
The Chevrolet Volt will soon
come with a lower price than its
predecessor.

The 2014 model will start at
$34,995, including an $810 desti-
nation fee (excluding tax, title, li-
cense and dealer fees).

“The lower price and cost sav-
ings from driving on electricity
provide Volt owners an un-
matched balance of technology,
capability and cost of owner-
ship,” said Don Johnson, U.S.
vice president, Chevrolet sales
and service. “The 2014 Volt will
offer the same impressive list of
features, but for $5,000 less.

“We have made great strides in
reducing costs as we gain experi-
ence with electric vehicles and
their components. In fact, the
Volt has seen an increase in bat-
tery range and the addition of
creature comforts, such as a
leather-wrapped steering wheel
and MyLink, since its launch in
2010.”

If consumers include federal
tax credits ranging from $0-
$7,500 (depending on individual
tax liability), pricing could start
at $27,495, Johnson said. Individ-
ual tax situations differ, so he
said consumers should consult a
tax professional to confirm eligi-
bility before claiming any credits.

Volt owners who charge regu-
larly typically drive 900 miles be-
tween fill-ups and visit the gas
station about once a month. The
2014 Volt will continue to provide
owners with fuel economy of 98
MPGe (electric) and 35 city/40
highway on gasoline power.
These results can be achieved
without any need to change daily
driving habits while saving $900
in annual fuel costs, Johnson
said.

Today’s Volt owners have
logged 364 million miles, includ-
ing 225 million electric miles.

Mike Wall, director – Automo-
tive Analysis for IHS Automotive
in Grand Rapids, said GM’s cut-
ting the Volt’s price makes sense
for a couple of reasons. First, the
Cadillac ELR is coming to the
market soon, so creating a price
difference between the Volt and
the ELR helps differentiate be-
tween the two products.

But that’s really a minor rea-
son, Wall said. The main one is
that the price change is more re-
lated to the new competition
within the “green” car market-
place.

“The take rate of the Volt is un-
derperforming,” Wall said. “Origi-
nally, GM wanted to sell between
45,000 and 60,000 a year. But
thanks to things like stable gas
prices, the cost-benefit ratio was
not there for a lot of people.”

Then there is competition, Wall
said. Ford has introduced a num-
ber of new “green” vehicles – the
Focus Hybrid and such, he said.
Nissan has the Leaf and Toyota
has the Prius. So cutting price
helps against growing competi-
tion.

“Even the Prius is losing mar-
ket share and Toyota used to
own that market,” Wall said. “But
that’s not so true anymore. Right

now, it’s so competitive, even the
legacy players have to worry
about the competition.”

So Wall said he wasn’t sur-
prised when he heard GM low-
ered the Volt’s price. He said
$5,000 off the price, even with all
the incentives GM was using to
sell the Volt earlier, “is not noth-
ing.”

“Now GM can dial back the in-
centives,” Wall said. “Consumers
will now get a ‘truer’ price. And
GM has built (enough) Volts to
be able to wring costs out of pro-
duction.

“They’ve been innovative in
applying the lessons of what
they’ve learned when developing
the Volt technology, so that helps
them lower costs as well. With-
out a lot of incentives, dealers
and consumers can focus on the
transaction price.”

The Volt’s lower price also

changes the comparative set of
vehicles on popular auto infor-
mation sites like kbb.com, Ed-
munds.com and cars.com, where
visitors to these sites can search
for a new vehicle by type and/or
prices, Johnson said. The Volt’s
lower price will broaden its expo-
sure to price-sensitive prospec-
tive buyers using these sites to
search for a plug-in electric vehi-
cle or a gas-powered alternative
sedan.

Johnson said the Volt contin-
ues to be the best-selling plug-in
vehicle in America and is attract-
ing new buyers to the Chevrolet
brand. More than 70 percent of
Volt buyers are new to General
Motors. Not surprisingly, he said,
the Toyota Prius is the most fre-
quently traded-in vehicle for a
Volt.

California continues to be
Volt’s largest market, Johnson

said. The 2014 Volt will continue
to offer a low emissions package
that earns the Volt a coveted
“sticker” for single-occupancy
HOV lane access in California
and New York.

The Chevrolet Volt allows gas-

free driving for an EPA-estimated
38 miles, depending on terrain,
driving techniques and tempera-
ture, Johnson said. The range-ex-
tending gas engine gives the Volt
up to 380 miles of total driving
range.
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Ray
Stemple

rstemple@edrinke.com

SERVICE HOURS: Monday & Thursday 6:30am-9:00pm; Tuesday, Wednesday & Friday 6:30am-6:00pm • Shuttle at 6:30am - Pick-up Both Ways • All Day starting at 6:30am.

$2395
Fluid Level,

Brake & Alignment Check Included.

Open Mondays & Thursdays until 8:30pm

We use Genuine GM Oil & Filter
No additional or hidden charges.
Out the door pricing.

Quick Oil Change EXPRESS
LANELUBE OIL FILTER

Excludes synthetic, Diesel & Med. Duty Trucks.
Most GM cars & trucks. One coupon per customer. Must
present coupon with order. Plus tax. Expires 8-31-13.

Up to 5 qts.

BODY SHOP
586-754-7000

ext 1231

INSURANCE
WRECK

AMENDED

WE REPAIR
ALL MAKES
& MODELS FREE OIL CHANGE

With Each Major Repair

TRANSPORTATION AVAILABLE
During Scheduled Repairs

GM SERVICE CENTER
MICHIGAN’S LARGEST

•SERVICE DEPT. •PARTS •BODY SHOP

866-452-1547
26125 Van Dyke @ 101/2 Mile

Center Line, MI 48015

EDRINKE • FAST • FRIENDLY • DISCOUNTS

VISIT OUR

QUICK LANE

ED RINKE CHEVROLET BUICK GMC
ED RINKE

All prices & payments include GM rebates. Pictures may not represent actual vehicle. Prices subject to change per GM incentives.
Prices and payments are inclusive of active GM Employee Discount (Unless otherwise stated). Leases are 24 months, 10,000 miles
per year w/ approved S Tier credit w/ $999 due at signing, (unless otherwise noted). Prices & payments are plus tax, title, and plate
fees. 0% financing in lieu of some factory rebates. Refundable security deposit required on certain vehicles – to be determined by
lender. Must qualify for conquest with a 1999 or newer non GM lease. Must qualify for Loyalty with a 1999 or newer Chevrolet or GMC
truck or SUV on Sierra. Verano, Lacrosse and Sierra Ext lease’s are 24 month leases. Regal, and Acadia are 36 month leases.Terrain
is a 39 month lease. Sierra purchase must qualify for Trade In rebate. $3,500 trade in guarantee is for 2003 or newer vehicles in dri-
vable condition with under 100,000 actual miles. No branded or salvage titles. Certain Restrictions apply, see dealer for details. **See
salesperson for details. Expiration Date – 08/17/13.

See us for your GM employee purchases.

1-877-451-7707
26125 Van Dyke at 101/2 Mile Rd.

Visit our website: edrinke.com
SHOWROOM HOURS:

Mon. & Thurs. 8:30am-9:00pm; Tues., Wed., & Fri. 8:30am-6:00pm

See us for your GM employee purchases.

1-866-452-1300
24231 Van Dyke at 91/2 Mile Rd.

Visit our website: edrinke.com
SHOWROOM HOURS:

Mon. & Thurs. 8:30am-9:00pm;Tues., Wed., & Fri. 8:30am-6:00pm

– Select Vehicles –

BELOW GM
PRICING TO EVERYONE!

Active, Reserve, or Retired Military
get an additional $750 toward a purchase or lease
• • • • EXPERIENCE BUICK • • • •

2 Years Maintenance & 2 Years OnStar

Nicole
Dodge

nhuminski@edrinke.com

Jim
Pfeifle

jpfeifle@edrinke.com

Dennis
Thacker

dthacker@edrinke.com

Paul
Makowski

pmakowski@edrinke.com

Find Us on
FACEBOOK

NO DOC
FEES

2013 CRUZE 1LT
EVERYONE SALE PRICE

$16,399*
2013MALIBU LS
EVERYONE SALE PRICE

$17,075*

2013 EQUINOX LS
EVERYONE SALE PRICE
$20,850*

2013 TRAVERSELS
$24,949*

2014
SILVERADO1LTCREW
$33,921*

2013VOLT
EVERYONE SALE PRICE
$32,254*
0% up to 72 mo.**

All prices & payments include GM rebates. Pictures may not represent actual vehicle. All leases 10K per year. Cruze,
Traverse, Equinox,Volt & Silverado are all 39 month leases. Malibu is 24 month lease. Volt is
36 month lease. All leases you must qualify for lease loyalty except for Silverado. Silverado
must qualify for loyalty. Must quality for GMS employee discount for Malibu & Traverse. No
1st payment required on Cruze, Equinox, Malibu. No security deposit on all leases with S &
A tier credit approval. Due at signing on Silverado, Traverse & Volt leases are - 1st payment,
title, tax & plates. $3,500 trade in guaranteed is for 2003 or newer vehicles, drivable condi-
tion. No branded or salvage titles, under 115,000 actual miles, good condition, less recondi-
tioning costs. Certain restrictions apply. Cruze is $999 down, Malibu is $999 down, Equinox
is $1,499 down,Traverse is $999 down,Silverado is $1,499 down,Volt is $999 down. Leases
are based upon S &A tier credit approval. See salesperson for details. Expires – 08/17/13.

ASK ABOUT OUR…
WORRY FREE LEASE!

ED RINKE We Are Professional Grade

NEW 2013
REGAL

EVERYONE PRICE
$25,378*

EVERYONE LEASE
$179*

• • • • • • $0 DOWN • • • • • •

EVERYONE LEASE
$129*

• • • • $1,999 DOWN • • • •

NEW 2013
VERANO

EVERYONE PRICE
$20,099*

EVERYONE LEASE
$161*

• • • • • • $0 DOWN • • • • • •

EVERYONE LEASE
$89*

• • • • $1,999 DOWN • • • •

NEW 2013
LACROSSE

EVERYONE PRICE
$26,338*

EVERYONE LEASE
$23360*

• • • • • • $0 DOWN • • • • • •

EVERYONE LEASE
$129*

• • • • $1,999 DOWN • • • •

NEW 2013
ACADIA

EVERYONE PRICE
$28,987*

EVERYONE LEASE
$205*

• • • • • • $0 DOWN • • • • • •

EVERYONE LEASE
$200*

• • • • • $995 DOWN • • • • •

NEW 2013
TERRAIN

EVERYONE PRICE
$23,031*

EVERYONE LEASE
$189*

• • • • • • $0 DOWN • • • • • •

EVERYONE LEASE
$157*

• • • • $1,999 DOWN • • • •

NEW 2013
SIERRA EXT

GMEMPLOYEEPRICE
$23,694*

GMEMPLOYEELEASE
$166*

• • • • • • $0 DOWN • • • • • •

GMEMPLOYEELEASE
$133*

• • • • $1,495 DOWN • • • •

Mark
Sly

msly@edrinke.com

GMS

WE WILL GIVE YOU $3,500 FOR YOUR TRADE! GUARANTEED!

LEASE
FOR ONLY

$129* LEASE
FOR ONLY

$109*

LEASE
FOR ONLY

$176* LEASE
FOR ONLY

$164*

LEASE
FOR ONLY

$289* LEASE
FOR ONLY

$219*

GMS

2014 Chevy Volt

Chevrolet Slashes $5,000 Off Volt MSRP

Chrysler Vice President of
Manufacturing Mauro Pino said
last week that the company will
get the replacement for the
Chrysler 200 out on time.

Pino spoke at the 2013 Center
for Automotive Research Confer-
ence in Traverse City on Aug. 6.

That’s important, Pino said,
because the 200 is an older mod-
el that “sorely needs” replacing.
The vehicle will be in dealer-
ships by the first quarter of 2014.

Pino said Chrysler has learned
from the experience gained in re-
cent model launches. Previous
launch troubles have resulted in
less profits than could have been
generated, he said, and CEO Ser-
gio Marchionne wants to fix that.

New Chrysler Car
Expected Soon


