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4511 24TH AVE.
FORT GRATIOT

MINUTES FROM EVERYWHERE!

35500 GRATIOT
CLINTON TWP.

Picture may not represent actual sale vehicle. All rebates/incentives including competitive lease (non-GM) in household, have been deducted from Sale Price/Payment and are subject to change
by the manufacturer without notice.GM Employee discount is required all vehicles except Cruze, Equinox and 2013 Malibu All Prices/Payments are plus tax, title and plates. All leases 10,000
miles per year. 2012 Malibu, Cruze, Equinox and Traverse require +800 credit score, others slightly higher. First payment, title, tax and plate fees are due at lease signing. No Security
Deposit is required. Must have a ‘99 or newer non-GM lease in household to received loyality allowance. Certain restrictions may apply, see dealer for additional details. Sale ends 9/4/2012
@ 6:00PM.

RICH
MILNE

rmilne@moranautomotive.com

DICK
MILNE

dmilne@moranautomotive.com

6 6 7 2 6 NO DOC FEES!!

Your Sales & Service Leaders
888-58-MORAN

2012TRAVERSE “LS”

Stk.#8817

MSRP $30,585

Consumer Digest “BEST BUY”!

Starting At!

$22,578
Over25TraverseLS’toChoose

FromatSimilarSavings!

24 Month Lease!

$99
w/$1299Down&NOSecurityDeposit!

2012CRUZE “LS”

Stk.#7896

MSRP $18,580

NO Employee Discount Required

Starting At!

$15,989
Over25CruzeLS’ toChoose
FromatSimilarSavings!

24 Month Lease!

$119
w/$1099Down&NOSecurityDeposit!

2012MALIBU “LS”

Stk.#7791

MSRP $22,755
• ECOTECH 2.4L Engine • Automatic Transmission

• Remote Keyless Entry • Air Conditioning
• Power Windows/Locks • Cruise Control/Tilt Steering

Starting At!

$15,669
WeHaveMalibuLS’ InStock!
GetYourBeforeThey’reGone!

24 Month Lease!

$99
w/$1199Down&NOSecurityDeposit!

Starting At!

$26,499
Over45SilveradoCrewCab’s

toChooseFrom
atSimilarSavings!

24 Month Lease!

$149
w/$999Down&NOSecurityDeposit!

MPG

33

2012SILVERADO
Crew Cab

4X4

Stk.#6706

MSRP $36,640

GMBedliner Included!

We Treat YouLike Family®

The Best Price…

PERIOD!

Jeff Caul
586-274-0396
PEP QUOTES BY PHONE OR EMAIL:
JEFF CAUL AT JCAUL@BUFFWHELAN.COM

Van Dyke • South of 18 Mile
Sterling Heights

buff whelan
chevrolet

buff whelan chevrolet

We guarantee the lowest price or it’s free! ☺ We guarantee the lowest price or it’s free!

We guarantee the lowest price or it’s free! ☺ We guarantee the lowest price or it’s free!
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*See dealer for details. All payments are figured with a competitive lease in the household. 2012 Cruze and
2012 Equinox lease payments require 800+ credit score, others slightly higher. Down payment, first payment,
tax, title, and plate due at signing. Offer expires 07/31/2012

Free shuttle service to home, office or shopping.

WHERE THE DEALS MAKE THE DIFFERENCE, EVERY DAY SINCE 1970!

CONVENIENT HOURS:
Mon. & Thurs.

8:30 am – 9 pm
Tues., Wed., Fri.

8:30 am – 6:30 pm

OVER 1,000
New Chevrolets in Stock!

WE GUARANTEE THEWE GUARANTEE THE
LOWEST PRICES OR IT’S FREELOWEST PRICES OR IT’S FREE☺☺
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METRO PKWY.

18 MILE RD.

SINCE
1989

586-274-0396

NO EMPLOYEE DISCOUNT REQUIRED

HOT DEALS!!!FOR
THESE

Power Locks • Power Windows • Power Mirrors
Cruise • Tilt • Touch Screen Radio • Bluetooth

Onstar • XM Radio & More…

2013MALIBU ECO

Stk.#20081

$239*+Tax
$0 Down

24 Mos./10,000 Miles

$198*+Tax
$999 Down

LS Equipment Pkg. • Automatic Trans

2012 CRUZE LS

Stk.#12096

$158*+Tax
$0 Down

24 Mos./10,000 Miles

$118*+Tax
$999 Down

LS Equipment Pkg. • Aluminum Wheels

2012 EQUINOXLS

Stk.#11860D

$218*+Tax
$0 Down

24 Mos./10,000 Miles

$178*+Tax
$999 Down

Wally Edgar
Chevrolet Employee HQ

Be treated with the respect you deserve.
TOP DOLLAR FOR YOUR TRADE and the Best Deal PERIOD!!

Wally Edgar
Chevrolet

Located right o! I-75 onM-24,
2minutes N. of the Palace of Auburn Hills

Make us your Michigan P.E.P. Car Connection 1-866-906-0279
Must be eligible for GM employee pricing, plus tax, title, plate, document fee and lease
will require first month payment due at signing. Sonic requires Saturn in household. All
rebates assigned to dealer. All leases include eligibility for S tier and 800 credit score.
All leases require competitive lease in household. Lessee responsible for excess wear
and tear as well as exceeded contracted mileage. Security deposit may be required by
lender. Exp 7-31-12

Jay x117

� Open Saturday 9:30-3
Fax: 248-391-0189
Cell: 248-821-8026
Email: jchaiser@wallyedgar.com

SalesHours:
Mon. - Thur. 8:00am-8:00pm
Fri. 8:00am-6:00pm
Sat. 9:30am-3:00pm•Sun. Closed

CHEVY DEALER CODE 44085

$174**

$999 DOWN

24MOS. LEASE • 10K

www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com
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www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com
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Let’s Deal
1-248-724-1073

SpecialsJuneJuly

†

2012 EQUINOX LS

$209**

$999 DOWN

24MOS. LEASE • 10K

†

2013 MALIBU ECO

$128**

$999 DOWN

24MOS. LEASE • 10K

†

2012 CRUZE LS

DETROIT – Quarterback
Peyton Manning will bring the
play-calling skills that have
made him a star on the foot-
ball field to the driver’s seat of
the all-new 2012 Buick Verano
luxury sedan in a new TV spot
that debuts Wednesday during
this year’s ESPY Awards. The
award show will be televised
live at 9 p.m. Eastern on ESPN.

In the spot, Manning uses
the vehicle’s OnStar Turn-by-
Turn navigation to “call an au-
dible” and also employs the
IntelliLink features that GM
says give Verano a competi-
tive advantage over its seg-
ment opponents.

Drivers can control naviga-

tion, phone and entertainment
functions through intuitive
voice commands.

“It’s definitely easier to call
audibles in the Verano as op-
posed to the line of scrim-
mage,” Manning said. “After I
call audibles in the Verano, I
don’t get hit in the back.”

With this 30-second adver-
tising spot, Manning joins su-
permodel Marisa Miller, actor
Ving Rhames, and professional
basketball player Shaquille
O’Neal in an ongoing series of
commercials using each
celebrity’s lifestyle to highlight
Buick’s newest consumer-
friendly luxury features.

Buick is attracting new cus-

tomers with its portfolio of
award-winning luxury models,
including like the Enclave,
LaCrosse, Regal, Verano and
the Encore.

Manning Calls the Signals for Verano

Quarterback Peyton Manning in a Buick Verano TV spot.

Kirk T. Steudle, director of
MDOT, has been honored
with the 2012 Distinguished
Service Award by the Engi-
neering Society of Detroit
(ESD).

The prestigious award was
presented in recognition of
exemplary service and con-
tributions to the greater
transportation industry.

ESD Honors Steudle
With Service Award

DETROIT – Chevrolet is
making consumers a bold
new guarantee – if you don’t
love it, return it.

Starting today, participat-
ing U.S. retailers will offer the
Chevy Confidence program,
which includes:

• “Love it or Return it” – a
vehicle return program on
every new 2012 or 2013 model
year vehicle purchase.

Customers can return vehi-
cles bought during the pro-
gram, with less than 4,000
miles driven and no damage,
30 to 60 days from the pur-
chase date. It’s simple – if
you don’t love it, return it.

• “Total Confidence Pric-
ing” – all 2012 model year
Chevrolets will be offered at
special preferred prices in ad-
dition to all current vehicle-
specific incentives. No mys-
tery about it – the price you
see is the price you pay.

For full program details and
limitations go to chevyconfi-
dence.com.

“We have transformed the
Chevrolet lineup, so there is
no better time than now to
reach out to new customers
with the love it or return it
guarantee and very attrac-
tive, bottom-line pricing,”
said Chris Perry, Chevrolet
global vice president of mar-
keting.

“We think customers who
have been driving competi-
tive makes or even older
Chevrolets will be very

pleased by today’s Chevrolet
designs, easy-to-use technolo-
gies, comprehensive safety
and the quality built into all of
our cars, trucks and
crossovers.”

Perry added, “Research has
shown customers respond
positively to the confidence
companies demonstrate with
programs like this and appre-
ciate the peace of mind that
comes with knowing they
have the option of being able
to return their vehicle.”

With a solid new lineup of
vehicles to sell, Chevrolet’s
U.S. dealers have worked to
elevate the retail experience
by undergoing a transforma-
tion of their own. The results
are new showrooms that bet-
ter showcase the brand, and
more highly trained staffs de-
livering a greater level of cus-
tomer service, say Chevy offi-
cials.

“Chevy Confidence adds
another element of conven-
ience to the retail experience
that is sure to attract con-
sumers to our showrooms,
and we know through first-
hand experience that once
they get behind the wheel of
one of our new products, they
are more likely to take one
home,” said Steve Hurley, co-
chair of the Chevrolet Dealer
Council.

Chevrolet sold 4.76 million
vehicles around the world in
2011, setting a global sales
record, and is on track to

‘Love It or Return It’ Guarantee
Offered by Chevy on All Models

BEIJING (AP) – China’s auto
sales rose 9 percent in June
despite a slowing economy as
buyers rushed to beat possi-
ble limits on car registrations
aimed at curbing traffic.

Automakers sold 1.58 mil-
lion cars, trucks and buses
during the month, the China
Automobile Manufacturers
Association, a government-
sanctioned industry group,
said last week.

The figures are a bright
spot in a Chinese economy
that has seen industrial activ-
ity and retail sales growth
slow in recent months. Au-
tomakers are looking to Chi-
na, the biggest market by
number of vehicles sold, to
help drive weak global de-
mand.

June sales were driven by
price cuts and concern about
restrictions imposed by some
cities on registrations to con-
trol traffic congestion, said
Zhang Xin, an industry ana-
lyst at Guotai Jun’an Securi-
ties in Beijing.

In the southern city of
Guangzhou, near Hong Kong,
buyers rushed to dealerships
last month after the local gov-
ernment imposed limits on
new registrations, effective
July 1.

“There is a rumor that
more cities such as Shen-
zhen, Dalian, Hangzhou and
so on will also release a poli-
cy to limit car purchases by
clamping down on vehicle
registrations,” Zhang said.

Beijing has encouraged
auto sales and the growth of
the industry but that has left
major cities choked in traffic
and smog.

Local authorities are trying
to restrain traffic growth
while automakers try to build
sales in smaller cities and ru-
ral areas where ownership
rates are low.

AP researcher Fu Ting in
Shanghai contributed.

China Car Sales
Leap to 1.58M

The 24th annual benefit
golf tournament at Selfridge
Air National Guard base will
be held on July 20 at 8 a.m.
with a shotgun start at 9 a.m.
Call (586) 239-4103

Selfridge Hosts Golf

DETROIT – Emerging LED
(Light Emitting Diode) light-
ing technology will signifi-
cantly change the look and
feel of automotive interiors in
years to come, according to
Hella, a leading global suppli-
er of automotive lighting and
electronic systems.

“Ambient LED lighting will
open an entirely new chapter
in automotive interior de-
sign,” said Dr. Herbert Wamb-
sganss, director of engineer-
ing, Hella Interior Lighting
Systems.

“Drivers will see significant
changes in automotive interi-
or lighting wihtin the next five
years – changes that will im-

prove comfort levels and en-
hance brand awareness.”

Lighting is not a significant
factor in the design of most
passenger-car and commer-
cial vehicles today, but Hella
predicts that the use of ambi-
ent LED lighting in North
America will more than
quadruple over the next five
years.

“LED lighting technology
provides designers with an-
other important way to add
value and improve the overall
driver experience,” the Hella
executive pointed out. “It’s a
key new ingredient in the inte-
rior design equation.”

He reported that research

conducted by Hella in con-
junction with Hamburg Uni-
versity in Germany showed
that different colors had a sig-
nificant impact on both driver
and passenger emotions and
comfort levels.

Drivers today spend an av-
erage of up to four hours a
day in their cars or light
trucks, while commercial-ve-
hicle owners spend even
more time on the road.

LED lighting technology
opens up a wide variety of op-
portunities for automakers to
strengthen brand awareness
with new interior design fea-
tures, whileimporving cus-
tomer satisfaction levels.

LEDs Are Impacting Interior Design


