FADE | N:
ACT |
| NT. CUSTOMER HOUSE. DAY

A guy in his house | ooking up, different information on cars,
you can see he is extrenely focused, researching, prices, and
vehicle information and printing pages. He |l ooks as if he's
preparing to go to war.

ASI AN CAR CUSTOVER ( COCKY)
I"'mfinally, going to get these car
sal esnen. |'m going to nake them pay
me to drive a car off, the |ot!

I NT. CAR SALES TRAI NI NG DAY

A typical -1 ooking used car lot, this car | ot doesn't have
many cars. Sonme cars | ooked conpl etely broken down and ot hers
are in fair shape. There are only five cars, that | ook ready
for sale.

The rest of the vehicles, |look |like they need sone serious
work to be sellable. You see outside the door, nmechanics on
break wal ki ng around snoking cigarettes, and sl ouching

ar ound.

This is the new sal esperson orientation, there are about 30
guys, there are twenty-three new sal espeople, dressed in
random outfits ranging from professional to confused, in
sales orientation the six veteran car sal esnmen are dressed
shar p.

O which three are part of upper managenent including sal es
managers, and one is a finance manager

In addition to this, the place is advertised as Luxury, but
it's a ghetto luxury, |looks |ike an unconfortable courtroom
wi th wal |l papers all over. There are wooden tables, from 30

years ago. The place is not inpressive |ike a nodern upper-
cl ass Luxury deal ership but rather a relic fromthe past

whi ch has been neglected fromits glory days 30 years ago.

| NT. NEW CAR SALES MEETI NG DAY
Three store managers in front, each fatter than the next.

They | ook |ike Mbsters or Gangsters from New York or the
Tri-State area.
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New car salesnen in training are all curious about what they
got thenselves into with sone | ooking even scared, they cane
in for an interview. And now it seens to them |ike they
comi ng into sone kind of crime syndicate. every manager is
nor e aggressive than the next.

You see notivational posters in the enployee sections of the
buil ding saying, liars are buyers. Another sign says, crack

them for their noney. A poster of a businessman, slanming a

noney safe or vault, with a hamrer.

Sal es managers wal k in, each sleazier than the next. They al
wear expensive suits, each nore than the next, and Italian
suits.

SALES MANAGER
First day to sone of you, how ny vets.
(respond) This for your new sal esnen,
the car biz is the nost lucrative
busi ness for sale people. If You can
make it. (Sarcastic) Six figures, a
year. You can make doubl e six figures,
there is a | ot of noney here. But you
got to be tough enough and al ways
hungry, to survive.

USED CAR MANAGER
Al'l these custoners, going to wal k
t hrough those doors are liars. They
going to conme in with papers, and
prices. Their little fucking research
not epad papers, cars they picked.
Ignore it, switch themto a different
car. Toss those papers. W got to
crack them Take all their noney! Fuck
em

NEW SALES PERSON
What is cracking then?

SALES MANACER
Beat themup nentally, wear them down!
get the gross. Till their noney, cones
flying out their pockets.

NEW SALES PERSON
Dam.

SALES MANAGER

| need to know if you can handl e that,
green pea? can you do that? | need to
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know, right now O you can't work in
t he car biz.

USED CAR MANAGER
VWl come to the car business. Sell them
everything, car mats, car keys,
mrrors. even the engine, if they
don't turn on the car.

NEW SALES PERSON
Ch, snap. Wait a mnute. Don't cars
cone with a 2nd pair of keys, and
mrrors. engine..dam

SALES MANAGER
Unl ess they ask before the deal
closes. Sell them everything, and keep
sel |l i ng.

NEW SALES PERSON
Wait. Before they |eave?

USED CAR MANACGER
No, before the paper is signed, deal
over.

2ND USED CAR MANACER (LOCKS LI KE MOBSTER)
Car's don't cone with anything...you
sell...and keep selling. A car can be
br oken down, one door m ssing, engine
m ssing, if they buy it, no returns.

everyone in attendance, clapping. Sone people are petrified.
A few new guys, inaudible say, This is despicable. | quit and
wal k out .

NEW SALES PERSON
Shoot . ..that is rough.

everyone stares, at the weaker, new sal esperson speaki ng.

VETERAN SALESMEN
You haven't net the evil custoners,
you think we are bad. They are worse,
where |ike a ping pong ball, bouncing
bet ween managers and cust oners.

A few nore new sal espeople, in orientation, quit before they
even got started.
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NEW SALES PERSON 2
| quit, it's too nuch pressure.

SALES MANAGER
It's better you quit now, you have no
i dea. Goodbye, weak sucks!

Know you see the room of sal esnen, went fromthe nunber you
had before, to only the same seven used car sal esnen, and the
t hree new green peas, which are new sal esnen

2ND USED CAR MANACGER (LOCKS LI KE MOBSTER)
You guys need to understand one thing,
you picked the toughest job in the
worl d, car sales. Can't be "puss"”
here, you got rough custoners. Wo
gonna take your noney and spit on you.
You got to fight back to earn a
['iving.

every new car salesman is terrified. They don't know what to
expect next, one of the veteran sal esnmen. Take the new

sal espeopl e outside. You finally see the nane of the dealer,
its' "Tri-state luxury used auto mall".

VETERAN SALESMEN
This is the ghetto service departnent.

The veteran sal esnen, show the guy's service departnent.
Were they check the cars, the service departnent | ooks ok,
t hey have, one hot secretary.

VETERAN SALESMEN
This is the nechani ¢ shop, where ten
mechanics, try to figure out. How to
fix one |ight bulb.

Then the mechanic shop, there are ten nechanics, but only
like three cars, being worked on. You can't tell if they al
wor ki ng or just joking around. Then, finally, the adm n and
the new car floor are skipped. It |ooks enpty, with no cars
on di spl ay.

The new sal esnmen. Are brought to the used car section, where
angry custonmers are waiting for the doors to open. Inside you
see the sal esmen, sonme waiting, sone freaking out. A few
bargai ners, ook like they are there for blood. This is a

hil arious and bizarre nonent, at the same tine.

One new sal esman goes outside. CGets run over, a white sign on
his hands, that hilariously reads. | quit. And finally down
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to just two, new car sal esnen.

The veteran sal esnen shows, the new sal esnmen, the sal es
floor, and their desk.

| NT. CAR SHOW ROOM DAY

VETERAN SALESMEN
That was qui ck, we have only two new
green peas |left.

NEW SALES PERSON
What's a green pea?

VETERAN SALESMEN
You are. A new sal esperson.

NEW SALES PERSON
Oh.

HOTSHOT SALESMVAN
Don't be thinking, that you are

special, If you don't sell ten cars,
in your first nonth, they wll fire
you.

NEW SALES PERSON 2
Thanks for the tip.

ASI AN WHI SPERER
Does anyone want sone ki nchi and
humus!

VETERAN SALESMEN
That stuff stinks up the place. Need
gunf

6 MONTH SALES GUY
These bargainers | ook |ike they are
here for blood, just waiting outside
with their panphlets. And online
printouts.

THE BEAST
|"mout for blood, they gonna get
cracked today.

ONE YEAR QUY
Facts. Al | see is noney.
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SALES MANAGER/ FLOOR MANAGER
Quys, get to work, you |azy buns. Open
t he dam doors. Let these Schruck in.
Before, | fire all of you, |azy
bastards. And crush those, bargainers.

USED CAR MANAGER/ DESK NMANAGER
Anot her day, a sack of noney. Peanut
head. Yo "beast", did you call that
Arab guy about our noney? for the
shi pnent ?

THE BEAST
Yes, I'mso pissed. |'"'mready to go
back to his house and pick it up, from
hi m personal | y.

USED CAR MANAGER
Hold a m nute, give hima day.

ROTATI ON SALESMEN
| " m cracki ng these bargai ners.

SALES MANACGER
Make sure you don't get beat up

NI CE SALESMAN
It's going to be fun

USED CAR MANAGER
Stop being so freaking nice, and sel
a car, bob.

NEW SALES PERSON 2
Let's see how nmuch noney, | can nake
her e.

SALES MANAGER
Rel ax, sell a car first.

The beast opens the doubl e doors. And | ooks back to signal to
get ready. Sone sal esnen are ready, sone nervous as hell. The
cromd swanps the sales floor, the new sal espeople trip over
the excitenent, kind of like in slow notion, and toss a bunch
of paper in the air for the, purchase order.

It's a very diverse crowd of people, fromIndians and Asi an
bargai ners to black hood people, and a few Jew sh peopl e.
Sonme of the characters are hilariously exaggerated, as we see
sonme of the sal esnen approaches.
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Some are able to take control, sone have a hard tine wth
nore uncontrol |l abl e customers. You see a conbi nati on of
scenes, from people sitting, to people standing, sone
custoners are wal ki ng the sal esnen, all around the show oom
Sone sal esnen, take control and sit the custoners down.

Sonme custoners start yelling, about the price before they
even start "Price".

Jewi sh bargainers, reading the price disclainmer. He sits on
the 1-year sal esnen's desk before he even shows the custoner,
a car.

HASI DI C HAGGLER
What's this paper, and disclainer? Do
we have to pay, for the vehicle Repair
order?

1- YEAR CAR SALESMEN
Let me show you a car first.

HASI DI C HAGGLER
No, what's this disclainer?

1- YEAR CAR SALESMEN
Yes, vehicle Reconditioning, is part
of knowi ng your car is good. Wen you
drive out, you don't have to spend any
addi tional noney. On fixing your car,
i ke transm ssion, engine. Al the
parts have gone through, the
i nspection process.

HASI DI C HAGGLER
This is arip-off, why are you
charging nme your cost?

1- YEAR CAR SALESMEN
In many deal ership lots, you get a
car, drive off in a used car and spend
money. No work has been done to it.
this work gives you peace of mnd you
have a good car.

HASI DI C HAGGLER
| don't want to pay for this.

1- YEAR CAR SALESMEN
Unfortunately, sir, if you want to buy
the car that's a fee. I'm saving you
two thousand, five hundred doll ars,
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whi ch does cover nost of that cost,
are you going to be financing with us,
or paying cash?

HASI DI C HAGGLER
Payi ng cash.

1- YEAR CAR SALESMEN
When you pay cash there is a $1 fee,
for doi ng business through your own
bank. If you finance with us | can
save you, that $1.

HASI DI C HAGGLER
Are you charging ne, a fee to pay cash

1- YEAR CAR SALESMEN
Yes. It's in the disclainmer, sir.
paragraph 3. W're giving you a
di scount to do business with us if you
don't unfortunately, we have to charge
that fee. It's only $1 dollar.

HASI DI C HAGGLER
That's a rip-off, a rip-off.

1- YEAR CAR SALESMEN
Sir, it's just part of doing business.
"Il et you borrow a penny, it's only
99 cents, Let ne ask you a question
you own a jewelry store right?

HASI DI C HAGGLER
Yes.

1- YEAR CAR SALESMEN
Do you give ne your price, if | buy a
di anond ring or a sales price?

HASI DI C HAGGLER
A sales price, but | don't, charge al
t hese fees.

1- YEAR CAR SALESMEN
You do add cost to cut dianond, right?

HASI DI C HAGGLER
Yes.

1- YEAR CAR SALESMEN
Do you add the cost of |abor al so?
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HASI DI C HAGGLER
Yes.

1- YEAR CAR SALESMEN
Do you charge taxes to your custoners?

HASI DI C HAGGLER
Yes.

1- YEAR CAR SALESMEN
Sir, it's just part of doing business.
You m ght not disclose this to your
custoners, cause they are famliar
with the fees. But you will still get
the fees, on their bill.

HASI DI C HAGGLER
This is a rip-off, you bastards are
doi ng busi ness the wong way. Is this
| egal to charge these fees?

1- YEAR CAR SALESMEN
Yes.

The sal es manager cones over, |ooking at the custoner. He
pi cks up the chair, slans it down. points at the custoner.

SALES MANAGER
Get out!

HASI DI C HAGGALER
It's the principle, You bastard.

SALES MANAGER
Qut! You penny pincher..

Opens the door and ki cks custoners out. the other custoners
| ook but stay quietly in their sections as if nothing
happened.

1- YEAR CAR SALESMEN
Can you believe that guy?

SALES MANAGER
What a penny pi ncher. One whole
dol lar, ha. ha...

1- YEAR CAR SALESMEN

The guys a mllionaire didn't do the
deal , over one dol !l ar? wow.
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10.

SALES MANAGER
You'll get the next one Janes.

EXT. SHOWN NG CARS ON THE LOT. DAY

One of the two new car sal esnen has the bad luck to get an
| ndi an bar gai ner custoner, as his first custoner. He goes
out si de, comes back in, running to get keys. You see the
sal esnen goi ng back and forth showing five different cars,
anot her set of five keys.

You see the new car sal esperson, sweating. H's clothes are
all out of order his tie is out of place, his shirt, out. Hs
shoes | ost their shine.

Thirty mnutes later, an Indian guy sent a new car

sal esperson, to get another five-set of keys. The new car

sal esperson, | ooks |ike soneone in the desert, about to drink
fromthe water.

The new car sal esperson, finally brings the Indian
bar gai ners, into the show oom

| NT. CAR SHOW ROOM DAY

A new car sal esperson who | ooks |Iike they are about to pass
out gets a cop of water

Sits down at his desk, he has 5 keys on his left. every car
you can i magi ne, the Indians.

| NDI AN BARGAI NER
John, Please get the best price from
your nmanager.

NEW SALES PERSON
On which car? you haven't nade a
deci si on. Which one are you taking?
t he exus, the cedes, the mab, or the
udi ?

| NDI AN BARGAI NER
| want to see the prices, of all of
t hem

NEW SALES PERSON
Sir, what's the point of getting the
price on all the cars, if you only
like a few?
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| NDI AN BARGAI NER
| like all of themit doesn't matter
it"'s just a car. | care about price.

NEW SALES PERSON
If it doesn't matter why we saw ten
cars outsi de?

| NDI AN BARGAI NER
Just to see the best fit.

NEW SALES PERSON
So which one best fit?

| NDI AN BARGAI NER
It depends on the price.

NEW SALES PERSON
If the price wasn't a concern, which
one fits best?

| NDI AN BARGAI NER
One with the, |owest price.

NEW SALES PERSON
Ok, sir. To show ny manager you are

serious. | need a license, and a
credit card, if the price is right
you'll take the car hone today.

| NDI AN BARGAI NER
Maybe, | still have not decided, if |

will.
NEW SALES PERSON
Sir, | can't go to ny manager. And ask
for five deal prices, I'll get fired.
| NDI AN BARGAI NER
| f you ask, | mght buy a car.

NEW SALES PERSON
Sir, if you are serious you will show
your commtnent by letting ne take a
card, they won't charge you anyt hi ng.

| NDI AN BARGAI NER
John, if you want to make a deal. Talk
to your nanager.

The new car sal esperson just got defeated by a bargainer. H's
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the head is down, he is about to go to the manager.
requests for nunbers.

SALES MANAGER
VWhat is it?

NEW SALES PERSON
M. Sonji wants nunbers on all these
cars?

SALES MANAGER
First, why did you show himall these
cars? You | ooked |ike sonme bum aski ng
for nmoney, fix yourself.

NEW SALES PERSON
Yes, sir.

SALES MANAGER
| got this.

12.

Wth five

The sal es nanager tosses all four prints of cars in the
trash, he gets up as a bulldozer. And heads, to the client.

Sonji already | ooks upset.

SONJI
Hi .

SALES MANAGER
H, M. Sonji. John told nme that you
wanted prices on all five cars,
unfortunately, My printer stopped
working | have this car on sale. It's
at this price.

SONJI
That's too nuch, | saw it advertised
at $21, 999.

SALES MANAGER
That was our deal yesterday, the car
goes to the regular price of $39, 999
t oday.

SONJI
That's ridiculous, | won't pay nore
than $21,999 for this car.

SALES MANAGER
So you want the car?
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13.

SONJ|
What's the price.

SALES MANAGER
$39, 999

SONJ|
No...no...no. | want it for $21, 999.

SALES MANAGER
$39, 999

SONJ|
['m at $21, 999

SALES MANAGER
How cl ose can you get to ny nunber?

SONJI
$22, 500

SALES MANAGER
You noved up $500 bucks, this car
worth $49, 999, now cause you driving
nmy patience.

SONJI
$22, 999

SALES MANACGER
' mat $49,999 now, try again.

SONJI
$24, 999

SALES MANAGER
Not even close. Are you financing or
payi ng cash?

SONJ|
Payi ng cash

SALES MANAGER
|'"'mat $50,999 if it's a cash deal,
are you taking it?

SONJ|
Ok, ok. $25,999, ny final offer.

SALES MANAGER
Thanks for coming in today, M. Patel.
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14.

Have a ni ce day!

Manager tosses, |Indian shopper offer in the air. He wal ks
back to his desk, points at the new sal esperson. |ndian guy
wal ks out of the store upset, he knew his price was bel ow the
val ue of the car, and he was pl ayi ng ganes.

Manager points at a new person to come over. The new
sal esperson slowWy goes toward him

SALES MANAGER
Do you know what you did w ong?

NEW SALES PERSON
No.

SALES MANAGER
They made you their towel boy, you
need to take control of these dush
bags, they going to run all over you.

NEW SALES PERSON
Thanks, boss. For constructive
criticism

SALES MANAGER
| shouldn't have to say that to you
your fire. Next green pea.

As soon, as he says next over fifteen new sal es guys, cone
out of the blue knocking on the class, outside wth signs,
asking to get hired, only one new sal esperson |eft.

A sal esman wal ks out with his head down.
In the meanti ne, another custoner wal ks into the show oom

USED CAR MANAGER
Li sten up, the next guy who conmes to
the desk, with a fake deal, gets hit
with this chain. Do your danm jobs,
and don't conme up, unless it's a rea
of fer.

SALES MANAGER
Al so, The mechanics, only two of them
are here today. So the cars, where
selling are al nost certified, not
certified. If custonmers walk in and
ask, what do you say?
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NEW SALES PERSON 2
They are al nost certified.

SALES MANAGER
W ong

HOTSHOT SALESMAN
They went through the sane
certification process, you have
nothing to worry about.

SALES MANAGER
exactly.

USED CAR MANAGER
Now go make a hundred calls each, and
let's make this noney.

Suddenly the speech is over, a gentleman with a long trench

coat enters. He's wearing expensive Fancy shoes, and a Fancy
wat ch, his showi ng off his wealth
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16.

HOTSHOT SALESMAN
H, Sir. Welconme to the tri-State auto
lot. My nane is Edd, and your nane is?

STEVEN ESQUI RE
My nane is Dr.Steven esquire, the
first. My father was a doctor, his
father was a doctor, and I ama
doctor. | need a vehicle that
expresses ny wealth, | can buy any of
t hese cars.

HOTSHOT SALESMVAN
Real | y? good, Steven.

STEVEN ESQUI RE
Dr. Steven to you.

HOTSHOT SALESMVAN
(Noticed Sonething is up) Dr. Steven
| see. Here we have the finest cars,
nmoney can buy, you have the 41 and the
500 s series, which car caught your
attention?

STEVEN ESQUI RE
The 41 | ooks like a car for the higher
cl ass. How does it drive?

HOTSHOT SALESMAN
It drives, like sitting on a yacht.
The car has a sensor in the front when
you drive. that hel ps you control, how
you change | anes, al so back up the
canera. You want to do a test drive.

STEVEN ESQUI RE
Makes sure the car is clean, | don't
want my coat to catch dust.

HOTSHOT SALESMAN
Yes sir, we always clean our cars
before a drive.

STEVEN ESQUI RE
When do we go?

HOTSHOT SALESMVAN
Ri ght now
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7.

Hot shot sal esnen sit custoners at his desk. He grabs the car

keys fromthe key track machi ne, he goes down to the |ot.
pulls the car up, outside his desk, and now he

HOTSHOT SALESMAN
Sir, | have the 4| outside.

STEVEN ESQUI RE
It's Dr. Steven esquire. Thank you

HOTSHOT SALESMAN
Pl ease follow ne, wait for ne, here at
ny desk. VWiile | bring the car up,

have a seat. 1'll be right back
Hot shot Sal esnman shows himthe car, outside. He's doing a
vehi cl e sal es denonstration, you can tell, he's going over
every detail. It's cold outside, all you see is the

tenperature, salesmen are freezing explaining benefits and
features.

EXT. SHOAROCOM - DAY

HOTSHOT SALESMAN
This car has an on-|ane assist, it has
a backup canera, it also has heated
and ventil ated seats. Navigation, and
satellite radio.

STEVEN ESQUI RE
Most new cars conme with those things
what's special about this car?

HOTSHOT SALESMAN
This car, sir has a better engine and
transm ssion, its performance power,
and the quality material in the
interior is superior.

STEVEN ESQUI RE
What about the mles per gallon?

HOTSHOT SALESMAN
This car does 21 m |l es per gallon,
sir. Let's go inside the car, and turn
the heat on |I'm freezing.

STEVEN ESQUI RE
What about the price?
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18.

HOTSHOT SALESMAN
The price is right their sir.

STEVEN ESQUI RE
It's Dr. Steven esquire.

HOTSHOT SALESNMAN
Dr. Steven esquire, the price is on
t he wi ndow sti cker.

STEVEN ESQUI RE
k. Does this cone with a superior
warranty as wel | ?

HOTSHOT SALESMAN
Yes, sir all these cars, conme with a
2-year warranty, can we go inside the
car?

STEVEN ESQUI RE
It's Dr. Steven esquire

HOTSHOT SALESMVAN
Dr. Steven esquire, let's go inside
the car. (hands freezing).

| NT. CAR DAY

i nside the nodel 4l, the car |ooks nice. Although, there is a
different price, next to Dr. Steven esquire.

It's so cold, he turns on the heater and slowy tries to take
the other sales price inside the car, before Dr. Steven
esquire takes a look at it, it looks like a |lower price. Edd
finally nmanages, to get the paper. He puts it behind him
they go on a quick test drive.

| NT. CAR SHOW ROOM DAY

They | eave the car, Dr. Steven sits down in his chair, Edd is
ready to nmake the deal

HOTSHOT SALESMAN
So, Dr. Steven esquire. | didn't
forget to say that, here is the nagic
guestion. Are you ready to take the
car hone right now?

STEVEN ESQUI RE

Yes. But | have a problem M credit
is only 400, | saw in your
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adverti senent that wouldn't be an
i ssue at this deal ership.

HOTSHOT SALESMAN
Sir, your a doctor with plenty of
weal th and a 400 out of 850 credit
score?

Hot shot eyes get really wide, in disbelief.

STEVEN ESQUI RE
Unfortunately, | did many things when
| was younger | regret.

HOTSHOT SALESMAN
So Steve, how are you going to pay for
this car, cash? (angrily).

STEVEN ESQUI RE
Dr. Steven esquire

HOTSHOT SALESMAN
St eve( enphasi zi ng) !

STEVEN ESQUI RE
Dr. Steven esquire.

HOTSHOT SALESMVAN
St evi el

Now t he car salesman is playing with the custoner because he
feels disrespected that his tinme has been wasted. He has | ost
sonme respect for the client. And refuses to go along with his
nam ng conventi on.

STEVEN ESQUI RE
| want to finance

HOTSHOT SALESMAN
You can't finance a $100k car with a
400 credit score unless you put quite
a large sumas a down paynent, how are
you gonna do that Steve?

STEVEN ESQUI RE
Dr. Steven esquire, renenber. | want
todo it if you can finance it.

HOTSHOT SALESMAN

So you're telling me, Steven. | nean
(obnoxi ously) Dr. Steven esquire. If
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we can sonehow, get you financed, you
will buy the car.

STEVEN ESQUI RE
Yes.

HOTSHOT SALESMAN
One last question to see if |
understand. For this car typica
situation, banks require a $7k-$10k
down paynent. Can you do a $20k down
paynment, Dr. Steven esquire if needed?

STEVEN ESQUI RE
| thought with $14k down, it would be
enough for a $300 a nonth paynent.

HOTSHOT SALESMAN
What if they ask for $20k? Come on Dr.
Steven esquire, you can do it? Right,

Dr.?

STEVEN ESQUI RE
O course, | can.

HOTSHOT SALESMAN
Geat, ill be right back, sign right
here. 1'Il let my manager know. You'l
take the car, no matter what if we can
do the deal

The sal esperson goes to the nmanager, the nmanager | ooks at the
deal. He sees the bad credit. They are in a heated argunent,
and then the manager realizes, it's a cash pile.

The manager's desk is far fromthe sal esnen, you can't hear
what they saying.

SALES MANAGER
Wiy didn't you tell him $40k, down
paynment ? 400 credit, he's a clown. Is
he even a real doctor?

HOTSHOT SALESMAN
Yes, look at the clown. $800 shoes,
and $1,000 jacket. But no credit. can
we finance that pie face, with a 400
credit?

SALES MANAGER
Get me another $20k gees. Let's bleed
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this fucker is dry. Go get nore down,
| need $40k down, and he's paying 25%
interest. He's going to get Sub-

Pri med.

HOTSHOT SALESMAN
CGot it.

Sal esnen, goes back to his desk, with his custoner.

STEVEN ESQUI RE
Any news.

HOTSHOT SALESMAN
| got good and bad news sir. The good
news, we can do it. The bad news,
banks want $40k. Can you do that Dr.
St even esquire?

The client is not nervous. But he is finally understanding,
how bad his credit is. He begins, to think about it, but the
sal esperson. And the build-up, he can't back up now.

STEVEN ESQUI RE
Can, | think about it?

HOTSHOT SALESMAN
Come on Dr. Steven esquire, your an
honor abl e man of neans, you woul dn't
just waste soneone's tinme, for two
hours, if you didn't have the noney
right?

STEVEN ESQUI RE
O course not.

HOTSHOT SALESMVAN
Then stop thinking about it, let's do
it.
STEVEN ESQUI RE
Ok, so $40k right. (breathing
har shly).

HOTSHOT SALESMVAN
That's right.

STEVEN ESQUI RE
Alright, what's the interest?
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HOTSHOT SALESMAN
Just two zero, 2.0.0

STEVEN ESQUI RE
Are you saying 2% or 20.0%

HOTSHOT SALESMAN
It's just a low 2 zero.

STEVEN ESQUI RE
2.00 or 20.07?

HOTSHOT SALESMAN
Two zero or 2 zero points, zero

STEVEN ESQUI RE
| s that good?

ROTATI ON SALESMEN

Sir, I mean. Dr. Steven esquire. Wth
400 credit, your |ucky banks want to
do the deal. Is it a deal?

STEVEN ESQUI RE
(sweating), | guess so.

The sal esnmen hand's the doctor a stack of papers. That al nost
| ooks ridicul ous, license, insurance, notor vehicle, taxes,
addr ess, etc.

Managers, counting their noney. They | ook like, all they see
are just noney signs. Laughing with their |ast teeth.

The custoner drives off, you see the nmanager with a

cal cul ator, snoking a cigar. Like he just ripped soneone's
heart out, the darkest nonent; you have seen so far. G eed
has no limts.

| NT SALES BACKROOM DAY

You see a table and sone chairs. Were the car sal esnen eat,
it's obvious, that this is the back room where all the
backroom water cooler talk is held, and tabs on sal es
nunbers.

On the board, you see people nicknames witten out. on the
top of the board, it says "used cars" forty cars.

You read through, you see hotshot with 20 cars sold, a

veteran with 12, the beast with 17, old man ei ght, 1-year guy
five cars sold, a six-nmonth guy has three cars sold, green
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pea one car sold.

GREEN PEA
What's this? Sal esman perfornmance
board. how it says 40 cars but are
there nore cars sol d?? Hey, old-tiner,
what's this?

OLDTI MER SALESPERSON
This sal es board, show you cars sold
for a nonth.

GREEN PEA
How do we have only 40 used cars, and
this many cars sol d?

OLDTI MER SALESPERSON
Go get a sale and stop |ooking at the
nunbers.

| NT. CAR SHOW ROOM DAY

Two guys fromthe streets enter the showoom they |ook |ike
gangsters. They | ooking for a specific sal esman, the green
pea approaches them and gets turned down, the hotshot
approaches them and gets turned down.

They finally see the beast.

BEAST
What took you two so | ong?

GANGSTER 1
every sal esman, keep trying to sell us
a car.

GANGSTER 2

We t hought we were sharks, you car
sal esnen, don't play.

BEAST
Sit down, over here at ny desk. Do you
guys, know the car you are buying?

GANGSTER 1
Yes, is the one with the big trunk
space.

GANGSTER 2

W want the fully | oaded one, you
under st and.
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BEAST
| understand, did you bring the cash?

GANGSTER 1
O course, where is the car? W got to
see what we're getting.

Beast wal ks the gangsters, to the big SUV, opens up the
trunk. The deal does not | ook |ike; typical car sales.

It 1ooks |like sonething, illegal m ght be going on.
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EXT. CAR SHONROOM NI GHT

A young guy in his early 30's, enters the deal ership, the
veteran sal esnen. Takes the custoner, and snmoothly fights
t hrough obj ecti ons.

VETERAN SALESMEN
H, Welcone to Tri-State auto, ny nane
is Jim and your nane is?

FRANK SM TH
Fr ank.

VETERAN SALESMEN
H , Frank. Good to neet you, what
brings you in today? Car, truck, or
SUV?

FRANK SM TH
Truck, | want to see what kind of
trucks you have.

VETERAN SALESMEN
Sounds great. please have a seat.

FRANK SM TH
Thank you.

VETERAN SALESMEN
Wul d you like coffee or tea, or

wat er ?

FRANK SM TH
No t hanks, |I'm good. So how much is
the LP truck, | saw it online for
$57k.

VETERAN SALESMEN
Ok, have you seen the car in person
bef ore? Have you guys, test-driven it
bef ore?

FRANK SM TH
No, not yet.

VETERAN SALESMEN
Ok, great. Listen, I'mbringing this
car up if by any chance you have a
second opi nion. and want to get
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anot her one | have, just ask.

FRANK SM TH
k.

EXT. CAR SHONROOM PARKI NG - NI GHT

The veteran sal esman, has the car fully open, on a deno
di splay. Meaning all the doors are open, the hood and the
back- doors too.

VETERAN SALESMEN
Frank, take a | ook at this beauti ful
car.

FRANK SM TH
WOw

VETERAN SALESMEN
This car is only $75k, it's fully
| oaded with navigation, backup camera,
it has heated and cool seats and a
safety system this is a great car.

FRANK SM TH
Wait, $75k the website said only $57
t housand.

VETERAN SALESMEN
The online price does not include,
t axes, Mdtor vehicle fees, and down
paynent s.

FRANK SM TH
$75k is quite, an expensive car.

VETERAN SALESMEN
It just depends on where your credit
is at. It also depends on the car you
want, this car you picked out is worth
a $100k car. But you not buying it for
that, you buying. A used car, so you
save $25,000 in non-equitable val ue.

FRANK SM TH
| don't know, it sounds like a |ot.

VETERAN SALESMEN
This car is in mnt condition, only
one previous owner clean, car report
cl ean.
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FRANK SM TH
The price is high. | got to talk to ny
wi fe, about this cause it's a bigger
purchase than | thought | wanted to
make. What happened to the 2016 LP?

VETERAN SALESMEN
That car has a lot of mles you want
t hat ?

FRANK SM TH
No.

VETERAN SALESMEN
Qurs has only 25k mles, it's gone
t hrough 181 point inspection.

FRANK SM TH
It's not the mles, | think it's a
good car. but for $75k | got to speak
to my wfe.

VETERAN SALESMEN
Why don't you call her?

FRANK SM TH
She's busy at work.

VETERAN SALESMEN
| don't knowif she mnds if we call
or text. maybe we show up? and give
her the car?

FRANK SM TH
Yeah, but | still got to speak with
her.

VETERAN SALESMEN
What did you get to speak to her
about ?

FRANK SM TH
About the purchase.

VETERAN SALESMEN
Listen. | know you wanted to bring
your wife into this. But at the end of
t he day? you are here.

FRANK SM TH
| don't know
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VETERAN SALESMEN
Hear nme out Frank, you can have
everyt hi ng checked by your w fe but
it's not enough.

FRANK SM TH
| usually have her, when making a
purchase of this size.

VETERAN SALESMEN
Li sten, when she sees this car she
gonna know you made the right
deci si on.

The veteran sal esman shows the client where he can sit down
at again, he is assumng the sale at this point, he is
printing, every docunent; before he is able to say anything.

FRANK SM TH
Where ny nonthly paynents, will be at?
Wth $15k down.

VETERAN SALESMEN
Roughly $770-$850 a nonth

FRANK SM TH
| was trying to be under $500 a nonth.

VETERAN SALESMEN
Li sten $500 a nmonth x84 months is $42k
with the $15k down, that's $57k. |
wi Il need another $10k. That wll put
you at $67k, and we finance, where
you' re out the door.

FRANK SM TH
How much will ny paynent go if | put
down a total of $22k?

VETERAN SALESNMEN
About 675-700 a nont h.

FRANK SM TH
VWat if | want the new radi o feature?

VETERAN SALESMEN
Unfortunately, you have to buy it.
Because it doesn't cone standard. From
the factory, since it's a used car.
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FRANK SM TH
Their wife not picking up the phone.

VETERAN SALESMEN
Let nme ask you sonet hing before you
cane here today. Did you and your wfe
have a conversation?

FRANK SM TH
Yes

VETERAN SALESMEN
See, then why are you not buying it? |
t hink you have al ready nmade your
decision. right?

FRANK SM TH
Ri ght .

VETERAN SALESMEN
Congrats wel cone to the exus famly.

The veteran has himfilling out a tower of papers, he gets
the key, the plates, and within a few m nutes. The guy drives
off with a newer car.

Two hours later, a |ady |ooking pisses off, the manager | ooks
at her and sal esnen begi n avoi ding wal king up to her or doing
a greeting.

SALES MANAGER
Is there anything we can do for you
m ss?

ANGRY W FE
Yes, cancel the contract. My husband
purchased a car here from1l believe
Jim and | wanted to see where he got
ripped off. | need the purchase order
cancel ed.

SALES MANACGER
We cant cancel a contract, once he
signs and puts noney down, and drives
off it's your car.

ANGRY W FE
That's really dunmb, that's really dunb
busi ness practices, ny husband was
i gnorant, and got played |like a dummy.
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SALES MANAGER
| can't do anything for you.

ANGRY W FE
Cancel s the purchase or I'mcalling

t he poli ce.

SALES MANAGER
Call them if you want.

ANGRY W FE

Oh, | wll.

Thirty m nutes pass by,

there are two cop patrols that have

come in to control the situation. The lady is now scream ng
about wanting the dealer to cancel the contract.

SALES MANAGER
Lady cal m down, you can't be scream ng

ANGRY W FE
W paid a |l ot of noney, and this car
doesn't even have a second key.

FRANK SM TH
| didn't want the car without ny wife
present.

COP 1
Mam pl ease cal m down, can you explain
the situation?

ANGRY W FE
These peopl e are robbing us.

CoP 1
What do they do? they selling you a
car. They cant cancel a contract if
you cl osed a deal

ANGRY W FE
What you can do? or what can | do?

CoP 1
Contact your |awer, but they didn't
do anything illegal. They just sold a
car.

FRANK SM TH
But ny wife wasn't here!
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CoP 1
Sir, you don't need your wife's
approval to buy a car. that's a
per sonal issue.

ANGRY W FE
VWl l, he does need ne to nake a
f reaki ng purchase.

COP 1
Have a nice day, let's go guys.
Not hi ng here. Typical angry wfe, and
husband situation, donestic issue.

The cop gives her a ticket. She | ooks nore upset than her
husband was, you can see that she controls the rel ationship.
And t he husband was scared to deal with his wfe.

The second cop unbl ocks the parking | ot and | eaves, the
sal esmen begin making calls, and the angry | ady | eaves the
| ot.

SALES MANAGER
VWat a crazy wonman, her husband was
definitely scared of her.

VETERAN SALESMEN
You saw, she was trying to force what
she said on the cops and they just
sent her away.

ROTATI ON SALESMEN
VWhat the heck was that about?

GREEN PEA
That was hilarious...Wy you got that,
he's ny husband, cop, please tell them
to cancel, ha.. ha.

HOTSHOT SALESMAN
| would love to sell her a car, if she
woul d be happy, you know how many
custonmers a big nouth person |ike her
coul d send.

BEAST
She wastes a | ot of tine.

OLDTI MER SALESPERSON

| wonder if her husband, needs to ask
perm ssion to use the bathroon?
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(1 aughi ng)
Al'l the sal esnen |augh with him

USED CAR MANAGER
Get back to work, call sone nunbers
you | azy buns, costing nme noney; al
you guys are good for is jokes.

SALES MANAGER
Why didn't you call the freaking,
mechani c?

USED CAR MANAGER
| did call the key nmechanic, they
never know who is doi ng what?

SALES MANAGER
You're a manager, don't they listen to
us?

USED CAR MANAGER
Freaki ng service nmanager not doing his
j ob.

SALES MANAGER
Al'l these cars look Iike shit |ook at
the car, no engine. M ssing an engi ne.
How are we supposed to sell a car,
W t hout an engi ne?

USED CAR MANAGER
Sonmeone gonna get punched in the face
real soon

SALES MANACGER
These detail guys suck, | ook how dusty
our cars are.

USED CAR MANAGER
| feel like I"'min ny grandnother's,
real dusty cars.

An old | ady wal ks into the showoom she's |ooking around at
one of the three cars, the other sal espeople are busy with
ot her custoners.

One of the sal esnen approaches the old lay, as she slowy

sits inside the sedan, and | ooks around the vehicle, she is
ol der than nopst.
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ROTATI ON SALESMEN
H, mam Welcone to tri-state exus. My
name is Peter, and your name is?

OLD LADY
H, Peter. My nane is Elizabeth
Ham | t on.

ROTATI ON SALESMEN
Hi, Elizabeth. So this sedan caught

your eye?

OLD LADY
Yes, making sure | find all the right
buttons.

ROTATI ON SALESMEN
| see.

OLD LADY
|"m | ooking for a car with good safety
features, and al so a good sensor when
driving.

ROTATI ON SALESMEN
You nean safety systemright?

OLD LADY

No, the safety sensor, does it have
it?

ROTATI ON SALESMEN
Sure it has it.

OLD LADY
VWhat about the canera?

On the backsi de, you see both managers who sit side by side,
are fighting with each other screanm ng about noney,
custoners, and paperwork. The receptionist walks in a really
pretty woman. And everyone stops for a few seconds just
staring at her body, after she wal ks out the stress and
fighting continues.

One of the mechanics cones into the shop and drops off keys.

Showi ng a recall sign for one of the cars, this tinme you see
all the salesnen frustrated. everyone is making calls, except
the rotation sal esperson. Who is with the customer currently?

Now we focus back on the old | ady, who asked about cars?
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CLD LADY
Does this car have navi gation?

ROTATI ON SALESMEN
Yes, mam this car has navigation
features.

OLD LADY
Does this car have, | ane assist?

ROTATI ON SALESMVEN
Yes.

OLD LADY
That car is too big for nme, do you
have a smaller car?

ROTATI ON SALESMVEN
That's the small est car we have the
| X.

OLD LADY
What about noney?

ROTATI ON SALESMEN
Let's go outside and check the car out
first if youlike it. W can talk
about noney at that point.

OLD LADY
| Have sone questions..

THE END
TAG

ASI AN CAR CUSTOMVER ( COCKY)
| want the best price! Your gonna have
to pay me to drive your car off the
| ot!

Finally, the salesperson smled. Pulls out his wallet, and
puts a ten-dollar bill on the table.

THE ASI AN VWH SPERER
Just take the car, even if | have to

pay you.
Wth all the paperwork conplete the custoner takes the key

and drives off with the new car. every sal esperson waiting
for the custoner to |leave off the lot, the manager runs down.
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Wite in big bold letters, "cracked" him $20k in profit.
Suddenly you see a small party and ball oons, and drinks, with
everyone on staff, that we saw earlier. This is the
introduction to the exciting and cut-throat car business.
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