
General Motors recognized 68
of its best global automotive sup-
pliers during its 22nd annual Sup-
plier of the Year awards ceremo-
ny in mid-March.
“Our suppliers play an impor-

tant role in helping GM deliver
compelling vehicles to our cus-
tomers,” said Grace Lieblein, GM
vice president, Global Purchas-
ing and Supply Chain.
“Supplier of the Year winners

have outstanding track records
for consistently meeting our
business needs while also sup-

porting our cultural priorities.”
Fewer than 1 percent of GM’s

suppliers around the world re-
ceive the Supplier of the Year
award.
Winners are recognized for de-

livering “innovative technology,
superior quality, timely crisis
management and competitive,
total-enterprise cost solutions,”
said Lieblein.
In addition to presenting its

Supplier of the Year awards, GM
also honored four suppliers with
its Overdrive Award, recognizing

suppliers who have undertaken
“extraordinary initiatives and
driven exceptional results” for
GM’s business.
“The Overdrive Award is given

to those world-class suppliers
that have gone above and be-
yond,” Lieblein said. “Each has
met the demands of our busi-
ness, while at the same time
demonstrating values important
to GM and our communities.”
Blake Synnestvedt, director of

by Jim Stickford

Chrysler’s upcoming June in-
troduction of the 2015 200 is a
big deal because it can lead to
big profits, according to a well-
known industry analyst.
“The 200 launch is important

to both the Chrysler brand and
to Chrysler as a company,” said
Mike Wall, director of Automo-
tive Analysis for IHS Automotive.
“The Sebring is from a couple

of generations of design ago. Ser-
gio Marchionne was able to get
some work done on what would
become the new 200, but it was
only a moderate redesign.
“The Emimem commercial

helped and the 200 has been an
OK seller. But the mid-size mar-

ket is very competitive and if
Chrysler the brand and the com-
pany want to get the volume they
want with the new 200, they have
to launch it right.”
And, Wall said, a good launch

could mean good profits.
“They can’t make all their mon-

ey from pickup trucks and SUVs,”
Wall said.
“And if Chrysler is going to be

a big car company with some-
thing to offer in all the market
segments, then they have to have
something like the 200.
“If it is successful, it can really

add to the company’s bottom
line and they won’t be sending
otherwise loyal customers who
want a mid-size car to the compe-
tition.

“A company like Chrysler,
when it wants to leverage
economies of scale in produc-
tion, will want to be in as many
segments as possible.”
So, Wall said, he’s not sur-

prised that the company has
been promoting the 200 as much
as it has. It’s a fully post-bank-
ruptcy design of a vehicle enter-
ing a profitable, but competitive,
market niche, he said, adding
that the automaker needs to let
the public know about the car.
In a recent press release,

Chrysler said the 2015 Chrysler
200 is the industry’s first
mid-size sedan with a standard
nine-speed automatic transmis-
sion, which enables expected
highway fuel economy ratings

of 35 miles per gallon.
Spokesperson Kathy Graham

said the Chrysler 200 sedan’s “in-
novative available all-wheel-
drive system” is the first to deliv-
er an automatic fully disconnect-
ing rear axle, improving fuel
economy by reducing parasitic

loss when all-wheel drive is not
needed.
The 2015 200 also gives a

choice of two world-class en-
gines: the 3.6-liter Pentastar V6
engine with 295 horsepower and
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2015 Chrysler 200

Chrysler Has High Hopes for the New 200

GM Awards 68 ‘Suppliers of the Year’

Grace Lieblein

General Motors has named Ni-
harika Taskar Ramdev, 44, GM
vice president, Finance and
Treasurer, effective April 1.
Prior to this appointment,

Ramdev was chief financial offi-
cer for GM’s Global Purchasing
and Supply Chain operation, a
position she has held since Au-
gust of 2011.

Ramdev Named
GM Finance VP
And Treasurer
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Marilyn Anderson and Wade Mullins with final V6 small block engine

Romulus Engine Operations re-
cently completed buildout of the
Small Block engine program at
the plant. The last of the old
model of small block engines was
built on March 7.
More than 17.4 million V6 and

V8 small block engines were pro-
duced at the plant during the 26-
year production run, said GM
spokesperson Kevin Nadrowski.
Decommission and construc-

tion activities are now under
way at the plant as it prepares
for upcoming engine and trans-
mission programs, Nadrowski
said.
Plant officials are making plans

for the previously announced all-
new, fuel-efficient V6 engine pro-

gram. In addition, the plant re-
cently announced an all-new 10-
speed automatic transmission
program.
“The accomplishment of hav-

ing produced a total of 17.4 mil-
lion of the world’s best small
block V6 and V8 engines repre-
sents a proud moment for the
men and women of Romulus En-
gine Operations,” said Clark Free-
man, Romulus Engine plant man-
ager.
“Their level of team engage-

ment has become synonymous
with outstanding quality and per-
formance in building great pow-
ertrains for General Motors.”
The 26-year small block jour-

ney began at Romulus in 1988,

when the plant began producing
the 4.3L Gen 1e V6. Eight years
later in 1996, the plant launched
the Gen 3 V8 small block, fol-
lowed by the Gen 4.
“The number of engines that

have been shipped from our fa-
cility is truly phenomenal,” said
Bob Crumley, UAW Local 163
chairman.
“Our success story is due to

the commitment of our member-
ship as well as our leadership.
As a result, we were awarded two
new products that ensure a posi-
tive future for many years to
come.”
Production of the V8 engine

Romulus Engine Plant Heads into New Era

As Jimmy Cagney once said,
“I’m on top of the world.”
That’s not exactly where the

2015 Mustang will be when Ford
celebrates the 50th anniversary
of the car’s introduction.
But, almost.
Ford will celebrate the event

by placing the new Mustang on
top of the Empire State Building.
The selected Mustang convert-

ible actually will sit on the 86th
floor observatory, allowing visi-
tors to join in the festivities April
16-17.
Ford is re-creating the same

feat it achieved nearly 50 years
ago – displaying the Mustang at
the world-famous attraction –
once again making history,
said Ford spokesperson Angie
Kozleski.
Right now, a technical team is

hard at work disassembling a
Mustang into sections so that
it will fit into the elevators of
the 1,454-foot-tall international

landmark, Kozleski said.
“New York is one of the great-

est cities in the world, and it’s
the place where the Ford Mus-
tang story began 50 years ago,”
said Mark Fields, Ford chief oper-
ating officer.
“We’re thrilled to be visiting

the architectural landmark that
has been the heart of the Man-
hattan skyline for 83 years with
the newest generation of the car
that is the soul of Ford Motor
Company.”
Taking a car 86 stories above

the densely populated streets of
Midtown Manhattan is no simple
task, Kozleski said. No portable
crane can reach the 86th floor
observatory, and the spire tower-
ing above the relatively narrow
deck makes helicopter delivery
impossible.
That leaves the elevators as

the only viable option.
When the Empire State Build-

ing opened in 1931 as the world’s

then-tallest building – a title it
held for nearly 40 years – no one
would have envisioned trying to
transport a car up in the original
elevators, Kozleski said.
But in 1965, a prototype Mus-

tang convertible was sliced into
three main sections plus wind-
shield so that the sections would
fit into those elevators.
“Like all good craftsmen, our

team is measuring twice and cut-
ting once to make sure we can
get this Mustang up in the eleva-
tors,” said Dave Pericak, Mus-
tang chief engineer.
“Like the team that did this in

1965, the current crew visited the
Empire State Building before
starting and took careful meas-
urements of its new elevators
and doors before cutting up the
car.”
The 2015 Mustang is nearly

seven inches longer and four

Mustang Reaches New Heights – 86th Floor

A Mustang sits atop the Empire State Building in this 50-year-old photo.CONTINUED ON PAGE 6
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Fiat’s return to the U.S. auto
market after a long absence has
given Chrysler a chance to create
a new brand identity.
One of the prime examples of

this change is Fiat of Austin
(Texas), the sales leader since
the Fiat brand was reintroduced
to the U.S. market in 2011.
The studio – read that “dealer-

ship” – recently moved to bigger
and better quarters about five
miles north of its original location.
“We’re the number one Fiat

brand retailer of all time, and
with this move we intend to keep
that title,” said Lisa Copeland,
general manager of Fiat of Austin.
“We now can expand our sales

and staff, and have brought serv-
ice under one roof.”
The new Fiat of Austin location

will contain an art gallery show-
casing four hand-painted vehi-
cles, said Chrysler spokesman
Ralph Kisiel.
Austin artist Sue Ellen

Stavrand, who owns Art Driven –
the gallery that’s part of the deal-
ership – purchased three Fiat
500s and a Fiat 500L, and com-
missioned local Austin artist
Cindy Raschke to use the vehi-
cles as her canvas.

These four unique vehicles
were revealed for the first time
during the March 20 grand open-
ing celebration. Art Driven part-
ners with the nation’s best artists
to custom-design and hand-paint
automobiles, said Kisiel.
Since opening in February

2011, Fiat of Austin has sold 2,237
units. That’s more units sold
than any Fiat studio in the coun-
try, Kisiel said.
In addition, Fiat of Austin was

the first Fiat studio to sell more
than 100 Fiat 500s in a given
month, a milestone that earned
the studio a personal visit from
Chrysler chairman and CEO Ser-
gio Marchionne. Fiat of Austin
sold 110 units in April 2012.
“Fiat of Austin has done a great

job for our brand and our cus-
tomers,” said Jason Stoicevich,
head of Fiat Brand North Ameri-
ca. “The all-new state-of-the-art
facility will allow them to bring
their attention to detail and pas-
sion for the brand to even more
customers and continue their
success story in Texas.”

In its new digs, Fiat of Austin
now boasts 29,000 square feet,
up from the restrictive 6,000
square feet at its previous loca-
tion. Service and parts are now
provided at the new location,
and there is ample space for in-
ventory. Fiat of Austin is a mem-
ber of the Nyle Maxwell Family of
Dealerships.
At its new location on U.S. 183,

more than 165,000 vehicles a day
pass by the new studio, a far cry
from 650 at the original location.
Fiat of Austin is hiring up to 30
additional sales and service staff
at its new location, Kisiel said.
“We are expecting awareness

of our studio and of the Fiat
brand to increase at our new lo-
cation,” Copeland said. “The key
is to maintain our unique, bou-
tique customer experience in our
new, 29,000-square-foot studio.”
Copeland has set an ambitious

goal of selling 1,200 units this
year, up from 737 units in 2013,
and 937 units sold in 2012, which
was best in the nation.
Ricky Beggs, vice president and

editorial director for Black Book,
said Fiat is trying to improve the
experience of buying a car.
“Fiat has to do something to

stand out from the competition,”
Beggs said. “This is a real oppor-
tunity for Chrysler and Fiat to
grow the business.”
The studios, Beggs said, look to

be designed to appeal to a specific
kind of buyer. He is familiarwith the
dealer group that owns the studio
and said it has great sales. This
shows that the group is willing to
adapt to get even better sales.
Jan Kelly owns and operates

Kelly Enterprises in the state of
Washington. She specializes in
retail car sales training and con-
sults with companies and dealer-
ships on the retail auto business.
“When I looked at the studio

concept, what came to mymemo-
ry,” Kelly said, “was something I

first witnessed in the mid-1980s.
Galpin Ford, located in the greater
Los Angeles area, put in a restau-
rant. That gave salespeople a place
to eat that was nearby and poten-
tial customers had a place to go
and get something to eat while
considering their options.”
Kelly said she knows of dealer-

ships in Orange County, Calif., that
have put in nail salons. Even
though not everyonewho used the
salon bought a car at these deal-
erships, it improved foot traffic to
the dealership and put the inven-
tory before the eyes of people
who might not have otherwise
looked at it. That helped sales.
“They made these dealerships

a destination, whether by putting
in a restaurant or a nail salon,”
Kelly said. “What I see with the
Fiat studios is Chrysler doing the
same thing.”
Kelly said it was no accident

that Fiat’s latest studio is in
Austin, Texas. A check of other
Fiat Studio locations showed that
they are based in places like
Burlingame, Berkeley, Concord,
Fremont and San Jose, all in the
Bay Area of California.

“What those places, and Austin,
have in common,” Kelly said, “is
that they are in or very close to
university towns. They are going
for a specific demographic, a tech-
oriented demographic. It’s a strat-
egy aimed at the highly-educated.
They want to make these studios
a destination place.”
And, Kelly said, it could work.

She recalls working at a particu-
lar dealership many years ago.
During election days, they would
actually turn the showroom into
a polling place.
That meant moving the cars

out, and because of strict elec-
tion rules that prohibited adver-
tising, the staff left the voters
alone. But that didn’t mean the
voters weren’t influenced to buy
a car from the dealership.
“In getting to the polling place,

the voters still had to pass a lot
of our cars,” Kelly said. “They
saw the inventory and they got
used to thinking of our dealer-
ship as a destination of theirs.
“We’d often get customers who

said they saw the vehicle they
were going to buy while on their
way to vote.”
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Fiat Dealer Paints a Pretty Picture in Austin, Texas, Studio

262 lb.-ft. of torque, and the stan-
dard 2.4-liter MultiAir2 Tiger-
shark I-4 engine with 184 horse-
power and 173 lb.-ft. of torque,
said Graham. The I-4, she said,
features a state-of-the-art elec-
tronic shifting with rotary dial.
A design for the center con-

sole, made possible by full elec-
tronic gear shifting with rotary
shift knob, is “beautiful as well as
functional,” Graham said. A
unique pass-through storage fea-
ture that the driver and front-
seat passenger can both access
is enabled by the rotary-dial elec-
tronic shifting.
“This is a segment first,”

Graham said.
An opening at the rear of the

pass-through area allows wires
and cables from items stored in
the pass-through area to route
directly to the hidden power sup-
ply located in the covered center
console.
The center console features

sliding cup holders, allowing
drivers and passengers to use

the space in a way that best fits
their needs, said Graham.
The 200 will be built at the

SHAP facility and will use World
Class Manufacturing principles
and a new, updated assembly
plant.
This attention to detail is re-

quired, Wall said, because there
are a lot of good cars in the mid-
size segment. “Being good
enough is no longer good
enough,” he said.

Chrysler Has High Hopes for New 200

Chrysler 200 center console

CONTINUED FROM PAGE 1

Fiat Studio in Austin, Texas

Automotive supplier Valeo has
been certified by the Top Em-
ployer Institute as a 2014 Top
Employer in the United States.
Top Employer certification is

awarded to organizations meet-
ing the highest standards in hu-
man resources management
based on criteria, such as bene-
fits and working conditions,
training and skills development,
career development and culture
management, said Valeo
spokesperson Brad Warner.
Valeo United States joins Va-

leo’s European and Asian opera-
tions as 2014 Top Employers.
The award was presented to

Valeo North America president
Françoise Colpron and Valeo
United States Human Resources
director Dennis Clark at a special
ceremony March 20 at the com-
pany’s North American head-
quarters in Troy.
“This certification recognizes

our human resources manage-
ment strategy, which supports
our objective to be an Employer
of Choice in North America,”
said Colpron. “We strive to pro-
vide our team members with a
diverse, inclusive and well-bal-
anced place to work.”
Valeo’s Human Resources poli-

cy is based on the group’s culture,
forged around operational excel-
lence and a set of shared values:
ethics, transparency, empower-
ment, professionalism, teamwork
and well-being at work, said
Warner.
“Valeo encourages creative

thinking and risk-taking to im-
prove our product and business
solutions and processes,” said
Clark. “This approach allows us
to continue to innovate and
grow.”
Warner said Valeo has more

than doubled its United States
employment between 2010 and
2013 and plans to hire more in
this country this year.

‘Top Employer’
Awarded Valeo
For HR Strategy

“Fiat of Austin
has done a great job

for our brand
and customers.”

– J. Stoicevich
Fiat Brand N.A.
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“Niharika is an accomplished
leader who brings substantial
treasury and operational experi-
ence to this role,” said Chuck
Stevens, GM executive vice presi-
dent and chief financial officer.

“Her primary focus will be on
maintaining our fortress balance
sheet, achieving investment grade
credit ratings and developing a sus-
tainable capital allocation strategy.”

She will replace Jim Davlin,
who has elected to leave the
company to pursue outside op-
portunities. Davlin will remain an
advisor to the company for six
months beginning May 1.

“Since Jim joined GM in 2011, we
made significant progress creat-
ing a fortress balance sheet, and we
thank him for his contributions to
this success,” Stevens said.

After joining GM in 1996,

Ramdev held a variety of leader-
ship roles, including assistant
treasurer from 2008 to 2011 and
regional treasurer for GM Inter-
national Operations from 2006 to
2008.

CONTINUED FROM PAGE 1

There’s nothing like hands-on
learning.

That’s what some students dis-
covered recently when GM’s War-
ren Transmission plant held two
job-shadowing events for college
and high school students with
engineering aspirations.

After Ohio State University stu-
dents visited the plant, GM exec-
utives partnered with three local
Warren-area high schools to give
their students the tour.

Both activities allowed stu-
dents to be paired with plant en-
gineers for a day-long experience
on the manufacturing floor.

These events are the result of
ongoing partnerships the plant
has with universities and Ma-
comb Science Olympiad, which
focuses on increasing students’
interest in the fields of science
and engineering, as well as devel-
oping their problem-solving and
teamwork skills.

Both plant visits focused on
providing students a realistic ex-
perience of a plant engineer, said
GM spokesman Kevin Nadrow-
ski. Plant activities included set-
ting a network communications
hub, understanding a broach
tooling change, and trou-
bleshooting why the assembly
line was down.

The General Motors University
Engineering Job Shadow Pro-
gram is in its eighth year of part-

nering with colleges. Students
have the opportunity to spend
time at a prospective employer’s
site, observe engineers, and
learn about professional roles in
the automotive industry.

Feedback from the visiting
OSU Manufacturing Engineering
students was very positive,
Nadrowski said.

“Thank you for the opportuni-
ty to meet with you during the
GM Transmission Plant Job Shad-
ow event,” said student Rich
Ekenrode. “I was very excited to
learn more about the day-to-day
responsibilities for engineers at
General Motors.”

Student Luke Moore’s com-
ment: “I want to say thank you to
everyone at GM for letting me ex-
perience a day in the life of an en-
gineer at General Motors. It was
very helpful to me in making de-
cisions for my future.

“I have a better understanding
of an engineer’s role in manufac-
turing. Manufacturing appears to
be an exciting place to build a ca-
reer.”

The high school program of-
fered a very similar experience,
Nadrowski said.

Local Warren-area high
schools identify students that
are considering engineering
as a field of study in college, so
these students are also paired
up with plant engineers and

spent the day job-shadowing
their activities throughout the fa-
cility.

Feedback from the high school
students was also very strong,
Nadrowski said.

“There were many interesting
things I saw,” said Andrew Rou-
ditchenko, a student at Warren
Mott High School.

“The assembly line process
and all of the detailed machines
and robots on the assembly lines
fascinated me.

“It was pretty amazing how
hefty transmission cases could
be built with such efficiency and
precision, and it’s hard to believe
that 50 years ago most of this
technology didn’t exist.”
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21800 Woodward Ave.
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�
Suburban Buick GMC

of Ferndale

www.SuburbanBuickGMCofFerndale.com

877-913-5085
If you don’t see it, I’ll get it! Ask for Bob Cornwell Jr. – Sales Manager

��

2011 GMC YUKON DENALI • 39,000Miles $41,500Silver • LoadedUp! •ChromeWheels! –P0890

2013 BUICK ENCLAVE • 21,000Miles $29,995Gray • Third RowSeats •Conv. Group! Clean! –P0864

2011 BUICK LACROSSE • 43,200Miles $14,995CX •Black • 19City/20Hwy! –BE0042A

2011 BUICK REGAL • 38.800Miles $16,895CXL Turbo •Quicksilver • Leather Seats! –GE0263A

2013 CHEVYMALIBU • 14,000Miles $16,995Silver • LowMiles •Cloth Seats •Certified! –GE0299A

2008 BUICK ENCLAVE • 76,000Miles $17,995GoldMist • Third RowSeats • FWD•Clean! –P0865

2013 GMC ACADIA DENALI • 14,000Miles $43,500Lo-Lo-Loaded! • BlackMetalic • Leather • Nav. –P0878

2010 GMC ACADIA • 13,000Miles $19,995GoldMist • FWD•V6 • LowMiles! –P0876

2007 CHEVY TRAILBLAZER •114,000Miles $9,500NeedASecondCar? Local Trade-In! –PE0881A

2011 CHEVY CRUZE • 38,000Miles $13,777Silver • Clean • Automatic • 24City/35Hwy! –P0885
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ROLLBACK PRICES ARE BACK 11 a.m. - 4 p.m.

FINE DINING SINCE 1933; NORTHERN ITALIAN CUISINE

®

Lelli’s Restaurant
855 N. Opdyke 248-373-4440

In Auburn Hills
� BUSINESS LUNCHEONS � DINNER 4 pm-10 pm

Be in and out in 45 minutes.
The Lelli family wants everyone

to come and experience
fine dining…

Housemade Pasta dishes
starting at $9.95

WARREN URGENTCARE

“We Care”
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

8am-10pm • 7 Days a week • 365 Days a Year
“Bringing Quality Urgent Care To Your Neighborhood”

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:

ATTENTION
Chrysler, GM, Ford

Employees, we’re within
2 miles of your plants

HAP & BCN
NO Referrals Needed!
www.warrenurgentcare.com

FLU SHOTS

Woodland Urgent Care
22341 W. 8 Mile Road

Detroit

313-387-8700

N. East Macomb Urgent Care
43900 Garfield, Suite 121

Clinton Township

586-868-2600

Dan Deeds, manufacturing engineering director, left, and GM Warren Transmission Plant Manager Mike Du-
laney, third from right, with Ohio State University engineering students.

Students Job-Shadow GM Engineers

35197 Dodge Pk. N. of 15
586-979-0828

IT’S THE BEST
PLACE AROUND !
• Delicious Soups & Salads
• Submarine Sandwiches
• Best Italian Food Items !
• Large Choice of Cheeses

Ramdev Named VP at GM

commercial business for L&L
Products in Bruce, Mich., said he
heard about winning one of GM’s
awards at the actual ceremony.

“It was a fabulous event,”
Synnestvedt said. “We have a
great relationship with GM’s en-
gineering and purchasing depart-
ment. That’s quite remarkable
because often with OEMs, those
two departments don’t always
form a tight team.”

L&L Products, Synnestvedt
said, makes sealing components

such as baffles to reduce noise.
They also make structural parts
to improve crashworthiness and
durability.

The company, Synnestvedt
said, worked up a new business
proposal that allowed the com-
pany to be able to influence de-
sign while still being able to take
cost out.

“You only get invited to an
event like this if you’re going win
an award,” Synnestvedt said.
“We’ve won two in the past and
we’ve been working with GM
since the Fisher Body days.

GM Awards 68 ‘Suppliers of the Year’

Niharika Taskar Ramdev

CONTINUED FROM PAGE 1



When people think Mustang,
what often comes to mind are
qualities like sportiness and
“masculine cool” – right?
So it may be a surprise to learn

some key players in bringing
Mustang to life over the past 50
years have been women.
Ford marked International

Women’s Day March 8 and Na-
tional Women’s History Month
this month with a look at some of
the women who have played an
important role in creating the
new Ford Mustang, as well as
women who have influenced the
pony car over the past 50 years.
Throughout the course of this

car’s life, women have made con-
tributions to the Mustang story
in many ways, said Mustang
spokesperson Alan Hall.
In fact, the first person to buy

a Mustang was a woman.
In 1964, a Chicago school-

teacher, Gail Brown, made histo-
ry when she became the first
Mustang owner in America. She
still owns the car, and what
makes her story all the more spe-
cial is that Brown bought her
Mustang on April 15 – two days
before the car was set to go on
sale. The Chicago dealer had dis-
played the car two days earlier
than scheduled.
These days, Hall said, women

hold key positions at Ford in the
development of the new Mus-
tang, in roles ranging from engi-
neering the customer drive expe-
rience, to picking the car’s colors
and materials, to continuing the
Mustang legacy of being a house-
hold name.
One of these women is Marcy

Fisher, Hall said. As vehicle line
director for the program, Fisher
oversees every detail of the new
Ford Mustang as it comes togeth-
er – from the planning process to
when the car hits dealer show-
rooms.
Fisher was excited to have this

once-in-a-lifetime opportunity to
help develop and launch the all-
new pony car in its 50th year,
Hall said. In addition to her Mus-
tang responsibilities, Fisher
serves as vehicle line director for
Ford Explorer, Taurus, Police In-
terceptor, Flex and Escape devel-
opment.
She has 28 years of engineer-

ing expertise in manufacturing
and product development, hav-
ing joined Ford in 1986 as an en-
gineer. Since then, Fisher has
held a number of positions with
the company, including several
engineering jobs at assembly
plants where the vehicles come
together on the line. She has also
served as director of design engi-
neering in Product Development.
Hall said Fisher has twice been

named to the 100 Leading
Women in the Automotive Indus-
try list by Automotive News.
Michele Lubin Henney, vehicle

integration supervisor, has also
played a role in developing the
new Mustang, Hall said.
When customers sit in the new

Mustang this fall, they will get a
“world-class” driving experience
thanks in part to Henney’s tire-
less efforts, said Hall.
A lifelong motorsports enthusi-

ast, Henney’s passion was
sparked in her grandfather’s auto
body shop and during weekends
spent at the track watching her
father race motocross. Today,
she has her own collection of
motorcycles, and loves to hit the
road with her husband.
Henney is responsible for the

integration of vehicle attributes –
how the car sounds, how it feels
when it drives, fuel economy, and
driver and passenger comfort, to
name just a few, Hall said. “Mus-
tang attracts a variety of cus-
tomers, all of whom are looking
for the ultimate Mustang driving
experience,” said Henney.
“As a female engineer on the

program, I can offer a different
perspective than the men on the
team. I believe the end result is
the most refined total driving ex-

perience we’ve ever offered our
customers. I can’t wait to see
their reactions when they drive
the new Mustang for the first
time. I’m so proud to be a part of
this team.”
Then there’s Susan Lampinen.
For the past decade, Ford chief

color and materials designer
Lampinen has guided the
process of selecting those often
iconic exterior paint colors,
along with colors and materials
for the Mustang cabin.
“Mustang paint colors need to

denote performance, sportiness
and power,” says Lampinen. “I’m
looking at authentic, expressive
materials that need to be more
premium, with a relentless atten-
tion to detail. With Mustang, I’m
not afraid to take a risk.”
Melanie Banker is the U.S. mar-

keting manager for the Mustang,
Hall said. This job has Banker
playing a critical role – first in
bringing the car to customers in
the marketplace – then in moni-
toring its performance.
A member of the Mustang

team for several years, Banker
works in both research and de-
velopment of the new car, as well
as in the consumer marketing
process, Hall said.
“Men and women use their

cars and the features of their ve-
hicles differently, so having both
involved in research and devel-
opment is extremely important,”
Banker said.
“Everyone loves Mustang, so it

is important for us to keep all
customer groups in mind when
making vehicle decisions.
“I hear from customers every

day sharing the things they love
about the car, and people send
me pictures of themselves with
their Mustangs,” says Banker.
“I get requests from 7-year-olds

asking me why we make certain
vehicle decisions. The dedica-

tion of the team as a whole is
amazing, because everyone here
knows how much Mustang
means to its fans and to Ford.
“Working on the product side

has given me a whole new appre-
ciation for how a company works
to put a vehicle together. This
has been exceptionally reward-
ing, and I’m very excited for
what’s to come.”
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INDEPENDENCE
AUTO REPAIR

Full Service
� We Have Tires �

American Owned & Operated
We do all factory

scheduled maintenance!

FREE Shuttle Service within a 10 mile radius
FREE Courtesy Check on any vehicle
FREE Coffee to everyone

28775Van Dyke •Warren
12 &Van Dyke

586-751-4440

48330Van Dyke • Shelby
South of 22 Mile

586-991-0440

15075 32Mile Rd. • Romeo
Corner of 32 Mile & Powell Rd.

586-336-4440

Certifed
Technicians

Trans. Flush
w/ cleaner & additive.

Includes 17 qts. transmission fluid.
OR Coolant

Flushw/ cleaner & additive.
$9999 Inclu. 3 gal.

of Coolant
In-store offer good through 4-30-14

Front End
Alignment
$3999
4-Wheel
Alignment
$7999

Ceramic
Brake
Special

Includes pad
installation

In-store offer good
through 4-30-14

$9999
15%

OFF Parts

$1799
w/ Tire Rotation
$24.99

In-store offer good through 4-30-14

Full Service Oil,
Lube & Filter

Change
to All GM
Employees
w/ Badge

Camber & Caster
Adj. Additional

In-store offer good
through 4-30-14

OPEN:
Monday

thru
Friday

7:30am-6pm

Introducing the First Ladies of Mustang

From left: Susan Lampinen, Melanie Banker, Michele Lubin Henney and
Marcy Fisher surround the new 2015 Mustang.

“The FIAT Brand Storyscape”
is the title of an April 16 seminar
presentation by Casey Hurbis,
the head of Fiat Brand Communi-
cation and Advertising.
Hurbis will talk Fiat and share

the importance of creating a
story to connect customers to a
brand at the Marketing & Sales
Executive of Detroit (MSED)
seminar.
The presentation will provide

information on the successful
launch of the Fiat Brand and the
role social media played in bring-
ing the brand to life, said MSED
meetings coordinator Cheryl
Dry.
Hurbis has been responsible

for re-establishing the FIAT
Brand in America, Dry said.
Some of his projects include the
Super Bowl commercial featur-
ing supermodel Catrinel
Menghia, Charlie Sheen’s “House
Arrest” commercial, and most re-
cently the “Mirage” campaign
featuring P. Diddy and the hit
song, “Happy,” by Pharrel
Williams.
The event will be held at

Golling Fiat at 34500 Woodward
Avenue in Birmingham. Cost for
the event is $20 for MSED mem-
bers and $60 for non-members.

Fiat Ad Man Will
Share Stories on
Launch Success

by ANN M. JOB
For The Associated Press

Finally, there’s an electric car
that rivals Tesla’s eye-catching
Model S.
The sleek, new-for-2014 Cadil-

lac ELR coupe is arguably as sexy
looking as the sporty Model S,
and like the Tesla, it’s a plug-in ve-
hicle that’s capable of traveling
for hours without stopping.
For drivers who don’t want to

worry about finding a place to
recharge batteries and waiting
around until the charging is com-
plete, the Cadillac ELR is eminent-
ly more accommodating.
It carries with it a four-cylinder

gasoline engine. So when the elec-
tric power is depleted, the ELR
switches seamlessly to the on-
board engine and can, therefore,
travel well over 300 miles.
A few points, though: Accord-

ing to U.S. government estimates,
the Cadillac’s range in all-electric
mode is just 37 miles, while the
Tesla’s all-electric mode is good
for up to 265 miles.
Secondly, the Tesla only has an

electric powerplant and so is
viewed as more of an earth-friend-
ly car by environmental purists.
Plus, while the ELR is a new mod-
el at Cadillac, it’s frequently
called the Cadillac version of the
Chevrolet Volt because it uses the
Volt’s underlying front-wheel-
drive platform and electric-gaso-
line power system. But the luxury
car price tag on the ELR means
buyers can purchase two Volts
for the price of one ELR.
Starting MSRP, including desti-

nation charge, is $80,990 for a
2014 ELR. The 2014 Volt has a
starting MSRP, including destina-
tion charge, of $35,805.

Meantime, the rear-wheel drive,
2014 Tesla S has a starting retail
price, including destination
charge, of $63,570 with an electric
storage battery pack that pro-
vides a federal government esti-
mated travel range of 208 miles. A
2014 Tesla S with a higher capaci-
ty battery pack that provides a
federal government estimated
travel range of 265 miles has a
starting retail price of $73,570.
All ELRs come with a continu-

ously variable automatic trans-
mission that a driver operates
like an automatic.
Standard equipment includes

dual-zone, automatic climate con-
trol, remote keyless entry and
keyless start, suede microfiber
ceiling material, rearview camera,
outside heated mirrors, 20-inch
wheels, rain-sensing wipers and
premium Bose 10-speaker audio
system.
The ELR also includes Cadil-

lac’s CUE touch screen for ventila-
tion and audio controls, among
other things, and Bluetooth
hands-free phone connectivity
and audio streaming as standard
equipment.
The ELR even allows drivers to

program the times when they
want the car to begin charging,
say, late at night when the elec-
tricity rates can be lower-priced.
But the ELR, which has the

highest starting retail price of any
Cadillac car, does not offer a sun-
roof. Fortunately, the ELR drives
like a regular car. Though it
weighs 4,050 pounds – the bat-
tery pack alone weighs 435
pounds – the ELR moves quickly
from startup under electric
propulsion. Production of the ELR
is limited to fewer than 5,000 an-
nually.

AP Writer Likes Cadillac’s
Electric ELR as ‘Sleek, Sexy’
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Wally Edgar
Chevrolet Employee HQ

Be treated with the respect you deserve.
TOP DOLLAR FOR YOUR TRADE & 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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Make us your Michigan P.E.P. Car Connection

*Lease payment examples based on GM Employee Discount price plus tax, title, plate and first month payment due at singing with all
rebates including USAA military rebate assigned to dealer. Lease responsible for excess wear and tear as well as exceeding contracted
mileage. Security deposit may be required by lender. Due to advertising deadlines, price subject to change.

2014 IMPALA

$175*

36MONTH • 10K LEASE
$999 DOWN

2014 TRAVERSE

$177*

36MONTH • 10K LEASE
$999 DOWN

2014 SILVERADO DOUBLE CAB

$162*

36MONTH • 10K LEASE
$999 DOWN

#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

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

1-888-665-5438

JJOOEE LLUUNNGGHHAAMMEERR''SS

CCAASSHH
FFOORR CCLLUUCCKKEERRSS
IISS BBAACCKK!!
AANNYY CCAARR 11999999 OORR NNEEWWEERR,, RRUUNNNNIINNGG NNOO SSAALLVVAAGGEE TTIITTLLEE

$$22,,000000 OONN PPUURRCCHHAASSEE
OORR LLEEAASSEE OOFF AA NNEEWW CCAARR
CCAALLLL FFOORR NNEEWW PPRROOGGRRAAMMSS TTUUEESSDDAAYY

*All payments plus tax, lisc. transfer and dealer doc fee.  
No security deposit required.  

Must quality for GMS GM employee purchase.

‘14 CHEVROLET VOLT

Lease for 36 months

$219*mo

The Chevy Silverado 2500HD
has been named a Best Value in
America by the data analysis firm
Vincentric.
The firm also called Chevrolet

the Best Value Truck Brand in
America.
Vincentric officials said the Sil-

verado family represents the low-
est cost to own of any full-size pick-
ups.
Vincentric analyzes a vehicle’s

cost-of-ownership through eight
different measures: depreciation,
fees and taxes, financing, fuel, in-
surance,maintenance, opportunity
cost, and repairs, said Chevy truck
spokesperson TomWilkinson.
Vincentric awards the Best Val-

ue in America Award using an
analysis comparing ownership
costs to a vehicle’s market price.
“With the average age of trucks

on the road now more than 11
years, we know that customers
hold on to their trucks for a long
time,” said John Fitzpatrick, Sil-
verado Marketing manager.
“With the lowest cost of own-

ership of any full-size truck in the
segment, the Silverado makes it
easiest on our customers to do
so.”
David Wurster, president of

Vincentric, said his group’s sta-
tistical analysis used more than
1,000 pickup truck configura-
tions to identify the best value
truck line in the United States.
“We found that Chevrolet

trucks cost less to own and oper-
ate than would be expected, pro-
viding great value to truck buy-
ers,” Wurster said.
“Chevrolet and the Silverado

have a long history of providing
high-value trucks, and the 2014
offerings continue this heritage.”
Wilkinson said that cost-to-

own matters to truck buyers
more than buyers of just about
any other vehicle segment.
“What you have to remember,”

Wilkinson said, “is thatmany of our

pickup truck buyers are fleet op-
erators and small business owners.
They have to consider everything,
especially cost-to-own, when they
are looking to buy a truck.
“The only vehicle segment I can

think of where cost is considered
as much by buyers is the full-size
van niche, and that’s almost totally
a commercial market.”
Wilkinson said that even with

non-commercial buyers, cost-to-
own is one of the major factors
customers takes a good hard
look at when considering pur-
chasing a particular brand of
pickup truck.
Other factors considered,

Wilkinson said, include durabili-
ty and reliability and experience
with the brand.
“If you’re a fleet buyer who is

going to keep a truck on the road
for 10 or 11 years, cost-of-
operation becomes very impor-
tant,” Wilkinson said.
“The truck might be completely

paid for after six or seven years. Af-
ter that, a fleetmanager has to look
at cost-to-own for the remaining
three or four years that the truck
will be in the company’s fleet.”

Simply put, Wilkinson said, cost-
to-own plays a big part in the de-
cision-making process for truck
buyers.
And this ranking of the Silvera-

do by an outside group like Vin-
centric helps make the pickup
stand out and become more at-
tractive to buyers.

Vincentric Calls Silverado ‘Best Value’

NEW YORK (AP) – Ally Finan-
cial has filed for an initial public
offering that could raise as much
as $3.06 billion.
The U.S. Department of the

Treasury says it plans to sell 95
million shares for between $25
and $28 each, which would raise
between $2.38 billion and $2.66
billion. Treasury also granted
the offering’s underwriters – Citi-
group, Goldman, Sachs & Co.,
Morgan Stanley and Barclays – a
30-day option to buy up to an ad-
ditional 14.3 million shares to
cover possible over-allotments,
raising up to an additional $399
million.
Ally, formerly known as GMAC

received $17.2 billion in govern-
ment support during the finan-
cial crisis. But the government
has since recouped the bulk of
its investment.

Ally Financial To
Issue Stock

2014 Chevrolet Silverado 2500 HD

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

Got News?

mailto:news@detroitautoscene.com
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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 Rebates/Incentives have been deducted from sale price/payment and are subject to change by manufacturer without
notice. GM Employee discount required except where noted. All leases are 10,000miles per year. + 1st payment, tax, title and plate fee due at
signing unless otherwise noted. Offers expire 03/31/2014.

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

2.4L DOHC 4 Cylinder with VVT
6 Speed Automatic

36 Month Lease/10,000 Miles

Stk.#42599

2014 EQUINOXLS

$252*+Tax with$0 Down
No Security Deposit Required

Stk.#42746

2014 CRUZE 1LT

Stk.#42267

2014 IMPALA LS

NO SECURITY
DEPOSIT
REQUIRED

NO FIRST
PAYMENT

OR SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

1.4L Ecotec VVT DOHC 4 Cylinder
6 Speed Automatic & More…

36 Month Lease/10,000 Miles

$199*+Tax with$0 Down
No Security Deposit Required • No First Payment

Ecotec 2.5L DOHC
6 Speed Automatic & More…

36 Month Lease/10,000 Miles

$266*+Tax with$0 Down
No Security Deposit Required

OVER 1,000
New Chevrolets in Stock!

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

586-274-0396

GMPull -Ahead
is BACK!!!

at

buff whelan
chevrolet

Picture may not represent actual sale vehicle. All applicable rebates have been deducted from Sale Price/Payment and are subject to change by the manufacturer without notice and are plus title, tax
and plate fees. All leases are 39 months/10,000 miles per year and are plus title, tax and plate fees. GM Employee Pricing to everyone excludes Corvette, SS, Silverado, 2015 Tahoe and 2015 Suburban.
$2000 minimum trade-in guarantee is on 2000 or newer vehicles. Certain restrictions may apply, see dealer for complete details. Sale ends 3/31/2014 @ 6:00PM.

2014MALIBU
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• LS Equipment Package! • 2.5L DOHC VVT Engine!
• Automatic Transmission! • Power Locks & Windows!

• AM/FM/XM Radio w/CD! • Remote Keyless Entry!
• Aluminum Wheels!

• 36 MPG on the Highway!
Stk. #2E7525

MSRP $22,965
NO SECURITY DEPOSIT!

2014CRUZE
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!
• LS Equipment Package! • ECOTEC 1.8L VVT DOHC Engine!

• Automatic Transmission! • Power Locks & Windows!
• AM/FM/XM Radio w/CD! • Remote Keyless Entry!

• Rear Window Defogger!
• 35 MPG on the Highway!

Stk. #2E7337
MSRP$19,180

NO 1ST PAYMENT
OR SECURITY DEPOSIT!

2014EQUINOX
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• LS Equipment Package! • 2.4L DOHC Engine!
• Automatic Transmission! • Power Locks & Windows!

• AM/FM/XM Radio w/CD! • Remote Keyless Entry!
• 17” Aluminum Wheels!

• 32 MPG on the Highway!
Stk. #2E7819

MSRP $25,315
NO SECURITY DEPOSIT!

EVERYONE GETS GM EMPLOYEE PRICING OR BELOW ON EVERYTHING!

“Push, Pull, Drag or Drive” $2,000 GUARANTEED for Your Old Trade-In!

2014TRAVERSE
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• 3.6L SIDI V6 Engine! • Automatic Transmission!
• AM/FM/XM Radio w/CD! • Power Locks & Windows!

• Remote Keyless Entry!
• 8 Passenger Seating!
• Bluetooth for Phone!

• 24 MPG on the Highway!
Stk. #E15231

MSRP $31,670
NO SECURITY DEPOSIT!

Starting At

$16,649
Lease For Only!
$129

$999Down

Starting At

$18,749
Lease For Only!
$159

$999Down

Starting At

$22,314
Lease For Only!
$209

$999Down

Starting At

$27,898
Lease For Only!
$259

Just$999Down

12 HOUR
SALE!
FINAL DAY!

Monday, March 31st 9am-9pm

Get Out Of Your Lease Early!...Pull Ahead is Back on ALL Makes & Models!

CHEVY
OPEN
HOUSE
EVENT

WE DO HOUSE CALLS OR COME SEE US…
Before You Trade-In or Sell Your Car

Buyer & Seller of Clean Vehicles Since 1975!

248.332.8326
1153 Baldwin Rd • Pontiac • www.jimdouglasautosales.com

You’ll Get Your Tax Break
Plus 100’s if not 1,000’s More

inches wider than its ancestor,
making the task of transporting it
up even more challenging, Ko-
zleski said.
Working from computer engi-

neering data, team members
preparing the display car have
found just the right places to
make the cuts so everything can
be loaded onto custom-made
racks that can be rolled into the
elevators.
Once everything is uncrated

and transported up 86 floors, the
technicians will have less than
six hours to reassemble the sec-
tions into a complete car that
will be on display above Manhat-
tan, Kozleski said.
“It is a privilege to celebrate

the new Ford Mustang, to bring
together our two iconic brands,
and to make new history with
Ford,” said Empire State Realty
Trust Chairman, President and
CEO Anthony E. Malkin.
“The Empire State Building

and Ford Mustang are both his-
toric innovators – today, as in
the past.”
Visitors to the Empire State

Building observation deck can
see the new Mustang convertible
from 8 a.m. to 2 a.m., April 16-17,
Kozleski said.
The Mustang was revealed to

the world with a television ad
campaign on the evening of April
16, 1964.
The next day, the car was

shown to the public at the New

York World’s Fair on April 17.
The car officially went on sale

that day.
Ford dealers accumulated a

record 22,000 sales and orders
that first day.
They were on the way to more

than 418,000 sales in the first
year and 1 million sales in less
than two years.
Over the past five decades,

more than 9 million Mustangs
have been sold.

Mustang Reaches New Heights

ended in early December 2013
with a total of 10.8 million en-
gines produced. V6 engine pro-
duction was completed in early
March 2014, with a total of 6.6
million units built.
“Romulus employees are

proud to have been a part of as-
sembling Small Block engines,
which are some of the world’s
most popular and respected en-
gines for performance, efficien-
cy, durability and small size rela-
tive to horsepower,” Nadrowski
said. “Romulus, with other
plants, contributed to the well
over 100 million Small Block en-
gines produced since 1955.
“The entire Romulus Engine

team is looking forward to the
challenges that lie ahead with
their new engine and transmis-
sion program launches.”

Romulus Engine
Enters New Era
CONTINUED FROM PAGE 1

CONTINUED FROM PAGE 1

DETROIT (AP) – GM CEO Mary
Barra is reaching out directly to
customers, as GM tries to count-
er bad publicity from a recall of
cars with a potentially deadly ig-
nition switch defect.
GM posted five videos of Barra

on its website March 26 answer-
ing questions about the recall of
1.6 million compact cars to fix
the ignition switches. The com-
pany also said Barra listened in
on customer calls for about a
half-hour recently at the au-
tomaker’s suburban Detroit call
center, although none of the
callers spoke about the recall.
GM has acknowledged it knew

about the problem for at least a
decade but did not recall the
cars until last month. This is
linked to at least 12 deaths.
In the short videos, Barra as-

sures viewers that the compact
cars are safe, as long as they re-
move everything from their key
rings. GM has said that weight
dangling from the rings can
cause the ignition to slide out of
the run position into accessory
or off. That shuts down the en-
gine and disables power-assisted
steering, power brakes and air
bags.

As a result, a driver can lose
control of the car.
Barra also tells people that re-

placement ignition switches will
be available starting April 7, so
GM can start fixing the cars. She
said there will be enough parts
to fix all the cars by October.
On Feb. 13, GM recalled more

than 780,000 Chevrolet Cobalts
and Pontiac G5s (model years
2005-2007). Two weeks later, it
added 842,000 Ion compacts
(2003-2007), and Chevrolet HHR
SUVs and Pontiac Solstice and
Saturn Sky sports cars (2006-
2007). The recalled cars have the
same ignition switches.
The company has told dealers

to offer loaner cars to drivers un-
til the repairs can be made. It has
received 9,000 requests for cars
and has granted several thou-
sand, spokesman Klaus-Peter
Martin said. But GM didn’t tell
owners about the rental car offer
in its recall letters.
Barra is preparing to testify be-

fore Congress on the recall. A
Senate subcommittee announced
last week that Barra will appear
at a hearing on April 2. She is al-
so speaking to a House subcom-
mittee on April 1.

Barra Goes Online to Talk
With Customers on Recall



Chevrolet wants to take some
owners to school to help them
get the most from their new 2014
Corvette Stingrays.
A two-day program is available

to 2014 Corvette Stingray owners
at the Ron Fellows Performance
Driving School. Chevrolet is dis-
counting the cost from $2,500 to
$1,000 – a $1,500 reduction from
the standard rate.
Developed and managed by

Corvette racer Ron Fellows, the
performance-driving curriculum
at Spring Mountain Motor Resort
and Country Club in Pahrump,
Nev., accommodates drivers of
all skill levels, said Chevy
spokesperson Monte Doran.
“We designed the Corvette

Stingray to make its owners bet-
ter drivers through technologies
such as the Driver Mode Selector,
Active Rev Match, electronic lim-
ited-slip differential and more,”
said Tim Mahoney, chief market-
ing officer, global Chevrolet.
“Through the Ron Fellows Per-

formance Driving School,
(Stingray owners will) learn to
make the most of its technolo-
gies and delve deeper into the
Corvette’s capabilities, resulting
in a more exciting and fulfilling
driving experience.”
The discount from Chevrolet is

good for one year from the retail
purchase of a new Corvette
Stingray and applies only to the
original owner, Doran said. Only
one attendee per vehicle is eligi-
ble for the discount. Attendees
are responsible for the cost of
travel and accommodations.
Owners do not have to bring

their personal Stingray to
Pahrump, Doran said. The school
uses a fleet of Corvette Stingrays
for instruction.
“We are proud to be the official

high-performance driving school
for Chevrolet and the Corvette
Stingray,” said Fellows. “Our goal
is to ensure every driver leaves
with enhanced driving skills,
more confidence on the street
and track and, most of all, a
deeper understanding of his or
her Corvette’s capabilities and
how to safely enjoy the car to the
fullest.”
Along with class instruction,

participants will spend extensive

time driving the Stingray on
Spring Mountain’s world-class
2.2-mile road course where three
levels of instruction cover novice
track drivers to those with more
experience, Doran said.
“It’s more than simply going

fast and learning when to turn
and apply the throttle,” said Fel-
lows.
“Mind speed and decision-mak-

ing are key elements in the high-
performance world, and our car
control exercises and on-track
training will help drivers improve
their ability to process informa-
tion quickly and accurately, re-
sulting in a better coordination of
eyes, hands and feet to improve
their driving skill.
“It’s great fun – and drivers will

definitely challenge their limits

to find the limits of the new
Stingray.”
Fellows is recognized as one of

North America’s most versatile
and successful road-racing driv-

ers, Doran said. A charter mem-
ber of Corvette Racing, Fellows
was part of historic Corvette
Racing victories at the Rolex 24
at Daytona, the 24 Hours of Le

Mans and 12 Hours of Sebring.
In 2011, Fellows was inducted

into the Corvette Hall of Fame, lo-
cated at the National Corvette
Museum in Bowling Green, Ky.
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ED RINKE We Are Professional Grade

EVERYONE GETS GM EMPLOYEE PRICING OR BELOW ON EVERYTHING

PULL-AHEAD IS BACK…GET OUT OF YOUR LEASE EARLY!!!

NEWSILVERADO

PURCHASE
FOR

$34,550*
LEASE
FOR

$254*
$999DOWN

2014

NEWSILVERADO

PURCHASE
FOR

$30,700*
LEASE
FOR

$219*
$999DOWN

2014

NEWCRUZE

PURCHASE
FOR

$16,549*
LEASE
FOR

$119*
$999DOWN

2014

NEWMALIBU

PURCHASE
FOR

$18,235*
LEASE
FOR

$149*
$999DOWN

2014

PUSH, PULL, DRAG, OR DRIVE - $2,000 GUARANTEED FOR YOUR OLD TRADE-IN!

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 4-30-14.

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

NEWVERANO

PURCHASE
FOR

$19,315*
LEASE
FOR

$139*
$1,999DOWN

2014

NEWSIERRA

PURCHASE FOR
$31,605*

LEASE
FOR

$152*
$1,999DOWN

2014

NEWLACROSSE

PURCHASE
FOR

$29,630*
LEASE
FOR

$219*
$1,999DOWN

2014

NEWREGAL

PURCHASE
FOR

$24,997*
LEASE
FOR

$149*
$1,999DOWN

2014

NEWTERRAIN

PURCHASE
FOR

$24,210*
LEASE
FOR

$187*
$1,999DOWN

2014

NEWENCLAVE

PURCHASE
FOR

$33,865*
LEASE
FOR

$245*
$1,999DOWN

2014

YUKON

PURCHASE FOR
$52,995*

2AVAILABLE AT THIS PRICE!

LEASE
FOR

$529*
$1,999DOWN

2014

NEWACADIA

PURCHASE
FOR

$30,698*
LEASE
FOR

$223*
$1,999DOWN

2014

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

Nicole
Dodge

nhuminski@edrinke.com

Jim
Pfeifle

jpfeifle@edrinke.com

Find Us on
FACEBOOK

NO DOC
FEES

Dennis
Thacker

dthacker@edrinke.com

Paul
Makowski

pmakowski@edrinke.com

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

NEWTRAVERSE

PURCHASE
FOR

$27,849*
LEASE
FOR

$249*
$999DOWN

2014

NEWEQUINOX

PURCHASE
FOR

$22,105*
LEASE
FOR

$199*
$999DOWN

2014

NEWCAMARO

PURCHASE
FOR

$23,225*
LEASE
FOR

$213*
$999DOWN

2014

NEW IMPALA

PURCHASE
FOR

$25,045*
LEASE
FOR

$209*
$999DOWN

2014

DBL. CAB
4X4

XL DENALI

MSRP66,055

DBL. CAB
4X4

CREW
CAB.

Now looking for experienced salespeople to join our team!
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 39 months, 10,000 miles per year w/ ap-
proved S Tier credit w/ $999 due at signing, (unless otherwise noted). Regal, Lacrosse,Terrain, Silverado, and Verano leases are 24 months. Prices & payments are plus tax, title, and plate fees. Refundable security deposit required on certain vehicles – to be determined by lender.
Must qualify for lease loyalty with a current Buick Regal lease on 2014 Buick Regal. Must qualify for USAA. Cruze and Malibu includes $500 lease conquest. $2000 trade-in guarantee for 2000 or newer vehicle in driveable condition, less any reconditioning costs, no branded titles,
see sales person for details. Sierra purchase must qualify for Trade In rebate. **Certain restrictions may apply, see dealer for complete details. Expiration Date – 3/31/2014

Stingray owners at the Ron Fellows Performance Driving School in Parhump, Nev.

Stingray Owners Can Learn
From Racing Legend Fellows

DETROIT (AP) – Nissan is re-
calling just over 1 million cars,
SUVs and vans because the front
passenger air bags may not in-
flate in a crash.
It’s the company’s second re-

call to fix the same problem.
The recall affects the Altima

midsize car, Leaf electric car,
Pathfinder SUV and Sentra com-
pact models from the 2013 and
2014 model years, as well as the
NV200 Taxi van and Infiniti JX35
SUV from 2013. Also covered are
the Infiniti QX60 and Q50 SUVs
from 2014.
In documents filed with the

National Highway Traffic Safety
Administration, Nissan said the
vehicles’ computer software
may not detect an adult in the
passenger seat. If that happens,
the air bags won’t inflate.
Nissan will notify owners and

dealers will update the software
for free.
The recall is expected to start

in mid-April.
Most of the vehicles were re-

called in February of last year for
a similar problem. Dealers re-
placed seat sensors, but Nissan
said it continued to get con-
sumer complaints and warranty
claims in vehicles that had been
repaired.
Nissan received three reports

of air bags failing to inflate in a
crash.

Nissan Recalling
1M Vehicles for
Air Bags – Again
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Call Toll Free:

New
Saturday Hours:
Sales 10am-3pm &
Service 8am-2pm

HOURS: Mon/Thurs 8:30am-8pm
Tue/Wed/Fri 8:30am-6pm

800-710-3857
OPEN SATURDAY!

3800 S. Lapeer Rd., LAKE ORION

YOUR OFFICIAL CHRYSLER JEEP • DODGE LEASE TURN-IN HEADQUARTERS

SCAN
ME

CHECK YOUR
TRADE IN
VALUE HERE

We make car buying fun at Milosch’s Palace. Please call to schedule an appointment for a demonstration drive. All rebates to dealer.
Deals apply to stock units only. Must be a Chrysler employee. $1995 down, plus destination, taxes, title, plates. Must be Chrysler
Employee. $500 Military and TDM included. Lease calculated at 10,000 miles per year. Vehicle shown not actual vehicle. WAC. See
dealer for details. **Plus destination, taxes, title, plates, $0 sec. deposit required. Includes Conquest Trade-in and must be Chrysler
Employee. Programs subject to change. Expiration date is 3/31/2014

YOUR OFFICIAL CHRYSLER • JEEP • DODGE LEASE TURN-IN HEADQUARTERS

2014 RAM CREW CAB 4X4

2014 CHRYSLER
200 LIMITED

OVER 1155 AVAILABLE

LEASE PULL
AHEAD!

SEE DEALER FOR DETAILS

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$1995*

24 MO. LEASE ONLY
$98*mo.

2014 CHRYSLER
300S AWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3789*

24 MO. LEASE 
$138*mo.

SALE PRICE
$25,498*

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2989*

24 MO. LEASE 
$157*mo.

2014 JEEP
GRAND CHEROKEE
LAREDO
4X4

SALE PRICE
$27,760*

24 MO. LEASE ONLY
$169*mo.

ALL NEW 2014 JEEP
CHEROKEE LATITUDE
4X4

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3989*

24 MO. LEASE 
$179*mo.

2014 DODGE
JOURNEY SXT

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$4989*

24 MO. LEASE ONLY
$139*mo.

2014 DODGE
CHARGER R/T

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3589*

24 MO. LEASE 
$129*mo.

HURRY
1 DAY LEFT!
PROGRAMS

ENDING!
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