Maine Consumer Law Guide
From the Office of the Maine Attorney General
Chapter 8: Leasing AND Buying A NEW VEHICLE and Advertising a NEW OR USED Vehicle
Last revised: April 2026.
This consumer rights chapter deals with leasing or buying a new vehicle and the advertising of a new or used vehicle. The first part, Advertising, summarizes Attorney General Rules which regulate dealer advertising of new and used vehicles. The second part, Leasing, provides information on how to navigate the complexities of a lease contract.[endnoteRef:1] The third part, Buying, describes Attorney General Rules regulating the sale of new vehicles in Maine.[endnoteRef:2]  [1: Endnotes
 For additional information on leasing a vehicle, you can visit the FTC’s website (https://consumer.ftc.gov/node/78350).]  [2:  For additional information about buying a car, see the FTC’s page on this topic (https://consumer.ftc.gov/shopping-and-donating/buying-and-owning-car).] 
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Advertising
[bookmark: _Toc227313357]8.1 Automobile Advertising Rules 
The Attorney General has issued Rules that govern advertising for both leasing and purchasing motor vehicles.[endnoteRef:3] These Rules describe possible unfair or deceptive practices in the advertising of motor vehicles. Generally speaking, advertising should be in plain language, with clear and conspicuous disclosures of material information about the vehicle and the vehicle’s pricing. If the advertisement is for a lease, it must clearly and conspicuously state that it is for a lease.  [3:  26-239 C.M.R. ch. 104, §§ 2-14 (2005).] 

The Attorney General Rule chapter 104 on motor vehicle advertising is available on the Secretary of State's rulemaking webpage (https://www.maine.gov/sos/rulemaking/agency-rules/department-attorney-general-rules).
[bookmark: _Toc227313358]Leasing
[bookmark: _Toc227313359]8.2 Benefits and Drawbacks of Leasing
A lease contract can be very confusing. Before leasing a vehicle, it is important to consider the benefits and drawbacks of leasing.
[bookmark: _Toc227313360]Benefits of Leasing
A lease will generally have a lower monthly payment. Your “up front” costs might be more manageable. Also, the vehicle will usually remain under both the manufacturer’s warranty and the Maine Implied Warranty. 
With a lease you do not have to worry about trading-in your vehicle or selling it when you are ready for a new vehicle. You can either lease another new vehicle, exercise your purchase option and buy the vehicle, or, after completing your lease obligations, simply return the vehicle and be done with it. Leasing can sometimes prove very convenient by allowing the driver newer, more reliable vehicles that require fewer trips to the service department for repairs and maintenance. 
[bookmark: _Toc227313361]Drawbacks of Leasing
1. A lower up-front cost, or lower monthly payments, can lead to a long-term cost that is higher than purchasing the same vehicle outright, even when compared to a purchase with dealer financing.
A lease can result in unexpected costs. For example, dealers may charge you when you return the vehicle for minor cosmetic repairs, such as small scratches or dents. Dealers may also charge you for excess wear and tear or if you exceed the allotted mileage, which is usually relatively low.
You will not own the vehicle. This means you may pay more for your next vehicle, because you will not have any trade in value. It also means that you will need to either purchase the vehicle, or purchase or lease another vehicle, when the lease is up.
[bookmark: _Toc227313362]8.3 Lease Terms Defined
Here are short definitions of some of the key terms involved in leasing a vehicle. 
Acquisition Fee. Leases usually include an Acquisition Fee. This is a fee that the leasing company charges the dealer, and the dealer passes on to you. These fees can range from $400 to more than $1,200. If you do not pay the Acquisition Fee up front, it is added into your capitalized cost and increases the total purchase price of the vehicle.
Capitalized Cost. The Capitalized Cost is the total dollar amount of your lease – essentially, the purchase price of the vehicle. It includes the cost of the vehicle, sales tax, acquisition fees, and any extended warranties and insurance you decide to include in your lease. Look carefully at a vehicle’s capitalized cost. If it is higher than the price you would have paid had you purchased the vehicle, insist on the lower price to reduce your monthly payments.
Capitalized Cost Reduction. The Capitalized Cost Reduction is the equivalent of a down-payment. This figure is made up of any cash that you paid, trade-in allowance, rebates, or credits. You subtract this amount from the Capitalized Cost to arrive at the Adjusted Capitalized Cost, which is the amount used to calculate your base monthly payment. Remember, not all of the payments made at lease signing will reduce the Capitalized Cost.
Disposition Fee. A Disposition Fee is a charge to offset the cost of preparing and selling the vehicle at the end of the lease if the lessee does not purchase the vehicle.
Depreciation and Amortized Amounts. This is a charge to cover a leased vehicle’s projected decline in value over the lease term. It is calculated as the difference between the Adjusted Capitalized Cost of the vehicle and its Residual Value.
Early Termination Liability. If you break your lease early, you may have to pay a very large cancellation penalty based on the total amount of remaining monthly lease fees, called Early Termination Liability. For example, if there is one year remaining on the lease, you will likely have to pay 12 months of lease payments to cancel the lease. In addition, many leases will require you to also pay a flat cancellation fee. 
Excess Wear and Use Charge. When you return a leased vehicle, you may be required to pay for any damage —whether it is mechanical, exterior, interior, glass, tires, or even dirt and grime. This is called an Excess Wear and Use Charge. It is usually cheaper for you to repair the damage yourself than to pay the leasing company. Toward the end of the lease, the leasing company may assess the condition of the vehicle, or require you to bring the vehicle to your dealer for appraisal. If you do not agree with the appraisal, do not sign it. Instead, get your own independent appraisal. Sometimes even very clean vehicles have been charged for Excess Wear and Use.
GAP Coverage. GAP Coverage is insurance that protects you in the event the vehicle is either “totaled” or stolen. If the vehicle is totaled or stolen, you would ordinarily be responsible for paying the difference (the “GAP”) between the lease’s early termination payoff amount and the insured value of the vehicle. GAP Coverage can cover that cost., However, Maine has a law that makes GAP Coverage unnecessary and prohibits a dealer or lessor from charging you for GAP insurance.[endnoteRef:4] [4:  11 M.R.S.A. § 2-1221 (2)] 

Lease Term. The Lease Term is the number of months in your lease – the length of time you will lease the vehicle.
Lessee. The Lessee is the customer leasing the vehicle.
Lessor. Lessors are companies like GMAC, FMCC, and others. They actually finance the lease on behalf of the dealership. The dealership is not the Lessor. It is the Lessor’s representative (sometimes called an “Originator” or “sales outlet”).
Manufacturer’s Suggested Retail Price (MSRP). Also known as “list price” or “sticker price,” the MSRP is the price on the window sticker, which is required to be posted on every new vehicle.[endnoteRef:5] The dealer, as an independent business, sets its own price, but you can negotiate a price lower than the MSRP. When advertising a lease deal, dealers are required to disclose in the advertisement certain information (e.g., the fact that the transaction is a lease, the total payment due upon delivery, etc.)  [5:  Maine Revised Statutes Title 10, section 1192. ] 

Mileage Allowance. Leases set a mileage limit for the distance you are allowed to drive the car each year – usually 15,000 miles. This is the Mileage Allowance. Lower-mileage and higher-mileage leases are available depending on your needs. If you drive over the allowable miles you will be charged a fee per mile, usually between 15 and 30 cents.
Monthly Depreciation. Your Monthly Depreciation is your Gross Capitalized Cost (less any Capitalized Cost Reduction) minus the Residual Value, divided by the number of months of the lease.
Monthly Lease Rate. This is like interest on a loan. It is also known as the “Rent Charge” or “Lease Charge” or “Money Factor.” The Monthly Lease Rate will appear much lower than an equivalent interest rate because it is calculated differently than an Annual Percentage Rate (APR). If a Lease Rate is given as a percentage in an advertisement or on any lease form, it must also state, “This percentage may not measure the overall cost of financing this lease.”
Residual Value. The Residual Value is the estimated value of the vehicle at the end of the lease. This amount is set at the beginning of the lease and is used to calculate your base monthly payment. Knowing the Residual Value is crucial, because generally the higher the Residual Value, the lower your monthly payments will be, but the more you will pay to purchase the vehicle at the end of the lease (if you choose to do so).
Sale Price. The Sale Price is the negotiated price of the vehicle you are leasing. You and the dealer, before agreeing on a lease, should first negotiate the Sale Price of the vehicle you are leasing, just as if you were buying it. This negotiated Sale Price then becomes the price upon which your lease payment is based.
[bookmark: _Toc227313363]8.4 How to Lease a Vehicle
Here are some basic steps you should follow in leasing a vehicle:
1. First, determine the trade-in value of your current vehicle. Check resources such as Edmunds (https://www.edmunds.com/appraisal) and Kelly Blue Book (https://www.kbb.com/); also consider selling your vehicle for cash—your trade-in value at the dealership may be lower than what you could get from a private sale.
Determine the cost for the vehicle you want. Some new-car price guides tell you not only the dealer costs but also factory rebates and all known dealer incentives. 
Next, negotiate a Sale Price for the vehicle you are leasing, just as if you were buying it. Be sure to deduct any applicable rebates. Then ask for monthly payments based on that price, rather than the MSRP or sticker price. 
Ask how much the dealer’s Monthly Lease Rate is (i.e., the cost of the money you are “borrowing”). Sometimes this is referred to as the “Rent Charge” or “Money Factor.” No matter what it is called, the lower the number, the better. Remember: this figure is not a typical interest rate. You can ask the dealer to state it as an Annual Percentage Rate (APR).
Ask about the Residual Value of the vehicle, (the amount the leasing company estimates the vehicle will be worth when the lease is up). Generally, the higher the Residual Value, the lower your monthly payments will be. A low Residual Value is important only if you intend to buy the vehicle at the end of the lease. But if that is the case, you should consider purchasing rather than leasing.
Make sure you compare different dealers. Even after you negotiate the terms, you can still walk away if you do not understand the deal or it does not make sense for you financially. Sometimes other dealers will meet or beat another dealership’s terms.
When you find and agree on the deal you want, get everything in writing on the purchase offer form. That is the form you sign to make your offer official and a manager signs to accept for the dealer. If the sales person writes out a shorthand summary of the deal, do not sign it. You want all the terms of the deal laid out in the purchase offer, as they were when you calculated the lease payment. Then, before you go in to sign the actual lease, check all the numbers.
[bookmark: _Toc227313364]8.5 Potential Pitfalls to Watch Out for When Leasing a Vehicle
Leasing a vehicle is complex. Here are some of the issues you should be on the watch for when leasing a vehicle:
1. Make sure you know exactly what happens if you want to get out of the lease before it expires. You will likely have Early Termination Liability, or other fees.
2. Be wary of lease advertisements. Sometimes these advertisements compare the monthly cost of purchasing the vehicle with the monthly cost of leasing without disclosing the additional lease fees you will have to pay.
3. Remember that in Maine you must pay a 5 % sales tax based on your monthly lease payments multiplied by the number of payments.
4. Sometimes after you have negotiated on the price for buying a vehicle (and arrived at a good deal), the dealer might suggest that you consider leasing the vehicle instead. If you do lease the vehicle instead of buying, make sure the gross Capitalized Cost is based on the price you negotiated to buy the vehicle and not on the MSRP or sticker price.
5. Be careful of purchasing an extended warranty. Most dealers will attempt to sell an extended warranty along with the lease. But the extended warranty is usually offered by a third-party, often with poor service or claims capabilities. Also, most dealers already offer warranties on leased vehicles that make extended warranties redundant.
6. Very carefully consider the Mileage Allowance. Many drivers exceed 15,000 miles a year. If you exceed the Mileage Allowance you may find yourself paying 30 cents or more per mile in excess of what is allowed. 
7. If you have traded in a vehicle, make sure you are getting full credit for its value. A less than honest dealer may inflate the Capitalized Cost of the lease you are negotiating in order to get back some of the money he gave you for your trade-in vehicle.
8. Be wary of final “balloon” payments and “Disposition Fees” that some lessors charge when the lease ends. For example, sometimes there will be a Disposition Fee if you decide not to purchase the vehicle at the end of your lease. Find out what it is; negotiate over the amount; insist that it be put into the lease document before you sign.
9. Signing the lease is the last step and you should do so only after you understand all the calculations. Before signing it, consider taking the lease home and studying it overnight. Then ask the Lessor to answer any questions you might have. Remember that you cannot revoke a lease. Once you’ve signed it, the deal is final.
[bookmark: _Toc227313365]8.6 Federal Leasing Act Disclosures
The Federal Rule Regulation M (which implements the Consumer Leasing Act and is found at 12 CFR 1013) requires dealers to make certain disclosures to persons planning to lease a vehicle.
1. A description of the vehicle,
2. The amount due at lease,
3. The payment schedule,
4. And itemization of other fees and charges, and
5. The total amount you will have paid by the end of the lease.
For more information, visit the federal Consumer Financial Protection Bureau page on consumer leasing (https://www.consumerfinance.gov/rules-policy/regulations/1013/).
[bookmark: _Toc227313366]Buying a New Car
[bookmark: _Toc227313367]8.7 New Car Sale Rule 105.1: Definitions
The Attorney General issued Rules that govern the sale of new cars.[endnoteRef:6] The Rules describe possible unfair trade practices in the sale of new cars. Below, each of the rules and the prohibited conduct is described. [6:  26-239 C.M.R. ch. 105, §§ 1-8 (2000).] 

[bookmark: _Toc227313368]8.8 Rule 105.2: Misrepresentation of Charges
A dealer should not misrepresent, directly or indirectly, the nature of a service, product or extra charge. For example, a dealer labels a service or product with “Dealer’s Asking Price” and falsely states that the “Dealer’s Asking Price” is for preparation services but does not disclose that it is actually simply additional dealer profit.
Also, for new and used cars the dealer must disclose conspicuously in writing the dealer’s policy on returning a deposit on a car. If you make a deposit when buying a car, you must sign the form on which the disclosure appears.[endnoteRef:7] [7:  Maine Revised Statutes Title 10, section 1174.] 

[bookmark: _Toc227313369]8.9 Rule 105.3: Disclosure of Extra Charges
A dealer should provide, in writing, a clear description of each separate service, product or extra charge. If an extra charge is for services, then each specific service and its price must be disclosed. For example, if a dealer is charging for preparation services, it must list each separate service it charges for (e.g., waxing the vehicle, filling up the gas tank, etc.).
[bookmark: _Toc227313370]8.10 Rule 105.4: Equipment Added Prior To Sale
Whenever optional equipment has been added to a new vehicle prior to a purchaser signing a sales document for that vehicle, a dealer should post, on the vehicle, a notice showing each item added, its cost, and the warning that “Under Maine law, you may not be required to purchase options, accessories, or special features as a condition of sale of any motor vehicle.”
It is also illegal for a dealer to condition sale of the vehicle on the purchase of special features, appliances or equipment that has not yet been installed.[endnoteRef:8] For example, a dealer cannot condition the sale of the vehicle on your also purchasing a roof rack that has not yet been installed on the vehicle. [8:  Maine Revised Statutes Title 10, section 1174(4)(A).] 

[bookmark: _Toc227313371]8.11 Rule 105.5: Disclosure of Manufacturer Warranties
If the dealer sells you optional equipment or repair service contracts, the dealer should disclose:
1. Whether any manufacturer express warranties provide the same or similar protection as the optional equipment or service contract being sold by the dealer or retailer; and
2. That Maine law provides purchasers of new cars with an implied warranty in addition to the manufacturer’s express warranty. 
An acceptable dealer disclosure of Maine’s implied warranty law would read as follows: “Maine law gives you a warranty against defects in this vehicle. This Maine warranty is in addition to the manufacturer’s express warranty and cannot be limited by the dealer or manufacturer.”
[bookmark: _Toc227313372]8.12 Rule 105.6: Quality of Rustproofing
A dealer who rust-proofs vehicles should apply rust-proofing or other protective coatings to the entire surface of each area recommended as needing protection by the protective coating manufacturer.
[bookmark: _Toc227313373]8.13 Rule 105.7: Advertising
A dealer should not advertise a motor vehicle for sale and then refuse to sell it or refuse to sell it at the advertised price. 
Also, if a dealer advertises a particular vehicle’s price or a specific cash discount, the advertisement should also state the year, make, model, sub-model, and series of the advertised vehicle. 
[bookmark: _Toc227313374]8.14 Rule 105.8: Orders
A dealer should not refuse to take orders, or unreasonably discourage orders, for motor vehicles it advertises as generally available, or refuse to take orders except at a price that is greater than the advertised price.
A dealer should not advertise a vehicle as available when it does not currently have such a vehicle in stock. However, a dealer can avoid violating this rule by stating in its advertisements the exact number of vehicles in stock at the dealership. 
