
Mazda Navajo 17/21 4.0L,6,160,5M rear n/a 17,730
Mazda Trucks 21/26 2.2L,4,855M rear n/a 8,775
Mitsubishi Expo 20/26 1.8L,4,113,5M OPT n/a 11,709
Mitsubishi Montero 13/18 3.0L,6,151,5M OPT n/a 19,389
Mitsubishi Mighty Max ~ 15/18  2.4L,4,116,5M OPT n/a 8,749
Nissan Quest 17/23 3.0L,6,151,4A OPT n/a 17,195
Nissan Pathfinder 15/19 3.0L,6,153,5M rear nja 18,300
Nissan Trucks 23/27 2.41,4,1345M n/a n/a 9,160
O