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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

1-866-906-0279

JAY CHAISER x117
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

www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com • www.wallyedgar.com
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1-248-724-1073

Make us your Michigan P.E.P. Car Connection

2013 CRUZE LS

$99*

36MONTH • 10K LEASE
$999 DOWN

FIRSTLEASEPAYMENTWAIVED

All lease payments include GM Employee Down Payment Match and are based on GMS employee pricing. Payments are plus tax, tile,
plate, first month payment (unless noted waived) and doc fees due at signing with all rebates including GM Lease loyalty offer or non
GM Lease Conquest assigned to dealer. Lessee responsible for excess wear and tear as well as exceeded contracted milage. Security de-
posit may be requiered by lender. Due to adverrtising deadlines, programs are subject to change.

2013 MALIBU LS

$137*

36MONTH • 10K LEASE
$999 DOWN

FIRSTLEASEPAYMENTWAIVED

2013 VOLT

$249*

36MONTH • 10K LEASE
$999 DOWN

$999 DOWN
DRIVE A BRAND NEW LEASE FOR ONLY…

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

Free shuttle service to home, office or shopping.

buff whelan chevrolet
WHERE THE DEALS MAKE THE DIFFERENCE, EVERY DAY SINCE 1970!

Van Dyke • South of 18 Mile • Sterling Heights

☺ 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 based on GM Employee pricing. All payments assume you have a NON-GM lease in the
household or qualify for GM lease loyalty (the GM lease must expire by 12/31/2013) , otherwise payments will be slightly higher. First
payment, security deposit, tax, title, and plate due at signing (unless otherwise noted). Due to advertising deadlines, prices/programs
subject to change.

CONVENIENT HOURS:
Mon. & Thurs.

8:30 am – 9 pm
Tues., Wed., Fri.

8:30 am – 6:30 pm
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METRO PKWY.

18 MILE RD.

SINCE
1989

OVER 1,000
New Chevrolets in Stock!

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

1.8L Ecotec VVT DOHC Engine
6-Speed Automatic & More…

Stk.#21620

36 Month Lease/10,000 Miles

$158*
2013 TRAVERSE LS

Stk.#21514

24 Month Lease/10,000 Miles

Power Locks/Windows/Mirrors • Cruise • Tilt
Steering Wheel Controls • Bluetooth

XM Radio • Onstar & More…
36 Month Lease/10,000 Miles

Stk.#22712

+ Tax with
$0 Down

$169*+Tax with$0 Down

$175*+Tax with$0 Down

Power Locks/Windows/Mirrors • Cruise • Tilt
Steering Wheel Controls • Bluetooth • Back-Up Camera

XM Radio • Onstar & More…

SIGN &
DRIVE
NO FIRST
PAYMENT

OR SECURITY
DEPOSIT
REQUIRED

2013MALIBU LS

2013 CRUZE LS

SIGN &
DRIVE
NO FIRST
PAYMENT

OR SECURITY
DEPOSIT
REQUIRED

buff whelan
chevrolet
586-274-0396

Active GM Employees
qualify for an additional $500 rebate,

see Dealer for details.

NO SECURITY
DEPOSIT
REQUIRED

#42333 #21552#44296
475 SUMMIT DRIVE • 248-292-2502 • 5825 HIGHLAND RD. (M59) • WATERFORD

CALL
BRUCE LITVIN
– 24/7 & 365 –

40 YEARS
OF QUALITY SERVICE

FFAANNTTAASSTTIICC……
even I leased 2 new ones. Please call so you do not miss out on these low priced leases.

CELL # 1-586-405-5175
blitvin@lunghamer.com

1-888-665-5438

GMS pricing for active gm employees and family members.  
Must have non GM lease in household or current GM lease with a maturity date before 12/31/2013.  
All payments are plus tax, title and documentation and plate fee. All leases are 10K miles per year.

2013 TRAVERSE
$127*

mo
24 mo. lease w/$500 down

NO SECURITY DEPOSIT

If you have a lease 
and it expires

by December 31st, of 2013, 

PLEASE
GIVE ME A CALL

as you may be able to 
lower your payments.  

Please do not miss out on this program;
CALL FOR DETAILS

Market conditions really have
changed in the last five years.

So said Jim Farley, executive
vice president of Global Market-
ing, Sales and Service – Lincoln.

He noted that while the great
recession has fundamentally re-
shaped the automotive industry
over the past few years, the real
game-changer may come from a
new post-recession consumer
mindset, demographic shifts and
how automakers respond.

“Just as everyone is breathing a
huge sigh of relief about getting
back to something resembling nor-
mal sales levels, the real news is
that the great recession has dealt
a fundamental change to the con-
sumer’s mindset,” Farley said.

“The question of whether con-
sumers are returning to the mar-
ket is settled. Now the question
is, ‘What do they want and ex-
pect from us, and are we really
ready to respond to what has
just taken place?’”

Delivering the keynote address
at the 2013 New York Internation-
al Auto Show, Farley said the re-
cession has profoundly influ-
enced how consumers weigh
purchase decisions and what
they value in automobiles.

He highlighted several key
post-recession trends that will
drive industry change – shifting
expectations around luxury, the
rise of women and Hispanics, a
renewed focus on fuel economy,
and the rapid proliferation of mo-
bile platforms.

For one thing, he said, luxury is no
longer defined by price, size and ex-
clusivity.

“Now, people are breaking the as-
sociation of luxury with a high price
tag,” Farley said. “They are looking
for luxury-level quality, perform-
ance and features in smaller sizes
and at more reasonable price levels.”

He noted that a recent Luxury In-
stitute survey found 60 percent of
respondents expect a fully equipped
luxury vehicle to cost less than
$60,000 – significantly less than the
former $100,000 price tag standard
on many luxury models.

He cited what he said is anoth-
er luxury trend: small utilities are
outpacing all other luxury vehi-
cle segments for growth, with
nearly a 60 percent jump in 2012
and a more than 200 percent in-

crease in the past four years.
Demographics-wise, while ba-

by boomers will continue to
wield the greatest influence on
the market for years to come,
Farley pointed to shifts among
women, Hispanics and millenni-
als that are reshaping the entire
consumer market.

Perhaps the most powerful
trend is the rising consumer
power of women globally.

“More than 1 billion women
will enter the middle class global-
ly by 2020, and many will be buy-
ing vehicles for the first time,”
Farley said.

Rapid urbanization is drawing
women to cities all over the
world, where they are trading
agricultural work for careers in
business and other professions.
Women buyers are outpacing
men for the first time ever in the
United States.

Meanwhile, Hispanic house-
holds are becoming increasingly
affluent with a 126 percent in-
crease in U.S. Hispanic house-
holds making more than $100,000
a year. Hispanic households have
a total net worth of more than
$500 billion.

“As Hispanics buy luxury vehi-
cles at a faster rate than the
overall market, our brands must
become more compelling, inter-
esting and relevant than ever,”
Farley said. “Millennials are also
a significant opportunity, as they
will start entering the family
stage in record numbers during
the next several years.”

It wouldn’t be an analysis of fu-
ture purchasing trends without
comments on how technology is
changing things, he added. Mo-
bile devices are significantly re-
shaping every part of the auto-
motive landscape – from market-
ing and shopping to the in-vehi-
cle experience.

“We need to learn to think the
way our customers already do –
they come first, they are in con-
trol,” Farley said. “Most of us rec-
ognize that mobile is a power en-
abler for customers, putting
them in control of the shopping
process and changing their ex-
pectations around connectivity.”

As nearly one in seven people
worldwide now uses a smartphone,
this has significant influence on the

auto industry, Farley added.
Doug Frisbie, Facebook’s head

of Automotive Vertical Market-
ing, joined the keynote, explain-
ing that successful businesses in
every industry – from automak-
ers to software companies – put
people at the center.

“Cars were a step change in giv-
ing society the ability to stay con-
nected and engaged with the people
they cared about,” he said. “The op-
portunity at hand today is not about
phones or social software in cars,
but about remembering that no
matter the device, it’s the ability to
connect that matters.”

Brendon Kraham, Google’s di-
rector of Global Mobile Sales and
Product Strategy, joined the dis-
cussion adding that the in-car
mobile experience will soon be
integrated into all the devices
that connect a consumer’s life.

Perhaps the greatest cross-de-
mographic shift since the reces-
sion is the growing consumer fo-
cus on fuel economy. Now the
top consideration for vehicle
purchases, fuel economy interest
has resulted in a flood of claims
and data that are starting to
overwhelm the market.

“We now have a torrent of ‘best-
in-class’ claims hitting consumers
from all sides, and it’s starting to
become noise,” Farley said. “We
are seeing more and more confu-
sion as consumers try to make in-
formed decisions. Given the con-
nectivity in our cars and the pro-
liferation of mobile devices, we
have the opportunity to give con-
sumers better and more relevant
data to understand what they can
expect in on-the-road fuel econo-
my performance.”

Harnessing the power of mobile
platforms, Farley announced de-
velopers will have access to Ford’s
OpenXC connectivity research plat-
form as a sandbox to create and test
innovative ideas in the newly an-
nounced $50,000 Personalized Fuel
Efficiency App Challenge.

Many elements factor into per-
sonalized fuel efficiency, includ-
ing temperature, terrain, traffic
conditions and individual driving
styles, he said, adding that the
goal of the challenge is to enable
drivers to optimize their efficien-
cy on the road and then share
that information with others.

Farley: Recession Creates New Concerns


