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WE SELL & BUY USED CARS • TRUCKS • SUVS • VANS
Rest assured all cars listed have the Nissan Certified Pre-Owned seal of approval.

FEBRUARY 2020

spacious ’15

$204 PER PAY
PERIOD

luxurious ’14

$192 PER PAY
PERIOD

’18
light-duty

pickup

$204 PER PAY
PERIOD

GET FINANCED 
FOR YOUR NEXT CAR

ANSWERS TO SOME OF YOUR MOST COMMON CREDIT QUESTIONS INSIDE
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On approved credit. Terms based on 20% down payment, doc fees not included. All 60 mos. interest terms based on 4.24%. All 48 mos. interest terms based on 3.99%. Per pay period based 
on 26 pay periods annually. See your favorite sales associate for more details. Some vehicles not exactly as shown. All advertised vehicles sold cosmetically as-is and subject to prior sale.

 CARS    TRUCK    SUV/CROSSOVER    ELECTRIC    LUXURY    VAN    COMMERCIAL

’14
NISSAN PATHFINDER 2014 BLUE 7 PASS 
1045069 Keyless Entry, Bluetooth, B/U Camera, 
Roof Rack, Spoiler, Alloy Wheels

$125 PER PAY
PERIOD

’15
NISSAN FRONTIER CC 2015 WHITE 5 PASS 
1047792 Hill Start Assist, Vehicle Dynamic Control, 
Bluetooth, Rear Spoiler, Bed Liner

$143 PER PAY
PERIOD

’18
NISSAN ROGUE SPORT 2018 SILVER 5 PASS 
1052025 Keyless Entry, Rear Spoiler, Bluetooth, B/U 
Camera

$134 PER PAY
PERIOD

NISSAN XTERRA 2014 BLACK 5 PASS 
1045383 Keyless Entry, Roof Rack, Bluetooth, B/U 
Camera, Alloy Wheels

$135 PER PAY
PERIOD

’17
NISSAN VERSA NOTE 2017 GRAY 5 PASS 
1050324 Keyless Entry, Bluetooth, Power Windows 
and Power Locks

$92 PER PAY
PERIOD

’16
NISSAN JUKE SV 2016 BLACK 5 PASS 
1048788 Keyless Entry, Keyless Start, Bluetooth, 
B/U Camera, Alloy Wheels, Sunroof

$120 PER PAY
PERIOD

’17
NISSAN VERSA NOTE SV 2017 GRAY 5 PASS 
1050522 Keyless Entry, Bluetooth, Rear Spoiler, 
Alloy Wheels

$92 PER PAY
PERIOD

’17
NISSAN SENTRA 2017 WHITE 5 PASS 
1050032 Keyless Entry, Bluetooth, Power Windows 
and Power Locks

$104 PER PAY
PERIOD

’17
NISSAN ROGUE  2017 RED 5 PASS 
1051087 Keyless Entry, Rear Spoiler, Bluetooth, B/U 
Camera, Alloy Wheels

$137 PER PAY
PERIOD

’18
NISSAN SENTRA 2018 GRAY 5 PASS 1052352 
Keyless Entry, Bluetooth, B/U Camera, Power 
Windows & Locks

$112 PER PAY
PERIOD

’14

NISSAN ARMADA SV 2015 RED 7 PASS 
1048372 Keyless Entry, Bluetooth, B/U Camera, 
Alloy Wheels, Roof Rails, 7-Passenger

$204 PER PAY
PERIOD

’15

NISSAN ROGUE SPORT 2018 BLUE 5 PASS 
1052614 Keyless Entry, Rear Spoiler, Bluetooth, B/U 
Camera, Alloy Wheels

$136 PER PAY
PERIOD

’18
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T he sale of a new or used car is not official 
until a contract is signed, and that typi-
cally happens in a dealership’s Finance & 

Insurance (F&I) office.
Nissan’s F&I department assists customers by 

offering finance options and various products 
and protection packages such as extended ser-
vice contracts which extends the protection one 
enjoys from the factory warranty, which length-
ens a vehicle’s factory warranty from 3 years or 
36,000 miles to up to 5 years or 60,000 miles.

If you’re thinking about buying a car, it’s im-
portant to be smart about how you’ll pay for it. 
Customers have the option to pay cash for the ve-
hicle or to finance the purchase through a lender. 
If you decide to get a loan, you can choose direct 
or indirect financing.

Direct financing means you’ll bring all the re-
quired documents to a bank, credit union or other 
lender and apply for an auto loan. Once approved, 
your bank will issue a check and a security agree-
ment (also known as a promissory note) which 
outlines the details of the loan. Then you’ll submit 
those documents to Nissan to close the deal. 

Indirect financing simply means Nissan will 
do the legwork for the customer, which is ad-
vantageous in terms of convenience and speed. 
Because of the dealership’s close ties with many 
of the island’s finance institutions, it can submit 
deals and receive a decision from a bank within 
minutes. And if a customer is approved for a loan, 
the customer won’t have to visit the bank to sign 
documents – all that is done at Nissan. 

“As a dealership, we want to broker a deal for 
the customer with a bank that is reputable, ethi-
cal, compliant, and has a well-established history 
in Guam. The finance department of the dealer-

ship will suggest to customers which banks they 
should be going with,” says Andy Lee, Nissan Busi-
ness Manager.

“Of course, we want to make sure the customer 
gets the best interest rate and the lowest month-
ly payment. The key things are to place them in 
the right vehicle with the lowest interest rate and 
most importantly, place them in a vehicle that the 
customer can afford,” he says. 

Some of the most common questions buyers 
ask are “Do I qualify for this vehicle?” and “What 
is my interest rate?” or “What is my monthly pay-
ment?” While several factors are taken into con-
sideration in order to determine the numbers, 
one of the key components in getting favorable 
rates and terms is the credit score.

“If there is anything I would highlight, it’s to 
know your credit score. That’s what’s going to 
drive everything. Be knowledgeable about how 
credit works,” says Parm Sachdej, First Hawaiian 
Bank Vice President & Guam Dealer Center Man-
ager. 

Parm says lenders consider the “Five C’s of 
Credit” – character, capacity, capital, collateral and 
conditions –  when evaluating the borrower and 
determining the conditions of the loan.

“Character is looking at your credit history. If 
someone is habitually late in all their different 
trade lines that are reporting, it displays poor 
character. Capacity is where the pay comes into 
play. Based on their gross monthly income, can 
they afford a monthly payment of $300? Capital 
is if you have money to put down on a car. It’s not 
necessarily a requirement but it shows that you’re 
serious about the purchase. Collateral is looking 
at how much the vehicle is worth versus how 
much you’re going to borrow against it. Condi-

tions is basically the terms and conditions of the 
loan itself,” says Parm.

Interest rates are dependent primarily on credit 
score (the higher the credit score, the lower the 
interest rate); the term of the loan (the shorter 
the term, the lower the interest rate); and the year 
of the vehicle (the newer the vehicle, the low-
er the interest rate). But a high credit score isn’t 
everything. For instance, a stellar credit score of 
800 doesn’t automatically qualify a buyer for a 
$30,000 or $40,000 vehicle, although that is a 
common misconception. Nissan’s F&I department 
looks at the overall picture.

“Credit score by itself does not mean anything. I 
have to open it up and see what their credit score 
is comprised of. And once I have a general idea 
of how their credit looks, based on how much in-
come they generate, I can give a confident recom-
mendation that they may be able to qualify for a 
vehicle or not,” says Andy.

Andy says the dealership strives to build rela-
tionships that lead to lifetime recurring custom-
ers. 

“Here at Nissan we look for longevity in rela-
tionships so we want to place customers in vehi-
cles that they can afford and offer protection that 
the customer actually needs,” he says. “This means 
they can make their payments on time and by 
making payments on time this can increase their 
credit score. So when the time comes for them 
to trade in for the next vehicle, because of their 
high credit score and good payment history they 
would be considered a VIP customer. Many cus-
tomers that come to Nissan are recurring custom-
ers. Once they’re with Nissan they stay Nissan.”

WE’RE HERE TO HELP
LET’S GET YOU FINANCED FOR YOUR NEXT VEHICLE PURCHASE
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 CARS    TRUCK    SUV/CROSSOVER    ELECTRIC    LUXURY    VAN    COMMERCIAL

On approved credit. Terms based on 20% down payment, doc fees not included. All 60 mos. interest terms based on 4.24%. All 48 mos. interest terms based on 3.99%. Per pay period based 
on 26 pay periods annually. See your favorite sales associate for more details. Some vehicles not exactly as shown. All advertised vehicles sold cosmetically as-is and subject to prior sale.

INFINITI CERTIFIED USED VEHICLES

’14
INFINITI QX60 2014 SILVER 7 PASS 
1046285 Keyless Entry, Keyless Start, 
Bluetooth, B/U Camera, Alloy Wheels

$192 PER PAY
PERIOD

’16
INFINITI QX50 2016 GRAY 5 PASS 
1048131 Keyless Entry, Keyless Start, 
Bluetooth, B/U Camera, Alloy Wheels

$191 PER PAY
PERIOD

’17
GMC CANYON 2017 BLACK 4 PASS 
1054873 B/U Camera, Hill Start Assist, 
Vehicle Dynamic Control, Bluetooth, 
Rear Spoiler, Bed Liner

$164 PER PAY
PERIOD

’18
HONDA CIVIC 2018 BLUE 5 PASS 
1054882 Keyless Entry, Keyless Start,  
Bluetooth, B/U Camera, Alloy Wheels

$159 PER PAY
PERIOD

SOLD!

’15
INFINITI Q50 2015 BLACK 5 PASS 
1046107 Keyless Entry, Keyless Start, B/U 
Camera, Alloy Wheels, Moonroof, Bose 
Audio, LED Headlamp

$211 PER PAY
PERIOD

SOLD!

’18
NISSAN FRONTIER PRO-4X 2018 
WHITE 5 PASS 1052863 Keyless Entry, 
Rear Spoiler, Bluetooth, B/U Camera, 
Alloy Wheels

$204 PER PAY
PERIOD

’19
NISSAN SENTRA 2019 SILVER 5 PASS 
1053294 Keyless Entry, Bluetooth, B/U 
Camera, Alloy Wheels

$129 PER PAY
PERIOD

GMC SIERRA 2015 BLACK 5 PASS 
1053676 Keyless Entry, Bluetooth, B/U 
Camera, Alloy Wheels, ABS 4-Wheel

$226 PER PAY
PERIOD

’15
NISSAN FRONTIER KC 2019 SILVER 
4 PASS 1054072 Bluetooth, Manual 
Windows & Door Locks

$144 PER PAY
PERIOD

’19
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The all-new 2020 Sentra represents an ex-
hilarating breakthrough for Nissan’s popu-

lar compact sedan – with eye-catching styling, a 
comprehensive suite of intelligent driving tech-
nologies including standard Nissan Safety Shield® 
360, advanced connectivity and confident per-
formance provided by a new platform and a new 
engine.

Sentra is the all-time best-selling Nissan mod-
el in the United States, with more than six mil-
lion deliveries since the model debuted for the 
1982 model year. Now in its eighth generation, 
the 2020 Sentra has a powerful new design that 
shares muscular, sporty elements from models 
like Maxima and GT-R. It also features a refined, 
premium interior that sets new standards for 
quality and comfort.

Nissan has also made extensive upgrades to 
Sentra’s driving experience, thanks to a more 
powerful engine and a new platform featuring 
an independent rear suspension and rack elec-
tric power steering. And like all four members of 
Nissan’s newly revised sedan lineup, Sentra offers 
an extensive array of safety and driver-assistance 
technologies and connectivity technology.

The all-new Sentra was designed to make own-
ers feel in control and safely connected to the 
world around them. At the heart of that connec-
tivity, is a 4.2-inch digital multi-information driv-
er’s display and a standard 7.0-inch color touch-
screen with Bluetooth® Hands-free Phone System, 
Hands-Free Text Messaging Assistant, Siri® Eyes 
Free and Google Assistant™ Voice Recognition.  

Advanced safety and driver assist technologies 
are now widely available on Nissan sedans and 
the new Sentra is no exception. Nissan Safety 
Shield™ 360, a suite of six advanced driver-assist 
systems, is standard on all 2020 Sentra grade lev-
els.

Safety Shield 360 includes Automatic Emergen-
cy Braking with Pedestrian Detection, Blind Spot 
Warning, Rear Cross Traffic Alert, Lane Departure 
Warning, High Beam Assist and Rear Automatic 
Braking.

The Sentra will arrive on Guam in March, so stay 
in-the-know with all the latest updates on the 
Nissan Guam Facebook page or @nissanguam on 
Instagram. 

ROCK EVERY BLOCK
THE COMPLETELY REDESIGNED 2020 NISSAN SENTRA 

— COMING SOON TO GUAM. 
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GEMMA CAYANAN
F&I ADMINISTRATOR

Born and raised in Pampanga, Philippines, 
Gemma Cayanan’s family relocated to 
Guam in 1996 when she was in the sixth 

grade. Although her parents lived in Guam full 
time, Gem and her two sisters would only spend 
summer vacation in Guam and lived in the Phil-
ippines the rest of the year to attend school.  

Gemma moved to Guam permanently after 
graduating from college in 2005 and says even 
though she could have chosen to remain in the 
Philippines or move elsewhere, she wanted only 
to be reunited with her family.

“For so many years I didn’t get to spend a lot 
of time with my parents and they were so eager 
to get all of us here together so I never thought 
about living anywhere else but Guam,” she says. 
“I have two brothers and there are three girls 
so there are five of us kids and we all live here. 
Whenever we get together it’s like a big party 
with my parents, us kids, and now even grand-
kids.”

Before joining the Nissan team, Gemma had 
worked her way up into a supervisory position in 
the hotel industry but resigned after two years 
of service because the company had refused to 
grant her time off to attend her own wedding. 

Gemma returned to Guam after getting mar-

ried in the Philippines and began hunting for a 
new job. She was hired as a part-time cashier at 
Nissan; two weeks later, a position for full-time 
receptionist became available and Gemma 
transferred to that desk. The following year, Nis-
san offered her the position of F&I (finance and 
insurance) assistant and in August 2016 she was 
promoted to F&I administrator.

“Our department assists customers in sug-
gesting good financing solutions. For example, 
for customers who may have credit issues, we 
help them find a solution in order for them to 
get a vehicle. We work hand in hand with the 
salesperson and we also work with the bank,” 
she says. “I enjoy what I do. Sometimes it gets 
very challenging but when you’re able to help 
someone, you realize you were a big part of their 
dream and it’s a good feeling.”

Gemma, who was named Nissan Employee of 
the Year 2014, says she appreciates the friendly 
and supportive corporate culture at Nissan. 

“There’s family-oriented vibe here that I didn’t 
really see at my previous job. Everyone really 
cares for you and checks on you, even from the 
top management. They’re very accommodating 
if you need help and everyone gets along. There 
are people who have been here for 30 years and I 

can see myself working here for a long time,” she 
says.

Gemma and her husband Jeffrey have been 
married 12 years and have one daughter, Giuli-
ana Jade. Gemma, who describes herself as a shy 
homebody, enjoys cooking new recipes and get-
ting creative with food. The hobby she currently 
enjoys the most is preparing fun and whimsical 
bento box school lunches for her daughter by ar-
ranging foods into cute characters and animals.

“My daughter is a picky eater so I want to 
make sure I pack things she’ll eat. She loves it 
and gets excited in the morning. She’ll ask, how’s 
my food going to look, mommy?” says Gemma. “I 
don’t know what kind of day she’ll have at school 
but at least she’ll see her lunchbox and she’ll 
smile and think she got a hug from mommy. I 
just want to put all the emotions that I want her 
to feel and pack it into the lunchbox.”

Gemma documents her bento box creations 
on Instagram at @gj_eatsamazing, and her 
photos recently caught the attention of Austra-
lia’s Haven magazine. In its January 2020 issue, 
Haven magazine includes Gemma on its list of 
Lunchbox Heroes.




