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New Buick Enclave Proves to be a Hit in Terms of Customer Loyalty

The redesigned 2013 Buick En-
clave luxury crossover is the
brand’s best-selling model through
the first quarter with retail sales up
almost 40 percent.

And, it scores big as a second-
time-around choice for nearly 4 in
10 owners trading in a first-gener-
ation Enclave.

The Enclave also continues to
pull in first-time Buick buyers as
it has since being introduced in
2007.

“The new Enclave is the first
model in the second generation
of the modern, rejuvenated Buick

brand,” said Tony DiSalle, vice
president of Buick Marketing.

“In previous years, we've
talked about the new, younger,
luxury-minded buyers coming to
Buick for the first time. With the
redesigned Enclave, we're still
seeing those new buyers, but
we’re now also seeing the buyers
who gave us a try with the first
Enclave stay with us.”

When the Enclave launched in
2007, customers taking surveys
gave reasons like “value/price”
and “familiarity with dealer”
among their top reasons for buy-

Ford’s Focus and Fiesta Top
Vehicle Sales Worldwide

Call it the battle for the “super
segment.”

Ford’s plan for growth in the
United States is centered around
four key vehicle segments: sub-
compact, compact cars, small
utility vehicles and midsize
sedans - together, what Ford
calls the super segment.

These four vehicle segments,
taken as a whole, represent a lit-
tle more than 50 percent of total
new vehicle sales in the U.S.

As recently as 2004, super seg-
ment sales were only 35 percent
of the market. But Ford expects
more growth in the super seg-
ment, as baby boomers continue
to downsize their vehicle pur-
chases and first-time millennial
buyers enter the market. Com-
bined, baby boomers and millen-
nials account for more than 160
million people in the U.S.

Two of the four groups in the
super segment are of particular
interest — small utilities and
sedans. Two-thirds of all buyers
shop the Escape and Fusion
when they first come into a Ford
dealership.

“The super segment is where
Ford plans to grow in North
America,” said Amy Marentic,
group marketing manager, Global
Small and Medium Cars.

“Escape and Fusion have got-
ten off to very strong starts since
being all-new last year, and we
expect continued strong interest
in both.

“We’re encouraged that we
have very new products across
the lineup, two of which - Focus
and Fiesta — are best-selling vehi-
cles worldwide.”

Combined sales of Escape and
Fusion totaled 51,985 vehicles in
February 2013, edging out com-
bined sales for Toyota Camry

and RAV4 (44,599 sales) and Hon-
da Accord and CR-V (48,667
sales). Escape has been the best-
selling small utility in the U.S. for
the past two months.

By heavily reinvesting in the
car portfolio since the middle of
the last decade, Ford has been
able to build market share.

From January through Septem-
ber of last year, Focus was the
best-selling vehicle in the world
(end-of-year data from all regions
have not yet been reported),
while Fiesta was No. 5 in global
sales and the best-selling sub-
compact car in the world.

The combination of the newest
lineup of super segment vehicles
and increasingly competitive,
fuel-efficient passenger cars is
working: Ford’s brand share of
the super segment is running at a
record 12.7 percent through the
first two months of the year,
more than double its share in
2005.

From 2005 to 2012, Ford brand
sales in the super segment were
up 123 percent.

Retail sales of Ford’s super
segment vehicles nationwide are
up 33 percent in the first two
months of 2013, with strongest
growth coming from the West, up
56 percent, and the Southeast,
which reported a 38 percent in-
crease.

Conquest sales are another in-
dicator of success. Defined as
the percentage of owners leaving
another brand for Ford, con-
quest rates range from 54 per-
cent on Focus, 52 percent on Es-
cape and 51 percent on Fusion,
all the way up to 63 percent on
Fiesta and 67 percent for Fusion
Hybrid. More than half of Ford
sales in these four segments are
conquest sales.
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Call
Toll
Free

Call or email for an estimate!

800-878-7196

email: floorme@comcast.net

Licensed
and
Insured

Woodland Urgent Care
22341 W. 8 Mile Road
Detroit

313-387-8700

WARREN URGENT CARE

“Bringing Quality Urgent Care To Your Neighborhood”
(wg 3 ”
URGENT CARE FOR ACCIDENTS AND INJURY
ADULT & PEDIATRIC ILLNESS
Digital X-Rays, EKG and Lab Work, On-Site Lab Service, Strep, Mono,
Pregnancy & Urine Testing, Vaccinations, Sports & School Physicals,

Occupational Medicine, Work-Related Injuries,
Pre-Hire Physicals (BAT & Urine Screening)

SPECIAL ON SPORTS PHYSICAL $25.00 State-of-the-Art Facility

586-276-8200
31700 Van Dyke ¢ Warren, MI 48093
On Van Dyke Rd., between 13 & 14 Mile in
St. John’s Windemere Park
OTHER CONVENIENT LOCATIONS:
N. East Macomb Urgent Care

43900 Garfield, Suite 121
Clinton Township

586-868-2600

> FLU SHOTS <«
ATTENTION

Chrysler, GM, Ford

Employees, we’re within
2 miles of your plants

HAP & BCN
NO Referrals Needed!

www.warrenurgentcare.com

ing the brand’s other vehicles.
Enclave owners consistently list
things like “overall quality of ve-
hicle,” “ride comfort” and “over-
all exterior styling” as their top
reasons for purchase.

Buick spokesperson Katie
Bjork said that “individual model
loyalty (38 percent) is nine per-
cent better than the Toyota High-
lander, 11 percent better than the
Acura MDX and 22 percent better
than the Ford Explorer.

“These returning buyers, along
with the many more coming to
Buick for the first time, are de-

manding the best,” Bjork said.

First-time and repeat Enclave
buyers are choosing more luxuri-
ous amenities. In fact, 8 percent
more owners select the top-level
Premium Group.

And standalone options like
20-inch wheels, rear seat enter-
tainment, Bose audio, sunroof
and navigation are more popular.
For example, 15 percent more En-
claves have been ordered with
navigation so far in the 2013
model year.

All in all, Bjork said, this kind
of customer loyalty to a particu-

lar model is very good news for
the Buick brand.

Since the new model arrived at
dealerships in November, En-
clave had its best retail sales
month on record in December,
followed by year-over-year retail
growth of 57 percent in January
and 22 percent in February.

“If you want a bellwether for
where the Buick brand is head-
ing, look no further than the En-
clave,” said DiSalle. “It’s a very
modern, very smart crossover
that delivers what our luxury-
minded customers want.”

AVA
Additional charge for Extras.

TIG 8-Cheese~

AVAILABLE ALL DAY
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8178 23 Mile Rd

Subway/Walmart
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NOW OPEN 24 HOURS

66603 Van Dyke 51450 Shelby Pkwy

South of 31 Mile 23 & Van Dyke X-Way

586-752-6500 586-254-8140

24 MONTH
LEASE
FOR ONLY

10K MILES
PER YEAR

**Must be GM Employee. NO SECURITY DEPOSIT REQUIRED.

VYLETEL . ==

ALL MAKES & MODELS, GET OUT OF YOUR
LEASE UP TO A YEAR EARLY! ASK US HOW!

2013 BUIcK REGAL Fwp1sD

149

Stock #5887-13 + Deal #41245 GM pricing plus tax, title, lic, doc. Must qualify for lease conquest or lease loyalty rebate.

24 MONTH BUICK
EXPERIENCE LEASE
FREE Maintenance
FREE XM Radio * FREE Onstar

TIRED OF READING THE SMALL PRINT DISCLAIMERS" Get The Real Deal At VYLETEL!

WE NEED YOUR TRADE! Durlng the month of March Viyletel will BEAT ANY competitor’s written trade-in appralsal by as much as..$1,000!

OWNER LOYALTY
IS BACK!

$1,000 Additional Rebate

Towards Sierra m

FREE OFFERS
EXPERIENCE @) BUICK

2 YEAR Scheduled Maintenance!
2 YEAR XM Satellite Radio!
2YEAR OnStar w/Directions
& Connections!

2013 BUICK BZL?IE)K 2013 BUICK 2013 BUICK
REGAL ENCORE ENCLAVE
241 eAssist Technology LACROSSE FWD FWD
= -

THE ALL NEW BUICK ENC!

24 MONTH BUICK EXPERIENCE LEASE 24 MONTH BUICK EXPERIENCE LEASE  : ORE IS HERE! LEATHER GROUP!
FREE Maintenance * FREE XM Radio * FREE Onstar :  FREE Maintenance * FREE XM Radio * FREE Onstar FREE Maintenance * FREE XM Radio * FREE Onstar
Stock #5922-13 - Deal #41705 H Stock #5800-13  Deal #41243 H Stock #5912-13 - Deal #41708 Stock #5897-13 - Deal #41251
GM Pricing plus tax, title, lic, doc. Must qualify for conquest rebate :  GM pricing plus tax, title, lic, doc. Must qualify for conquest rebate Gm pricing plus tax, title, lic, doc. H GM Pricing plus tax, title, lic, doc. Lease fi gured with lease
(Must own ‘99 or newer non-GM) ** Must be GM Employee. own 99 or newer non-GM. Donot have to trade in conquest car. & Must qualify for lease loyalty rebate.**Must be GM Employee. conquest or lease loyalty rebate. **Must be GM Employee.
NO SECURITY DEPOSIT REQUIRED! ** Must be GM Employee. NO SECURITY DEPOSIT REQUIRED! NO SECURITY DEPOSIT REQUIRED. NO SECURITY DEPOSIT REQUIRED.
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+ Universal home remote, adj. pwr pedals, remote start, . defogger,
4 rear parkassist, Vortex 5.3 V8, 20" chrome whis, HD Trailering pk
bluetooth, CD w/USB, chrome door handles/mirror caps & more!

0% UP TO 60 MONTHS AVAILABLE!

Power sunroof, 5.3L V8 w/active fuel management, convenience
pkg includes: rear camera, remote start, power adjust pedals,

0% UP TO 48 MONTHS AVAILABLE!

rear park assist, 20” WHEELS & more!
Must Be GM Employee

Stock #9207-13  Stock #41703
GM pricing with lease conquest/lease loyalty rebate. Plus tax, title,
lic, doc.**Must be GM Employee. NO SECURITY DEPOSIT REQUIRED!

Stock #9438-13 + Deal #41242

GM pricing with lease conquest/lease loyalty rebate.
Plus tax, title, lic, doc. **Must be GM Employee.

NO SECURITY DEPOSIT REQUIRED!

i Stock #9218-13 Deal #41248

 GMPricing plus tax, title, lic, doc. Must qualify for lease conquest
rebate and must be GM Employee for lowest payment.

NO SECURITY DEPOSIT REQUIRED!

Stock #41241+ Deal #4484-13
GM pricing w/ lease loyalty or lease conquest rebate.
Plus tax, title, lic. and doc fee.**GM Employee Only.
NO SECURITY DEPOSIT REQUIRED!

40755 Van Dyke = Sterling Heights *
WWW.VYLETEL.NET SALES: M/TH 8:30am-9pm; T/W/F 8:30am-6pm; SAT 10am-3pm

SERVICE: M/TH 7am-8pm; T/W/F 7am-6pm; SAT 8am-1pm

*Leases 2013 Terrain $1680 due a signing, 2013 Encore $1926 Total Due at Signing. 2013 Verano $2098 Total Due At Signing. 2013 Acadia $1820 Total Due at signing. 2013 Lacrosse $1907 Total Due at siging. 2013 Regal $1799 Total due at signing. 2013 Enclave $2068 Total
dueatsigning. 2013 Yukon $3175 total due at signing. 2013 Sierra ext cab $1965 total due at signing. *All prices plus tax, title, lic, doc, zero sec deposit. For 2 years receive free maintenance, free OnStar, free XM radio on 24 month leases only. Programs subject to change.
Photos may not represent actual vehicle. Expires 3/31/13. **GM $500 Match money. Must be GM Emplyee or qualifi ed family member under the age of 25 to qualify. For lease loyalty rebate customer must be in a GM lease set to expire by 12/31/2013. Do not have to trade
in lease to qualify. See dealer for details.




