
FIELD MANUAL / 21-DAY CHALLENGE

MONEY
BUSTER
21-DAY MONEY
TRAPS CHALLENGE
21 conversations. 21 traps. 21 exact answers
worth keeping on your phone.

KNOW WHAT TO SAY
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START HERE

DO NOT BINGE THIS.
This is not a finance course. It is a field manual for the moment a money conversation
starts moving faster than your understanding.

01 SPOT THE FRAME
Notice the question, number, or deadline pulling you toward a fast answer.

02 NAME THE TRAP
See what is missing: the total price, written terms, calculation, range, or time.

03 USE THE WORDS
Read the Money Buster aloud. Calm and clear beats clever.

04 HANDLE THE PUSH
Use the second line if the other side tries to return to the old frame.

05 MAKE ONE MOVE
Save the script, collect the document, or compare the number today.

ONE PAGE. ONE SCRIPT. ONE MOVE. THEN CLOSE THE PDF.
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01
WEEK 1 / 03

EVERYDAY MONEY TRAPS
Catch the small questions and sales frames that quietly change what you
pay.

DAY 01 The dealer asks for your monthly payment

DAY 02 The cancellation call becomes another sales pitch

DAY 03 The bank says the fee is valid

DAY 04 Your $59 bill quietly becomes $84

DAY 05 The price shrinks to 'only $89 a month.'

DAY 06 Someone you love asks to borrow money

DAY 07 The price is 'only good today.'
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WEEK 01 / FIELD NOTE 01

The dealer asks for your monthly payment.
WHAT THEY SAY

"What monthly payment are you trying to stay under?"

A monthly target can be manufactured by stretching the loan, changing the down payment, or burying extras.
You can get the payment you asked for and still get a bad deal.

THE TRAP

THE DEFAULT REPLY

"I'd like to keep it around $500."

THE MONEY BUSTER

"I'm not negotiating the monthly payment yet. What's the out-the-door
price including taxes and all required fees?"

IF THEY PUSH

"Once we agree on the out-the-door price, we can talk about the down payment and financing
separately."

WHY THIS WORKS

It separates the car price, cash down, and financing
into three decisions you can evaluate.

TODAY'S MOVE

Create a CAR DEALER note: OTD PRICE / APR /
TERM / TOTAL OF PAYMENTS.

ONE-LINE RULE

Negotiate the car before you negotiate the loan.
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WEEK 01 / FIELD NOTE 02

The cancellation call becomes another sales pitch.
WHAT THEY SAY

"Before you cancel, can I offer you a better plan?"

You called to stop paying. The retention script quietly changes the decision from cancel-or-keep to which new
offer should I take?

THE TRAP

THE DEFAULT REPLY

"Maybe. What options do you have?"

THE MONEY BUSTER

"I appreciate the offer, but I've already decided to cancel. Please process
the cancellation and tell me the effective date."

IF THEY PUSH

"No thank you. I'm not considering another plan. Please continue with the cancellation."

WHY THIS WORKS

You keep the conversation attached to the action you
already chose instead of reopening the sale.

TODAY'S MOVE

Check 60 days of transactions. Cancel one
recurring charge you would not buy again today.

ONE-LINE RULE

A cancellation request does not have to become a negotiation.
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WEEK 01 / FIELD NOTE 03

The bank says the fee is valid.
WHAT THEY SAY

"The fee was correctly charged under the account terms."

A valid charge and a non-negotiable charge are not always the same thing. The bank may still have discretion to
make a one-time adjustment.

THE TRAP

THE DEFAULT REPLY

"Okay. I guess there's nothing you can do."

THE MONEY BUSTER

"I understand why the fee was charged. Would you be willing to review it
for a one-time courtesy reversal?"

IF THEY PUSH

"I understand it was automatic. I'm asking whether anyone has discretion to make a courtesy
adjustment."

WHY THIS WORKS

You avoid arguing about the fee and ask the narrower
question that can actually change the outcome.

TODAY'S MOVE

Search 60 days of bank and card activity for fees.
Write down the total.

ONE-LINE RULE

Valid does not always mean non-negotiable.
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WEEK 01 / FIELD NOTE 04

Your $59 bill quietly becomes $84.
WHAT THEY SAY

"Your promotional rate expired. $84 is the regular monthly price."

Regular price sounds final. It may not reveal lower-cost plans, current promotions, retention offers, or services
you can remove.

THE TRAP

THE DEFAULT REPLY

"Okay. I didn't realize the promotion ended."

THE MONEY BUSTER

"My monthly bill went from $59 to $84. What options are available to bring
the cost back down without adding services I don't need?"

IF THEY PUSH

"Please check current promotions, lower-cost plans, loyalty offers, and anything I can remove."

WHY THIS WORKS

The before-and-after numbers turn a vague complaint
into a concrete request for alternatives.

TODAY'S MOVE

Compare one current utility or service bill with the
oldest statement you can find.

ONE-LINE RULE

Autopay should not mean auto-accept.
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WEEK 01 / FIELD NOTE 05

The price shrinks to 'only $89 a month.'
WHAT THEY SAY

"You can take it home today for only $89 a month."

The payment answers whether this month feels affordable. It does not tell you what the purchase costs after
interest, fees, and time.

THE TRAP

THE DEFAULT REPLY

"$89? Yeah, I can do that."

THE MONEY BUSTER

"Before I decide, show me the cash price, APR, repayment term, all
financing fees, and total amount I would pay."

IF THEY PUSH

"The payment matters, but I'm comparing the total cost too. Please show me both."

WHY THIS WORKS

Five numbers turn a sales line into a financing offer you
can actually compare.

TODAY'S MOVE

Memorize the five-number check: CASH PRICE /
APR / TERM / FEES / TOTAL PAID.

ONE-LINE RULE

Affordable per month can still be expensive overall.
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WEEK 01 / FIELD NOTE 06

Someone you love asks to borrow money.
WHAT THEY SAY

"Can you lend me $1,000 until next month? I promise I'll pay you back."

You may say yes to escape an emotional moment. If repayment becomes a problem, the money issue becomes
a relationship issue too.

THE TRAP

THE DEFAULT REPLY

"I guess I can make it work."

THE MONEY BUSTER

"I care about you, but I don't make personal loans. I don't want money
owed between us to damage the relationship."

IF THEY PUSH

"I understand, but my rule is the same. I'm not able to make the loan."

WHY THIS WORKS

A clear personal rule is kinder and harder to negotiate
against than a weak excuse.

TODAY'S MOVE

Write your personal lending rule now - before
anyone asks you for money.

ONE-LINE RULE

Decide your boundary before emotion sets the price.
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WEEK 01 / FIELD NOTE 07

The price is 'only good today.'
WHAT THEY SAY

"I can only honor this price if we do it today."

The decision becomes about losing a discount instead of checking the product, terms, alternatives, and what
might be missing.

THE TRAP

THE DEFAULT REPLY

"Okay. I don't want to lose the deal."

THE MONEY BUSTER

"I don't make financial decisions this size under same-day pressure.
Please give me the complete offer in writing so I can review it."

IF THEY PUSH

"I understand. If the offer can't survive a review, I'm comfortable passing."

WHY THIS WORKS

You do not need to prove the deadline is fake. You only
need a decision process that pressure cannot replace.

TODAY'S MOVE

Choose a purchase threshold above which you
require written terms and one quiet night.

ONE-LINE RULE

Urgency is information, not an instruction.
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02
WEEK 2 / 03

BIG MONEY CONVERSATIONS
Ask for the bill, calculation, range, or evidence behind official-looking
numbers.

DAY 08 The hospital asks how you want to pay

DAY 09 The insurance offer sounds final

DAY 10 A collector wants payment before clarity

DAY 11 Your landlord sends the renewal increase

DAY 12 Your security deposit comes back short

DAY 13 The recruiter asks what salary you want

DAY 14 Your manager says there is no raise budget
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WEEK 02 / FIELD NOTE 08

The hospital asks how you want to pay.
WHAT THEY SAY

"Your balance is $1,840. Would you like to pay by card today?"

You move into how to pay before understanding what you are paying. The bill may not yet match the itemized
charges or insurer processing.

THE TRAP

THE DEFAULT REPLY

"Can I at least split it into payments?"

THE MONEY BUSTER

"Before I make a payment, please send me an itemized bill showing each
charge and how insurance payments and adjustments were applied."

IF THEY PUSH

"I want to review the itemized charges and insurance processing before I discuss payment
options."

WHY THIS WORKS

It separates two questions: is the balance accurate, and
how will you pay an accurate balance?

TODAY'S MOVE

Place the provider bill beside the matching EOB.
Compare the patient-responsibility amounts.

ONE-LINE RULE

Verify the balance before negotiating the payment.
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WEEK 02 / FIELD NOTE 09

The insurance offer sounds final.
WHAT THEY SAY

"Based on our evaluation, the offer is $7,450."

Countering before seeing the calculation makes you negotiate against assumptions you have not inspected.

THE TRAP

THE DEFAULT REPLY

"That's way too low. I need at least $10,000."

THE MONEY BUSTER

"Please send me the written valuation and calculation supporting the offer,
including the key assumptions, deductions, and policy provisions you're
relying on."

IF THEY PUSH

"I want to review the inputs and methodology before I decide whether I agree with the amount."

WHY THIS WORKS

A dispute becomes stronger when it points to a specific
input, omission, comparable, or deduction.

TODAY'S MOVE

Create a CLAIM EVIDENCE folder for photos,
receipts, estimates, and written communications.

ONE-LINE RULE

Before you fight the number, inspect the math behind it.

MONEYBUSTER.TRADEPLANET.ME 13 / 27



MONEY BUSTER

10
DAY

10 / 21

WE
EK
 0
2 
/ 
DE
BT
 C
OL
LE
CT
IO
N

WEEK 02 / FIELD NOTE 10

A collector wants payment before clarity.
WHAT THEY SAY

"The balance is $2,760. How much can you pay today?"

The call begins with your payment capacity before you have reviewed who is collecting, what account they
mean, or the written details.

THE TRAP

THE DEFAULT REPLY

"I can probably do $100 today."

THE MONEY BUSTER

"Before we discuss payment, I want to review the information about this
debt in writing. Please send me the written details for the account."

IF THEY PUSH

"I'm not agreeing to a payment on this call. I'll review the written information first."

WHY THIS WORKS

Documentation replaces pressure with facts and stops
you from improvising a payment plan while stressed.

TODAY'S MOVE

Make a COLLECTION CALL note: company / caller /
claimed creditor / amount / date.

ONE-LINE RULE

Understand the account before discussing the payment.
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WEEK 02 / FIELD NOTE 11

Your landlord sends the renewal increase.
WHAT THEY SAY

"Your renewal rate will be $2,180 per month."

A system-generated rate can feel like a fact. You may still be able to discuss rent, lease length, parking, fees, or
other concessions.

THE TRAP

THE DEFAULT REPLY

"Moving would be worse. I'll sign."

THE MONEY BUSTER

"I'd like to stay, but the increase is significant. I've paid on time and taken
good care of the unit. Is there flexibility on the renewal rate if I renew for 12
months?"

IF THEY PUSH

"If the base rent can't change, are there any concessions or other terms you can adjust?"

WHY THIS WORKS

You show the value of retaining you and open more
than one variable for discussion.

TODAY'S MOVE

Gather your lease, payment history, renewal notice,
and three comparable local listings.

ONE-LINE RULE

A renewal notice can start a conversation.
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WEEK 02 / FIELD NOTE 12

Your security deposit comes back short.
WHAT THEY SAY

"We're deducting $750 for cleaning and damages."

A dispute based on memory becomes two competing opinions. A line-by-line request creates something you can
evaluate.

THE TRAP

THE DEFAULT REPLY

"That's ridiculous. The apartment was spotless."

THE MONEY BUSTER

"Please send me an itemized explanation of each deduction and the
documentation supporting each charge."

IF THEY PUSH

"Please identify the specific work, amount for each item, and the records or photos supporting it."

WHY THIS WORKS

Specific charges and evidence can be checked. One
vague lump sum cannot.

TODAY'S MOVE

Store your lease, condition checklist, and dated
move-in and move-out photos together.

ONE-LINE RULE

Dispute the line item, not the emotion.
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WEEK 02 / FIELD NOTE 13

The recruiter asks what salary you want.
WHAT THEY SAY

"What salary are you looking for?"

Your first number may anchor the conversation before you know the full role, package, or approved range.

THE TRAP

THE DEFAULT REPLY

"I'd be happy with $85,000."

THE MONEY BUSTER

"I'd like to understand the role and total package fully first. What
compensation range has been approved for the position?"

IF THEY PUSH

"If you share the approved range, I can tell you whether we're aligned."

WHY THIS WORKS

You seek information before anchoring while staying
cooperative and direct.

TODAY'S MOVE

Write three private numbers: TARGET /
ACCEPTABLE FLOOR / STRETCH.

ONE-LINE RULE

Know your number. Do not rush to anchor yourself with it.
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WEEK 02 / FIELD NOTE 14

Your manager says there is no raise budget.
WHAT THEY SAY

"You're doing great work, but there isn't budget for a raise right now."

A vague not-now becomes an indefinite no when there is no date, target, owner, or next conversation.

THE TRAP

THE DEFAULT REPLY

"Okay. I understand."

THE MONEY BUSTER

"When is the next realistic compensation review, and what specific
outcomes would you need to see from me to support an adjustment
then?"

IF THEY PUSH

"Can we put that review on the calendar now and agree on the measurable targets?"

WHY THIS WORKS

You convert ambiguity into evidence, expectations, and
a future decision point.

TODAY'S MOVE

Write three measurable results from the last 6-12
months. Replace adjectives with outcomes.

ONE-LINE RULE

If the answer is 'not now,' define what 'later' means.
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03
WEEK 3 / 03

HIGH-STAKES MONEY
Separate price from capacity, demand written terms, and refuse forced
urgency.

DAY 15 The seller learns your maximum budget

DAY 16 The mortgage quote gives one beautiful number

DAY 17 The contractor asks your budget first

DAY 18 The investment pitch needs an answer now

DAY 19 The dealer 'fixes' the payment

DAY 20 They offer a settlement - if you pay today

DAY 21 The universal Money Buster
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WEEK 03 / FIELD NOTE 15

The seller learns your maximum budget.
WHAT THEY SAY

"What's the most you're willing to spend?"

Financing capacity is not the value of this property. Once your ceiling enters the negotiation, it can become the
new target.

THE TRAP

THE DEFAULT REPLY

"We're approved up to $500,000."

THE MONEY BUSTER

"Our financing capacity isn't the basis of our offer. We'll make an offer
based on the property, the market, and the terms we're comfortable with."

IF THEY PUSH

"We'll submit the strongest offer we're comfortable making. Send us a counteroffer if the seller
wants different terms."

WHY THIS WORKS

It keeps what you can spend separate from what this
specific property is worth to you.

TODAY'S MOVE

Create two boxes: MAXIMUM CAPACITY and
VALUE/OFFER FOR THIS PROPERTY.

ONE-LINE RULE

What you can spend is not what something is worth.
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WEEK 03 / FIELD NOTE 16

The mortgage quote gives one beautiful number.
WHAT THEY SAY

"Good news - we can get you 6.125%."

A slightly lower rate can come with points, fewer credits, or higher fees. The headline rate cannot carry the whole
decision.

THE TRAP

THE DEFAULT REPLY

"That's lower. Let's lock it."

THE MONEY BUSTER

"What APR accompanies that rate, what points or lender credits are
included, and what lender fees would I pay? Please send the written
loan-cost breakdown."

IF THEY PUSH

"I need the rate, APR, points or credits, lender fees, and written estimate so I can compare the full
cost."

WHY THIS WORKS

You compare equivalent offers instead of selecting the
prettiest number.

TODAY'S MOVE

Compare: RATE / APR / POINTS / CREDITS / FEES /
CASH TO CLOSE.

ONE-LINE RULE

The lowest rate is not automatically the lowest-cost loan.
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WEEK 03 / FIELD NOTE 17

The contractor asks your budget first.
WHAT THEY SAY

"What's your budget for this project?"

Your ceiling can become the target before the job is defined. Vague scope also makes bids impossible to
compare.

THE TRAP

THE DEFAULT REPLY

"I was hoping to stay under $25,000."

THE MONEY BUSTER

"I have a budget, but I'd like you to price the scope we've discussed first.
Please itemize major labor, materials, allowances, exclusions, and other
charges."

IF THEY PUSH

"Let's define the base scope first. If it is over budget, we can revise from the same starting point."

WHY THIS WORKS

Scope becomes the common unit of comparison;
budget still matters without replacing clarity.

TODAY'S MOVE

Send every bidder the same INCLUDED and NOT
INCLUDED / UNKNOWN lists.

ONE-LINE RULE

Compare the same job before you compare the prices.
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WEEK 03 / FIELD NOTE 18

The investment pitch needs an answer now.
WHAT THEY SAY

"This allocation is almost full. If you want in, you need to act now."

Fear of missing out moves ahead of fees, liquidity, conflicts, downside, disclosures, and independent verification.

THE TRAP

THE DEFAULT REPLY

"How much do I need to put in to hold my spot?"

THE MONEY BUSTER

"I don't make investment decisions under time pressure. Send me the
complete written information, including fees, liquidity restrictions, and risk
disclosures, and I'll review it independently."

IF THEY PUSH

"Then I'll pass. I don't invest in something I can't independently review first."

WHY THIS WORKS

Independent review becomes a condition of investing,
not a favor granted by the seller.

TODAY'S MOVE

Write a permanent rule: NO INVESTMENT MONEY
MOVES ON THE FIRST CONVERSATION.

ONE-LINE RULE

FOMO is not due diligence.
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WEEK 03 / FIELD NOTE 19

The dealer 'fixes' the payment.
WHAT THEY SAY

"Good news. We got your payment down to $649."

A lower payment always has a mechanism. The term, APR, cash down, amount financed, or products may have
changed.

THE TRAP

THE DEFAULT REPLY

"Perfect. That's what I needed."

THE MONEY BUSTER

"What changed to get the payment down? Show me the APR, loan term,
amount financed, and total of payments on this version."

IF THEY PUSH

"The payment is only one part of the deal. I want to compare the full financing terms."

WHY THIS WORKS

You inspect the inputs instead of assuming that a more
comfortable output is a better deal.

TODAY'S MOVE

Save: APR / TERM / AMOUNT FINANCED / TOTAL
OF PAYMENTS.

ONE-LINE RULE

When the payment changes, ask what else changed.
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WEEK 03 / FIELD NOTE 20

They offer a settlement - if you pay today.
WHAT THEY SAY

"If you pay $1,600 today, we can settle the account."

A verbal summary disappears when the call ends. The amount, deadline, remaining balance, and intended result
all need to survive in writing.

THE TRAP

THE DEFAULT REPLY

"If I give you my card now, this is completely done?"

THE MONEY BUSTER

"Before I send payment, please provide the complete settlement terms in
writing, including the amount, deadline, and what the payment resolves."

IF THEY PUSH

"I won't send settlement funds without written terms I can review."

WHY THIS WORKS

You make sure the agreement you think you are
accepting is the agreement that actually exists.

TODAY'S MOVE

Add this rule to your notes: NO IMPORTANT
FINANCIAL PROMISE UNTIL I CAN READ IT.

ONE-LINE RULE

Money moves after the terms arrive, not before.
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WEEK 03 / FIELD NOTE 21

The universal Money Buster.
WHAT THEY SAY

"I need a decision now."

You think you need the perfect counterargument in real time. Often the most valuable thing you can buy is time.

THE TRAP

THE DEFAULT REPLY

"Anything that ends the pressure: 'Okay.'"

THE MONEY BUSTER

"I'm not making a financial decision on the spot. Give me the complete
terms in writing and I'll review them before deciding."

IF THEY PUSH

"Then I'm comfortable losing the deal."

WHY THIS WORKS

Pressure stops being proof that you must answer. You
recover the time to verify, compare, and decide.

TODAY'S MOVE

Favorite this script on your phone. Use it whenever
your mind goes blank.

ONE-LINE RULE

When you don't know what to say, don't improvise a yes. Buy time.
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DAY 22 / KEEP THE PATTERN

YOU HAVE 21 ANSWERS.
KEEP THE FIVE MOVES.
You do not need every sentence memorized. You need a repeatable way to slow the moment
down.

1 Separate price from payment.

2 Ask for the calculation or documentation.

3 Keep your ceiling private until it helps you.

4 Get important promises in writing.

5 Buy time when pressure outruns understanding.

THE FALLBACK

I'm not making a financial decision on the spot. Give me the complete terms in
writing and I'll review them before deciding.

WHAT COMES NEXT

The Money Buster Playbook expands this field manual to 101 exact scripts. Stay subscribed for the daily
challenge, new scenarios, and the full-library release.
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Educational communication examples only - not individualized legal, tax, investment, insurance, medical, or financial advice. Rules, rights, deadlines, and protections vary by
location, contract, and circumstances. Verify what applies and seek qualified advice for consequential decisions.
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