
by Irena Granaas

Driven in large part by its new
ATS luxury sport sedan, Cadillac
sales in the U.S. soared 47 per-
cent in January compared with
the same month in 2012.
Brand sources cite growing de-

mand by individual buyers,
which made January the best
month for Cadillac domestic re-
tail sales in 23 years. According
to Cadillac estimates, the brand
gained about three percentage
points of share in the U.S. luxury
market last month, more than
any other major luxury brand.
“The award-winning ATS and

the consistently strong SRX
crossover drove a surge in de-
mand this month,” said Chase
Hawkins, vice president of Cadil-
lac sales. “When you look inside
the numbers, we’re even more
encouraged to see our products
building momentum, drawing
new luxury consumers and ex-
panding our brand.”
Talking about the robust Janu-

ary sales increase, Cadillac Com-
munications Manager David
Caldwell noted that in the last
year the brand launched two
new product lines, the XTS,
which is a larger car, and the
smaller ATS sport sedan. In par-
ticular, he cited the ATS and the
SRX midsize luxury crossover in
driving the increased sales.
“The ATS has a particularly im-

portant role because it expands
our brand in an important way,
and we are seeing it is drawing a
new sort of consumer to shop

our brand. So it’s expanding our
brand not only in the sense of be-
ing a new product that we didn’t
have before, but also expanding
the base of people that our prod-
ucts appeal to,” Caldwell said.
“And the other big thing in Janu-
ary was the SRX, which we’ve
had for a few years so it’s not a
brand-new car, but it’s just been
consistently really strong, and it
had another really strong
month.”
SRX had its best January ever,

climbing to the no. 2 spot be-
tween its luxury crossover and
SUV rivals. The 2013 model SRX
strengthened its appeal with
well-received tweaks to its de-
sign, as well as technology up-
dates.
In the prime luxury markets on

the East and West coasts, Cadil-
lac saw robust sales increases,
up 41 percent in California and 42
percent in New York. Ninety-four
percent of Cadillac sales in Janu-
ary were retail, the highest level
since 1990. The new ATS gained
ground on its European luxury
brand rivals in January, nearly
doubling Cadillac’s market share
in its segment last month com-
pared with the previous month,
bringing Cadillac’s share to an es-
timated 12.5 percent.
“The thing to keep in mind is

that all of our products compete
in what we call the top tier luxu-
ry market,” Caldwell explained,
adding that sales in this segment
are heavily concentrated in ma-
jor urban metro markets on the
East and West coasts, and in oth-

er luxury sale hot spot metro ar-
eas such as Dallas, Miami, Chica-
go and Atlanta, to give a few ex-
amples.
He noted the ATS is still a very

new product for Cadillac, having
been in the market for only about
four months, but already it ap-
pears to be a potential game-
changer. Right now, Cadillac is
looking to see whether the
brand’s newest wunderkind is at-
tracting a new audience and
whether the sports sedan is a
factor in Cadillac expanding its
base.
The car is certainly a factor in

achieving conquest sales for the
brand. According to Cadillac
sales data, 56 percent of ATS buy-
ers either brought in a competing
product or did not trade in any
other car. The sport sedan is
skewing a little younger than is
traditional for Cadillac as well –
one-fifth of ATS buyers are
younger than 35, twice the level
of buyers in the age segment of
Cadillac vehicles in general.
“It’s another way of seeing

whether we’re broadening and
expanding our base . . . In ex-
panding our product lineup,
we’re going up against chiefly Eu-
ropean brands and at a pretty
high level, which is a difficult and
challenging situation, but we
think the ATS is the kind of car
that is up to that challenge,
Caldwell said. “That’s one thing
we’re taking a look at as a way of
tracking how much we’re really
expanding, because, in luxury it’s
not always about mass volumes .

. . It’s important for us to look at
the type of clientele that’s com-
ing into our stores or looking at
us online.”
He noted the ATS has recently

been named North American Car
of the Year at the North Ameri-
can International Auto Show in
Detroit; and it had already won
as Esquire magazine Car of the
Year and Motor Press Guild Car
of the Year.
“We’re proud of that, of course,

but what’s important for us is
that, as a new entry into this kind
of idea of the luxury sports
sedan, that it’s been virtually 100
percent dominated by European
brands, so we have to earn our
way in there,” he commented.
Caldwell said that as Cadillac’s

new car, the ATS is “kind of find-
ing its footing – it’s tremendously
important, because the mission
... is about, yes, expanding but
it’s also elevating the brand to
the point where we’re a com-
pelling challenger to those top
European brands.”

ATS, SRX Expand Cadillac Brand as January Sales Surge
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16 Mile & Van Dyke
37010 Van Dyke • Sterling Heights

www.chickenshack.com
Located in the Crossroads Shopping Center in front of Home Depot

586-276-0788
*One Discount Per Order. Good Until 3.31.13. Valid at 16 Mile & Van Dyke Location Only.

WEEKDAY SPECIALS
– Monday –

Buy One Chicken Dinner
Get One 50% OFF*

– Tuesday –
Buy One Combo Dinner
Get One 50% OFF*

– Wednesday –
Buy One Rib Dinner

Get One 50% OFF*
– Thursday –

Buy One Tender Dinner
Get One 50% OFF*

– Friday –
Buy One Wing Dinner

Get One 50% OFF*

LENTEN SPECIAL
Smelt Snack
10 Pieces Smelt
Potatoes & Roll

$5.99*
Smelt Dinner
20 Pieces Smelt
Potatoes & Roll

$7.99*

UAW 10% Off
Everyday*

Any Fish,
Seafood Dinner or
Combo Dinner

Lake Perch, English Style Cod,
Shrimp, Tilapia or Catfish

Includes choice of Potatoes & Roll
Must present valid plant or UAW I.D.

UAW

BRAKE SPECIAL

$19995
Most F.W.D. U.S. Cars • In-store offer ends 2-29-13

Check Our Price on
Tune Ups, Water Pumps,

Heater Cores & Other Repairs

DELUXE OIL
CHANGE
SPECIAL

Up To 5 Qts. Of
Oil Lube & Filter

•
No Disposal Fee

Includes topping off fluids

2-29-13

MMMMAAAAKKKKEEEE UUUUSSSS YYYYOOOOUUUURRRR FFFFIIII RRRRSSSSTTTT CCCCHHHHOOOOIIIICCCCEEEE

WARREN • 586-757-7203

$2170

MUFFLER & BRAKE SERVICE
23252 VAN DYKE
3 Blocks North of 9 Mile

HOURS: Mon.-Fri. 7:30am-5pm; Sat.-Closed

Most FWD Cars  

• Front Metallic Disc Brake Pads

• 2 New Front Rotors

• Labor Included

MMUUFFFFLLEERR,, EEXXTTEENNSSIIOONN PPIIPPEE && TTAAIILL PPIIPPEE

10%Off
In-store offer ends 2-29-13

Dine-In or Drive-Thru Carryout

– MONDAYS –

99¢ CONEYS
All Day!!!

OPEN
24

HOURS
Dine-In &
Drive-Thru

Luca’s Coney Island
26631 Van Dyke • Just South of 11 Mile

586.427.4000

THIS WEEK SPECIAL

THIS WEEK SPECIAL

4 PIECE BROASTED

CHICKEN
DINNER
with Potatoes and Soup

$645

CONEY
COMBO

2 CONEYS
Fries and a Drink

$549

Gift Certificates Available

BREAKFAST • LUNCH • DINNER
Catering Available

We Bring Samples To You!
We Do Quality Work, Show Up On Time

And Clean-Up Spotless Afterwards

Call or email for an estimate!

800-878-7196
email: floorme@comcast.net

Licensed
and

Insured

Call
Toll
Free

Specializing in hardwood floors for over 20 years…

Party Tents • Tables • Chairs
Moonwalkers • Etc…

586-759-1600

2013 Cadillac ATS

General Motors and its joint
ventures sold more than 300,000
vehicles in a single month for the
first time ever in China last
month. January sales totaled
310,765 units, an increase of 26.0
percent from the same month in
2012 and 15.9 percent above the
previous all-time monthly high of
268,035 units in January 2011.
Domestic sales by Shanghai GM

and SAIC-GM-Wuling, and their
Buick, Chevrolet and Wuling
brands all set new single-month
records as well in January.
Shanghai GM – comprising

Chevrolet, Buick and Cadillac –
sold 154,220 vehicles in China, an
increase of 24.3 percent year on
year. SAIC-GM-Wuling sold 151,819
vehicles, as domestic demand for
its products increased 26.6 percent
on an annual basis. Demand in Chi-
na for FAW-GM’s products in-
creased 84.5 percent on an annu-
al basis to 4,490 units.
Buick sales in China rose 21.7

percent from the first month of

2012 to 86,509 units. Its best sell-
er in January was the original Ex-
celle passenger car lineup, which
generated demand of 30,264
units, an increase of 5.5 percent.
Buick also continued to enjoy
strong demand for the Excelle XT
and GT, which experienced sales
growth of 19.7 percent to 23,694
units. In addition, the Encore
SUV had sales of 7,881 units in its
first January in the marketplace.
Chevrolet sales in the domes-

tic market rose 21.6 percent year
on year to 66,141 units in Janu-
ary. The brand’s most popular
model was the Cruze. Its sales
grew 7.8 percent to 24,477 units.
Sales of the Sail family also re-
mained strong, increasing 21.0
percent to 21,866 units.
Cadillac luxury vehicle sales in

China totaled 1,570 units in Janu-
ary. Baojun, GM’s entry-level pas-
senger car brand in China, had
sales of 7,018 units.
Wuling sales in China totaled

144,801 units in January, which

was up 35.9 percent from the
same month last year. Its best-
selling model was the Hong
Guang, whose sales grew 158.9
percent to 47,765 units. The Sun-
shine also had robust sales of
45,733 units.

GM Sees Record Sales Month in China

If you have solid business news
for this paper, please contact us
at News@TechCenterNews.com.

Got News?

Jay Timmons, president and
CEO of the National Association
of Manufacturers (NAM), will be
speaking to the Detroit Econom-
ic Club on Wednesday, Feb. 13.
The speech is part of a DEC

luncheon which begins at 11:30
a.m. and will be held in the Mo-
tor City Casino in Detroit.
As the slowest economic re-

covery in the nation’s history
drags on and President Obama
begins his second term and a di-
vided Congress settles in, Tim-
mons will discuss the role of
manufacturing in revitalizing the
economy and solving the na-
tion’s unprecedented long-term
fiscal challenges. With interna-
tional competition growing more
intense, Timmons is slated to
talk about how manufacturing in
America can maintain its global
leadership.
Prior to his appointment as

NAM president, Timmons was
executive vice president begin-
ning in 2008. In 2005, he joined
the NAM as a senior vice presi-
dent of policy and government
relations.
For more information on the

luncheon, visit the DEC Web site
at www.econclub.org. The pre-
siding officer is Andra Rush,
founder of The Rush Group.

DEC Talk to Cite
Manufacturers’
Economic Role
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