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BY CAROLINE PETROW-
COHEN 
Los Angeles Times (TNS)

As steep tariffs threaten 
to drive up car prices and an 
incentive for buying electric 
vehicles nears its expiration 
date, electric vehicles and 
plug-in hybrids are becoming 
harder to afford.

For those looking to make 
the switch to electric on a 
budget, there are just a few 
low-cost options. Here’s a 
look at those available for 
under $35,000.

Nissan Leaf
The 2025 Nissan Leaf 

starts at $28,140, according 
to the company website. The 
four-door compact sport-util-
ity vehicle has a range of 212 
miles and tops the list of the 
most affordable all-electric 
cars available in the U.S.

The Leaf, which origi-
nally hit roads in 2010, was 
the first mass-market electric 

vehicle, according to Nissan. 
It helped spur global interest 
in EVs and was the top-sell-
ing plug-in electric car until 
2020, when it was surpassed 
by the Tesla Model 3.

According to the auto in-
dustry site Edmunds, a ma-
jor disadvantage of the Leaf 
is its charging port, which 
is not compatible with many 
public chargers. Known as a 
CHAdeMO, the technology 
was once more common but 
is being phased out.

Edmunds also criticizes 
the Leaf for its small storage 
capacity and limited range, 
but lists comfort and a quiet 
ride as part of the car’s ap-
peal. Nissan also sells the 
Ariya, an electric crossover 
SUV with a range of 289 
miles and a starting price 
around $39,000.

Hyundai Kona Electric
The 2025 Kona Electric 

has a manufacturer’s sug-
gested retail price of $32,975. 

The SUV has a range of 261 
miles and can charge from 
10% to 80% in as little as 43 
minutes with a direct current 
fast charger.

That’s slower than some 
of its rivals, according to Ed-
munds, which also cites the 
Kona for “lackluster” han-
dling. The vehicle is easy to 
drive and park, however, and 
is a good value for its price, 
the site’s reviewer said.

Hyundai has been working 
on all-electric vehicles since 
1991, when the automaker 
developed the Sonata Elec-
tric Vehicle for testing. Its 
first commercially available 
EV was the Hyundai BlueOn, 
in 2010.

Chevrolet Equinox EV
The 2025 Equinox EV 

starts at $33,600, according 
to Chevrolet’s website. It has 
a 319-mile range and touts 
itself as “America’s most 
affordable 315+ mile range 
EV.”

The Chevrolet Blazer, 
another EV option from the 
American manufacturer, is 
one of this year’s top-selling 
EVs. At Camino Real Chev-
rolet in Monterey Park, elec-
tric vehicles make up about 
20% of sales, according to 
dealership President Robb 
Hernandez.

Edmunds rated the Equi-
nox EV a 7.5 out of 10 for 
performance, 8.5 out of 10 
for comfort and a 10 out of 
10 for range and efficiency. 
The car has more than 15 
safety and driver assistance 
features.

Toyota Prius             
Plug-in Hybrid

The 2025 Prius Plug-in 
Hybrid is priced at $33,375 
and has 44 miles of battery 
power. After that, the car 
switches to gasoline.

The Prius Plug-in Hy-
brid is a particularly good 
value for drivers who don’t 
go more than 40 miles in 
one day and can charge fre-
quently, said iSeeCars.com 
analyst Karl Brauer. Driv-
ers without a home charger 
would have to navigate the 
public network, which can 
have long wait times. Imper-
fect charging infrastructure 
is a deterrent for some con-
sidering the switch to elec-
tric, Brauer said.

Toyota has revamped its 
Prius model, which once had 
a bad reputation for its ap-
pearance and low power. The 
Prius Plug-in has 220 horse-
power and can accelerate 
from zero to 60 mph in less 
than 7 seconds.

Edmunds rated the Prius 
Plug-in Hybrid an 8.5 out of 
10 for performance, 7.5 out 
of 10 for comfort and a 9.5 
out of 10 for fuel economy.

Kia Niro Plug-in Hybrid
The 2025 Niro Plug-in 

Hybrid has an all-electric 
range of 33 miles and a start-
ing price of $34,490. It is one 
of Kia’s three plug-in hybrid 
options, which also include 
the Sportage and the Sorento.

According to Edmunds, 
the Niro Plug-in Hybrid has 
impressive fuel economy and 
stylish interior design, but 
lacks all-wheel drive. Ed-
munds rated the model an 8 
out of 10 for performance, an 
8.5 out of 10 for comfort and 
a 8.5 out of 10 for technolo-
gy.

Kia debuted its first EV 
for the commercial market in 
2015 with the release of the 
electric Kia Soul.

Are more                        
options coming?

The price of an EV is a 
significant barrier to a more 

complete transition to elec-
tric vehicles in the U.S., ex-
perts said.

The average price of a 
new electric vehicle in the 
U.S. is $56,910, according 
to the latest data from Kelley 
Blue Book, while the average 
price of a gas-powered car 
was $49,740 in late 2024.

Dealerships are still wait-
ing to see the full effects of 
new auto tariffs, which are 
expected to jack up the price 
of imported parts. Kelley 
Blue Book predicted overall 
vehicle prices could increase 
as much as $6,000 as a result 
of the tariffs.

The higher price tag on 
EVs stems from expensive 
batteries and manufacturing. 
It can be pricier to insure 
an EV too — data collected 
by Insurify shows that EVs 
cost more than $4,000 to in-
sure per year, 49% more than 
gas-powered cars. For first 
time EV owners, it can also 
cost up to $2,000 to install a 
home charger.

Still, depending on where 
you live and the type of driv-
ing you do, it can be cheaper 
in the long run to own an EV. 
The cost of electricity is gen-
erally less than filling up at 
the pump, experts said.

Vehicles that burn gas-
oline or diesel are a major 
contributor to human-caused 
climate change, experts 
said, and transitioning away 
from fossil fuels is key to 
a healthy climate. Drivers 
hoping to reduce their re-
liance on gas also have the 
option of a plug-in hybrid, 
which runs on both gas and 
electricity.

Chinese automaker BYD 
sells ultra low-priced fully 
electric models, but they are 
not available in the U.S. The 
BYD Seagull starts at less 
than the equivalent of $8,000.

“There’s this perpetual 
challenge for automakers 
trying to price EVs compet-
itively, at a compelling price 
point that average people 
would go and buy them,” 
said Brauer, the analyst. If 
automakers are smart, he 
said, “they will keep it under 
$30,000, because with the 
loss of the incentive, there’s 
a real psychological benefit 
to be able to say you’re under 
$30,000.”

Ford’s answer to cheap 
Chinese EVs is a $30,000 
electric pickup truck the 
company hopes to launch in 
2027. The automaker this 
week said it will invest near-
ly $5 billion to build the truck 
and develop a smaller, lighter 
battery.

Slate Auto, a relatively 
new American automaker 
backed by Jeff Bezos, says 
it’s building a basic EV with 
a starting price between 
$20,000 and $30,000 before 
customization. 

The company original-
ly advertised the vehicle at 
less than $20,000, but had 
to backtrack after President 
Trump eliminated a $7,500 
tax credit for new electric ve-
hicles. The incentive expires 
Sept. 30, and Slate says the 
vehicles will be available in 
late 2026.

Tesla analyst Dan Ives 
said he expects several less 
expensive EV models to 
drop in the next six months, 
including Tesla’s stripped 
down Model Y. Tesla has 
not confirmed the release 
date or price for the new 
Model Y.

The most affordable EVs 
already on the market usually 
don’t go as far on a charge as 
higher-priced ones, Ives said.

“They’re still worth buy-
ing,” he said. “They’re a very 
good value.”

CLARION • BROOKVILLE • CRANBERRY • BUTLER
814-226-5032

Start Your Loan
Application at 

www.toptierfcu.org
 • You do not have to be a

member to apply for a loan. 
We will help you become a

member during the process. 

 www.toptierfcu.org

Apply for a Loan in Less than 5 minutes

Federally insured by NCUA • NMLS ID#449233

BY JOSH JACQUOT EDMUNDS
A 2025 analysis from Edmunds 

reveals that nearly 20% of new car 
buyers are committing to monthly 
payments of $1,000 or more. High 
interest rates and rising vehicle 
prices are driving this trend. Buyers 
often stretch their budgets with ex-
tended financing terms, which can 
harm financial health. 

Edmunds suggests avoiding 
five common car-buying mistakes. 
These include buying beyond your 
means, not shopping around for 
loans, rolling negative equity into 
new loans, skipping internet sales 
departments, and overlooking used 
car alternatives. Avoiding these 
pitfalls can help ensure long-term 
financial security when purchasing 
a vehicle.

Buying a new car has never been 
more financially daunting. A 2025 
analysis from Edmunds found that 
a record 19.3% of consumers who 
financed a new vehicle in the sec-
ond quarter of 2025 committed 
to a monthly payment of $1,000 
or more. That’s nearly one in five 
buyers taking on what was once 
considered an extreme car payment 
— driven by high interest rates and 
rising vehicle prices.

While it might be tempting to 
stretch your budget for the car you 
want, locking yourself into a high-
cost loan can be a painful mistake. 
Before you sign, here are five com-
mon car-buying missteps to avoid.

Buying a car you can’t (or 
shouldn’t) really afford

There’s a difference between be-
ing able to buy something and being 
able to afford it wisely. With an av-
erage new vehicle transaction price 
of approximately $49,000, many 
buyers are truly stretching their 
budgets. It’s not uncommon to see 
buyers opt for extended 72-month 
or 84-month financing terms.

That shiny SUV might seem 
within reach thanks to flexible fi-
nancing, but the long-term hit to 
your financial health could be 
considerable. Buying within your 
means — ideally targeting a loan 

term of no more than 60 months and 
keeping your car-related expenses 
under 15%-20% of your monthly 
take-home pay — is smart shopping 
in an era of rising interest rates and 
ever-increasing car prices.

Not shopping                      
around for a loan

One of the most costly and com-
mon mistakes car buyers make is 
waiting until they’re sitting in the 
dealership finance office to think 
about a loan. Dealerships may of-
fer convenience, but their financ-
ing may include marked-up interest 
rates or hidden fees.

Instead, walk into the dealership 

with a preapproved loan offer from 
your bank, credit union or an online 
lender. According to the Consumer 
Financial Protection Bureau, this 
move can save buyers hundreds to 
thousands of dollars over the life 
of the loan. When you do this, the 
dealer can still try to beat the rate 
— and sometimes will. But now 
you’re negotiating from a position 
of strength, not desperation.

Rolling negative equity            
into a new car loan

If you owe more on your current 
car than it’s worth — a situation 
known as negative equity — trad-
ing it in for a new vehicle can be a 

financial landmine. This commonly 
happens when people take out a six-
year loan, trade in the vehicle after 
just three or four years, and carry 
the previous balance into the new 
vehicle. Rolling that deficit into a 
new loan just worsens the problem, 
guaranteeing that you’ll be under-
water for even longer.

According to Edmunds, 28.2% 
of trade-ins in July 2025 involved 
negative equity, and the average 
amount buyers owed above the ve-
hicle’s value was $6,902. That sets 
the stage for a vicious cycle, espe-
cially if buyers trade cars frequently 
or face unexpected job loss or repair 
costs. If you’re in this situation, 
consider keeping your car longer or 

making extra payments. If you can 
get a better rate, even refinancing 
can get you back to breakeven.

Skipping the internet sales de-
partmentMost major dealerships 
now have dedicated internet sales 
teams that exist to sell you a car 
quickly and often at better prices 
than you’ll get face-to-face. If you 
already know what make, model 
and trim you want, you can save 
hours — and hundreds or even 
thousands of dollars — by working 
with the internet sales department 
instead of walking onto the lot.

Sites such as Edmunds can help 
you compare pricing between mul-
tiple dealers, and many will show 
you real-time inventory, rebates 
and incentives. This lets you shop 
from the comfort of home and make 
dealers compete for your business. 
It also gives you a written quote you 
can bring with you — a powerful 
tool when negotiating.

Overlooking used                    
alternatives

Buying new is tempting — it 
smells great, it’s under warranty, 
and no one else has touched it. But 
it’s not always the smartest financial 
move. Today’s certified pre-owned 
vehicles often come with extended 
factory warranties, undergo rigor-
ous inspections, and cost thousands 
less than their new counterparts. 
The rapid depreciation of most new 
vehicles only worsens the picture. 
Most lose 20%–30% of their value 
in the first year alone, according to 
Edmunds. Avoiding that deprecia-
tion hit can save thousands.

Edmunds says
Buying a new car is one of the 

biggest financial decisions most 
people make — second only to pur-
chasing a home. Avoiding these 
five common mistakes won’t just 
save you money — it has the poten-
tial to help ensure your long-term 
financial security. Take your time 
and do your homework. The right 
deal isn’t just about the car — it’s 
about the life you want to live after 
you drive it off the lot.

Five big mistakes to avoid 
before buying your new car

AP file photo
A line of unsold 2024 pickup trucks sit on display at a Denver Ford dealership in late 2024.

Here are the EVs you can buy for less than $35,000
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GRIFFIN

11301 Perry Highway (Vernon Centre) Meadville
814-336-2161 or 1-800-331-1113

VISIT OUR WEBSITE: 
WWW.GRIFFINMOTORS.NET

SHOWROOM HOURS: MON & THURS 9:00 AM TO 7:00 PM
 TUES & WED 9:00 AM TO 5:30 PM, FRI 9:00 AM TO 6:00 PM, SAT 10:00 AM TO 2:00 PM

Prices plus tax, title and license fees. Leases through Chrysler Financial with approved credit. See dealer for details. 
OFFER GOOD THROUGH 9/30/25.

GRIFFIN M   TORS

2025 RAM
BIGHORN 1500 

2025 JEEP WRANGLER 
4-DOOR SPORT

2025 DODGE
DURANGO GT

2025 JEEP GRAND 
CHEROKEE LIMITED 

GRIFFIN
M   TORS

STOCK# 9565 STOCK# 9495

11301 Perry Highway (Vernon Centre) Meadville
814-336-2161 or 1-800-331-1113

VISIT OUR WEBSITE: 
WWW.GRIFFINKIA.COM

SHOWROOM HOURS: MON & THURS 9:00 AM TO 7:00 PM
 TUES & WED 9:00 AM TO 5:30 PM, FRI 9:00 AM TO 6:00 PM, SAT 10:00 AM TO 2:00 PM

Tax and license fees extra. All must finance through Kia Motor Finance, must qualify. 
Leases include $500 military discount, must qualify. See dealer for details. OFFER GOOD THROUGH 9/30/25

FALL SALES EVENTFALLING PRICES
2026 KIA SELTOS LX AWD

$169OR LEASE 
FOR PER MO.

PLUS TAX

$379OR LEASE 
FOR

PER MO.
PLUS TAX

$199OR LEASE 
FOR PER MO.

PLUS TAX

6 KIA  LLLLLX AWD

2025 KIA SORENTO S AWD

2025 KIA K4 LXS

GRIFFIN

STOCK# K3842 STOCK# K4050

STOCK# K3891
STOCK# 9469 STOCK# 9546

24 MONTHS • 10K/YEAR 
$2,990 TOTAL DUE AT SIGNING PLUS FIRST PAYMENT, 

LICENSE, STATE, ACQUISITION AND DOC FEE. 

36 MONTHS • 10/YEAR
$3,995 DUE AT SIGNING PLUS FIRST PAYMENT, LICENSE, 
STATE, ACQUISITION AND DOC FEE. MUST HAVE A 
CONQUEST LEASE TO QUALIFY.

24 MONTHS • 10K/YEAR 
$3,495 DUE AT SIGNING PLUS FIRST PAYEMNT, 

LICENSE, STATE, ACQUISITION AND DOC FEE.

MSRP $53,925
GRIFFIN PRICE $51,914
PLUS 10% OFF MSRP AND SFS REBATE OF $1,000
BUY FOR ONLY

$45,521.50
  AND GET 3.9% FOR UP TO 72 MO.

MSRP $47,895
GRIFFIN PRICE $47,041
UP TO $6,750 IN REBATES. GRAND CHEROKEE 
LOYALTY, SFS LEASE LOYALTY, RETAIL BONUS AND 
SELECT INVENTORY.
BUY FOR ONLY

$40,291

MSRP $50,070
GRIFFIN PRICE $48,478
MINUS $2,500 BONUS CASH REBATE
BUY FOR ONLY

$45,978

2025 KIA TELLURIDE S AWD
STOCK# K4055

MSRP $26,870
GRIFFIN SALE PRICE
$26,312

STOCK# K3842

MSRP $26,860
GRIFFIN SALE PRICE
$24,095

025 KIA  S A
TOCK# K4055

025 KIA  S AW
STOCK# K3891

MSRP $44,485
GRIFFIN SALE PRICE
$43,547

PLUS FINANCING AS LOW AS
.99% APR FOR 60 MO.

MSRP $38,455
GRIFFIN PRICE $37,425

MINUS $1,000 MANUF REBATE
BUY FOR ONLY

$36,425

MSRP $43,525
GRIFFIN PRICE $42,423

MINUS $500 MANUF REBATE
BUY FOR ONLY

$41,923
PLUS FINANCING AS LOW AS

2.9% APR FOR 48 MO.
Includes $500 military discount.Includes $500 military discount.

Summer and fall can stake their 
claim as road trip season, and even 
devoted drivers may admit that 
winter is generally a less desirable 
time to take to the open road. The 
elements factor heavily into that 
reputation, as fewer hours of day-
light, snow and ice are just some 
of the variables that can make it 
less enjoyable, and potentially 
more dangerous, to drive in win-
ter.

In anticipation of adverse driv-
ing conditions, vehicle owners can 
take various steps to prepare their 
cars and trucks for winter.

Upgrade your wiper blades.
Perhaps nothing is compromised 

more than visibility when driving 
in winter compared to other times 
of year. Snow makes it hard to see 
when driving, but fewer hours of 
daylight also can affect visibility. 
In fact, the Insurance Institute for 
Highway Safety reports that ap-
proximately half of all fatal crashes 
occur between 6 p.m. and 6 a.m., 
even though the number of drivers 
on the road during those hours is 
considerably lower than it is during 
the daytime.

The difficulty of driving at night 
is even more significant when wip-
er blades are not up to the task of 
keeping rain and snow off driv-
ers’ windshields. Prior to winter, 
inspect wiper blades and upgrade 

them, if necessary. Streaks left on 
a windshield are a tell-tale sign that 
blades need to be replaced.

Purchase winter tires.
Winter tires may not be neces-

sary in regions with relatively mild 

winters. However, drivers accus-
tomed to winters marked by heavy 
snowfall and/or icy roads should 
consider replacing their existing 
tires with winter tires.

Many newer vehicles are now 
equipped with all-season tires, 

which the tire experts at Bridge-
stone note provide great perfor-
mance but are not designed to han-
dle extreme winter conditions like 
snow and ice.

Winter tires are specially de-
signed to handle such conditions, 

making them a worthy investment 
for drivers who live in regions 
where it’s not unusual to encounter 
snow and ice throughout the win-
ter.

Study up on your engine oil.
Some vehicle manufacturers 

recommend different grades of oil 
depending on the range of tempera-
tures a car or truck will be driven 
in. The owner’s manual will likely 
indicate if the manufacturer rec-
ommends using a different type of 
engine oil in especially cold tem-
peratures.

Even if the manual does not in-
clude such a suggestion, drivers 
can seek the advice of a local me-
chanic.

Schedule a                       
pre-winter tune-up.

Even if a vehicle is not due for 
a tune-up, it can be wise to have it 
looked over by a local mechanic 
before the arrival of harsh winter 
weather.

A mechanic can check the radi-
ator, hoses and other components 
that could be affected by especial-
ly cold weather in the months to 
come. If any issues are found, ad-
dress them immediately. After all, 
it’s better to be proactive than leave 
yourself vulnerable to breakdowns 
or other issues once the mercury 
drops.

How to prepare your car for winter

With winter driving on the horizon, drivers can take steps this fall to keep their cars running 
strong and safe in the months ahead.

BY JACK BARKENBUS 
VISITING SCHOLAR, 
VANDERBILT UNIVERSITY

THE CONVERSATION 
— In 2025, 1 in 4 new auto-
motive vehicle sales globally 
are expected to be an electric 
vehicle – either fully electric 
or a plug-in hybrid.

That is a significant rise 
from just five years ago, when 
EV sales amounted to fewer 
than 1 in 20 new car sales, 
according to the International 
Energy Agency, an intergov-
ernmental organization exam-
ining energy use around the 
world.

In the U.S., however, EV 
sales have lagged, only reach-
ing 1 in 10 in 2024. By con-
trast, in China, the world’s 
largest car market, more than 
half of all new vehicle sales 
are electric.

The International Ener-
gy Agency has reported that 
two-thirds of fully electric 
cars in China are now cheap-
er to buy than their gasoline 
equivalents. With operating 
and maintenance costs al-
ready cheaper than gasoline 
models, EVs are attractive 
purchases.

Most EVs purchased in 

China are made there as well, 
by a range of different com-
panies. NIO, Xpeng, Xiao-
mi, Zeekr, Geely, Chery, 
Great Wall Motor, Leapmo-
tor and especially BYD are 
household names in China. 

As someone who has fol-
lowed and published on the 
topic of EVs for over 15 
years, I expect they will soon 
become as widely known in 
the rest of the world.

What kinds of EVs are 
China producing?

China’s automakers are 
producing a full range of 

electric vehicles, from the 
subcompact, like the BYD 
Seagull, to full-size SUVs, 
like the Xpeng G9, and luxury 
cars, like the Zeekr 009.

Recent European crash-
test evaluations have given 
top safety ratings to Chinese 
EVs, and many of them cost 
less than similar models made 
by other companies in other 
countries.

What’s behind            
Chinese EV success?
There are several factors 

behind Chinese companies’ 
success in producing and sell-

ing EVs. To be sure, relatively 
low labor costs are part of the 
explanation. So are generous 
government subsidies, as EVs 
were one of several advanced 
technologies selected by the 
Chinese government to propel 
the nation’s global technolog-
ical profile.

But Chinese EV mak-
ers are also making other 
advances. They make sig-
nificant use of industrial ro-
botics, even to the point of 
building so-called “dark fac-
tories” that can operate with 
minimal human intervention. 
For passengers, they have 

reimagined vehicles’ interi-
ors, with large touchscreens 
for information and enter-
tainment, and even added a 
refrigerator, bed or karaoke 
system.

Competition among Chi-
nese EV makers is fierce, 
which drives additional in-
novation. BYD is the largest 
seller of EVs, both domes-
tically and globally. Yet the 
company says it employs over 
100,000 scientists and engi-
neers seeking continual im-
provement.

See CHINA EVS, Page A4
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From initial concept models to ac-
tual rollout of factory-made cars, BYD 
takes 18 months – half as long as U.S. 
and other global automakers take for 
their product development processes, 
Reuters reported.

BYD is also the world’s second-larg-
est EV battery seller and has developed 
a new battery that can recharge in just 
five minutes, roughly the same time it 
takes to fill a gas-powered car’s tank.

Exports
The real test of how well Chinese 

vehicles appeal to consumers will come 
from export sales. Chinese EV manu-
facturers are eager to sell abroad be-
cause their factories can produce far 
more than the 25 million vehicles they 
can sell within China each year – per-
haps twice as much.

China already exports more cars 
than any other nation, though primar-
ily gas-powered ones at the moment. 

Export markets for Chinese EVs are 
developing in Western Europe, South-
east Asia, Latin America, Australia and 
elsewhere.

The largest market where Chinese 
vehicles, whether gasoline or electric, 
are not being sold is North America. 
Both the U.S. and Canadian govern-
ments have created what some have 
called a “tariff fortress” protecting their 
domestic automakers, by imposing tar-
iffs of 100% on the import of Chinese 
EVs – literally doubling their cost to 
consumers.

Customers’ budgets matter too. The 
average price of a new electric vehicle 
in the U.S. is approximately $55,000. 
Less expensive vehicles make up part 
of this average, but without tax cred-
its, which the Trump administration 
is eliminating after September 2025, 
nothing gets close to $25,000. 

By contrast, Chinese companies 
produce several sub-$25,000 EVs, in-
cluding the Xpeng M03, the BYD Dol-
phin and the MG4 without tax credits. 
If sold in America, however, the 100% 
tariffs would remove the price advan-
tage.

Tesla, Ford and General Motors all 
claim they are working on inexpensive 
EVs. More expensive vehicles, howev-
er, generate higher profits, and with the 
protection of the “tariff fortress,” their 
incentive to develop cheaper EVs is not 
as high as it might be.

What the future could bring
In the 1970s and 1980s, there was 

considerable U.S. opposition to im-
porting Japanese vehicles. But ulti-
mately, a combination of consumer 
sentiment and the willingness of Jap-
anese companies to open factories in 
the U.S. overcame that opposition, 
and Japanese brands like Toyota, Hon-
da and Nissan are common on North 
American roads. 

The same process may play out for 
Chinese automakers, though it’s not 
clear how long that might take.

This article is republished from 
The Conversation under a Creative 
Commons license. Read the original 
article here: https://theconversation.
com/chinas-electric-vehicle-influ-
ence-expands-nearly-everywhere-ex-
cept-the-us-and-canada-262459.
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Continued from Page A3

BY J.D. POWER                               
AND GLOBALDATA

The total sales forecast
Total new-vehicle sales for Au-

gust 2025, including retail and 
non-retail transactions, are project-
ed to reach 1,483,000, an 8.2% in-
crease year over year, according to 
a joint forecast from J.D. Power and 
GlobalData. August 2025 has 27 
selling days, one fewer than August 
2024. Comparing the same sales vol-
ume without adjusting for the num-
ber of selling days translates to an 
increase of 4.4% from 2024.

The seasonally adjusted annual-
ized rate (SAAR) for total new-vehi-
cle sales is expected to be 16.1 mil-
lion units, up 1.0 million units from 
August 2024.

The retail sales forecast
New-vehicle retail sales for Au-

gust 2025 are projected to reach 
1,283,000, a 7.8% increase from 
August 2024. Comparing the same 
sales volume without adjusting for 
the number of selling days translates 
to an increase of 3.9% from 2024.

The takeaways
“August new-vehicle sales are 

expected to climb 8.2% from a year 
ago, including a 7.8% increase in 
retail volume. A strong result, al-
though the results should be viewed 
in the context of several unusual 
factors that are distorting typical 
monthly sales trends,” said Thomas 
King, president of the data and ana-
lytics division at J.D. Power.

“First, federal credits of up to 
$7,500 on EVs will expire on Sept. 
30, prompting many EV shoppers to 
accelerate purchases that otherwise 
would have occurred later this year. 
As a result, EV retail share in Au-
gust is expected to reach an all-time 
high of 12.0%, compared with 9.5% 
a year ago,” King said.

“Second, Labor Day lands in the 
August sales reporting period this year. 
The Labor Day weekend is typically 
one of the highest sales volume week-
ends of the year, powered by elevated 
manufacturer promotional activity and 
elevated discounts. This year, manufac-
turers have kept incentives restrained 
due to tariffs. Normally, incentives as a 
percentage of MSRP increase by about 
half a point from January through late 
summer, but this year they’ve slipped 
to 6.2% in August from 6.3% in Janu-
ary, underscoring the effect of tariff-re-
lated cost pressures.

“Third, lease returns remain at 
historically low levels following the 
reduced leasing activity during the 
2022 supply shortages. With fewer 
lease customers cycling back into 
the market, new-vehicle sales are 
facing added pressure compared 
with typical seasonal patterns.

“Finally, from a total sales per-
spective, fleet deliveries are expect-
ed to reach 199,854 units in August, 
up 11.2% primarily due to the low 
baseline recorded in August 2024. 
Fleet volume is forecast to represent 
13.5% of total light-vehicle sales, 
an increase of 0.4 percentage points 
year over year,” he concluded.

“In sum, August’s retail sales 
results point to solid new vehicle 
demand. The results are unquestion-
ably inflated by shoppers accelerat-
ing their electric vehicle purchases 
to take advantage of Federal EV 
credits—but the sales pace for non-
EVs remains robust, especially giv-
en the modest discounts available on 
those vehicles.”

This month’s expected sales
“September sales will be influ-

enced by multiple crosscurrents. 
With the federal EV tax credit ex-
piring at the end of the month, auto-
makers are expected to make a final, 
aggressive push to move remaining 
inventory. At the same time, tariffs 
are shaping pricing and incentive 
strategies, adding an average cost of 
$4,275 per vehicle, though the effect 
varies significantly by model,” King 
said.

“So far, manufacturers have man-
aged to keep price hikes relatively 
restrained, with some vehicles un-
affected. Further adjustments are 
likely as the year unfolds and new 
model-year introductions arrive, 
though many companies may hold 
back their most definitive incentive 
actions until year-end.”

The details
	� Fleet sales are expected to total 

199,854 units in August, up 11.2% 
from August 2024. Fleet volume is 
expected to account for 13.5% of 
total light-vehicle sales, up 0.4 per-
centage points from a year ago.

	� Internal combustion engine 
(ICE) vehicles are projected to ac-
count for 72.2% of new-vehicle re-
tail sales, a decrease of 5.6 percent-
age points from a year ago. Plug-in 
hybrid vehicles (PHEV) are on pace 
to make up 2.5% of sales, up 0.6 per-
centage points from August 2024, 
while electric vehicles (EV) are ex-
pected to account for 12.8% of sales, 
up 3.2 percentage points, and hybrid 
electric vehicles (HEV) are expected 
to account for 12.6% of new-vehicle 
retail sales, up 2.0 percentage points.

	� U.S. final assembly vehicles 
are expected to make up 52.5% of 
sales in August, up 2.4 percentage 
points from a year ago.

	� Trucks/SUVs are on pace to 

account for 82.0% of new-vehicle 
retail sales, up 2.1 percentage points 
from August 2024.

	� Retail inventory levels are cur-
rently at 2.10 million units, an 18.6% 
increase from August 2024.

	� The industry’s inventory days 
of supply is 58 days in August, up 
from 51 days a year ago.

	� The average new-vehicle retail 
transaction price in August is expect-
ed to reach $44,750, up $985 from 
August 2024. Transaction price as 
a percentage of MSRP increased to 
89.3%, down 0.4 percentage points 
from a year ago.

	� Retail buyers are on pace to 
spend $54.6 billion on new vehicles, 
up $3.2 billion from August 2024.

	� Average incentive spending 
per unit in August is expected to 
reach $3,105, up $38 from August 
2024. Incentive spending as a per-
centage of the average MSRP is 
expected to decrease to 6.2%, down 
0.1 percentage points from August 
2024.

	� Average incentive spending 
per unit on trucks/SUVs in August is 
expected to be $3,302, up $53 from 
a year ago, while the average spend-
ing on cars is expected to be $2,146, 
down $163 from a year ago.

	� Leasing is expected to account 
for 23.0% of sales this month, down 
1.1 percentage points from a year 
ago.

	� The average time a new vehi-
cle remains in the dealer’s posses-
sion before sale is expected to be 51 
days in August, up from 48 days a 
year ago.

	� 29.5% of vehicles sold in less 
than 10 days in August, down 2.6 
percentage points from a year ago.

	� Average monthly finance pay-
ments are on pace to be $743, up 
$13 from August 2024. The average 
interest rate for new-vehicle loans 

is expected to be 6.40%, down 0.38 
percentage points from a year ago.

	� So far in August, aver-
age used-vehicle retail prices are 
$29,100, up $375 from a year ago. 
Trade-in equity is trending towards 
$8,030, which is up $275 from a 
year ago.

	� 25.3% of trade-ins are ex-
pected to carry negative equity this 
month—an increase of 1.1 percent-
age points from August 2024.

	� Finance loans with terms 
greater than or equal to 84 months 
are expected to reach 11.2% of fi-
nance sales this month, up 1.8 per-
centage points from August 2024.

Electrification outlook
“The electric vehicle sector is 

past the midpoint of its final quarter 
with federal incentive support, and 
the coming twilight is causing con-
sumers to speed up their purchas-
es,” said Tyson Jominy, senior vice 
president of data and analytics at 
J.D. Power. “August EV retail share 
will hit an all-time high of 12.0%, up 
1.6 percentage points from July, ex-
ceeding the previous peak of 11.2% 
set in December 2024. Driving this 
behavior is incentive support from 
automakers of $6,700 per unit, an 
increase of $1,500 from July. As a 
result, average EV transaction prices 
are down $2,500 to $44,300, which 
is now below the average of $45,700 
for gas-powered vehicles.”

Jominy said that, despite initial 
concerns that EV inventory could 
be a bottleneck, inventory is now 
more likely a nonissue. “There are 
197,000 EV units on the ground, 
down just 10,000 from July, and a 
robust 59-day supply. Yet, like Cin-
derella’s magic, this brilliance faces 
a deadline—when the clock strikes 
midnight on Oct. 1, the $7,500 fed-
eral support vanishes, threatening to 

turn this inventory into costly pump-
kins for automakers and dealers,” he 
said, telling buyers to look for pur-
chase incentives to increase through-
out Q3 as automakers seek to ward 
off significantly more expensive 
sales costs in Q4.

“Meanwhile, traditional hybrids 
are slipping back as EVs steal the 
spotlight. Hybrid retail share is pro-
jected to dip to 12.6%, a 0.7-point 
drop from July, marking the first 
time since December 2024 that hy-
brids have fallen below the 13% 
mark. While plug-in hybrids remain 
a very small part of the market, their 
share of the market is expected to 
increase slightly to 2.5%, up from 
2.2% a month ago,” Jominy said

Global sales outlook
“July global light-vehicle sales 

increased 5.5% year over year to 
7.4 million units, with almost ev-
ery region showing year-over-year 
growth. The selling rate for July fin-
ished at 94.5 million units, up from 
an upwardly revised 92.6 million 
units in June,” said David Oakley, 
manager, Americas vehicle sales 
forecasts at GlobalData.

“China, the United States and Eu-
rope made the largest contributions 
to year-over-year sales gains in July. 
As has been the case in previous 
months, Korea and South Ameri-
ca also delivered solid increases, 
but Japan saw a decline for the first 
time since December 2024. Where-
as a year ago Japan was seeing a re-
surgence in sales following supply 
chain issues, that year-ago strength 
is now resulting in a high baseline 
effect that makes further growth 
challenging. On the other hand, the 
Chinese market continued to benefit 
from government trade-in subsidies, 
alongside a price war among domes-
tic manufacturers,” he said.

Study: August new-vehicle sales climbed 8.2% 
as consumer spending reached record $54.6B

AP
Vehicle sales have climbed across the board in recent months as consumer spending hits record numbers for 2025.
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6 MONTHS INTEREST FREE*
WHEN YOU USE YOUR CFNA CREDIT CARD

*$149 MINIMUM PURCHASE. SEE DEALER FOR COMPLETE DETAILS

Tire Shop: Mon. - Fri. 8am to 5pm
Closed Sat. & Sun. • 432-8016

“Where The Guys Are Great And The Service Is Better”
www.tiresinfranklin.com

119 Grant Street, Franklin PA 814-432-8016

Get Ready For Winter Driving

NEW & USED TIRES FROM TOP QUALITY BRANDS
TIRES FOR ALL VEHICLES, PASSENGERS, TRUCK,  

FARM, LAWN & GARDEN & ATV
• TIRE INSTALLATION & BALANCING

• OIL CHANGES • BATTERIES • ACCESSORIES

on a set of 4 select
GOODYEAR tires
when you use your

GOODYEAR Credit Card

  GET
$100
  BACK

on a set of 4 select
COOPER tires

when you use your
GOODYEAR Credit Card

  GET
$70
  BACK

on 1st qualifying purchase of $250 or more on a NEW GOODYEAR
Credit Card. Offer good thru 9/30/25. See dealer for details.

PLUS 
$50 REBATE

BY CAROLINE              
PETROW-COHEN 
Los Angeles Times

As the price of buying an 
electric vehicle is set to soar 
with tariffs and the end of 
government incentives, driv-
ers who want to go green have 
another hidden cost to consid-
er before making the switch.

The insurance premiums 
on electric vehicles are, on av-
erage, a whopping 49% high-
er than those for gas-powered 
cars, according to new data 
from the digital insurance 
platform Insurify.

It costs an average of 
$4,058 annually to insure an 
electric vehicle, compared 
with $2,732 for a traditional 
vehicle, according to the data. 
Electric cars cost more to re-
place, are more expensive to 
repair, and are more likely to 
have issues that lead to insur-
ance claims, the report said.

The steep insurance pric-
es for EVs come as the U.S. 
electric-vehicle industry is 
being battered by auto tariffs, 
federal legislation and the ex-
piration of a tax incentive at-
tached to new and used elec-
tric vehicles.

“Insurance costs, because 
they are ongoing, do matter in 
the long-term calculation of 
whether it costs more or less 
for any given person to drive 
an EV versus a gas-powered 
car,” said Julia Taliesin, who 
authored the report.

Battery-powered cars cost 
more to insure because they 
have higher sticker prices, 
are more easily damaged and 
require specific parts for re-

pairs, Taliesin said. A fender 
bender that would be a simple 
fix on a traditional vehicle 
could require an expensive 
and lengthy repair on an EV 
to mend the battery and reca-
librate the car and its sensors.

“The cost of what’s mak-
ing up the car, and the cost 
of the labor to make those re-
pairs, all go into why EVs are 
more expensive to insure,” 
she said.

Insurance prices are even 
higher in states where there 
are fewer EVs and fewer 
mechanics who can work on 
them, the report said. In Ar-
kansas and Idaho, where there 
is low EV adoption rates, the 
cost of full coverage for an 
electric vehicle can be almost 
twice that of a traditional car.

In California, it costs 15% 
to 31% more to insure an 
electric vehicle than it would 
to insure a traditional car, 
according to Insurify. Wide-
spread EV adoption in the 
state drives prices down and 
gives insurers more data, al-
lowing them to offer lower 
premiums, Taliesin said.

“California has been very 
intentional about infrastruc-
ture and incentivizing EV 
ownership,” Taliesin said. “It 
leads the nation in EV adop-
tion, and that has a bit of a 
waterfall effect on a few other 
things that relate to insurance 
costs.”

As federal EV incentives 
dwindle under the Trump ad-
ministration, state-level pro-
grams become increasingly 
important tools in encourag-
ing EV adoption, experts said. 
The California Air Resources 

Board mandates that all new 
cars sold in the state by 2035 
be zero-emission, an ambi-
tious goal that faces challeng-
es in Washington.

Transitioning more com-
pletely to electric vehicles is 
vital in the fight against hu-
man-caused climate change, 
experts say. However, recent 
polling data from Gallup 
show that fewer Americans 
are open to buying an EV than 
they were two years ago. As of 
April, 51% of those surveyed 
said they already owned or 
were considering buying an 
EV, down from 59% in 2023.

It’s easier to insure an EV 
now than it was a decade ago, 
said Mallory Mooney, direc-
tor of sales and service at In-
surify.

“When we first started see-
ing EVs, we had a hard time 
placing Teslas for coverage 
and other specific models that 
we’ve seen are troublesome 
for repair,” she said.

The Tesla Model X and 
Model 3 top Insurify’s list of 
most expensive EVs to insure.

The Model X has an aver-

age annual cost of $4,765 for 
full coverage, a sharp 36% 
jump since last year. The data 
also show that the Model 3 
has a claims frequency rate 
that is significantly higher 
than the industry average, in-
dicating it may require more 
frequent repairs.

Most standard insurance 
carriers offer policies for EVs, 
but there are exceptions, even 
in California, Mooney said. 
Specialized carriers, includ-
ing Aspire, Bristol West and 
National General, which offer 
policies to high-risk drivers, 
typically don’t cover electric 
vehicles.

Though EVs tend to cost 
more to repair, they usual-
ly cost less to maintain un-
der normal conditions, said 
Taliesin. Savings on main-
tenance and gas could help 
offset ongoing insurance fees 
and high up-front price tags 
on EVs.

“Electric vehicles are more 
technical and finicky,” she 
said. “The more there are on 
the road, the more affordable 
they should become.”

Hidden cost of EV 
ownership: elevated 
insurance premiums AP via VTDigger

An electric vehicle is seen plugged into a fast 

BY SUMMER BALLENTINE 
The Detroit News (TNS)

Electric vehicles in the United 
States produce fewer greenhouse 
gases than gas automobiles, even 
when factoring in battery-making 
emissions, limited range during bad 
weather and coal-fired power grids, 
according to a new analysis.

The University of Michigan study, 
published in an American Chemical 
Society journal, compared project-
ed lifetime emissions of battery, hy-
brid and gas-powered vehicles from 
the 2025 model year. On average, 
gas-powered vehicles will produce 
70% more greenhouse gases than 
EVs with 300-mile charging ranges.

The data include emissions from 
battery and auto production, a rough-
ly 200,000-mile vehicle lifespan and 
final recycling or other disposal of 
the vehicle. Data show EVs create 
less pollution than plug-in hybrids 
and other hybrids; plug-in hybrids 
are more environmentally friendly 
than other hybrids; hybrids create 
less pollution than gas-powered ve-
hicles; and smaller vehicles of any 
powertrain are less emission-inten-
sive than SUVs and pickups.

Pickups, SUVs, sedans and 
other vehicles used for person-
al transportation make up roughly 
16% of greenhouse gas emissions 
in the United States, according to 
the study, and individuals’ vehicle 
choices “will play a significant role” 
in reducing pollutants.

“Yes, there are differences in 
terms of how much benefit but again, 
we want to make it clear that our 
study shows advantages everywhere 
in the country,” said Greg Keoleian, 
a study author and co-director of 
the University of Michigan’s Cen-
ter for Sustainable Systems, “which 
demonstrates that consumers every-
where in the country play a key role 
in addressing climate pollution and 
in lowering climate pollution.”

The adoption challenge
Widespread EV adoption lags in 

the United States, where battery-pow-
ered models make up roughly 8% of 
the market share and account for at 
most about 5% of vehicles in use. An-
alysts expect a surge in sales through 

the end of September, when legis-
lation signed by President Donald 
Trump will end $7,500 tax credits for 
buyers and lessees. After that, auto-
makers are bracing for a steep drop-
off in sales, at least temporarily.

While many auto industry an-
alysts and insiders still have faith 
battery-powered automobiles will 
dominate sometime in the future, the 
short-term fate of electrification has 
been shaken by “openly antagonis-
tic” policies enacted under Trump, 
said Sam Abuelsamid, vice president 
of market research at auto communi-
cations firm Telemetry.

Most recently, Trump’s admin-
istration announced plans to scrap 
federal rules on vehicle tailpipe 
emissions, which have been a driv-
ing force in pressuring automakers 
to electrify their fleets.

“Clean energy incentives, tax 
credits, and regulations enacted 
during the previous administration 
were designed to build a new land-
scape for American manufacturing 
by fostering technological advances 
and encouraging domestic manufac-
turing,” U.S. Rep. Debbie Dingell, 
D-Ann Arbor, said in a statement.

“They worked, and led to a surge 

in EV investments, driving sales, low-
ering costs for consumers, and creat-
ing thousands of good-paying union 
jobs. The rollback of these incentives 
and regulations reverses all that prog-
ress and puts us on a dangerous path.”

Buyer concerns about high stick-
er prices, limited access to quick 
charging, and anxiety about how far 
an EV will go before its battery needs 
a boost have also limited sales growth.

U.S. Rep. Tim Walberg, R-Tip-
ton, said in a statement that forcing 
automakers to electrify faster than 
market demand is not a viable pol-
icy: “While I am not against EVs or 
reducing transportation emissions, 
we must not implement misguid-
ed regulations that limit consumer 
choice or exacerbate the pollution 
they are trying to address.

“Even after the Biden-Harris 
administration’s Green New Deal 
giveaways and costly regulations, 
electric vehicles continued to sit un-
purchased on auto dealership lots due 
to a lack of consumer demand,” Wal-
berg added. “Government mandates 
that force the mass production of 
EVs, only for them to sit idly on lots, 
don’t help with emissions reductions 
— they make it worse.”Even without 

government pressure or incentives, 
Abuelsamid said, the industry will 
move toward electrification.

“People are not going to stop buy-
ing EVs just because Trump says 
they’re bad,” he said. “Manufacturers, 
despite slowing some product rollout, 
are still producing EVs and are going 
to continue producing EVs.”

Still, recent developments 
demonstrate the industry’s slow 
and uneven march toward electrifi-
cation. Last month, Ford Motor Co. 
said it would invest $2 billion at its 
Louisville Assembly Plant to build 
a $30,000 electric midsize pickup 
while delaying the start of produc-
tion at a Tennessee battery plant 
until 2027. And this week, General 
Motors Co. said it would temporari-
ly reduce planned production of EVs 
at plants in Kansas and Tennessee 
because of soft demand.

‘Overwhelming’ benefit
A University of Michigan-made 

calculator based on the study’s data 
allows users to compare greenhouse 
gas emissions between two vehicles 
on a county-by-county basis. The lo-
cal power supply matters. Fossil fu-
els such as natural gas and oil, among 

the top power sources in Michigan, 
create more pollution. Wind, hydro-
electric, solar and nuclear power are 
considered cleaner.

But overall, driving an EV is still 
greener, even in coal-heavy areas.

“Study after study has shown 
that driving an electric vehicle, no 
matter the electricity grid mix, is 
significantly cleaner than a gasoline 
vehicle,” Kathy Harris, Natural Re-
sources Defense Council director for 
clean vehicles, said in a statement. 
“And, unlike other cars, electric ve-
hicles actually get cleaner over time 
— as the dirtiest sources of electric-
ity retire and new, clean energy gets 
hooked up to the grid. A cleaner grid 
means a cleaner EV.”

Driving an EV sedan in some 
counties in hydroelectric-pow-
ered Oregon could mean a rough-
ly 90% cut in emissions compared 
to a gas-powered SUV, according 
to an example from the study. In 
coal-powered Appalachian counties, 
EV sedans are still expected to pro-
duce 60% less in greenhouse gases 
than traditional gas-powered SUVs.

While EVs do not produce tailpipe 
emissions when driven, making the 
batteries is emissions-intensive. But 
those emissions pale in comparison to 
pollution caused by gas-powered vehi-
cles on the road, according to the data.

“We acknowledge there are 
tradeoffs,” Keoleian said. “But the 
overall benefit is overwhelming.”

Previous research based on 2020 
model-year vehicles estimated that 
driving certain gas vehicles was 
better for the environment in about 
1-2% of U.S. counties, considering 
the local power grid.

The University of Michigan research 
is based on the assumption that, over 
time, the U.S. power grid will increas-
ingly rely on renewable energy sources 
rather than fossil fuels. Keoleian said 
utilities already are planning on in-
creased demand from EV charging and 
are adjusting to provide more power.

“When you actually look at total 
life cycle emissions for vehicle man-
ufacturing and production and then 
energy used through vehicle lifetime 
and end-of-use processing of vehi-
cles through recycling and disposal, 
EVs always come out ahead,” Abuel-
samid said. “Every single time.”

Are EVs better for nature?
New study checks role of coal, battery and range in bigger picture

AP file photo
A line of electric cars and newly installed charging stations sit in front of the Portland General 
Electric headquarters building, in Portland, Oregon.
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2025 Ford Escape Active
#T4874
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YEAR-END
CLEARANCE EVENT

STARTS NOW!

13626 Route 6, Corry, PA • 814-665-8207 • 1-800-646-1298
Mon. & Thurs. 9am - 7pm • Tues., Wed. & Fri 9am - 6pm • Sat. 9am - 2pm, Closed Sunday

$34,040
- 1,200
- 3,500

$29,340
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2025 Ford F150
#T4895
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- 1,300

$42,837
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SALE
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Payment plus tax, title, license 
and doc fee. $5,000 cash or 
trade equity. 84 mos at 5.9% 
APR with approved credit.

Payment plus tax title l

Buy for 
$545 MO

IN STOCK UNITS ONLY

8144.779996666.226666CHRYSLER•DODGE•JEEP•RAM

STOP IN TODAY!
HOURS: MON & THURS 8:30AM-8:30PM

TUES, WED & FRI 9:30AM-6:00PM • SAT 8:30AM-2:00PM

*PAYMENTS BASED ON STOCK #R0065, ON A 24-MONTH, 20,000 MILE LEASE. PA TAX, PLATES AND DOC FEE EXCLUDED. INCLUDES ALL FACTORY INCENTIVES, LEASE LOYALTY, MILITARY OR FIRST
RESPONDER. TOTAL DUE AT LEASE INCEPTION: $995. INCLUDES FIRST MONTH’S PAYMENT. BASED ON APPROVED CREDIT. OFFER GODO TIL 9/30/25. IN-STOCK UNITS ONLY. 

BY KSENIA PRINTS
Food Drink Life

Between three and four 
million people visit New 
Hampshire just during the 
fall months each year to see 
their world-famous fall col-
ors. 

In Vermont, best known 
for its six-month skiing sea-
son, the state tourist board 
reports 19% of its 13 million 
visitors show up for the six 
weeks of fall leaf peeping. 
Fall foliage is a big tourist 
draw, but there are still plac-
es to spot the colors without 
standing in a crowd.

There are only three plac-
es on the planet where decid-
uous forests transform into 
the reds, oranges and yellows 
of fall. And nowhere else is 
it as bright and brilliant as in 
Eastern North America. 

While the autumnal equi-
nox officially starts on Sept. 
22, there’s still plenty of time 
to plan your trip, even if it’s 
just down the street. All of 
the 48 contiguous United 
States have some fall foliage, 
even Florida, but here are the 
best options for a true explo-
sion of color.

The usual suspects

You may recall from your 
high school science class that 
chlorophyll is what gives 
plants their green color. The 
natural nutrient allows plants 
to utilize the sun’s rays to 
convert carbon dioxide and 
water into sugars and starch-
es by photosynthesis. 

However, as the Earth tilts 
away from the sun, plants 
send less chlorophyll out to 
the leaves, causing them to 
transform into the vibrant 
colors of autumn.

New England

If there’s one area that’s 
known for pretty fall col-
ors, it’s New England. The 
farther away you are from 
the equator, the less sun you 
get. Plants in the northern 
regions produce more chlo-
rophyll during the spring and 
summer, and when they stop 
pumping out to the leaves, 
the colors are even more 
spectacular.

The White Mountains of 
New Hampshire are well 
known for their fall foliage. 
Millions come to see the 
leaves erupt into reds, orang-
es and yellows during Octo-
ber. The same sugar that cre-
ates true maple syrup causes 
chemical reactions in the 

leaves, causing the more bril-
liant reds. If you visit too ear-
ly, the colors will seem dull, 
but mid-October is prime 
viewing time.

Head up Route 112 to 
hit the famous Kancamagus 
Highway, a 34-mile drive 
with no distracting business-
es, restaurants or gas stations, 
just mile after mile of beauti-
ful fall scenery. The smell of 
the forest transports you back 
in time, and many choose to 
camp along The Kanc for the 
best autumn experience.

Named by Travel + Lei-
sure as one of the Best Plac-
es to See Fall Foliage in the 
United States, Stowe, Ver-
mont, is known as the fall 
color capital. You’ll want to 
visit the last week of Sep-
tember through mid-Octo-
ber for the best leaf peeping. 
You can see the explosion 
of fall colors around the his-
torical buildings in town, or 
wind up Smuggler’s Notch, 
first used in the War of 
1812.

Further south, the hills 
and valleys come alive with 
fall colors in Green Moun-
tain National Park. What 
better way to maximize your 

autumnal experience than go-
ing through a forest of trees, 
all displaying slightly differ-
ent varieties of color? The 
mountains make the perfect 
backdrop, as you hike into 
the 400,000 acres using the 
oldest continuous footpath in 
the U.S.

Typical fall colors are off-
set by the blues and greens of 
evergreen trees in The Berk-
shires, Massachusetts. Take a 
trip down the Mohawk Trail 
along Route 2 that includes 
the famous Hairpin Turn, or 
work your way up the wind-
ing road to the top of Grey-
lock Mountain, where you 
can see colorful leaves for 
miles.

Last year, Yankee maga-
zine named Kent, Connecti-
cut, one of the best fall foli-
age towns in New England. 
It’s a great place to take the 
family. Along with Mystic, 
Hartford and New Haven, 
you can see plenty of colorful 
leaves, historic buildings and 
old covered bridges. You can 
even catch a fall foliage-ori-
ented train ride.

Make a whole day of it by 
slipping into nearby Rhode 
Island. The Blackstone Val-

ley region is gorgeous and 
just a few miles away from 
Providence and Newport, 
where you can see tall ships 
on Narragansett Bay.

Closer to home             
in the tri-state area

In early to mid-October, 
the Catskill Mountains in 
upstate New York flourish 
with a spectacular display of 
color. Hannacroix Creek Pre-
serve is a nice hike into an 
explosion of fall foliage, end-
ing with a majestic waterfall. 

The overlook next to the 
historic Catskill Mountain 
House, built in the 1820s, 
provides a perfect vantage 
point for admiring the chang-
ing leaves.

The leaves in the trees 
on the 6 million acres of the 
Adirondacks change so con-
sistently, it’s like watching 
a colored wave. They shift 
from yellow to orange and 
red, then purple, before drop-
ping entirely off. They also 
shift depending on weather 
and how close they are to the 
lakes and rivers.

Whether you opt to hike 
into the Allegheny Nation-
al Forest or bike along the 
Great Allegheny Passage, 
fall colors are unmissable 
in Pennsylvania. Pine Creek 
Gorge adds purple to the 
mix. Late September to ear-
ly October is the best time 
to leaf-peep in the Keystone 
State. Big Pocono State 
Park offers a summit with 
ideal views of fall foliage 
in Pennsylvania, New York 
and New Jersey

Less crowded,             
still beautiful

Their colors may not be 
quite as spectacular as what 
you’d see in the crisp New 
England autumn, but the 
middle of the country still 
has plenty to see, and often 
boasts much smaller crowds.

Midwest and                
the Great Lakes

The variety of trees and 

waterways they’re adjacent 
to provides a unique spec-
trum of color in Minnesota 
and Wisconsin. The usual 
red and yellow leaves are 
complemented by reddish 
brown, bronze and pur-
ple-hued reds. Mid-Octo-
ber is the best time to visit 
Peninsula State Park in Door 
County, Wisconsin. And to 
really avoid crowds, but still 
see plenty of color, try Lily-
dale, Minn.

Michigan’s Upper Pen-
insula, or U.P., is a hidden 
gem amongst leaf peepers. 
Mackinac Island, famous for 
its fudge and saltwater taffy, 
is car free and covered in de-
ciduous trees, carpeting the 
community in an explosion 
of color starting in mid-Oc-
tober. Ride a bike or hop on 
a horse-drawn carriage to ex-
plore.

The third week of Octo-
ber is the best time to visit 
Cuyahoga Valley National 
Park in Ohio. The usual reds 
are mixed in with a whole 
palette of other rose-colored 
hues, along with yellows and 
some oranges.

The Mason-Dixon Line

While there are many 
places to spot fall colors in 
the Southern states, there’s 
one road that combines the 
best views. The Blue Ridge 
Parkway runs 469 miles, bor-
dering Virginia, West Virgin-
ia, Tennessee, Kentucky and 
North Carolina, connecting 
Shenandoah National Park to 
Great Smoky Mountains Na-
tional Park. 

That’s hundreds of op-
portunities to see gorgeous 
fall colors, with the best 
prospects in mid-to late Oc-
tober, depending on your el-
evation.

Underrated alternatives

Finally, take a look out 
west. These are places you 
might not expect, but look 
beautiful, and with a much 
smaller crowd.

A proliferation of cotton-

wood, red alders and maple 
trees decorates the Colum-
bia River Gorge in Oregon 
with stunning golden and 
red-hued leaves. Mid- to late 
October is when the colors 
pop most, depending on ele-
vation. 

Residents recommend hik-
ing Multnomah Falls, Hood 
River or Eagle Creek Trail. 
The Columbia River Gorge 
Scenic Byway is perfect for 
vehicle traffic, with plenty 
of areas to pull off and snap 
shots.

Grand Teton, Yellowstone 
National Park and Jackson 
Hole in Wyoming have their 
own unique fall flavor. An 
abundance of Aspen trees 
means yellow is the domi-
nant autumn color here, laced 
with some oranges and few 
reds and the occasional pur-
ple.

Surprisingly for some, the 
Arizona high desert displays 
a fiery fountain of fall foli-
age. The color changes can 
be clearly tracked north to 
south. In Flagstaff and north 
of the Grand Canyon, the col-
ors are most vibrant in late 
September. As they fade, the 
palette shifts down, Sedona 
in mid- to late October, and 
the Chiricahua Mountains 
light up in late October into 
November.

Colorado follows a sim-
ilar pattern, with their vivid 
yellows, golds, oranges and 
reds cascading southwards as 
September turns into Octo-
ber and then November. For 
Aspen, the most vibrant hues 
are in late September and can 
be seen from Cathedral Lake, 
driving down Independence 
Pass, or camping near Ma-
roon Bells.

Mount Rainier in Wash-
ington state finds itself car-
peted with fall colors tinged 
with southwest hues. From 
mid-October to early Novem-
ber, tour the park between 
Sunrise and Chinook Pass, 
as well as the Paradise area, 
Reflection Lakes, Bench and 
Snow Lakes, and the Grove 
of the Patriarchs.

Orange hues tend to dom-
inate the forests around Lake 
Tahoe, straddling the Cali-
fornia and Nevada border. 

Drive Highway 50 or 80 
to see some beautiful land-
scapes, or venture off the 
freeway for more explora-
tion around Truckee River 
and Donner Lake with views 
of the Sierra Nevada Moun-
tains. Check out Ponderosa 
Meadow, famous to so many 
boomers thanks to the show 
“Bonanza.”

Turning over a new leaf

While leaves can start 
changing as early as mid-Sep-
tember, October is really the 
peak time for most leaf peep-
ing. If you need a state-by-
state reference, the Farmer’s 
Almanac breaks it down even 
to the specific regions. 

Even the busiest areas 
are a little quieter during 
the week. With proper plan-
ning, you can see lots of 
gorgeous fall color without 
tripping over too many oth-
er tourists.

Ksenia Prints is a food 
and travel writer from Mon-
treal, Canada. She blogs 
over at We Travel We Bond, 
writing about family travel 
off the beaten path.

Best leaf-viewing destinations in 
the U.S. for your fall road trip

AP via Depositphotos
Every autumn, millions chase the colors, but only a few know where to find the most stunning leaves.
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BY BALSA PETRICEVIC
Guessing Headlights

The car-buying experi-
ence has improved signifi-
cantly over the past decade, 
with more shoppers report-
ing positive emotions like 
excitement, empowerment, 
and confidence when pur-
chasing a vehicle. But one 
stubborn problem remains: 
waiting around at the dealer-
ship.

That’s according to a 
new Cox Automotive report, 
Drivers of Car Shopping Sat-
isfaction, which surveyed 
740 new-vehicle buyers, 350 
used-vehicle buyers, and 256 
franchise dealers. The find-
ings show that overall sat-
isfaction with the purchase 
process rose eight percentage 
points, from 60 percent in 
2016 to 68 percent in 2024.

Four drivers                  
of satisfaction

The study highlights four 
factors most closely tied to 
satisfaction:

	� Control: Shoppers feel 
more confident when they 
can start the process online, 
research at their own pace, 
and customize options before 
visiting a store.

	� Transparency: Clear 
communication and upfront 
pricing reduce suspicion and 
help buyers trust the process.

	� Knowledgeable Staff: 
Supportive sales teams who 
answer questions and guide 
the process create stronger 
experiences.

	� Feeling Well-In-
formed: Access to reliable 
information, both online and 
in-store, helps buyers feel 
protected against surprises.

Dealerships that deliver 
on these drivers report high-
er efficiency and profitabili-
ty compared to those that do 
not.

Digital retailing      
gains ground

The growth of digital 
retailing has defined the 
last decade. What started 
with simple online calcu-
lators and trade-in tools 
has evolved into platforms 

where buyers can research, 
explore financing, and cus-
tomize payments before 
stepping onto a lot.

These tools enable shop-
pers to transition smoothly 
from online research to in-
store transactions without 
repeating steps, while also 
providing greater pricing 
transparency and communi-
cation.

Emotions improve,       
but pain points persist

Buying a car has long 
been one of the more stress-
ful consumer experiences, 
especially around negotia-

tions and financing. The new 
report shows notable prog-
ress: 81 percent of shoppers 
said they felt positive emo-
tions like excitement, hope-
fulness, empowerment, and 
confidence during their pur-
chase in 2024.

Yet not all stress has 
disappeared. Trade-in ap-
praisals still leave many 
buyers disappointed, and fi-
nance-and-insurance (F&I) 
products continue to over-
whelm and confuse shop-
pers.

Where friction remains
The study identified the 

top five most stressful points 
in the journey:

	� Waiting or idle time at 
the dealership.

	� Selecting and purchas-
ing F&I products.

	� Determining afford-
ability.

	� Finalizing deal terms.
	� Receiving a trade-in 

offer and completing financ-
ing.

Nearly one in four buyers 
said they considered walking 
away from a purchase during 
the process, with negotia-
tions the most common stage 
where dropouts were consid-
ered.

What high-satisfaction 
dealers do right

Franchise dealers report-
ing improved customer sat-
isfaction were more likely to 
provide personalization and 
transparency. These dealer-
ships often offered tailored 
financing recommendations, 
clear breakdowns of fees, 
and personalized F&I prod-
uct suggestions. 

They were also more like-
ly to allow customers to start 
the deal online and complete 
it in-store without repeating 
steps.

The benefits of higher sat-
isfaction extended beyond 
customers. Dealers who im-
proved their scores reported 
faster and easier deal-mak-
ing, stronger customer re-
lationships, and even better 
employee experiences over 
the past year.

The bottom line
The Cox Automotive re-

port shows that the dealership 
experience is trending in the 
right direction. Buyers today 
feel more informed and more 
in control, with satisfaction 
levels significantly higher 
than a decade ago.

But the study also makes 
clear that dealerships have 
room to grow. Reducing 
idle time, simplifying F&I 
products, and continuing 
to build transparency and 
personalization will be key 
to creating a less stressful, 
more efficient car-buying 
process.

Car buyers happier than ever
Idle time at dealerships still frustrates shoppers

BY MILOS KOMNENOVIC
Guessing Headlights

Young drivers today are 
facing financial pressures 
their parents never imagined. 
Recent research shows that 
nearly half (41%) of Gen Z 
run out of money each month, 
with less than 25% consid-
ering themselves financial-
ly stable. About 29% have 
nothing left by month’s end, 
and 34% have less than $100 
remaining. In addition, 20% 
juggle multiple jobs just to 
make ends meet.

Between student loans, 
rising living costs, stagnant 
wages, and social media-driv-
en consumer culture, this gen-
eration’s financial stress is at 
an all-time high. Many rely on 
car loans for transportation, 
but one dangerous trend could 
leave them paying for vehicles 
they will never drive again, 
according to one expert.

The risky behavior
The risky behavior is not 

speeding or aggressive driv-
ing. Instead, it is something 
far more insidious that has 
become normalized among 
younger drivers: creating con-
tent while behind the wheel.

Shir Amram, COO at Mon-
tana Capital Car Title Loans, 
a leading provider of secured 
title loans, says the financial 
fallout from these choices is 
often devastating.

“We’re seeing a troubling 
pattern where young drivers 
are prioritizing social media 
content over road safety, not 
realizing that they’re risking 
both their lives and their fi-
nancial future,” says Amram.

The habit includes filming 
TikToks, livestreaming, or 
creating other social media 
content while driving.

A growing trend with 
deadly consequences
Social media platforms 

have made it easier than ever 
for young drivers to film them-
selves while driving. Whether 
it is a quick TikTok during 
a commute, a livestream to 
followers, or a driving selfie, 
these moments of content cre-
ation are forms of distracted 
driving that are becoming in-
creasingly common.

The numbers underscore 
the risk. According to the Na-
tional Highway Traffic Safe-
ty Administration, distracted 
driving claimed more than 
3,000 lives in 2024. Texting 
has long been seen as the main 
culprit, but filming content 
can be even more dangerous 
because it requires drivers to 
look at screens, adjust angles, 
and perform for the camera.

“Young drivers don’t al-
ways connect the dots be-
tween that 15-second video 
and the potential for a lifetime 
of financial consequences 
or worse,” explains Amram. 
“They see it as a quick post, 
but insurance companies and 
loan providers see it as evi-
dence of negligent behavior.”

How distracted driving 
increases accident risk

Creating content while 
driving dramatically increases 
the likelihood of an accident. 
Unlike a quick glance at the 
GPS, filming requires sus-
tained attention away from 
the road. Drivers often need to 
position their phones, check 
how they look on camera, and 
even monitor comments or re-
actions in real time.

Taking your eyes off the 
road for just five seconds 
while traveling at 55 mph 
is equivalent to driving the 
length of a football field 
blindfolded. When filming 
content, distractions can last 
much longer.

The insurance nightmare
Insurance companies are 

becoming increasingly sophis-
ticated in accident investiga-
tions, and they are looking for 
signs of distracted driving. So-
cial media posts timestamped 
near accident times, phone re-
cords, and witness statements 
can all be used as evidence.

“If an insurance company 
can prove that content creation 
contributed to an accident, 
they may deny the claim en-
tirely,” warns Amram. “Sud-
denly, you’re facing repair 
costs that could reach tens of 
thousands of dollars, with no 
insurance coverage to help.”

Even if a claim is not de-
nied outright, drivers may be 
found at fault, leading to high-
er premiums for years. For 

young drivers already strug-
gling with steep insurance 
costs, the financial hit can be 
overwhelming.

The loan repayment trap
The most devastating sce-

nario occurs when a vehicle 
is totaled in a distracted driv-
ing accident. Many drivers 
are unaware that if a car is 
totaled, they still owe the full 
loan amount.

“We’ve had customers 
who totaled their cars while 
filming content and discov-
ered they still owed thousands 
on a vehicle they could no 
longer drive,” says Amram. 
“Without gap insurance, 
they’re stuck making monthly 
payments on a car that’s sit-
ting in a junkyard while also 
needing to find money for a 
replacement vehicle.”

This creates a double finan-
cial burden. Monthly loan pay-
ments continue, insurance rates 
spike, and drivers must also 
find alternative transportation.

A perfect storm             
of bad outcomes

Amram describes the fi-
nancial risk as particularly se-
vere for drivers with car loans, 
who are already stretched thin.

“The financial risks of dis-
tracted driving are particular-
ly severe for drivers with car 
loans because they’re often 
already stretched thin finan-
cially. Young people today 
are taking on larger loans for 
longer terms to afford a vehi-
cle, which means they have 
less financial cushion when 
disaster strikes.

“What we see happening 
is a perfect storm of bad fi-
nancial outcomes. The driver 
causes an accident while film-
ing content, and their insur-
ance claim gets denied or their 
rates skyrocket. They’re still 
paying hundreds of dollars 
monthly on a totaled vehicle, 
and they need to find money 
for another car somehow. In 
many cases, they end up tak-
ing on additional debt to get 
back on the road.

“My advice is simple: put 
the phone down while driv-
ing. No video, no matter how 
many views it gets, is worth 
risking your safety and your 
financial future.”

Risky driving habits among young 
drivers could lead to financial disaster

Contributed photo
A young driver simulates using a smartphone while behind the wheel, 
highlighting the dangers of distracted driving and road safety concerns.
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Buying a pre-owned vehicle can 
be a cost-effective way to get a reli-
able, affordable car or truck. The mo-
ment a new car leaves a lot, it starts 
do depreciate in value, according to 
U.S. News & World Report. After 
the first few years of ownership, the 
vehicle has lost a significant amount 
of its value. By buying used, con-
sumers avoid that steep depreciation.

Pre-owned vehicle ownership is 
popular, as Americans buy 50 mil-
lion used cars a year, according to 
Paul Taylor, the chief economist for 
the National Automobile Dealers 
Association. Buying a pre-owned 
vehicle takes a little more research 
and work than buying new, but that 
time spent can be worth it. Here’s 
how to navigate purchasing a used 
car or truck.

Check vehicle value
Utilize a car pricing tool such as 

Kelley Blue Book or Edmunds to 
gauge the value of a used vehicle. 
This way you’ll have an understand-
ing of the range of prices that are 
acceptable for a vehicle of a certain 
age, make and condition.

Consider “certified”             
pre-owned vehicles

Many dealerships stand behind 
vehicles of a certain age and con-

dition. Often called certified pre-
owned vehicles, these tend to be 
lease turn-ins that are between three 
and four years of age and may still 
be under full or partial warranties.

Certified pre-owned vehicles re-

move some of the worry associated 
with buying used since warranties 
will cover the repair costs of certain 
parts, such as the engine and drive-
train. Plus, the dealerships’ mechanics 
have given the vehicles health checks 

before listing them for sale, certifying 
their condition and mileage.

Confirm financing rates
Many manufacturers are offering 

financing for certified pre-owned 

vehicles that are as competitive as 
those for new cars. Shopping around 
for rates, both at dealerships and oth-
er lenders, can make pre-owned ve-
hicles even more affordable.

Exercise caution                 
with private sellers

Buying from a private seller is a 
bit riskier than utilizing a dealership. 
That’s because the due diligence falls 
on you as the buyer. Ask for a vehicle 
history report (commonly known as the 
CARFAX) for any vehicle you’re con-
sidering, even if it means paying for the 
report. The report will list any accidents 
and other red flags. If a seller refuses to 
offer the report, pass on the deal.

Bring a mechanic
Another safeguard is to have your 

own mechanic look over the vehicle 
before purchase. A professional will 
know what to look for in terms of 
unusual wear and tear on a vehicle 
that may not be evident to drivers.

Budget for all costs
Before making any decisions, de-

velop a used car budget that takes into 
consideration the total cost of own-
ing the vehicle. This can include the 
monthly payment, interest, insurance, 
maintenance costs, and fuel costs.

Tips for buying pre-owned vehicles

Pre-owned vehicles can be great bargains, especially in an era when supply shortages are 
making new vehicles even more costly.

BY RONALD MONTOYA
Edmunds

Wrapping a vehicle in vinyl 
to alter its look was once the 
domain of show cars, luxury 
and exotics but has now gone 
mainstream as part of a grow-
ing multibillion-dollar industry.

A car wrap is a series of vi-
nyl decals that allows an owner 
to change the look of a vehicle 
without the long-term com-
mitment of a traditional paint 
job. Think of it as a temporary 
tattoo for your car. Wrapping 
differs from a paint job in that 
the decals can be removed later 
with no impact on the existing 
paint, assuming the wrap was 
maintained correctly.

The designs include stan-
dard glossy colors, gradient 
colors, matte finishes, chrome 
metallic colors, company logos 

and full-on illustrations. The 
only limits are your imagina-
tion — and your budget. The 
Edmunds experts have gone 
through this process with a 
vehicle and discuss the pros 
and cons of getting your car 
wrapped.

Pristine surface is needed
Some people might think 

that a wrap can be used to 
breathe life into an older car or 
one with a bad paint job, but that 
isn’t the case. Sure, it’ll cover 
up the unsightly paint, but if the 
vehicle has any scratches, paint 
imperfections or door dings, 
they will be quite noticeable 
on the newly wrapped surface. 
Additionally, if the paint has 
started to flake or oxidize, the 
decals will have a hard time 
adhering to it. Many shops will 
advise customers to repair any 

scratches or dents before wrap-
ping the vehicle.

Costs can vary
The act of applying an auto 

wrap is fairly labor-intensive, 
so the shop will determine the 
price based on the size of the 
vehicle, the complexity of the 
installation, and the materials 
of the wrap itself.

The cost can range from 
$2,000 for a smaller vehicle 
with a common color, such as 
matte black, and upward of 
$10,000 on a high-end vehicle 
like a Bentley or Lamborghini. 
The vinyl shop needs to be ex-
tra careful with those vehicles, 
and the body panels tend to be 
more complicated to remove.

Chrome or metallic finishes 
fall somewhere in between and 
tend to be on the more expen-
sive side due to the higher cost 

of the materials and the intri-
cacies involved in the instal-
lation. Chrome wraps can turn 
dull when they’re overheated 
or overstretched. Expect to pay 
roughly $6,500 to $8,000 for a 
chrome wrap.

Installation procedure
First, the shop will wash 

and detail the vehicle with a 
clay bar to remove any con-
taminants from the surface of 
the paint. Some installers use 
a solution of isopropyl alcohol 
to clean the paint and then use 
compressed air to blow off any 
remaining dirt particles.

Next, the shop will remove 
the bumper covers, headlights 
and taillights so that the install-
er can place the wrap as close to 
the edges of the body panels as 
possible. If a customer doesn’t 
feel comfortable with the shop 

taking the car apart, the install-
er will skip that step and use a 
scalpel-like tool to cut the vinyl 
around lights and grilles.

The installer will then apply 
the vinyl to the vehicle body. A 
heat gun is often used to make 
the decal more pliable, so it can 
properly adhere to the shape of 
the vehicle. Complex wrap de-
signs will require additional vi-
nyl layers. Finally, the installer 
will use a soft felt squeegee to 
remove any lingering air pock-
ets.

The entire process can take 
a few days to complete. If you 
want the doorjambs — the in-
ner body-colored part of your 
doors — to match, it can easily 
take an extra day or so since the 
area has numerous crevices. 
Often the doors need to be tak-
en apart before being wrapped, 
which can add to the labor re-

quired and cost.

How long do they last?
A properly maintained car 

wrap can last up to five years. 
However, the more a car wrap 
is exposed to the elements, the 
shorter it will survive. Exces-
sive sun exposure can dry out 
the vinyl wrap, making it dif-
ficult to remove and signifi-
cantly shortening its lifespan. 
Some shops will offer to apply 
a nano-ceramic coating on the 
finished wrap, for an added fee, 
to give it greater UV resistance 
and prevent minor scratches.

Avoid parking your 
wrapped vehicle in the street 
and exposing it to road salts 
and extreme temperatures. 
Similarly, you’ll want to steer 
clear of automatic car washes, 
and instead use a microfiber 
towel to keep the wrap clean.

A guide to getting your car wrapped; what you should know
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