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Before we begin...

A Quick Question...
Have You Considered Running Your Car On Water?
Water4Gas is a technology based on splitting water on board a vehicle, and using the
resulting gases not to drive the vehicle - but only to boost the efficiency of its combustion.
It is a Do-It-Yourself technology, specifically designed for beginners with no special
tools and very limited budgets. A working system can be built at home with basic hand
tools for $20-$100, installed in minutes and removed in seconds.
No modifications to the engine, computer or fuel injection systems, so any backyard
mechanic can install it easily.
The technology is age old, over 91 years. All they've done is raise it from the dead and
develop a simple structure based on low cost hardware. Although there is a myriad of
hydrogen generating designs out there, theirs is the simplest and also the safest for the
beginner. The electrolyzer, bubbler and water reservoir have all been combined into one
super-simple device.
Another advantage is the employment of coiled/spiraled electrode WIRES - rather than
flat plates or spiraled plates. The magnetic vortex created by the coil assists water
splitting, so we don't need as much power from the car's electrical system, thus
simplifying the system even further and lowering its cost.
Three major factors work together to cause water splitting: direct current flowing through
the electrode wires to the water, the magnetic vortex created by the shape of the
electrodes, and the vacuum provided by the engine itself.
The effects of this technology is lowered emissions and improved mileage, simply due to
a MORE COMPLETE COMBUSTION. Today's internal combustion engines suffer from
poor efficiency of 20%-25%, as any mechanic will tell you; 75%-80% of the gasoline,
instead of being converted to forward motion, is instead converted to pollution and
carbon deposits (unburned fuel), as well as heat (global warming), vibration and noise
(knocking/pinging).
The main problem is oversized fuel droplets in the mixture. The Hydrogen, being such a
small particle, hits a droplet, cuts it into smaller droplets and attaches itself to the smaller
droplets. Now the finer, hydrogen-enhanced mixture, is capable of burning more
thoroughly.
On top of improved performance, the engine steam-cleans itself every day, and the
resulting effect is smoother and quieter operation. One of their staff was shocked when
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she checked her engine oil and was sure that her oil ran totally out. Actually what
happened was that while she was expecting dark brown, dirty oil, the oil was actually so
transparent that she could not see it on the dip stick. Her 20-year-old car is as smooth
now (with their device on) as it was when she bought it 17 years ago.
Another lady "complained" that she could not hear the engine running...but to her
surprise the car was still moving along.
Their technology is not capable of running a car on water alone. Their aim is not to
replace gasoline but to enhance it - and open the door and the mind to the possibilities of
waterfuel technology. With correct fine tuning they can double the mileage, rendering a
new energy balance: half gasoline, half water. Very little water is used, in an economy
car it's around 2700 miles per gallon of distilled water, together with 4-6 teaspoons of
household baking soda as catalyst. They have demonstrated many times that the fuel
consumption of a 4-stroke generator can also be cut in half with our technology.
Not all cars, loads and driving conditions will gain the same, obviously. For ethical
reasons they do not build up expectations for more than 10%-50% improvement in fuel
economy, however they are getting daily success stories from experimenters who are
seeing gains of 80%-100% in various vehicles. For some, significant economy gains
inflict a revelation that something can be done about it, while for others it's a life
changing factor.
They sell books that teach EVERYTHING about the technology and how to manufacture
it, as well as sponsoring a free marketplace where sellers and buyers of actual systems
can find each other and trade without interference and without any fees paid to them.
Like in the Golden Age of Greece - no police, very little government.
At the time of writing they have more than 3200 satisfied customers and over 400
registered independent manufacturers/installers.
Their policy is to guide the readers toward a mindset of an experimenter rather than a
driver that takes things for granted. They teach them that something can be done about
gas prices, pollution and global warming, and they gladly take an active role and help to
spread the word.
At the time of writing the technology is only for gasoline and diesel cars and trucks.
However many experimenters are working on adaptations to propane/LPG/CNG
propelled vehicles, as well as boats and other applications such as stationary generators.
They're getting daily requests from business people around the world, as well as inventors
inspired by their success, requesting that they work with them to advance their goals and
purposes. They help as much as they can, including bridging the gap between investors
and inventors, as well as between inventors/developers seeking to complement their
technologies with supporting ones (such as a bridge we've created between an English
fuel cell and an American pure-hydrogen generator). Watch the Water4Gas Video...
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Chapter 1 – Introduction
Before you start shopping for a car, you'll need to do some homework. Spending time
now may save you serious money later. Think about your driving habits, your needs, and
your budget. You can learn about car models, options, and prices by reading newspaper
ads, both display and classified.
There is a wealth of information about used cars on the Internet: enter "used car" as the
key words and you'll find additional information on how to buy a used car, detailed
instructions for conducting a pre-purchase inspection, and ads for cars available for sale,
among other information.
Libraries and book stores also have publications that compare car models, options, and
costs, and offer information about frequency-of-repair records, safety tests, and mileage.
Many of these publications have details on the do's and don'ts of buying a used car.
Once you've narrowed your car choices, research the frequency of repair and maintenance
costs on the models in auto-related consumer magazines. The U.S. Department of
Transportation's Auto Safety Hotline (1-800-424-9393) gives information on recalls.
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Chapter 2 - Payment Options
You have two choices: pay in full or finance over time. If you finance, the total cost of
the car increases. That's because you're also paying for the cost of credit, which includes
interest and other loan costs.
You'll also have to consider how much you can put down, your monthly payment, the
length of the loan, and the annual percentage rate (APR). Keep in mind that annual
percentage rates usually are higher and loan periods generally are shorter on used cars
than on new ones.
Dealers and lenders offer a variety of loan terms and payment schedules. Shop around,
compare offers, and negotiate the best deal you can. Be cautious about advertisements
offering financing to first-time buyers or people with bad credit. These offers often
require a big down payment and a high APR.
If you agree to financing that carries a high APR, you may be taking a big risk. If you
decide to sell the car before the loan expires, the amount you receive from the sale may
be far less than the amount you need to pay off the loan.
If the car is repossessed or declared a total loss because of an accident, you may be
obligated to pay a considerable amount to repay the loan even after the proceeds from the
sale of the car or the insurance payment have been deducted.
If your budget is tight, you may want to consider paying cash for a less expensive car
than you first had in mind.
If you decide to finance, make sure you understand the following aspects of the loan
agreement before you sign any documents:
•

The exact price you're paying for the vehicle.

•

The amount you're financing.

•

The finance charge (the dollar amount the credit will cost you).

•

The APR (a measure of the cost of credit, expressed as a yearly rate).

•

The number and amount of payments.

•

The total sales price (the sum of the monthly payments plus the down payment).
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Chapter 3 - Dealer Sales
Used cars are sold through a variety of outlets: franchise and independent dealers, rental
car companies, leasing companies, and used car superstores. You can even buy a used car
on the Internet. Ask friends, relatives and co-workers for recommendations.
You may want to call your local consumer protection agency, state Attorney General
(AG), and the Better Business Bureau (BBB) to find out if any unresolved complaints are
on file about a particular dealer.
Some dealers are attracting customers with "no-haggle prices," "factory certified" used
cars, and better warranties. Consider the dealer's reputation when you evaluate these ads.
Dealers are not required by law to give used car buyers a three-day right to cancel. The
right to return the car in a few days for a refund exists only if the dealer grants this
privilege to buyers. Dealers may describe the right to cancel as a "cooling-off" period, a
money-back guarantee, or a "no questions asked" return policy. Before you purchase
from a dealer, ask about the dealer's return policy, get it in writing and read it carefully.
The Federal Trade Commission's (FTC) Used Car Rule requires dealers to post a Buyers
Guide in every used car they offer for sale. This includes light-duty vans, light-duty
trucks, demonstrators, and program cars. Demonstrators are new cars that have not been
owned, leased, or used as rentals, but have been driven by dealer staff.
Program cars are low-mileage, current-model-year vehicles returned from short-term
leases or rentals. Buyers Guides do not have to be posted on motorcycles and most
recreational vehicles. Anyone who sells less than six cars a year doesn't have to post a
Buyers Guide.
The Buyers Guide must tell you:
•

Whether the vehicle is being sold "as is" or with a warranty.

•

What percentage of the repair costs a dealer will pay under the warranty.

•

That spoken promises are difficult to enforce.

•

To get all promises in writing.

•

To keep the Buyers Guide for reference after the sale.

•

The major mechanical and electrical systems on the car, including some of the
major problems you should look out for.

•

To ask to have the car inspected by an independent mechanic before you buy.
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When you buy a used car from a dealer, get the original Buyers Guide that was posted in
the vehicle, or a copy. The Guide must reflect any negotiated changes in warranty
coverage. It also becomes part of your sales contract and overrides any contrary
provisions.
For example, if the Buyers Guide says the car comes with a warranty and the contract
says the car is sold "as is," the dealer must give you the warranty described in the Guide.
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Chapter 4 - As Is - No Warranty
When the dealer offers a vehicle "as is," the box next to the "As Is - No Warranty"
disclosure on the Buyers Guide must be checked.
If the box is checked but the dealer promises to repair the vehicle or cancel the sale if
you're not satisfied, make sure the promise is written on the Buyers Guide.
Otherwise, you may have a hard time getting the dealer to make good on his word. Some
states, including Connecticut, Kansas, Maine, Maryland, Massachusetts, Minnesota,
Mississippi, New Jersey, New York, Rhode Island, Vermont, West Virginia and the
District of Columbia, don't allow "as is" sales for many used vehicles.
Three states—Louisiana, New Hampshire, and Washington—require different disclosures
than those on the Buyers Guide. If the dealer fails to provide proper state disclosures, the
sale is not "as is."
To find out what disclosures are required for "as is" sales in your state, contact your state
Attorney General.
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Chapter 5 - Implied Warranties
State laws hold dealers responsible if cars they sell don't meet reasonable quality
standards. These obligations are called implied warranties—unspoken, unwritten
promises from the seller to the buyer.
However, dealers in most states can use the words "as is" or "with all faults" in a written
notice to buyers to eliminate implied warranties. There is no specified time period for
implied warranties.
Warranty of Merchantability
The most common type of implied warranty is the warranty of merchantability: The seller
promises that the product offered for sale will do what it's supposed to.
That a car will run is an example of a warranty of merchantability. This promise applies
to the basic functions of a car. It does not cover everything that could go wrong.
Breakdowns and other problems after the sale don't prove the seller breached the
warranty of merchantability. A breach occurs only if the buyer can prove that a defect
existed at the time of sale. A problem that occurs after the sale may be the result of a
defect that existed at the time of sale or not. As a result, a dealer's liability is judged caseby-case.
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Chapter 6 - Warranty of Fitness for a Particular Purpose
A warranty of fitness for a particular purpose applies when you buy a vehicle based on
the dealer's advice that it is suitable for a particular use. For example, a dealer who
suggests you buy a specific vehicle for hauling a trailer in effect is promising that the
vehicle will be suitable for that purpose.
If you have a written warranty that doesn't cover your problems, you still may have
coverage through implied warranties. That's because when a dealer sells a vehicle with a
written warranty or service contract, implied warranties are included automatically. The
dealer can't delete this protection. Any limit on an implied warranty's time must be
included on the written warranty.
In states that don't allow "as is" sales, an "Implied Warranties Only" disclosure is printed
on the Buyers Guide in place of the "As Is" disclosure. The box beside this disclosure
will be checked if the dealer decides to sell the car with no written warranty.
In states that do allow "as is" sales, the "Implied Warranties Only" disclosure should
appear on the Buyers Guide if the dealer decides to sell a vehicle with implied warranties
and no written warranty. A copy of the Buyers Guide with the "Implied Warranties Only"
disclosure is available.
Dealers who offer a written warranty must complete the warranty section of the Buyers
Guide. Because terms and conditions vary, it may be useful to compare and negotiate
coverage.
Dealers may offer a full or limited warranty on all or some of a vehicle's systems or
components. Most used car warranties are limited and their coverage varies. A full
warranty includes the following terms and conditions.
•

Anyone who owns the vehicle during the warranty period is entitled to warranty
service.

•

Warranty service will be provided free of charge, including such costs as
removing and reinstalling a covered system.

•

You have the choice of a replacement or a full refund if, after a reasonable
number of tries, the dealer cannot repair the vehicle or a covered system.

•

You only have to tell the dealer that warranty service is needed in order to get it,
unless the dealer can prove that it is reasonable to require you to do more.

•

Implied warranties have no time limits.
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If any of these statements doesn't apply, the warranty is limited.
A full or limited warranty doesn't have to cover the entire vehicle. The dealer may specify
that only certain systems are covered. Some parts or systems may be covered by a full
warranty; others by a limited warranty.
The dealer must check the appropriate box on the Buyers Guide to indicate whether the
warranty is full or limited and the dealer must include the following information in the
"Warranty" section:
•

The percentage of the repair cost that the dealer will pay. For example, "the dealer
will pay 100 percent of the labor and 100 percent of the parts . . ."

•

The specific parts and systems—such as the frame, body, or brake system—that
are covered by the warranty. The back of the Buyers Guide lists the major systems
where problems may occur.

•

The warranty term for each covered system. For example, "30 days or 1,000 miles,
whichever comes first".

•

Whether there's a deductible and, if so, how much.

You have the right to see a copy of the dealer's warranty before you buy. Review it
carefully to determine what is covered. The warranty gives detailed information, such as
how to get repairs for a covered system or part.
It also tells who is legally responsible for fulfilling the terms of the warranty. If it's a third
party, investigate their reputation and whether they're insured. Find out the name of the
insurer, and call to verify the information. Then check out the third-party company with
your local Better Business Bureau. That's not foolproof, but it is prudent.
Make sure you receive a copy of the dealer's warranty document if you buy a car that is
offered with a warranty.
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Chapter 7 - Unexpired Manufacturer's Warranties
If the manufacturer's warranty still is in effect, the dealer may include it in the "systems
covered/duration" section of the Buyers Guide. To make sure you can take advantage of
the coverage, ask the dealer for the car's warranty documents.
Verify the information (what's covered, expiration date/miles, necessary paperwork) by
calling the manufacturer's zone office. Make sure you have the Vehicle Identification
Number (VIN) when you call.
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Chapter 8 - Service Contracts
Like a warranty, a service contract provides repair and/or maintenance for a specific
period. But warranties are included in the price of a product, while service contracts cost
extra and are sold separately. To decide if you need a service contract, consider whether:
•

The service contract duplicates warranty coverage or offers protection that begins
after the warranty runs out. Does the service contract extend beyond the time you
expect to own the car? If so, is the service contract transferable or is a shorter
contract available?

•

The vehicle is likely to need repairs and their potential costs. You can determine
the value of a service contract by figuring whether the cost of repairs is likely to
exceed the price of the contract.

•

The service contract covers all parts and systems. Check out all claims carefully.
For example, "bumper to bumper" coverage may not mean what you think.

•

A deductible is required and, if so, the amount and terms.

•

The contract covers incidental expenses, such as towing and rental car charges
while your car is being serviced.

•

Repairs and routine maintenance, such as oil changes, have to be done at the
dealer.

•

There's a cancellation and refund policy for the service contract and, whether
there are cancellation fees.

•

The dealer or company offering the service contract is reputable. Read the
contract carefully to determine who is legally responsible for fulfilling the terms
of the contract. Some dealers sell third-party service contracts.

The dealer must check the appropriate box on the Buyers Guide if a service contract is
offered, except in states where service contracts are regulated by insurance laws. If the
Guide doesn't include a service contract reference and you're interested in buying one, ask
the salesperson for more information.
If you buy a service contract from the dealer within 90 days of buying a used vehicle,
federal law prohibits the dealer from eliminating implied warranties on the systems
covered in the contract. For example, if you buy a car "as is," the car normally is not
covered by implied warranties.
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But if you buy a service contract covering the engine, you automatically get implied
warranties on the engine. These may give you protection beyond the scope of the service
contract. Make sure you get written confirmation that your service contract is in effect.
Spoken Promises
The Buyers Guide cautions you not to rely on spoken promises. They are difficult to
enforce because there may not be any way for a court to determine with any confidence
what was said. Get all promises written into the Guide.
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Chapter 9 - Pre-Purchase Independent Inspection
It's best to have any used car inspected by an independent mechanic before you buy it.
For about $100 or less, you'll get a general indication of the mechanical condition of the
vehicle. An inspection is a good idea even if the car has been "certified" and inspected by
the dealer and is being sold with a warranty or service contract.
A mechanical inspection is different from a safety inspection. Safety inspections usually
focus on conditions that make a car unsafe to drive. They are not designed to determine
the overall reliability or mechanical condition of a vehicle.
To find a pre-purchase inspection facility, check your Yellow Pages under "Automotive
Diagnostic Service" or ask friends, relatives and co-workers for referrals. Look for
facilities that display certifications like an Automotive Service Excellence (ASE) seal.
Certification indicates that some or all of the technicians meet basic standards of
knowledge and competence in specific technical areas. Make sure the certifications are
current, but remember that certification alone is no guarantee of good or honest work.
Also ask to see current licenses if state or local law requires such facilities to be licensed
or registered. Check with your state Attorney General's office or local consumer
protection agency to find out whether there's a record of complaints about particular
facilities.
There are no standard operating procedures for pre-purchase inspections. Ask what the
inspection includes, how long it takes, and the price. Get this information in writing.
If the dealer won't let you take the car off the lot, perhaps because of insurance
restrictions, you may be able to find a mobile inspection service that will go to the dealer.
If that's not an option, ask the dealer to have the car inspected at a facility you designate.
You will have to pay the inspection fee.
Once the vehicle has been inspected, ask the mechanic for a written report with a cost
estimate for all necessary repairs. Be sure the report includes the vehicle's make, model
and VIN. Make sure you understand every item. If you decide to make a purchase offer to
the dealer after considering the inspection's results, you can use the estimated repair costs
to negotiate the price of the vehicle.
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Chapter 10 - Vehicle Systems
The Buyers Guide lists an auto's 14 major systems and some serious problems that may
occur in each. This list may help you and your mechanic evaluate the mechanical
condition of the vehicle. The list also may help you compare warranties offered on
different cars or by different dealers.
Dealer Identification and Consumer Complaint Information
The back of the Buyers Guide lists the name and address of the dealership. It also gives
the name and telephone number of the person you should contact at the dealership if you
have problems or complaints after the sale.
Optional Signature Line
The dealer may include a buyer's signature line at the bottom of the Buyers Guide. If the
line is included, the following statement must be written or printed close to it: "I hereby
acknowledge receipt of the Buyers Guide at the closing of this sale." Your signature
means you received the Buyers Guide at closing.
It does not mean that the dealer complied with the Rule's other requirements, such as
posting a Buyers Guide in all the vehicles offered for sale.
Spanish Language Sales
If you buy a used car and the sales discussion is conducted in Spanish, you are entitled to
see and keep a Spanish-language version of the Buyers Guide.
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Chapter 11 - Private Sales
An alternative to buying from a dealer is buying from an individual. You may see ads in
newspapers, on bulletin boards, or on a car. Buying a car from a private party is very
different from buying a car from a dealer.
Private sellers generally are not covered by the Used Car Rule and don't have to use the
Buyers Guide. However, you can use the Guide's list of an auto's major systems as a
shopping tool. You also can ask the seller if you can have the vehicle inspected by your
mechanic.
Private sales usually are not covered by the "implied warranties" of state law. That means
a private sale probably will be on an "as is" basis, unless your purchase agreement with
the seller specifically states otherwise. If you have a written contract, the seller must live
up to the promises stated in the contract.
The car also may be covered by a manufacturer's warranty or a separately purchased
service contract. However, warranties and service contracts may not be transferable, and
other limits or costs may apply. Before you buy the car, ask to review its warranty or
service contract.
Many states do not require individuals to ensure that their vehicles will pass state
inspection or carry a minimum warranty before they offer them for sale. Ask your state
Attorney General's office or local consumer protection agency about the requirements in
your state.
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Chapter 12 - Before You Buy A Used Car
Whether you buy a used car from a dealer, a co-worker, or a neighbor, follow these tips
to learn as much as you can about the car:
•

Examine the car yourself using an inspection checklist. You can find a checklist
in many of the magazine articles, books and Internet sites that deal with buying a
used car.

•

Test drive the car under varied road conditions—on hills, highways, and in stopand-go traffic.

•

Ask for the car's maintenance record. If the owner doesn't have copies, contact the
dealership or repair shop where most of the work was done. They may share their
files with you.

•

Talk to the previous owner, especially if the present owner is unfamiliar with the
car's history.

•

Have the car inspected by a mechanic you hire.
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Chapter 13 - If You Have Problems
If you have a problem that you think is covered by a warranty or service contract, follow
the instructions to get service. If a dispute arises, there are several steps you can take:
•

Try to work it out with the dealer. Talk with the salesperson or, if necessary, the
owner of the dealership. Many problems can be resolved at this level. However, if
you believe you're entitled to service, but the dealer disagrees, you can take other
steps.

•

If your warranty is backed by a car manufacturer, contact the local representative
of the manufacturer. The local or zone representative is authorized to adjust and
decide about warranty service and repairs to satisfy customers. Some
manufacturers also are willing to repair certain problems in specific models for
free, even if the manufacturer's warranty does not cover the problem. Ask the
manufacturer's zone representative or the service department of a franchised
dealership that sells your car model whether there is such a policy.

•

Contact your local Better Business Bureau, state Attorney General, or the
Department of Motor Vehicles. You also might consider using a dispute
resolution organization to arbitrate your disagreement if you and the dealer are
willing. Under the terms of many warranties, this may be a required first step
before you can sue the dealer or manufacturer. Check your warranty to see if this
is the case. If you bought your car from a franchised dealer, you may be able to
seek mediation through the Automotive Consumer Action Program (AUTOCAP),
a dispute resolution program coordinated nationally by the National Automobile
Dealers Association and sponsored through state and local dealer associations in
many cities. Check with the dealer association in your area to see if they operate a
mediation program.

•

If none of these steps is successful, small claims court is an option. Here, you can
resolve disputes involving small amounts of money, often without an attorney.
The clerk of your local small claims court can tell you how to file a suit and what
the dollar limit is in your state.

•

The Magnuson-Moss Warranty Act also may be helpful. Under this federal law,
you can sue based on breach of express warranties, implied warranties, or a
service contract. If successful, consumers can recover reasonable attorneys' fees
and other court costs. A lawyer can advise you if this law applies.
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Resources
State Auctions
Every month, 1000s of cars become government & bank property through various
seizure/surplus laws. Check the local Govt auctions for a bargain.
Cheap Car Auctions
Another Car Auction site for you to search for your next car.
Free Car Source
Drive a free new car or get paid up to $3200 every month to drive your own car like you
normally do.
Beat My Speeding Ticket
Proven legal strategies to fight and beat speeding tickets.
Buy & Sell Cars for Profit
Make $300-3000 a car. Work from home. Learn how with no experience and little cash.
Part time or full time. Keep your old job.
Auto Repair Scams Revealed
Auto repair shop owner finally reveals insider secrets that will prevent you from being
scammed by your mechanic.
Inspect Before You Buy
ASE Certified Automotive Technician teaches you how to properly inspect a used vehicle.
Drive Your Dream Car, Today
How to Get the Car You Want at a Price You Love. Amazing New System Delivers Any
Car or Truck Fast & Sweet.
Used Car Buying Guide
This fabulous tool will help steer any consumer who is in the market for a used car
towards the better-performing and more reliable used car models and away from those
models with a troubled past or substandard performance.
Ultimate Guide to Buying or Leasing a Car
I bought this book while researching for my first new car, and while I found numerous
tricks through browsing online, this book had everything and more. Dealer tricks, tips,
how to finance, understanding the lingo, and knowing most importantly what YOU need.
Insiders Guide to Buying a New or Used Car
The Author gives very simple advice. He describes the sales methods being used on you,
and also how to effectively combat them and give yourself the advantage in negotiating.

