
swing and we’re seeing strong re-
tail demand for our crossovers,”
said Kurt McNeil, vice president
of U.S. Sales Operations. “These
are all powerful signs that the
gradual recovery in the economy
is becoming more broad-based.
That’s great news for the auto in-
dustry and General Motors.”

GM’s truck sales were up 15
percent versus a year ago, in-
cluding a 23 percent increase for
large pickups and a 30 percent in-
crease for large SUVs.

Crossover sales were up 3 per-
cent. Compact crossover sales
were up 10 percent and set a
monthly record behind the
Chevrolet Equinox, which had its
best month ever. The Equinox
has now posted 17 consecutive
monthly sales increases.

Retail passenger car sales were
up 2 percent while total sales
were down 6 percent. Lower fleet
sales were due primarily to the
timing of customer deliveries.

Cadillac’s 40 percent sales in-
crease marked its best May since
2007. It was the largest year-to-
year sales increase since 1976.
(See related story page 1)

Chevrolet had its best retail
sales month since August 2009.

Retail sales of GM’s redesigned
medium crossovers were very

strong: the Chevrolet Traverse
was up 14 percent, and GMC Aca-
dia and Buick Enclave were up 15
percent and 19 percent, respec-
tively.

Chevrolet sold 179,510 vehi-
cles in May, representing a 0.9
percent increase over May 2012.
Of those Chevys sold, 124,897
were retail sales, representing a
year-over-year increase of 5.4
percent.

Strong Chevrolet Spark sales
and double-digit increases for
the Buick Verano, Chevrolet Son-
ic and Cruze drove a 27 percent
increase in sales of mini, small
and compact cars.

The Chevrolet Cruze had its
best May sales ever, and the Son-
ic had its best month ever.
Chevrolet dealers delivered more
than 2,350 new 2014 Impalas.

Buick retail sales have in-
creased for 13 consecutive
months. Buick sold 17,982 vehi-
cles in May, a decline of 3.1 per-
cent compared with May of 2012.
Buick spokesman Phil Colley said
that overall Buick sales are up for
the year, and the reason for the
difference in May sales isn’t bad
news.

“Last May, we had a large fleet
order of Enclaves,” Colley said.
“That’s a big reason for the differ-
ence in May vs. May sales. But,
overall retail sales are up 16.9

percent calendar year to date,
and total Buick sales are up 16
percent calendar year to date.”

Year-to-date truck sales were
up 12 percent, including a 22 per-
cent increase in sales of large
pickups and a 23 percent in-
crease for large SUVs.

GM sold 41,594 vehicles in May
of 2013, representing a 7 percent
increase over May of 2012. Of
those sales, 33,814 were retail, an
increase of 11.5 percent com-
pared with last year.

Crossover sales were up 17
percent and car sales were es-
sentially equal to a year ago.

GM’s fleet mix was 26 percent,
which is in line with the compa-
ny’s full-year strategy.

• All vehicles in question ex-
ceeded the requirements of
NHTSA’s FMVSS 301, the agency’s
own standard by which fuel sys-
tem design is evaluated in the
U.S.

• A review of almost 30 years
of field data showed an “extreme-
ly low” number of rear impact
crashes resulting in a fire or fuel
leak in a fleet of more than five
million of the subject vehicles
that have clocked more than 500
billion miles over 50 million reg-
istered vehicle years.

• In the vast majority of inci-
dents cited by NHTSA resulting
in injuries or fatalities, the crash
force “was far in excess of the
rear crash fuel leak require-
ments” in place at the time these
vehicles were manufactured, and
also more than the requirements
in place today.

The company further stated in
the White Paper that NHTSA
used an “incomplete and unrep-
resentative” group of vehicles to
make comparisons with.

The statement continued: “Data
from NHTSA’s Fatality Analysis
Reporting System show 24 models
– none of which has been sub-
jected to recall – are more likely to
be involved in a fire-related, rear-

impact fatality than the 2002-2007
Jeep Liberty; 54 models are more
likely than the 1993-2004 Jeep
Grand Cherokee.”

And Chrysler further asserts
that NHTSA “does not consider
all available data,” omitting two
of its own data sources in NASS
(National Automotive Sampling
System) when examining the per-
formance of similar vehicles in
the same product niche.

Chrysler makes the point in
its White Paper that all but one
fatal crash involving a Jeep
Grand Cherokee, and all but four
involving the Liberty were “high-
energy crashes,” such as one
crash cited by NHTSA where a
stationary Jeep Grand Cherokee
was struck by a tractor-trailer at
65 mph, which resulted in crash
energy more than 23 times that
of the required performance
standard.

The Chrysler statement con-
cluded by saying it stands be-
hind the quality and safety of its
vehicles and conducts voluntary
recalls when they are warranted,
“in most cases, before any notice
or investigation request from
NHTSA,” and inviting customers
with concerns to contact its Cus-
tomer Care Line at 877-426-5337.

NHTSA officials remain fo-
cused on getting Chrysler to con-

duct the recall NHTSA believes is
necessary to protect consumers.

“The National Highway Traffic
Safety Administration is deeply
committed to safeguarding the
driving public. Our data shows
that these vehicles may contain a
defect that presents an unrea-
sonable risk to safety, which is
why we took the next step of
writing Chrysler.

“The driving public should
know that NHTSA is actively in-
vestigating this issue and is re-
questing that Chrysler initiate a
safety recall and notify all affect-
ed owners of the defect. NHTSA
hopes that Chrysler will recon-
sider its position and take action
to protect its customers and the
driving public.”

NHTSA’s analysis studied fatal
and non-fatal incidents of rear-
impact crashes involving the ve-
hicles named in the recall.

According to the agency, there
were 15 deaths from 2003 to 2012
resulting from rear-impact colli-
sions in the Jeep Grand Cherokee
built on the WJ platform and 27
fatalities from 1998 to 2012 from
incidents involving the ZJ plat-
form Grand Cherokee.

The NHTSA reports that seven
people died in rear-impact colli-
sions in the Jeep Liberty (KJ plat-
form) from 2006 to 2010.
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SERVICE PICK-UP & DELIVERY TO DOWNTOWN EMPLOYEES

866-225-1775
www.jeffersonchevrolet.com

2130 E. JEFFERSON AVENUE
6 Blocks East of the GM RenCen • Detroit

SALES HOURS: Mon & Thur 8:30am-8pm; Tue, Wed, Fri 8:30am-6pm
SERVICE HOURS: Mon-Fri 7am-6pm
CLOSED SATURDAY & SUNDAY

*Based on GM Employee pricing with approved Ally Lease S,A, tier. Just add tax title plates all rebates to dealer.
Camaro ZLI plus tax, title & plates.

�

GM
Hamtrack Plant

Only**

72
months

$2995 OIL CHANGE & TIRE ROTATION
VALET PICK-UP OR SHUTTLE PICK-UP/DELIVERYwith $10.00

mail-in rebate

72
months

2013 Chevrolet

CAMARO
ZLI COUPE
6.2L Supercharged V8-585 HP
Carbon Fiber Weave Hood Insert
Power Sunroof
20” Forged Aluminum Wheels
Stk: 6106 Was $60,035

$$5588,,332244NOW

SIGN AND DRIVE
on Cruze, Malibu

and Equinox.

Only**
72
months

Stk: 6075
$1,995.00 Due At Signing*

2013 Chevrolet

VOLT

YYoouurr OOnnllyy
VVaalleett DDeeaalleerr
Only 6 Blocks From Downtown & GM RenCen

36
Mo. Lease
30,000 Miles $$332244/mo.

Only*

GREAT INVESTMENT

FOR SALE
1 BRM CONDO
with Balconey

or
WILL RENT!

•12 Mile & Van Dyke•
MUST SEE

558-4737

We Specialize In
Life Insurance • Annunities • Mutual Funds

Retirement • Education • 401K Rollovers • Investments

For more information
Brenda Pozehl (586) 913-8059
Vicki Kata (586) 913-8452

A member of Western & Southern Financial Group

Chrysler Defies Government on Jeep Recall Request
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well said. “The United States
market is the most competitive
luxury market in the world today.
This sales increase goes to the
point of why we’re seeing this in-
crease. It’s product-driven.”

Caldwell said that GM’s sales
information show that fully 66
percent of the buyers who re-
cently purchased a Cadillac trad-
ed in different makes. That
means two-thirds of the buyers
weren’t Cadillac owners.

“We have other good news as
well,” Caldwell said. “About 20
percent of ATS buyers are under
the age of 35. The ATS starting
price begins at about $34,000, so

that’s good news especially when
you consider that historically un-
der-35 buyers accounted for
about 10 percent of Cadillac
sales.”

Caldwell said Cadillac’s ATS is
seeing growth among new buy-
ers. The ATS sport sedan is the
2013 North American Car of the
Year and Esquire Car of the Year.
Roughly 70 percent of ATS buy-
ers are choosing their first Cadil-
lac.

The XTS luxury sedan, intro-
duced in the summer of 2012,
had its best retail sales in May.
Cadillac’s total sedan portfolio is
up 122 percent so far in 2013.

Total ATS sales for May of 2013
were 3,249, up from April’s 2,725.

January sales were 2,781.
Caldwell said that some of the

66 percent of Cadillac buyers
who traded in a different brand
were trading in other GM brands,
but that’s all right.

“We’re certainly happy to have
people stay within the GM fami-
ly,” Caldwell said. “But we’re also
happy to see people who drove
non-GM cars buy Cadillac. We’re
happy, overall, that the luxury
market is expanding and we’re
happy to see that we’re getting
our share of that market.”

Caldwell said Cadillac’s Es-
calade in all its iterations report-
ed its best May sales since 2008.
The brand sold 1,928 Escalades
in May.

‘Cadillac is Back’ – GM’s Ferguson

CONTINUED FROM PAGE 1

Every GM Brand Chips in to Raise May Sales Results
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To commemorate the 69th an-
niversary of the D-Day landing of
Allied troops in Normandy, Ford
Motor Company Fund sponsored
an Honor Flight for 26 World War
II veterans from Kentucky and
their guardians to visit the Na-
tional World War II Memorial in
Washington, D.C.

Ford Fund also issued a
$200,000 grant for purchase of
another seven vehicles for the
Disabled American Veterans
(DAV) Transportation Network,
bringing to 171 the total number
of Ford-donated vehicles in the
DAV fleet for transporting dis-
abled veterans to medical ap-
pointments.

Another $78,000 has been do-
nated to DAV for its National Dis-
abled Veterans Winter Sports
Clinic and other programs.

“As a veteran myself, it is an
honor and privilege to travel to
Washington, D.C., alongside
these brave Americans who
served our country nearly 70
years ago,” said Al Lindsey, man-
ager, Material Planning and Lo-
gistics at Ford’s Louisville As-
sembly Plant. “I hope this visit
serves as a demonstration of the
lasting impact of – and apprecia-
tion for – their historic sacrifice.”

The Honor Flight veterans,
now in their late eighties and
nineties, were greeted at the Na-
tional World War II Memorial by
Ford employees.

The veterans also visited the
Korean War Veterans Memorial
and Iwo Jima Memorial as well.
The trip was organized by the
Bluegrass Chapter of the Honor
Flight Network.

Ford Helps WWII Veterans
Celebrate D-Day Landing


