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Thanks for checking out this copy 
of Leasing Made Easy, your guide to 
achieving the lowest cost of ownership 
for your next automobile. In this guide 
we break down the basics of leasing 
and introduce you to the FREEDOM 
LEASE, which is our  greatest advantage 
in off ering you a new and unique way to 
get into a great vehicle, at a great price. 
 
Understanding the advantages of leas-
ing is key to getting the most for your 
money. And when you undertand the 
advantages the we off er at Kiser Auto 
Leasing, we believe you’ll defi nitely 
want to get into your next vehicle with 
us. 
 
So read the guide, and reach out and 
get in touch with us today!
 
To your Savings,
Kennith Kiser

We know that leasing with Kiser Auto Leasing 
LLC off ers big advantages to traditional methods 
of purchasing or leasing a vehicle. But we want 
you to understand this too. Leasing Made Easy 
outlines the basics of leasing, and then further 
explains why leasing with us allows you the 
freedom to lock in a great payment, and still end 
your lease should circumstances require you to. 
It also allows you to get a brand new car, MORE 
OFTEN! All of this, with the lowest year on year 
costs available for driving a brand new vehicle. If 
you’re looking for more car, more ofen, with low 
down payments and low monthly payments AND 
you’re looking for the best way to minimize your 
yearly vehicle costs, then give leasing, and Kiser 
Auto Leasing LLC a good close look. Find out what 
leasing could mean to you and your situation.
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Leasing Basic’s 

An Introduction 

ou probably have some idea of what leasing is, but perhaps you are amoung the many who  
misunderstand it. The concept of leasing is fairly simple, yet many automotive consumers 
don’t completely understand. People are quite often skeptical and even afraid of leasing. 
A lot of people see it as being similar to a “rent-to-own” scenario but, for some reason, on 

a much more sinister level. There are even well-meaning but misinformed “experts” who are quick to 
advise against leasing, denouncing it as a scam, professing that it’s a waste of money like renting or sug-
gesting that it only really benefi ts the businesses. 



Is Leasing like Renting
While leasing certainly does have similarities to 
renting and rent-to-own plans it’s far from sinis-
ter or cheating. In fact, leasing is a well-respected 
and common fi nancial concept that has been used 
in the commercial world for decades as a method 
of fi nancing buildings, equipment, and vehicles—
although it is still relatively new to most automo-
tive consumers.



NOT the Same Thing
Car leasing is not the same as renting, as many 
people mistakenly believe. Because many con-
sumers still are not suffi ciently informed, there 
have certainly been cases in which mistakes 
have been made and in which customers’ lack of 
knowledge has been taken advantage of, some-
times fraudulently. But for every horror story 
that’s told there are 1,000 success stories that 
don’t get told.

Consider 
This:

Think of it this way:

If you buy an item from an online store, are 
you more likely to give that item a review if 
you have a good experience with it or a bad 
experience? 

If you loved the item and enjoyed it then 
you probably don’t care about the online 
store and likely never thought to review the 
item. If you had a bad experience with the 
item you’re very likely to want to let every-
one know about it and have the problem re-
solved by the manufacturer or store; you’ll 
be far more likely to leave a review.

Thus the horror stories are more commonly 
publicized simply because more people are 
willing to tell them. 

Common 

Misconceptions
Understanding how the process works is the 
absolute secret to successful auto leasing, as 
it is with any business transaction. You have 
to take the time to properly prepare your-
self before making decisions and learn to use 
leasing to your benefi t rather than to your 
disadvantage.

Can you make serious mistakes and end up 
signifi cantly overpaying or even be cheated? 
Only if you lack a basic understanding of 
leasing concepts, knowing how to get a good 
deal, and knowing how payments are fi g-
ured. Master those concepts and you’ll have 
a much easier time making a good deal. 

Leasing is a method of fi nancing, similar to a 
loan. It would be a mistake to think that con-
sumer car leasing is like apartment leasing, 
apartment renting, or car renting. It is not. 
The differences are so signifi cant that any 
attempt to try to understand one by drawing 
on your knowledge of the other will only re-
sult in a serious misunderstanding.

Many of the best car deals around have all 
but disappeared—especially since car manu-
facturers started offering fi nancing with ex-
tremely low rates to entice potential buyers. 
All the same, leasing is still an attractive al-
ternative to buying a new vehicle for many 



motorists. Half of all luxury cars and about 20% 
of all cars are currently being leased. 

For many people, leasing a new vehicle every 
two or three years would be more expensive 
than buying one and keeping it after the fi nal 
payment. Then again a lot of people are happy to 

lease a vehicle they could 
never afford to buy, even 
if it doesn’t necessarily 
save money—hence why 
so many luxury vehicles 

are leased.

Leasing has two principal benefi ts: 

1. You can drive a newer vehicle that is al-
ways under warranty and seldom needs more 
than routine maintenance, and 

2. You can often get a larger, more luxurious, 
better-equipped car. Car dealerships like leasing 
because the customer-loyalty rate is three times 
as strong as it is with buyers.

When you lease, you negotiate a purchase price 
with the dealer just as you would if you were 
buying. This key point is not well known and 
dealers have even told customers that, because 
it’s a lease, price is always full sticker price. This 
is simply not true. Generally, the only time you 
would not need to negotiate price is when the 
dealer is offering a special advertised deal in 
which the price and other factors of the lease 

are already set to attract your business.

If you don’t like negotiating, get already-dis-
counted price quotes online from Edmunds. A 
local dealer who has the car you want will con-
tact you and confi rm the price. That will be the 
price your lease will be based on. For compari-
son, you can also get price quotes from Invoice 
Dealers. Getting free quotes online is an excel-
lent way to bypass the annoying price haggling 
in a dealer’s showroom.

After you’ve agreed on a price with your dealer 
and signed the lease contract, the dealer actu-
ally sells the car to the company that’s leasing it 
at that price. The leasing company then leases 
the car to you, based on that price. For this rea-
son, price becomes the most important factor in 
what you’ll pay in monthly payments.



I
t may seem that way, but the car dealer simply acts as an agent for the 
leasing company so that you don’t deal directly with the leasing com-
pany until you start to make monthly payments. The dealer works out 
the terms of the leasing agreement with you on behalf of the leasing 

company. For this service, the leasing company usually pays him a commis-
sion, which adds to his profi t on the deal. Once the contract is signed, your 
relationship is with the leasing company, not the dealer, unless it’s an issue 
with the vehicle itself.

Leasing companies used by dealers are usually subsidiaries of the car manufac-
turer (called “captive” leasing companies), such as Ford Motor Credit or Gen-
eral Motors Acceptance Corporation (GMAC).  However, dealers can also offer 
leases from banks and other lending institutions with whom they’ve worked 
out mutually benefi cial business terms.

So, automobile dealers are in the business of providing automobiles; leasing 
companies, banks, and credit unions provide leases. 

Find Your Own Leasing Company
As a leasing consumer, you have the option to shop for your own leasing com-
pany, bank, or credit union to fi nd better lease terms than the dealer’s leasing 
companies can offer you. These independents can often arrange to get you an 
even better price due to fl eet purchasing arrangements. 

The tradeoff is that dealers make it very convenient to arrange for both the 
vehicle and the lease all in a single meeting, and the dealer’s captive leasing 
company can often offer special lease terms to help the dealer move vehicles. 

The Dealer is 
NOT the Leasing 

Company



What it means to 
lease?
When you sign a leasing contract you’re agreeing 
to make regular monthly payments, keep appro-
priate insurance, pay vehicle taxes, pay licensing 
fees and take good care of the vehicle. You’re also 
agreeing to keep the car for a specifi ed number 
of months—typically 24, 36, or 48 months—and 
you’re expected not to try and end that agree-
ment prematurely. 

At the end of the lease you’re expected to return 
your vehicle to the leasing company with only 
“normal” wear and tear. You’ll have to pay for any 
damage or extra mileage over and above your 
contract-specifi ed limits.

You may have an option to purchase your vehicle 
at lease-end for a specifi ed price, if you choose. 
Or you may be able to use the car as a trade-in on 
a new car. Otherwise, you can simply return the 
vehicle to the leasing company and walk away. Be 
careful, however, because you might just have eq-
uity value in your vehicle that you don’t want to 



simply give back to the leasing company.

Making the best decision about what you do with 
your vehicle at lease-end—returning it to the 
leasing company, buying it, trading it, or extend-
ing your lease—requires that you look at each op-
tion carefully and evaluate the tradeoffs. 

The basic facts
Keep these points in mind when you’re deciding 
whether or not a lease is right for you. 

1.  The short-term monthly cost of leasing is al-
ways signifi cantly less than the cost of buying.

For the same car, same price, same term, and 
same down payment, monthly lease payments 
will always be 30%-60% lower than loan pay-
ments. This is still true even when compared 
to 0% or low-interest loans (see comparison at 
right). For actual detailed comparisons, see our 
Lease vs. Buy Calculator.

2.  The medium-term cost of leasing is ABOUT 
THE SAME as the cost of buying; assuming the 
buyer sells/trades his vehicle at loan-end and the 
leaser returns her vehicle at lease-end.



The overall cost of leasing compared to buying, over the same lease/loan term, 
is approximately the same, assuming the buyer sells the vehicle at the end of 
the loan. Comparisons sometimes show buying to cost a little less than leas-
ing due to fewer fees, lower total fi nance costs, and the assumption that a 
purchased vehicle will return full market value if it is sold or traded at the end 
of the loan (often a bad assumption, especially if traded). However, when the 
benefi ts of wisely investing monthly lease savings are considered, along with 

sales tax savings (in most states), the net cost of leasing can easily be less 
than buying.

3.  The long-term cost of leasing is always more than the cost of buy-
ing, assuming the buyer keeps his vehicle after loan-end.

If a buyer keeps his car after the loan has been paid off and 
drives it for many more years, the cost is spread over a lon-

ger term. It doesn’t take rocket science to fi gure out that 
the cost of buying one car and driving it for ten years is 

less expensive than leasing or buying four or fi ve different 
cars over the same period. Therefore, leasing is always more 

expensive than long-term buying. If long-term fi nancial cost 
savings were the most important objective in acquiring a 

new car, it would always be best to buy the car and drive it 
for as long as it survives — or until the cost of maintenance 

and repairs begins to exceed the cost of replacing it. Howev-



er, many automotive consumers have other more 
immediate objectives that are more important 
than long-term cost savings.

why is car leasing so 
popular?
There are two large factors that positively affect 
the popularity of leasing today. The primary one 
is that new car prices have rapidly increased over 
the past decade or two and the prices are often far 
beyond reach for the average buyer. 

The second reason is that increased cost of hous-
ing, food, and other necessities of life have left less 
money in the monthly budget for transportation; 
the cost of living has dramatically increased over 
the past 50 years and even though it’s supposed to 
be offset by minimum wage and other factors; the 
fact remains that unemployment is extremely high 
and even though there’s a minimum wage there 
are no minimum hours. Millions of people work 
less and make less so buying a car at all is starting 
to become a luxury. Because of these factors, peo-

ple have become increasingly eager to fi nd ways to 
make personal vehicles more affordable.

Auto manufacturers and fi nance companies have 
come to the rescue in a big way with consumer 
car leasing programs. These programs are simply 
modifi ed versions of business leasing that have 
been around for years. This helps explain much of 
the strange language and confusing concepts as-
sociated with consumer leasing today.

In a nutshell, leasing has become popular be-
cause it offers people a way to drive the ve-
hicles they want—often better vehicles 
than they could buy—for less money 
and less hassle. 

Low monthly payments are the 
big attraction, although we’ll 
soon fi nd out why it’s important 
to look at other factors before 
deciding to lease a new car. While 
the rules of leasing can make it a dif-
fi cult choice, at Kiser Auto Leasing LLC 
we eliminate a major part of the problem. 
Keep reading and will explain how.



Here is an example of how the costs of leasing and buying a vehicle break down:

 In this example, we compare the cost of purchasing a vehicle with a 36-month loan at 6.75% 
to what it costs to lease the same vehicle for 36 months. These are based on real rates but for 
simplicity’s sake I’ve omitted taxes, licensing fees and a few other details. This is just to give 

you a general overview comparing leasing a car and buying a car. 

Purchase Price

Lease = $33,595 

Purchase = $33,595

Leasing a Car vs. Buing a Car 

– Local Business Quick Start Guide



Down Payment

Lease = $2,000 Purchase = $6,719 (20 percent)

If you can’t come up with the down payment, 
leasing looks pretty good right now. Getting 
the best interest rate on a new-car loan usually 
means coming up with 20 percent of the 
purchase price as a down payment. Of course, 

Leasing Still Requires a Purchase

Leasing doesn’t change the fact that a vehicle 
is being purchased. Just like buying a car, the 
actual price of the car can, and should, be 
negotiated. For simplicity’s sake, our example 
will sell for retail price. This is not far from 
real market conditions. Neither option has an 
advantage here.



Lets Do the Math

many new car buyers have a trade-in to offset 
this expense, something a repeat lessee would 
not have.

Note that in this example the lease down 
payment includes the fi rst month’s payment. 
Right now the Lease has a slight advantage. 

Monthly Payment

Lease = $359 

Purchase = $825

Advantage: Lease. Leasing looks really good 
now. Paying for only a fraction of a vehicle has 
its advantages. Don’t forget, this example is 
based on a 36-month lease versus a 36-month 
loan. Many shoppers will opt for 48-, or 
60-month loans to reduce their payments, 
though this will increase total costs because 

of the interest. However, a direct comparison 
with a longer loan is diffi cult, as leases greater 
than 36 months are rarely available.

Totals after 36 Months

Lease = $14,565 

Purchase = $36,419

If keeping money in your wallet is your primary 
goal, so far this lease is working for you. The 
buyer is out two and half times as much money 
as the lessee.

Residual Value of Vehicle

Lease = $0

Purchase = $23,701



Getting to the bottom of the REAL Final Cost

So, How Do I Lease?

You probably saw this coming. As a lessee, you 
were not putting equity into the car. 

The buyer, though taxed by higher monthly 
payments, now has some serious equity in the 
vehicle. 

This is money that can be used as a down 
payment on another new vehicle. Purchasing 
gains a huge advantage here.

Real, Final Cost

Lease = $14,565 

Purchase = $12,718

Here’s the real bottom line. The lease would 
have saved you a lot of up-front cost, but 
counting the value of the vehicle, our purchaser 
is now almost $2,000 ahead. But this would 
only apply if you keep the vehicle long enough 
to see that value. 

 The basic allure of leasing a car is that you don’t 
have to pay for or fi nance the entire cost of a 
vehicle. You’re simply paying for the use of that 
vehicle for a specifi c period, often two or three 
years or as long as fi ve or six years. 

It’s not exactly renting, but the principle is 
similar. Evaluating a lease is a matter of basic 
arithmetic. 

You need to consider four factors:

• Total initial payment, including down payment and any extra fees

• Amount of each monthly payment

• Number of months in lease terms

• Possible additional charges at the end of the lease

With a lease, your monthly payment is based on the difference between the vehicle’s transaction 
price (its “capitalized cost”) and what it’s estimated to be worth at the end of the lease term (the 
“residual value”). This difference is fi nanced at a particular rate of interest (which may be called a 
“lease rate,” “lease charge,” or “money factor”).



Typically, your down payment and monthly 
charges will be lower with a leased vehicle than 
one purchased outright. 

That’s why you can usually obtain a better 
vehicle for the same cash you put down. You 
might need nothing more to secure a lease 
than the fi rst month’s payment and a security 

deposit, which is usually about one monthly 
payment. 

Details vary sharply, though. Many lease 
deals require a substantial down payment and 
possible additional charges.

Nothing affects lease terms more than your 
credit score. The alluring terms seen on TV 
commercials are available only to customers 
with a top-notch credit history. 

So-so credit means a bigger down payment 
and/or higher monthly payments. 

At Kiser Auto Leasing, LLC, we simplify the 
process and offer two simply fi nancing levels 
and BOTH, with reasonable interest rates. 

Of course, poor credit generally means no lease 
at all.  But don’t be surprised if you fi nd out that 
you qualify for our fantastic rates.

In any case, when the lease period is up, you 

simply return the vehicle to a dealer without 
having to worry about a trade-in or selling it 
to a private party. Provided that the vehicle is 
returned in good condition, you owe nothing 
more; but you own nothing, either. Most leases 
give you the option of purchasing the vehicle 
at the end of the contract at a predetermined 
price. If you really like the car, that’s a possibility. 
However, this is often more expensive over 
time than buying it outright.

Many dealerships use their own in-house 
fi nance company.

How Does Financing Effect Your Lease?

How to Shop Around for a Car Lease

Just as it pays to shop when you’re buying a car, 
it’s also wise to shop around for a lease. At Kiser 
Auto Leasing we encourage you to look at the 
other guy’s offers. But you have to know ALL 
the details to get the full picture when leasing. 
Never feel obligated to go with a deal. Resist 
the temptation to try and please everyone and 
don’t be afraid to walk out of the dealership and 
away from any deal that’s less than excellent. 

Make sure you compare costs for identical 
vehicles. A lease with low monthly payments 
and a hefty down payment might cost more 
overall than one with higher monthly payments 
but no money down. Do the math, and consider 
the total amount that you’ll be paying -- both 
now and over the lease term.

New-car dealers may seem like the logical 
place to start your shopping, but there are 
alternatives. Not only is Kiser Auto Leasing, 
LLC able to beat the deals offerred by most 
dealerships, we offer the FREEDOM LEASE, 

and you aren’t likely to fi nd that anywhere else.

Take a look at the next section to get a great 
idea of our VERY REAL advantages. 

When you consider all the options, we honestly 
believe we give you the best option to getting 
into a new car, every year, every two years, 
whatever you choose! 



Conclusion
You can fi nd alot of information that will tell 
you that leasing is a good option, in SOME 
situations. The truth is, when you lease a car 
from Kiser Auto Leasing, LLC, leasing may be the 
best option for you in MOST cases. 

Lets take a closer look at the advantages you 
will only fi nd at Kiser Auto Leasing.





 Today, people have alot of options when it comes to getting a new car or truck. But seldom do people 
dive deep and take a close look at the REAL costs of ownership. We believe that our FREEDOM LEASE 
offers a fantastic value that you will only get with Kiser Auto Leasing. We start with a great price, and 
then offer a low entry point with low down payments and low monthly payments that few can match. 
But then we go the extra mile, offering the ability to cancel your lease ANYTIME (with 30 days written 
notice) or simply put yourself in a brand new car EVERY YEAR if you choose. With this option, Kiser 
Auto Leasing removes the fi nal obsticel that many had to pursuing a leasing option for themselves. 

 Lease Advantages with Kiser 
Auto Leasing, LLC

•  Lower Monthly Payments. You only pay for de-
preciation during the term, monthly payments 
are 30%-60% lower than car loans

•  Our Exclusive Pricing Tool Will Help You Lease 
Smarter. Expert Lease Pro help you make smart 
car leasing decision is a phone call away

•  Great way to establish credit. If you are a fi rst 
time buyer or have average credit, sometimes 
auto leasing is a great way to improve your credit

•  More Cars, More Often. With lower payments, 
car leases allow you to get more car for your mon-

ey and drive a new car every year if you choose

•  Fewer Maintenance Headaches. All of our leas-
es are covered by the manufacturer’s warranty, 
major repairs are covered by the warranty

•  Lower Up-Front Cash Outlay. Some dealers re-
quire $2000-$7000 down. You can walk out if you 
don’t like it. Our upfront fee’s are under $1000.

•  Just walk away at the end! With typcial Closed 
end leases there is no hassle at the end. You turn 
in the car, pay an end of lease disposition fee, and 
walk away. With Kiser Auto Leasing, LLC and our 
FREEDOM LEASE, you can cancel your lease any-
time (when you are current on your lease pay-
ment, and with 30 days written notice).



Kiser Auto Leasing, LLC

Ford Fusion SE

Standard 
Equipment
10-way power driver’s seat with power 

lumbar (fore/aft , up/down, tilt, recline, 

2-way power lumbar, memory) and 

6-way power passenger seat (fore/aft , up/

down with recline)Fold-down split rear 

seat-back (60/40)  Seat back map pockets

Manual climate control,Cabin air fi lter, 

AM/FM Stereo with D Player, MP3 Ca-

pability, Six Speakers Audio input jack, 

SYNC® With MyFord® Voice-Activated 

Communications and Entertainment System,    SiriusXM Satel-

lite Radio, SYNC®, Available voice-activated SYNC® technology 

helps keep you connected to your world while you keep your 

eyes on the road and hands on the wheel.

    Urethane shift  knob

    Floor mats (1st row)

    Front center console

Bottom Line? Our Freedom Lease gives you the 
lowest Possible annual vehicle costs available 
anywhere. 

There are many things to consider when 
calculating the actual cost of owning or leasing 
a car. We offer lower down payments, lower 
monthly payments, and a way to cancel your 
lease at any time with 30 days written notice. 

Where can you get a new car every one, two or 
three years without paying a heavy cost? 

Kiser Auto Leasing!

12801 Worldgate Drive 
Herndon, VA 20170

Tel: 703-871-3900

E-mail: support@kiserautoleasing.com



Ford Escape SE

 Rear center armrest

Integrated front 
door storage

Power door locks

Intermittent/speed-
sensitive wipers

Rear View Camera*

Remote decklid re-
lease

Dual illuminated vi-
sor mirrors

Dome lamp and 
map lights

Pull-down assist 
handles, front and 
rear

Rear window de-
froster

12-volt powerpoints 
(3)

EasyFuel® capless 
fuel fi ller

Power windows — 
one-touch up-down 
driver

 and passenger win-
dows

Global open/close 
feature

Message center with 
trip computer

Tilt and telescoping 
steering wheel

Steering wheel with 
cruise and redun-
dant audio

1.6L EcoBoost® Engine

6-speed SelectShift® 
Automatic transmission

Front-wheel drive

Torque Vectoring Con-
trol

Traction control

AdvanceTrac® with Roll 
Stability Control™

Electric Power-Assisted 
Steering (EPAS)

Four-wheel disc Anti-
Lock Brake System

17� Sparkle Silver-Paint-
ed Aluminum Wheels

Mini spare tire

Body-color rear spoiler

Door handles – body-
color

Upper grille – black with 
chrome bar

Lower grille – black

Mirrors – body-color

Integrated blind spot 
mirrors

Chrome beltline molding

Body-color liftgate gar-
nish

Halogen headlamps

Fog lamps

Dual chrome exhaust 
tips

Silver front and rear skid 
plate inserts

Sterling Gray molded-
in-color lower front and 
rear fascias, bodyside 
cladding and wheellip 
molding

Manual liftgate

Rear view camera – 4.2-
inch screen

Privacy glass on rear 
doors, quarter windows 
and liftgate window

Rear intermittent wiper/
washer

Front variable intermit-
tent wipers

Personal Safety Sys-
tem™ with dual-stage 
driver and front-passen-
ger airbags

Driver’s knee airbag

Front seat-mounted 
side airbags

Standard Equipment  controls

Automatic halogen 
headlamps

Compass

Exterior tempera-
ture indicator

Rear A/C and heat 
vents

Center stack pass- 
through storage bin

MyKey®

Rear fl oor mats

2.5L i-VCT I-4 engine

6-speed SelectShift  auto-
matic transmission with 
thumb shift er

4-wheel disc anti-lock 
braking system (ABS)

Electric Power-Assisted 
Steering (EPAS)

17” Painted wheel

Compact spare wheel/
tire

235/50R17 BSW Tires

Integrated spotter mir-
rors

Body-color exterior 
power mirrors

Power heated exterior 
mirrors with puddle 
lamps and turn signal 
indicator

Body-color exterior 
door handles

Body-color front and 
rear bumpers

Chrome grille

Roof-mounted antenna

Parking lamps integrat-
ed into headlamps and 
fascia

Safety Canopy® System 
side-curtain airbags

Belt-Minder

Cloth-trimmed front 
bucket seats with 10-
way power driver’s seat

Map pocket, passenger 
seat-back

Map pocket, driver’s 
seat-back

60/40 split second-row 
seat

 Manual air conditioning

AM/FM single-disc 
CD/MP3 player with 6 
speakers

SiriusXM Satellite Radio

Auxiliary audio input 
jack

Cargo fl oor hooks

Coat hooks (2), second 
row

Overhead console with 
sunglasses holder

Center fl oor console 
with armrest

Cup holders, Eight total 
(Two Center Floor Con-
sole, Two Front Door, 
Two Rear Door and Two 
Rear-Seat Armrest)

Driver’s left footrest

Carpeted fl oor mats, 
fi rst and second row

Grab Handles, Two Front 
and Two Rear

Ice Blue® interior light-
ing

Message center and trip 
computer

Compass and outside 
temperature display in 
cluster

Center LED dome lamp 
with map lights and rear 
cargo-area lamp

Manual day/night rear-
view mirror

Urethane steering wheel 
with cruise and audio 
controls, manual tilt and 
telescoping

Sun visors with dual il-
luminated vanity mirrors

Powerpoints (4), front/
top of center console, in-
side console bin, rear of 
console and cargo bin

Power Windows with 
Driver’s One-Touch-Up/-
Down

Chrome door release le-
vers

 Automatic headlamps
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