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Be A Savvy Consumer! As a consumer, we face difficult decisions every day. What’s the best 

price for this item? Am I getting ripped off by this salesman? Is this deal as good as it 

sounds? Today, you’ll tackle a number of these common situations and practice the skills to 

avoid misleading marketing, find the best deals and make decisions that are in your best 

financial interest. 

 

Scenario 1:  More Data, Same Price, Why Not?  

Johnson heard that familiar ping that told him he had received an incoming text. When he 

looked at his smartphone, he saw this text coming directly from his cell phone carrier: We 

appreciate your loyalty. You are currently on the $50/2GB per month plan. You can now get 

an extra 2GB of data per month for the same price you pay now. There’s no change to your 

voice plan or contract extension. Would you like to move to this new plan? If so, reply YES.  

 

Answer This:  

1. Why do you think the cell phone carrier is asking Johnson via text?  

 

 

 

 

2. Are there additional questions that Johnson would want to have answered before 

proceeding?  

 

 

 

 

3. What’s The Catch? What should Johnson do? Why? 

 

 

 

 

 

 



Scenario 2:  10% Off AND No Payments For 6 Months 

Jeanne was shopping for a desk with her parents at their favorite furniture store. As they 

proceeded to check-out, the sales associate asked if they were interested in a special offer. If 

her parents signed up for the store credit card, they would receive a 10% discount off the 

purchased items and not have to make any payments for six months. Here was the offer next 

to the cash register: 

 

Jeanne had often heard her parents complain about forgetting to pay bills, so this seemed 

like the perfect solution; her parents would have six months before needing to pay anything. 

Her parents, remembering that Jeanne had taken a personal finance course, asked her what 

she thought they should do.  

Answer This:  

4. Compare what the salesperson said with the headline of the ad and the ad's fine print. 

What are the inconsistencies that Jeanne should worry about?  

 

 

 

 

5. What should Jeanne tell her parents? Should they take the offer that the sales associate is 

offering? Why or why not? 

 

 

 

 

 

 



Scenario 3:  Now We Can Send Out Those Super Bowl Party Invites 

Samuel stopped by Frank’s apartment in early January with a flyer from this rent-to-own 

company he recently visited (see below). Frank wanted to have a Super Bowl party at his 

house but didn’t have a TV screen large enough to impress his friends. He and Samuel had 

been brainstorming about ways for them to get a bigger TV, and this seemed to be the 

solution. 

 

Here is how Samuel described the concept to Frank: We are all set! You can rent an item like 

this big screen TV for a small monthly payment, in this case, $134.28, and at the end of the 

rental period you own the item. If you can’t make the payment, well, you just turn it back in 

with no questions asked. Oh, and there’s no credit check. So, just think -- you can walk away 

with this $3,000 TV set for a little over one hundred dollars a month. What a deal! What is 

there not to like? 

Answer This: Review the advertisement to answer these questions:  

6.  How much would Frank pay for the TV if he had money saved to pay for it today? 

 

 

 

7.  How many months would Frank have to make payments in order to own the TV?  

 



8.  If he made all the monthly payments, how much would Frank pay over the course of the  

     rental period? How does this amount compare to the cash price?  

 

 

 

 

 

9. List any concerns that you think that Frank might have about this “deal.”  

 

 

 

 

 

 

10. Rent-to-own centers are a multi-billion dollar business. Why do you think their 

approach is so popular? 


