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Don Cook, a long time member of Copperstate Mustang Club was born in
Chicago, IL and moved to Arizona in 1979. He and his wife Dana and family reside in Mesa. He is a small-business owner, and father of three boys. When he is
not working at the office he is on his second job (without pay) working on Dana’s
race car. In his play time, he enjoys quad/ATV riding, boating, snow skiing and
being at the race track.
He and Dana own a Mustang Bullitt (car #1075 of 770 produced). It is a
limited commemorative 40th anniversary tribute of the custom built 1968 GT Fastback made famous in the 1968 motion picture movie “Bullitt” featuring Steve
McQueen. The movie features one of the cinema history’s most memorable car
crashes and is a cult classic of the muscle car generation. He decided to purchase
this specific vehicle because of its special features, specific enhancements and due
to its limited production. He fell in love with the car the first time he drove it. The
2008 Bullitt was produced with upgraded engine technology and enhancements
later incorporated into the 2010 Mustang GT. He first became interested in Mustangs as a teenager. His friend’s dad had a 1970 Mach I powered by a 428 Cobra
Jet w/Nitrous (what a ride).
Don says he was introduced to
Copperstate Mustang Club the first
time at the Pavilions car show. He
said he joined to meet new friends
and share in new experiences of
owning a Mustang.

Sarah Talahongva
talahongva05@yahoo.com

Thank you Don for your contributions to Copperstate Mustang
Club, especially the Spring
Round-Up Show!
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THE PARKING LOT
WORD FROM YOUR PRESIDENT….
PRESIDENT

NEWS FLASH

As summer is upon us, we look for cooler places to
go. Many of our members are out of town during the
summer months, but for those of us still here, our annual Ice Cream Social is a great way to cool off and
catch up. As I have mentioned before, the Ice Cream
Social is Saturday, June 25th at the Mount of Olives
Church. This is our regular meeting place. The Social
is from 3 pm to 5 pm and is free to members who
have renewed their membership for 2011. Hope to see
you there and if any of you would like to plan something to do in cooler country, please contact me.

Mike Neff and Mustang Keep Winning

I will have the club t-shirts at the Social for those of
you who still don’t have yours. I will also collect from
those of you who have not yet paid for your shirts. I
do have a few extra shirts in limited sizes for those of
you who did not order yours in time for this order. I
will need an order of at least 45 shirts in order to be
able to get more shirts. Let me know if you are interested in ordering and I will start taking orders for
shirts and order them as soon as I have enough to reorder. I also have Spring Round-Up Show Shirts if
you are interested. I will bring all shirts to the Ice
Cream Social.
Looking forward to a cool time on June 25th!

Mike Neff continued to make the most of an unexpected opportunity, winning the 42nd annual NHRA
Super Nationals in impressive fashion and extending
his Funny Car points lead ahead of Jack Beckman
and teammate Robert Hight. Since taking on the
challenge of becoming the first driver/crew chief to
win the championship since the late Shirl Greer in
1974, Neff has raced his way into five final rounds,
including four in succession, and identified himself
as the man to beat for the 2011 Funny Car title.

The Boss 302S has 440 hp on tap from its Boss
5.0-liter V8, a light weight body that is void of any
interior panels and or sound deadening materials, a 6
point FIA legal roll cage, as well as 6-point safety
belt, RECARO HANS Pro-Racer race seat, and
AIM data acquisition system with GPS. All pretty
trick stuff for any race car. Plus you can also order
the car from Ford dealers that participate in the Ford
Racing Performance Parts program. No doubt that
these cars will do everything that Ford says, the only
hope though is that these cars actually get into the
hands of the teams that actually need them.

Becky Field
President

If you have any suggestions for articles or
news that you would like to see in the
Newsletter, please let me know. We want
to hear from you. I can be reached by
email:

smaloley@solarconceptsaz.com

MEETING MINUTES
Executive Board Meeting

General Meeting

6/122011

6/12/2011

Meeting was called to order by President, Becky
Field. Board members present: Steve, Don, Tom,
Jeff, Phyllis, Alyce. Excused members: JoAnn,
Dan, Sara, Andy.

Meeting was called to order by President, Becky
Field. Board members present: Jeff, Phyllis, Tom,
Steve, Don, Alyce, Andy. Excused: JoAnn, Dan,
Sara.

Meeting started with a motion by Phyllis and seconded by Jeff to have Sharon Maloley finish the
Vice Presidential term for the remainder of the year.
Motion passed.

43 Members present. No guests this month. We
now have an opening for Vice President as Nick is
no longer taking this position. Becky asked for
volunteers for anyone interested in the position.

Motion made by Steve and seconded by Phyllis to
send $250 to the Wounded Warriors as a donation.
We have done this in previous years. Motion
passed.

The new order of club shirts has been received and
many members picked up their orders. A few extra
shirts were ordered in various sizes. Anyone interested in purchasing them at a cost of $5 for the
first or $10 for the second contact Becky. Other
types shirts and jackets may be ordered. Show
shirts are available for $15.

The Ice Cream Social June 25th will be chaired by
Sharon and George Maloley. It was approved to
provide $300 as an advance for expenses for the
event.
The contract for the Christmas party has been
signed. A $200 down payment was approved to hold
the room and date for the dinner.
Member of the month was decided for the coming
month will be Don Cook. He did a great job with
the show parking and kept his crew working to get
everyone in the correct place for the April show.
Meeting adjourned.
Alyce Ancell
Secretary

Tom Martin was the recipient of our member of
the month award. He received a gift certificate for
his service.
Treasurer report was given. No AAHC report as
they do not meet during the summer. Winner of
the $24 50/50 drawing was Howard Hood.
We talked about the ice cream social which is
June 25the at the church. Time 3-5 pm. All paid
members are invited to come for fun and social
time. Up-coming events talked about; Wounded
Warriors at Sanderson Ford, July 9. Pizza Party at
Uncle Sam Pizza Nov 5.
Many members had questions of car parts and
problems. Other members helped with the answers
of the questions. Several people had items for sale
or swap.
Refreshments provided by Becky. August refreshments will be provided by Bob and Donna Bickel.
Meeting adjourned.
Alyce Ancell
Secretary

THE FAST LANE
Drift Champion Gittin Ponies up with Modified Mustang
USA Today, Thursday, April 7, 2011

Vaughn Gittin Jr. is putting a few twists on the “Win on Sunday, sell on Monday” concept that has been endemic
to manufacturer investment in motor racing for decades. For the defending Formula Drift champion, it’s “win on Saturday, sell on Sunday,” and selling the car being raced means as much to the driver as the company building them. While
spewing clouds of white tire smoke in sliding his Ford Mustang to seven podiums the last two years, Gittin also has
worked to bring Mustang’s dealer-installed RTR sports package from conception to production. “I felt everything going
on with Mustang the last few years in the aftermarket has been very traditional,” he said, “I wanted to take a risk and
present a next generation Mustang, I made the investment and made it happen.”
Gittin estimates about $500,000 was sunk into developing the RTR, which Ford dealers install on new Mustangs
for about $9,900. The package adds Ford Racing shocks, a chin spoiler with splitter, rear diffuser and stamped aluminum rear spoiler to the venerable pony car. “It took an already sleek style and made it more aggressive and mean,” he
said. “I feel successful when people say, ‘I never liked the Mustang, and I could own this.’ My goal was to bring new
eyes to Mustangs. There’s no doubt my success on the track has supported the brand.”
Gittin, 30, said he wanted it to reflect the car culture of his generation, which has helped drive the popularity of
drifting. Formula Drift will begin its eighth season on the streets of Long Beach, where drivers compete in one-on-one
match races that are judged on car control and style. The seven-event series puts highly modified street cars on tight,
twisting circuits in a technical exercise that often requires drivers to enter turns inches from the wall at 100 mph. But
the RTR represents more than a tribute to the sport for Gittin, who had an eye on the careers of automotive designers
who also raced, “I’m looking at Carroll Shelby and Jack Roush,” he said. “I’m hopeful to follow in those footsteps.
Sales have been good, but it isn‘t a get-rich-over-night thing. It’s a project of passion about the big pictures.”
Gittin spent the offseason promoting the RTR (including a trip to a dealer in Saudi Arabia) but says he will be
“chilled out on the projects in 2011.” Aside from helping a friend with styling a 1969 Mustang, the Maryland native has
been focused on “heading to Long Beach with a giant target.” Though two-time champion and chief rival Tanner Foust
(now starring in Top Gear and racing RallyCross) won’t return after being second in 2010, several contenders are back
in new rides. Chris Forsberg (the 2009 champion) is a Nissan 370z and Ryan Tuerck (third in 2010 points) will move to
a Camaro.
Gittin, who wants to add RallyCross to his resume in the next two years, says his worst fear is facing his Team
Falken teammates Daijiro Yoshihara (who beat him three times last year), Darren McNamara and Tyler McQuarrie.
Gittin’s Mustang is switching from a supercharged to normally aspirated engine that will result in 50 fewer horsepower
but also 200 fewer pounds. “The loss of the weight far outweighs the horsepower drop,” he said. “It’s hands down the
best car I’ve ever had.”

THE FAST LANE
WANT TO AVOID A TRAFFIC TICKET?
by Kurt Ernst

This article is not design to give you a single piece of legal advice, but if you’re guilty of something, chances are better than average a cop is going to know. Think that saying, “I don’t consent to a search” is going to make any difference when he sees a pipe in your car? Think that copping a “I know my rights” attitude is going to help your case?
You’d be wrong on all of the above. There is no way that you are going to avoid a ticket 100% of the time. If you get
pulled over, chances are pretty good you are getting stopped for a reason. Cops are just like the rest of us; they have
good days and bad days. Most just want to do their tour and
go home safe at the end of the day; make it easy for them,
and chances are they will make it easy for you. Here are the
top nine tips on avoiding a ticket:
•

Make sure your vehicle and its contents are legal.

Limo tint on front windows may look cool, but it may not
be legal. This may be obvious, but a lot of people don’t pay
attention to the state of their ride. Expect to get stopped
regularly, since that’s illegal in a lot of states. Got a tail
light, brake light, cracked taillight, burned out headlight or
directional light out? Give a cop a reason to eye you, and
that is an excuse for a stop. If your car is in compliance with
your state’s vehicle code, you’ve just eliminated one reason
for a traffic stop.
•

When stopped, be courteous.

The only good advice is to keep your hands on the wheel.
Look at the cop’s perspective; when he pulls you over, he
doesn't know that you’re a decent person. Make him uneasy
and he will make your life miserable. Steps to remember:
pull to the right shoulder as quickly as it is safe to do so;
turn stereo off; turn motor off, car in park, handbrake applied; driver and passenger window fully down. When the
cop asks you if you know why you were stopped, be honest. Perhaps say, “I have no idea” when you were traveling 65
in a 35 mph zone, and that is guaranteed to get you a ticket. Say, “I should have been paying more attention to my
speed” and you’ve begun the process of negotiating for a reduced fine or no ticket at all.
•

Communicate, verbally and non-verbally.

Cops like to see your hands. Why? Because hands are what kill. Reach quickly into the glove box for your registration
and the cop may think you’re going for a gun. It is good to give the cop the following information: “Officer, my registration is in the glove box. Can I grab it?” Of course he’s going to say yes, and chances are you’ve just put him a bit
more at ease. If you carry a gun in the car, make sure you’re in compliance with any applicable state laws. Don’t keep
your registration in the glove box if you carry a gun. Don’t lie if the cop asks you directly, “Do you have any weapons
in the car?”, because if he finds it later you will be in for a whole lot of grief.
•

Recognize achievement.

Check his badge for the rank if you can’t tell from his sleeves. Cops like recognition as much as the rest of us. Pulled
over by a state trooper? Call him “Trooper” instead of “Officer”. Stopped by a guy with two stripes on his sleeve?
Call him “Corporal”. Three stripes? Call him “Sergeant”. You’ll get a lot more mileage out of this recognition than
you will out of calling him sir. When in doubt, stick to “Officer.”

THE FAST LANE
WANT TO AVOID A TRAFFIC TICKET?
Cont’d
•

Got any PBA or FOP cards? Use them.
These cards can often be the difference between a ticket and a warning. Just make sure you know the cops name on
the card. You’ll get questions like “who is this” or “how do you know him”; if it’s a friend of a friend, be upfront.
Cops know a lot of other cops. Hand the officer your driver’s license, insurance, registration and PBA card, but
make sure the card is on top of the pile so he sees it first. Just sit tight, no matter how long the stop takes.

•

Never argue with the cop
You cannot win an argument with a cop. Make him mad, and the only thing is that he’ll make your court date and
remember every last detail of the stop. Make his life easy, and make your traffic stop forgettable, and you’ve just
reduced the likelihood that he’ll remember the relevant details if you do need to go to court. If he/she is rude, or if
you believe you were treated unfairly, get his name and badge number. Try to do this discreetly, because saying, “I
want your name and badge number” isn’t going to help your case. You can report him to his supervisor, generally a
Patrol Sergeant If that doesn’t work, don’t be afraid to bounce it up the food chain to the Tour Commander.

•

Don’t drop names.
You're the brother-in-law of the chief of police? If that’s really the case, chances are good your stop would already
be over. Unless you can back it up, don’t even try this angle, because the cop has heard every story in the book a
few thousand times. If you really are politically hooked up, the cop will realize this soon enough.
•

Don’t party and drive.

Don’t roll the dice. Don’t drive drunk. Don’t drive high. You’re living on
borrowed time, and sooner or later you will get busted. And rightly so. Call
a sober friend, call a cab or walk home; whatever you do, don’t get behind
the wheel or drive with someone else who’s been drinking or high.

•

Don’t drive like a fool.
If you weave in and out of slower traffic, pass on the
shoulder, roll through stop signs and generally ignore red
lights, you’re going to get stopped. And you will get ticketed, no matter what kind of pull you’ve got.

BE SAFE—DRIVE CAREFUL!

ON TRACK
10 STEPS TO BUYING A NEW CAR
by Philip Reed, Senior Consumer Advice Editor

The following steps will tell you how to locate, price and negotiate to buy the car you want. If you follow
the suggestions, the car buying process can be fast and enjoyable. But more importantly, you will have the satisfaction of knowing you got the right car for you at an excellent price.
Furthermore, there are other key advantages to following our 10 Steps:
•
•
•
•
•

You’ll be able to decipher the complicated pricing system used by dealerships
The True Market Value of a car will be revealed
You will find available incentives and rebates to reduce the price of the car
A non-negotiating system will be presented to eliminate conflict
Extra charges in the Finance and Insurance office will be eliminated

In other words, the 10 Steps covers what you need to know in the order you will encounter it, and this quick
guide can help you save thousands of dollars. It will also give you a great feeling of empowerment, putting you in
charge of the deal-making process.
But first thing’s first: You need to decide what car you want to buy. Be sure you have selected the right car
to suit your needs. And, you should have a good idea of what to pay for the car you want. You need to narrow the
research even more. If you have done your homework, this will be a fairly easy process with no unexpected surprises.
Buying a car is a big investment, but it can be exciting and rewarding, especially if you feel like you got the
right car at a fair price.
Today’s new car market is crowded and competitive. Many new cars are offered for sale with attractive incentives to make you choose a particular model. In some cases, the cars with the best incentives are those that
aren’t selling very well on their own.
An incentive is anything that gives you an added reason to buy a particular car. Often, however, it comes in
the form of a cash rebate or low-interest financing. A car might be selling for $25,000 but the manufacturer is offering $4,000 in customer cash for a final price of $21,000. In another example, a $25,000 car financed for five years
at 6 percent would have a monthly payment of $535. But with zero-percent financing, the payment is roughly $461.
That’s a huge savings to you.
Check the Edmunds.com web site for the latest incentives and rebates available for the car you want to buy.
You can also watch for TV and newspaper promotions but, remember, the incentives don’t apply to all models and
are not offered in all regions of the country. Furthermore, your credit must be very good to get the low-interest financing. And finally, keep in mind that there are some hidden incentives paid directly to dealers to push certain
cars. Edmunds.com tracks this so-called “dealer cash” as well, and posts the information in the incentives and rebates section of our web site as “Marketing Support.”
Research what incentives, if any, are offered for the car you want to buy. Print out this information and keep
it in your car-buying folder as you move to the next step.
Car salesmen will usually point to a car’s “sticker price” as the amount you have to pay. However, the price
the dealership is willing to sell a car for is often well below the sticker price. How do you know what to pay? Edmunds.com has created a valuable tool for car buyers called True Market Value (TMV®) pricing. Based on actual
sales figures, TMV is the average price buyers are paying (also known as the “transaction price”) for a certain type
of car in your area. The TMV figures, found on Edmunds.com, are adjusted for many factors including options,
geographic region and color.
To calculate TMV, begin by looking up the car you want to buy on Edmunds.com. Follow the prompts to
arrive at a final TMV price with options for the exact car you are buying. Keep in mind that this price includes the
destination charge, which is levied by all manufacturers. (However, the invoice price might vary in certain regions
where advertising costs and other fees are included. Edmunds.com recommends paying the fees listed on the invoice, but questioning any advertising fees that appear on the purchase contract.)

ON TRACK
10 STEPS TO BUYING A NEW CAR Cont’d
Now it’s time to factor in the incentives and rebates you researched and printed in the previous step. Take the
final TMV price and deduct the amount of the cash rebate. In other words, you create your best deal based on TMV,
and then lower it by whatever the rebate is. If you are going to use low-interest financing, calculate your final buying
price, then use a payment calculator to find your monthly payment.
Print these figures—the TMV, the incentives and the monthly payment—and carry them with you for reference as you continue the car-buying process.
You should now have a very specific idea of the car you want to buy. This means you know the make, model,
trim level, options and color. The more flexible you can be about these specifics, the wider the range of the cars
you’ll find available for sale. Ultimately, the ability to consider several versions of the same model can give you additional bargaining power. For example, a shopper might be very firm about the make, model and trim level, but
could accent a variety of options and colors. If you’re a shopper who definitely wants hard-to-find options and specific color, it will be more difficult to make a great deal. Why? You have no leverage as a negotiator. You have to
pay the dealer’s price or try to locate another identical vehicle. Obviously, if you do find the exact car you’re looking
for, there’s no need to volunteer this information to the dealership.
In any case, locate the exact car you want by sending emails to the Internet managers of dealers in your area.
On Edmunds.com, you can simultaneously solicit quotes from multiple dealers. In many cases, you will have to follow up with a phone call. Say something like: “I’m looking for a 2011 Honda CRV. I’m not too fussy about the color
but I don’t want black or white. I want ABS and side airbags. What do you have on your lot?” Often the salesperson
will have to check this inventory and call you back. After a few phone calls you will have a good idea of how widely
available the car is. If there are several dealerships offering the same car, you will be in a better position to make a
good deal.
As you make phone calls and exchange emails, take careful notes. You should record information about each
car you locate, including the color, options, and the dealership name. This will save time as you continue through the
shopping process.
In recent years, car dealerships have created a new pathway for car buyers, one which we strongly encourage
you to use. You can either walk onto the car lot, in the traditional way buyers have done for years, or you can go
through the “Internet Department.” The traditional way means you will deal with a car salesman and negotiate face to
face in the dealership’s sales office. If you choose the Internet Department, you will remain at home as you communicate with the Internet Manager by email, fax and phone. The internet route saves time and hassle and will also save
you money.
Still, many people are drawn to the traditional way of car buying since they believe buying a car is just too
big of a purchase to do remotely. If you go this route, you should test-drive your car salesman carefully before moving forward. Ask yourself if you feel comfortable dealing with them. Are they impatient and pushy? Or are they relaxed and open? If you asked them about a specific car’s availability, did they respond to your needs? Or did they try
to steer you toward another car simply because they have too many of that model in stock? Do they return your
phone calls? Do they answer your questions in a straightforward manner? Or are they evasive and confusing?
By answering these questions you should have a sense of whether or not you want to buy from this salesperson. If you feel comfortable with the individual when researching by phone, and if the dealership does indeed have
the car you’re interested in, set up a time to test drive the car, preferably when the dealership will not be very busy,
such as a weekday morning. Before heading to the car lot, review all your notes and make sure you bring your carbuying folder. Also bring your checkbook, registration and proof of insurance. Keep in mind that you’re bringing
these items so you’ll be ready to buy a car if you get a fair deal. Don’t feel obligated to purchase a car simply because you have all the necessary paperwork with you or because you test drove the car.
If you are trading in your old car to a dealer, you will probably not get as much money toward the price of a
new car as you would have if you’d sold it yourself to a private party.

ON TRACK
10 STEPS TO BUYING A NEW CAR Cont’d
However, trading in offers some advantages. You can solve all of your car-buying problems in one visit to the dealer.
You can unload a hard-to-sell car with no newspaper ads, DMV lines or tire-kicking buyers involved. In some states,
you will even pay less sales tax on a deal that involves a trade-in.
Begin the process by looking up your car’s trade-in value on Edmunds.com. The Edmunds. Com True Market
Value Used Vehicle Appraiser will also give you trade-in values. After you plug in all of the vehicle’s information
(mileage, options, condition and colors) you will get a specific trade-in price. This will often be slightly different from
the offers you get once you are on the car lot. At a dealership the value assigned to your trade-in varies based on the
time of the month, the dealer’s specific inventory and the used car manager’s mood, but at least TMV will give you a
rough idea of what your trade-in is worth. If it’s important to you to get the maximum value for your trade-in, you
should visit several dealerships and solicit bids. Tell the salesperson that the sale of a new car will be contingent on
the amount he or she will give you for your trade-in. Also, tell them you are visiting several dealerships. With a little
legwork, you may be able to boost the price you get for your old car by several hundred dollars or more. Remember,
the extra effort you spend in getting competitive bids is far less than what it would take to advertise, show and sell the
car yourself.
Many buyers like to handle the question of price before they even go to the dealer. Internet salespeople are
willing to discuss price over the phone—even by email. This wasn’t the case a few years ago when the salesperson
wanted you in his office before he would get down to brass tacks and talk price.
It’s quite possible that, in your calls to various Internet Departments, the selling price of the car has already
come up. Often Internet sales people will volunteer the selling price of their car since they know this is the make-orbreak factor in most buyers’ decision making process. If the price they’ve quoted is at or below Edmunds.com’s TMV
then you are already in the right range to buy the car. If you want to try to improve the deal, you have a few options.
Everyone has their own idea of what makes a good deal, but most people just want to know they got a fair
price. Here, TMV will be your best guide. If you want to try for a rock-bottom price, start by getting bids from three
local dealers. Follow this up by taking the lowest price, calling the two other dealerships and saying, “I’ve been offered this car at this price. If you beat it I’ll buy it from you.” They almost certainly will. However, keep in mind that
you can’t play this game forever. Eventually, they will give you a take-it-or-leave-it price.
Also be warned that if you ask the dealer to cut his profit, he might try to take it back somewhere else. Remember, a good deal isn’t just the lowest selling price. It’s the lowest total out-the-door cost on a car that meets your
needs. This means that to ensure you get a fair deal you have to be vigilant throughout the entire purchase process,
even after you and the salesman agree on a price. If you feel good about the price you have been quoted, it’s time to
take a look at the big picture. Many buyers focus on the cost of the car and ignore the related expenses. Besides the
cost, you will have to pay sales tax and various fees which vary from state to state. These expenses can be estimated
and totaled with the Edmunds.com calculators.
The simplest way to estimate total cost is to ask the salesperson to fax you a worksheet and invoice before you
go to the dealership. This way, you’ll be able to review the figures in a relaxed environment. Compare the numbers
from the dealership to those you have calculated and the TMV prices on Edmunds.com.
In some areas of the country, dealers have costs that don’t show up on Edmunds.com invoice prices. This
means the Edmunds.com invoice price of the car you are researching might not exactly match the dealer’s invoice.
Don’t panic—and don’t begin making accusations. Edmunds.com can’t track all regional fees, such as advertising
costs. So, as a rule of thumb, consider the charges on the dealer’s invoice to be nonnegotiable. However, if extra fees
are written into the contract (such as “D&H” or “Administrative Costs”) which seem bogus or redundant, ask to have
them removed, or say you will take your business to another dealership.
Once you have a deal, you can ask the Internet Manager or car salesman to deliver the car to you at your home
or office. This means you will review the contract and sign it in your space, not the dealership’s finance and insurance
office (which many buyers find intimidating). Wherever this step takes place, you will be presented with the contract

ONTRACK
10 STEPS TO BUYING A NEW CAR
for your new car and a dizzying array of forms to sign. If you are in the F&I office, the Finance Manager (who is actually an expert salesperson) will try to sell additional items such as extended service contracts, fabric protection, alarms
or a LoJack vehicle locator. In most cases, we recommend turning down these extras—with the possible exception of
the extended warranty, which provides peace of mind to some buyers. Additionally, it is worth noting that some states
allow up to 60 days after purchase to cancel an extended warranty, but you should check local laws to confirm your
options in your area. If the car is delivered to you, the contract is already drawn up. So these extras are not an issue.
If you already seen a worksheet for the deal you’ve made, the contract should be a formality. Make sure the
numbers match the worksheet and no additional charges or fees have been inserted. You will also be asked to sign
various forms that register your new car and transfer ownership of your trade-in. Understand what you are signing and
what it means. Ask questions if you don’t understand and don’t ever feel like you have to hurry. Buying a car is a serious commitment and it’s the F&I Manager’s job to ensure you are comfortable with every document involved. Remember, once you have signed, there is no going back.
Most dealerships detail the car and provide a full tank of gas. You will have one more chance to inspect the car
before you take possession of it. Make sure you walk around the car and look for scratches in the paint and wheels or
dents and dings on the body. If you are paying for floor mats, make sure they are included. If anything is missing, or if
any work needs to be done, ask for a “Due Bill” that puts it in writing. You will then be able to come back and get the
work done later.
As you drive away inhaling that new-car smell, there is only one more thing to be done:

ENJOY YOUR NEW CAR!

Auto Express (UK) rendering of what they think the 2014-2015 might look like.

CALENDAR OF EVENTS
July 10

Copperstate Mustang Club Monthly Meeting: 1:00pm at the Community Hall of
“The Mount of Olives Church”; 3546 E Thomas Rd, Phoenix. We meet the second
Sunday of each month at this location. Come out and enjoy yourself. The Monthly
board meeting will be held immediately following the general meeting.

July 15

Third Friday at In-N-Out Burger: US 60 and Stapley Dr; come out and enjoy
yourself with other club members; it will be hot, but we all still have to eat; we will
start showing up at 5:30 to 6:00 pm; hope to see you there.

Aug 6

Watson Lake 37th Annual Prescott Antique Auto Club Car Show, Swap Meet:
open to all makes/models-pre 1985; 3101 Watson Lake Rd, Prescott; $25 entry fee;
gates open at 5:30 am; for info Jim 928-778-5386 or paacevent@yahoo.com.

Aug 14

Copperstate Mustang Club Monthly Meeting: 1:00pm at the Community Hall of
“The Mount of Olives Church”; 3546 E Thomas Rd, Phoenix. We meet the second
Sunday of each month at this location. Come out and enjoy yourself. The Monthly
board meeting will be held immediately following the general meeting.

Aug 19

Third Friday gathering-CULVER’s: 825 E Camelback Rd, Phoenix; we will meet
at 5:30 to 6 pm; enjoy a nice meal with other “pony” people; there could be a monsoon storm, but again there might not be one; but we can all gather and have good
company in the comforts of air conditioning.

Aug 27

Thunder Over the Coconino: All makes & models at Grand Canyon Valle Airport,
Valle/Williams, AZ; info call Molly at 928-635-5280 or info@valleairport.com.

Sep 9-11

7th Annual Flagstaff Route 66 Days: this is a great show in the cool country of
Flagstaff; many club members attend this event each year and we hope to have a
great turnout again this year; this show is open to all years, makes and models; it is
held in downtown Flagstaff; they can hold 425 entries and it sells out early; to get
more info or to register go to www.route66carclub.com or call John 928-451-1204.
Reservations have been made at the Ramada (where we have stayed in the past); we
have reserved 20 rooms under Copperstate Mustang Club, please call and have the
room converted from Copperstate to your name and credit card; cost is $89/night;
928-773-1111.

Sep 11

Copperstate Mustang Club Monthly Meeting: 1:00pm at the Community Hall of
“The Mount of Olives Church;” 3546 E Thomas Rd, Phoenix. We meet the second
Sunday of each month at this location. Come out and enjoy yourself. The Monthly
board meeting will be held immediately following the general meeting.

Sep 16

Third Friday gathering at Freddy’s Frozen Custard & Steak Burger: 4929 W
Bell Rd (Bell Rd & 51st Ave); we will gather at 6pm to share food and stories; this
facility has a better area for displaying the cars as well as a small car show.

CALENDAR OF EVENTS
Sep 18

Sep 22-25

Mustangs at the Queen Mary presented by Beach City Mustang Club: this is the
date for this show; more info can be found at www.bcmc.net; they are still working
on all of the details.
20th Annual Riding on the River: held at Riverside Resort & Casino, Laughlin,
NV; all makes and models; a full weekend of fun; for info contact Ellen 928-5058457 or ew@citilink.net or go to www.rivercruizers.com

Oct 2

30th Annual Mustangs by the Bay: Mustang Club of San Diego puts on this show
at Sea Port Village in downtown San Diego; the show is on the grass; go to
www.sdmustangs.com for more info; we generally have a few club members who
attend this so contact the club board to see who is going.

Oct 8

Cruise on Central: cruise Central Ave from 1pm-9pm; entry fee of $10/car; location
is based out of Park Central Mall; 3110 N Central Ave; for info contact Nancy 602843-3545.

Oct 9

Copperstate Mustang Club Monthly Meeting: 1:00pm at the Community Hall of
“The Mount of Olives Church”; 3546 E Thomas Rd, Phoenix. We meet the second
Sunday of each month at this location. Come out and enjoy yourself. The Monthly
board meeting will be held immediately following the general meeting.

Oct 21

Third Friday at In-N-Out Burger: US 60 and Stapley Dr; come out and enjoy
yourself with other club members; it will be hot, but we all still have to eat; we will
start showing up at 5:30 to 6:00 pm; hope to see you there.

Nov 13

Copperstate Mustang Club Monthly Meeting: 1:00pm at the Community Hall of
“The Mount of Olives Church”; 3546 E Thomas Rd, Phoenix. We meet the second
Sunday of each month at this location. Come out and enjoy yourself. The Monthly
board meeting will be held immediately following the general meeting.

Nov 18

No Third Friday due to the Holiday Season.

Dec 11

Copperstate Mustang club Monthly Meeting: this is our annual Holiday Lunch/
Monthly meeting. More information to follow.

Dec 16

No Third Friday due to the Holiday Season.
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Find these signers of the
Declaration of Independence

CLASSIFIED ADS
CARS FOR SALE
1965 MUSTANG CONVERTIBLE
Red with white top, 6 cyl, A/C, AM/FM w Cass, new dash, new pony seats, 135K miles, good paint $12,750.
call Henry Durham @ (623) 876-0903

(6/11)

PARTS FOR SALE
1965-1966 Shelby and Mustang Parts
20 year collection must go. Please call or email for
list. Guaranteed lowest price, sometimes up to 2050% less.
(6/11)

Bill (480) 759-8847 bil5s386@juno.com

Diablo Predator Tuner
For 2005-2009 Mustang GT’s. New, over $400, will
sell for $200.

(2/11)

Richard Elardo (602) 242-4313
rhrd98@gmail.com

‘91 GT Convertible
I am parting out many pieces of the car. If you need any interior or exterior parts let me know. All sheet metal
is good except left front fender, hood and driver door. Convertible top works, but fabric needs replaced. Interior is ok, but not perfect. Power seats, power windows, etc etc. Windshield is brand new.
(602) 284-3082 or vinny@yourcousinvinny.com

(2/11)
Mustang Saleen 20X9 Chrome 7 Wheels
7 spoke replica wheels with General Exclaim UHP
245/40 ZR20 tires. Fits 2005-2010 Mustang/GT/
Shelby. Will clear GT500/aftermarket big brake kits.
Tires and wheels in good condition $500 obo.
(6/11)

Joe (602) 315-5093

M&H Drag Radials and Parts
Mounted on Weld Racing Rims for ‘05-’11 Mustang.
Holley street avenger 670 CFM. 1970 Mach 1 parts,
hood, air cleaner and 3 core radiator.

(2/11)

Tom (928) 242-3352

Ads are free to club members in good standing. Ads for non-members is $15 and run for
3 months. Ads with photos are $25 for 3 months (maximum 3 photos)
If you would like to place an ad in the newsletter (and web page) contact Scott Nett via
email at info@copperstatemustangclub.com or send your ad to the club:
COPPERSTATE MUSTANG CLUB
Dept: Classifieds
PO Box 50309
Phoenix, AZ 85076-0309

PO Box 50309
Phoenix, AZ 85076

SPECIAL THANKS TO OUR PROUD SPONSORS

