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Abstract 

Hamilton and Suwannee Counties, both rural areas with higher-than-average poverty rates, face 

challenges in youth financial literacy. Adolescents in poverty are at risk for poor academic and 

vocational outcomes, making financial education crucial for success. Wheeling & Dealing: 

Buying Your New Ride, developed by 4-H and Family and Consumer Sciences agents, teaches 

teens in limited-resource communities about financial literacy through the car-buying process. 

The curriculum covers vehicle costs, budgeting, credit scores, and negotiation strategies, 

empowering teens to make informed financial decisions. Based on post-survey results, over 90% 

of participants mastered the key financial skills taught in the program. With the help of 

community partnerships, we are serving a diverse group of youth from various backgrounds and 

the program will continue through 2025.  
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Situation  

Both Hamilton and Suwannee Counties are rural communities with higher poverty rates than the 

state average. According to the American Psychological Association, children and teens living in 

poverty are at greater risk for poor academic achievement, dropping out of school, and 

experimenting with risky behaviors. Children living in poverty are more likely to experience 

more years of unemployment as adults and are ill equipped to face the financial challenges of 

adulthood (Lusardi, 2023). Financial education and workforce preparation skills are essential 

tools to set youth on a trajectory to thrive as adults. Youth that are thriving, experience long-term 

outcomes of academic or vocational success, have emotional stability, and are civically engaged 

(Arnold, 2018).  

 

Need for program 

Capturing the attention of youth to participate in a financial literacy program requires creative 

marketing and innovative delivery. Working as a team of 4-H and Family and Consumer 

Sciences agents, we combined our areas of specialization to develop an education program for 

teen audiences. There are many benefits to car ownership and one of the most important is improved 

economic mobility. This is especially important for limited-resource households. When these 

individuals become car owners, they are more likely to obtain employment, maintain their jobs, and 

increase their income (Klein, N. J., 2020). Additional benefits of car ownership include ease of travel, 

access to better paying jobs, and access to education. Teens, who own their own vehicle, experience 

greater independence, the ability to secure employment, and less time spent depending on others for 

transportation. While the benefits of car ownership are well documented, teens need the foundational 

knowledge and skills to fully understand all aspects of the car buying process. Learning the skills 

necessary to buy a car such as calculating car costs and vehicle research and negotiation strategies 

provides teens with the tools needed to successfully purchase their own vehicle.  

 

Objectives  

1) At least 80% of participants will be able to determine the cost of a vehicle purchase.  

2) At least 80% of participants will learn how to write a SMART car buying goal.  

3) At least 80% of participants will be able to calculate how much they can afford to pay for 

a vehicle based on personal income.  

 

Target audience 

High school teens from limited resource counties who are planning to purchase their first vehicle.  

 

Role of team members 

The idea was first conceived in 2020. The 4-H agent collaborated with two Family and 

Consumer Sciences (FCS) agents from a neighboring county to develop the Wheeling & 

Dealing: Buying Your New Ride financial education program. All three agents worked together, 

dividing the content equally and engaging community partners to supplement the curriculum. 

 

The 4-H agent teaches the concept of needs vs. wants, types of vehicles, safety considerations, 

vehicle inspection, and conducting vehicle research. The two FCS agents present the following 

financial pieces: the true cost of vehicle ownership, determining how much vehicle you can 

afford, establishing a car-buying SMART financial goal, how credit scores impact your interest 

rate on a loan, understanding loans, sales tactics, and negotiation strategies. Each team member 
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has developed worksheets, slide presentations, and interactive assignments to accompany her 

topics. The agents support each other throughout the two-day program.  

 

Besides creating an engaging curriculum, working as a team allowed the agents to combine 

individual strengths and experiences, providing a variety of true-life car-buying examples to 

weave throughout the presentation.  

 

Collaboration with partners 

County agents collaborated with a tax collector and a financial institution to coordinate 

instruction for teaching the costs of vehicle ownership, which include the tag and title purchase, 

financing options, and keys to develop a good credit score. Not only did community partners 

assist with instruction for the youth audiences, but they provided tips and suggestions to enhance 

the program. Additionally, the three agents partnered with Career Source of North Florida, a 

private non-profit agency that helps youth prepare for and secure employment. Through this 

partnership, the agents delivered three individual financial programs to youth enrolled in the 

summer youth education program. Wheeling and Dealing was the third piece of the financial trio, 

allowing youth to apply money management skills learned, to a popular teen topic: vehicle 

ownership.  

 

Methods  

The agents co-taught the two-day program utilizing a buying education curriculum that they 

developed. Youth received handouts which served as a guide for concepts taught throughout the 

program. The agents used multiple teaching tools including multi-media presentations, car 

inspection checklists, videos, hands-on activities with question-and-answer components, and 

integrative activities that allowed youth to work through a case study. The agents contributed 

equally to all aspects of the program as they co-taught lessons using in-person delivery methods. 

 

The experiential activities included the following: 

• A mock used car lot that provided the opportunity to complete a vehicle inspection checklist 

to determine if the vehicle had appropriate value compared to the asking price. 

• Community partners that included a representative from the tax collector’s office presenting 

on tag and title requirements and associated costs, and a loan officer providing information 

on auto loan requirements and the need to develop good credit. 

• Role-playing to practice negotiation strategies. Youth assumed both the role of the seller and 

then the buyer of a used vehicle.   

 

Teaching financial concepts to youth audiences is easier when youth are engaged and interested 

in the topic. Imbedding financial literacy concepts in a program geared for teens and their 

interest in automobile ownership was a natural fit. Agents wove real-life connections to adult 

responsibilities like paying bills, staying on budget, and tracking expenses throughout their car-

buying presentation. Program delivery was both a creative and an innovative way to capture the 

interest of teen audiences to learn financial literacy concepts. 

 

Evaluation  
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Post survey data, observational data, completed worksheets, and student feedback are combined 

to provide program results. Additionally, qualitative data is solicited from adult partners to help 

the team identify any adaptations needed. 

Results/impacts 

Post-survey results included: 

• 100% learned how to determine the cost associated with purchasing a vehicle. 

• 100% learned how to calculate how much they can afford to pay for a vehicle. 

• 100% plan to save money to purchase a vehicle and associated expenses. 

• 100% completed a vehicle inspection checklist on a used automobile to determine if 

asking price reflected the condition of the vehicle.  

• 100% participated in a mock negotiation exercise.  

• 93% learned how to write a SMART financial goal. 

• 93% understood the difference between paying cash and financing a vehicle purchase.  

• 93% plan to maintain a budget.  

Number of student participants in 2024 = 15 (unduplicated). 

 

Youth reported the best advice they received during the program on the post-survey. Repeatedly, 

the answers include these: Save money to purchase a vehicle. Do the research before you buy. 

Check the car out and look for rust. Save money for maintenance. Compare prices before you buy. 

 

Commitment to diversity 

Our team serves youth audiences that are diverse in race, gender, and economic background. We 

have presented this program to both public and private school audiences, through partnership 

with Career Source to serve youth from limited resource families, and as a day camp (which 

included detention center youth) since 2020.  

 

Continuation plan and innovation:  

This program will continue in the summer of 2025 when the agents continue their partnership 

with Career Source to deliver the car buying program to teens. In the fall of 2025, we plan to 

deliver the program at a local high school. Due to the program’s success and requests from other 

extension agents, we hope to offer a training this fall to share the program with both 4-H and 

FCS agents. It is our long-term goal to modify the curriculum to develop an adult version for our 

counties.  
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How Length Affects Total Price

$10,000 vehicle with $0 down payment.

HINT: Contract Length*Mo. Payment=Total Price of Vehicle

How much money would you save by financing for:
36 months instead of 60?
48 months instead of 72?

How much more in finance charges would you pay if you financed the 
vehicle for 72 months vs. 24 months?

What is the difference in the monthly payment between 36-month 
financing and 72-month financing?

APR Length of 
Contract

Monthly 
Payment

Total Price of 
Vehicle

Total Finance 
Charge

4.75% 24 months $438

4.75% 36 months $299

4.75% 48 months $229

4.75% 60 months $188

4.75% 72 months $160

Time Option Activity-Handout

An Equal Opportunity Institution. UF/IFAS Extension, University of Florida, Institute of Food and Agricultural Sciences. Single copies of 
UF/IFAS Extension publications (excluding 4-H and youth publications) are available free to Florida residents from county UF/IFAS 

Extension offices 



   MJ is a first-time car buyer who purchased a 2007 sedan with automatic transmission and 
     a six-cylinder engine for $5,600 cash. The car weighs 2,718 lb. and was purchased in  
     Jurassic County, FL. 

Use the information in the chart on the right and at the bottom of the page to determine the total upfront  
cost to register this vehicle. Calculate the costs for the tag, title and tax. Finally calculate the final cost for 
the vehicle including the upfront costs. Enter all information in the chart on the left. 

FINAL cost 

 (car + upfront cost) 
     ____________ 

Classification Weight Annual 

Registration 

Automobiles Up to 2,499 lb. $46.15 

Automobiles 2,500–3,499 lb. $57.15 

Automobiles 3,500+ lb. $70.65 

Trucks Up to 1,999 lb. $46.15 

Trucks 2,000–3,000 lb. $57.15 

Trucks 3,001–5,000 lb. $70.65 

Wheeling & Dealing 

An Equal Opportunity Institution. UF/IFAS Extension, University of Florida, Institute of Food and Agricultural Sciences. Single copies of UF/IFAS 
Extension publications (excluding 4-H and youth publications) are available free to Florida residents from county UF/IFASExtension offices ifas.ufl.edu 

New title fee $77.25 

Description Cost 

TAG 

Initial registration fee 
     ____________ 

Annual registration fee 
     ____________ 

New metal license plate/tag 
     ____________ 

County mailing and branch fee  
     ____________ 

TITLE 

Previously titled vehicle fee 
     ____________ 

TAX 

FL sales tax – 6% 
     ____________ 

Total upfront cost 
     ____________ 

Additional Fees Cost 

Initial registration fee if the applicant 
does not have a Florida registration 
to transfer 

$225.00 

Transfer of a license plate from 
another vehicle 

$7.35 

New metal license plate $28.00 

County mailing fee and branch fee $1.20 

Transfer title fee $75.25 
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2024 Car buying class!

Wheeling & Dealing: Buying Your New Ride

Students complete a vehicle inspection checklist on 

used vehicles belonging to extension staff! They 

check the body, electronics, fluid levels, tire wear, 

undercarriage, and interior.  

Participants complete a vehicle cost and safety 

worksheet using an automotive shopping website 

that provides real-time value of vehicles. 

UF/IFAS Extension is an equal opportunity institution. The University of Florida is committed to providing universal access to all of 

our events. For disability accommodations, such as alternate formats of written material, please contact makerr@ufl.edu at least two 

weeks in advance. 

mailto:makerr@ufl.edu
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