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d jJLocal bookstores suggest buying, 
selling textbooks early for best deals

uide By Monique Threadgill

Of The Battalion Staff
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through the semester, but Dennis 
Rother, owner of Rother’s Book 
Stores, said the last two weeks of the 
semester are the best weeks to re-sell 
books, because stores haven’t yet 
placed their orders to publishing 
companies for new books.

Employees of other stores agree.
“The earlier you sell it, the better 

deal you’ll get for it,” Jason 
Baadsgaard, a Loupot’s Bookstore 
employee, said.

The stores estimate the number of 
books they will sell and then buy 
back as many as they need. If they 
don’t buy enough used books, they 
are forced to order new ones from 
the publishing companies.

After the quota is filled, most 
stores offer a substantially smaller 
amount of money, or none at all, to 
buy the book back. To get the most 
money back, it is important to sell 
the books as soon as possible.

Those who sell their books at the 
right time usually get back about 50 
percent of the price they paid for it 
in the beginning.

“In effect, (students) are renting 
the book for half a year,” Dr. Don 
Powell, director of Business Services 
at A&M, said.

Bookstore owners and managers 
all seem to agree that the prices of 
books are standard around town, no

matter which store they are pur
chased from.

The prices of the books are based 
on suggested retail prices set by the 
publisher, which most stores follow. 
Phyllis Loupot, manager of Loupot’s 
Bookstore on Jersey Street, said 
stores try to stick to standard book 
prices and “avoid price wars.”

Almost all stores allow students to 
reserve their books ahead of time 
with just a small deposit. Return pol
icies are basically the same. All stores 
require a receipt for the books and 
set deadlines ranging from one to 
two weeks, depending on the store, 
to return books.

Stores use different gimmicks to 
attract book buyers. University 
Bookstore manager Philip Beard 
said his store is giving away about 
$6000 in prizes and is working on an 
RC Cola-R.C. Slocum promotion 
with proceeds going to the Aggie 
Club.

Rother’s offers coupons in the 
People Book and spinning the “w- 
heel of fortune” to get special dis
counts. Loupot’s offers students Lou 
Bucks, which give students special 
rates when re-selling used books, 
and Lou’s News, which offers cou
pons for discounts on T-shirts.

Texas Aggie Bookstore lets stu
dents draw for bonus cash to receive 
extra money for re-selling books.

ISA tries to ease shock of transition 
for 1900 foreign students at A&M

y Timothy J. Hammons

The Battalion Staff

Attending a major university is a hard transition for 
anvone. But for the 1900 foreign students who attend 
Texas A&M, the problems can be double.

These students come from 116 different countries 
round the world, many with nothing more than a suit- 
:ase full of clothing.

Director of International Student Services Tina Wat
kins tries to ease the shock that many foreign students 
experience when first arriving at A&M.

1 “The first thing we do is find someone that can speak 
their language,” Watkins said. “I call someone from In- 

rnational Students Association to help them. Then we 
let them up in a dorm.”

She said this takes care of communication problems 
and finding a place to live. There are other problems to 
overcome, and ISA has several programs to help.

Watkins said one of the best programs ISA has is the 
Loan Closet. The closet has pots and pans, sheets and 
towels that people have donated to help the students 
get settled. It is hard for students to bring items like 
that with them, she said. Some of the students are trav
eling for 36 hours to get here, and it is too difficult to 
carry those items, she said.

Another program offered is the Friendship Partners. 
Watkins said the idea is to pair up foreign students with 
Americans. Students fill out a card with their interests 
and hobbies and they match them up with foreign stu
dents. The advantage Americans have is choosing the 
country from which to form a partnership.
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-CS dealerships offer programs 
to help students finance new cars
By Ellen Hobbs
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When a college student starts 
jhinking about buying a new car, his 
motions may be anything between 
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nd fear of pushy sales people and 
luge monthly payments.
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ng easier for college students near- 

s first pri°(ii ing graduation.
is also iinfl “The theory is that if they’ve
studentsi'Wwked har d to get through college,

i they co0flfhey deserve a break,” Mary Shaw, a 
re away fr 
lonely, I
robletncai1

mseling cf'i 
o get invol'l 
mpus, in a

educa«(1

lerested in,j 
se!ingcal|lJ 
enter, on! 
identic I

ADVERTISING
INDEX

:hes

1 COMMUNITY

1 SECTION C

;ge Statio" 1
1 Aggie Peer Orientation......... .1C

:-2505 1 Catalena Hatters....................... 5C

I Cavanders Boot City.............. .7C
>3-7307 |! Class of 1990 ................................ .3C

0014 H Cooke Cabelvision.................... ,2C

y; 693-471
, Digital Audio Exchange....... 5C

7 7 8-6037 I
| Loupot’s ......................................... ,6C

6-8468 |
| Micro Computer/IBM........... ,8C

King ^| MSC Townhall ........................... ,3C

ParWI: Parthenon...................................... ,6C

| Piper’s Chevron......................... ,5C

j Special Effects.................. .......... ,4C
)

4897 I TAMU Symphonic Band .... ,6C

r; 775-061 T.S.O................................................ ,5C

45
Unfinished Furniture............. . 7C

/ Frem University Bookstore.............. .5C

University Bookstore.............. .2C

sales representative for Jentsch 
Chevrolet in Bryan, said.

Though specifics about student 
purchasing programs at individual 
dealerships differ, they have the 
same general characteristics:

• Students must be close to grad
uation or have graduated recently. 
For example, T oyota’s program al
lows students to finance cars on a 
first-time buyers plan from six 
months before to a year after grad
uation.

• Students must have earning po
tential. Some programs require that 
they have the promise of a job after 
graduation, but most ask only that 
they earn a degree. T he higher the 
earning potential of the student, the 
larger the amount financed.

• Students can finance vehicles if 
they have no credit at all or no bad 
credit. If a student has bad credit, he 
probably won’t be able to find a deal
ership that will let him finance a car.

Students who are not close to 
graduation may have a hard time 
finding a dealership that will let 
them finance a car on their own. 
Most dealerships require the buyer 
to be drawing a salary of $1,000 a 
month or more. Most college stu
dents may, however, purchase a car 
with their parents as co-signers.

Students who buy new cars 
usually end up paying off their vehi
cles for 60 months. Many college stu
dents don’t want to obligate them
selves to making payments for that 
long while they are in school or soon 
after graduation.

Many dealerships have leasing 
programs that give customers who 
do not want to make a long-term in
vestment an alternative to purchas
ing a vehicle.

Leasing allows the customers to 
get cars without worrying about the 
depreciation of their investment.

Most car dealerships that offer 
leasing offer it on a “closed-in” basis: 
Once you sign the lease, you are re
quired to keep the car for a specified 
length of time.

Usually the person leasing the ve
hicle makes a down payment and 
pays a security deposit which is 
about the same size as the downpay
ment. Then the person leasing 
makes payments on the auto for two 
to four years. After the lease is up, 
the customer may purchase the car 
or return it to the dealership, who 
sells it as a used car.

Leasing programs receive mixed 
reviews from sales representatives.

Shaw encourages customers to 
lease.

“When you but a car, by the time 
you have equity in it it’s so old, it’s 
not to your advantage to sell it,” 
Shaw said. “With a lease, you trade 
cars about every four years.

“Most Americans are saying it’s a 
good time to lease cars.”

Harlen Walker, however, a sales 
representative for Beal Ford Sales, 
Inc., in Bryan, said he sees no advan
tage in leasing.

“If a customer wants to lease, I 
send them to my sales manager be
cause I just see no advantages to it,” 
Walker said.

Walker said leasing is a bad idea 
because even though the customer 
makes payments for years, he ends 
up with nothing to show for it.

“IIf a customer wants to 
lease, I send them to my 
sales manager because I 
just see no advantages to 
it.”

— Harlen Walker, - 
sales representative

“It’s just like renting,” he said.
Most salespeople suggest buying 

over leasing first.
Going to the dealerships and 

shopping for automobiles should be 
the fun part of buying a car, but 
some college students say the pres
sure put on buyers from the sales
people takes all the fun out of it.

Denise Hickey, a sophomore civil 
engineering major from Long Val
ley, N.J., said her experience shop
ping for cars was less than pleasant.

“I told the salesman right away 
that all I was doing was looking, but 
he put so much pressure on me that 
it made me want to just leave,” she 
said.

Hickey said she actually was inter
ested in buting one of the cars on the 
lot, but she wanted to have some 
time to think about it first.

“The guy kept telling me that I 
had to buy it right now or it was 
going to sell, or I wouldn’t be able to 
get as good a deal on it,” she said.

She said that when she asked for 
an estimate of how much it would 
cost per month to finance the car, 
the salesman acted as though she 
had agreed to buy it.

“He got the sales manager, and he 
came out with all these forms and 
stuff that he was telling me to sign,” 
she said. “I felt really uncomfortable 
with the whole thing.”

The sales manager tried to pres
sure her into leaving a check for 
$500 to hold the car, she said, and 
when she refused, he told her she 
could take the car home overnight to 
drive around and see how she liked 
it, with no strings attached.

“There had to be a trick to that,” 
she said. “There is no way they were
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