
Alan Mulally is retiring from
Ford Motor Company and Mark
Fields will take over as president
and chief executive officer on
July 1.
Fields also will become a mem-

ber of Ford’s board of directors.
“From the first day we dis-

cussed Ford’s transformation
eight years ago, Alan and I agreed
that developing the next genera-
tion of leaders and ensuring an

orderly CEO succession were
among our highest priorities,”
Executive Chairman Bill Ford
said.
“Mark has transformed several

of our operations around the

world into much stronger busi-
nesses during his 25 years at
Ford. Now, Mark is ready to lead
our company into the future as
CEO.”
Mulally, 68, is retiring after

nearly eight years of leading Ford
and capping a 45-year business
career.
Mulally has led Ford’s transfor-

Mullaly to Retire; Mark Fields Takes the Reins
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WCM teacher Wendy Santure shows off the mobile training center.

by Jim Stickford

Over the years, different manu-
facturing methodologies have
come and gone at Chrysler, but
World Class Manufacturing
(WCM), first introduced in 2009,
is here to stay, say Chrysler offi-
cials.
The automaker just added

15,000 square feet to its WCM
efforts at the UAW-Chrysler
Technology Training Center in
Warren to help expand its train-
ing capabilities.
“When Chrysler came out of

bankruptcy and Fiat bought the
company, we were told that we
were going to learn WCM tech-
niques,” said Marcel Breault,
head of WCM for Chrysler. “Ser-
gio (Marchionne) said that was
not negotiable and that we’d use
the WCM techniques at the facto-
ries.”
And it worked, Breault said.
Chrysler paid back the taxpay-

ers and joined with Fiat to be-
come a company of one.
The use of WCM reflects Mar-

chionne’s view on inefficiency.
While showing the new WCM fa-
cility to the media, Breault
played a video of Marchionne

talking about waste. In the
recording, he said that WCM is
designed to deliver an ethical
product.
He called WCM ethical be-

cause he believes that a wasteful
manufacturing system is funda-
mentally unethical.
“WCM is one of the highest ex-

amples of integrity that I can
find,” Marchionne said. “I sup-
port this and I want our house to
be known as the one that set up
WCM.”
The WCM system, Breault said,

has added a dynamic feeling to
the plants.
“The WCM Academy has be-

come a critical resource in fur-
thering our employees’ under-
standing of the WCM methodolo-
gy,” Breault said.
“The more people we can train

and the more classes we can of-
fer, the faster we are able to ac-
celerate the pace of change
across our North American facili-
ties and continue to deliver
measurable results in our opera-
tions.”
Scott Tolmie, lead at the WCM

Academy, said they have trained

Chrysler Expands Its WCM
Training Center in Warren

Overall Vehicle Sales Up in April

General Motors dealers deliv-
ered 254,076 vehicles in the Unit-
ed States in April 2014, up 7 per-
cent compared with a year ago.
Fleet sales were up 5 percent

and retail sales – vehicles sold to
individual buyers – were up 8
percent.
“Retail demand was steady in

April, and truck sales and trans-
action prices were especially
strong,” said Kurt McNeil, U.S.
vice president of Sales Opera-
tions.
“As we expected, the economy

continues to strengthen. In addi-
tion, our award-winning new

GM April Sales,
Led by Cadillac,

Up 7 Percent
Chrysler has reported U.S.

sales of 178,652 units, a 14 per-
cent increase compared with
sales in April 2013 (156,698
units), and the group’s best April
sales since 2007.
The Jeep, Dodge, Ram Truck

and Fiat brands each posted
year-over-year sales gains in
April compared with the same
month a year ago.
The Jeep brand’s 52 percent

increase was the largest sales
gain of any Chrysler Group
brand during April and its best
sales month ever.
“Strong consumer demand for

Jeep Brand Paces
Chrysler’s April
Sales Increase

Ford Motor Company total
U.S. sales of 211,126 vehicles last
month declined 1 percent from a
year ago. Retail sales of 141,950
vehicles are off 1 percent com-
pared with a year ago. Commer-
cial and government fleet sales
were up 16 and 21 percent, re-
spectively, while daily rental
sales declined 24 percent.
“F-Series and Explorer showed

considerable strength in April,
posting their best results in al-
most a decade,” said John Felice,
Ford vice president, U.S. Market-
ing, Sales and Service. “We also
saw another breakout month for

Despite Decline,
Some Ford Models
Remained Strong

Artist’s rendering of the new GM Performance and Racing Center soon to be built in Pontiac.

General Motors began con-
struction of a state-of-the-art fa-
cility for race engine design and
development, as well as an elec-
tric motor laboratory and gear
center last week.
GM’s continued investment in

motorsports comes from “the
time-tested belief that racing is
the ultimate proving ground” for
much of the technology that ap-
plies to the vehicles the compa-
ny sells, said GM powertrain
spokesperson Tom Read.
“The GM Performance and

Racing Center, or GMPRC, will
continue to develop some of the
world’s winningest race engines

for Chevrolet and Cadillac,” said
Steve Kiefer, vice president of
GM Global Powertrain.
“Connecting our race engi-

neers with our global powertrain
engineering teams will improve
our customers’ powertrains in
terms of efficiency, reliability and
durability.
“The center will also provide

exciting career opportunities for
our engineering organization.”
Engineers and technicians

from GM’s race engineering cen-
ter in Wixom will move to the
new facility in mid-2015, Read

New Center ‘Will Improve
Customers’ Powertrains’
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Chevrolet has made it possible
for police forces around the
country to keep on truckin’.
The 2015 Chevrolet Silverado

1500 Crew Cab Special Service
Vehicle (SSV) joins the brand’s
growing police vehicle portfolio,
said GM spokesman Robert
Wheeler.
It goes on sale this summer, of-

fering the same capabilities, effi-
ciency and durability as the
award-winning Silverado 1500,
with special features designed
for police use.
The SSV package is available

on Silverado 1500 Crew Cab in
1WT or 1LS trims.
It includes the 5.3L EcoTec3

V8, rated at 355 horsepower and
delivering the highest EPA-rated
fuel economy, said Wheeler, for a
2WD V8 full-size pickup: 23 mpg
highway.
The engine is available with

E85 capability.
Police agencies can choose

2WD or 4WD models with the

standard 6’6” pickup box or a
shorter 5’8” box.
“Last year, the Silverado 1500

was awarded for its low cost of
ownership, a key purchasing fac-
tor for municipalities and gov-
ernment agencies,” said Ed
Peper, U.S. vice president for GM
Fleet & Commercial.
“The EcoTec3 engine,” he said,

“provides the best fuel economy
of any V8 and still gives agencies
the power and capability they
need from a full-size pickup.”
The Silverado SSV is equipped

with a standard 170-amp high-
output alternator and 730-CCA
auxiliary battery, which allows

GM Adds 2015 Silverados to Police Lineup

The 2015 Silverado 1500 Crew Cab Special Service Vehicle
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said. The relocation will central-
ize North American powertrain
engineering expertise for produc-
tion engines as well as advanced
and racing propulsion programs.
Condensing the engineering to

one large space is an excellent
way to develop race-bred engi-
neers, whether they work on pro-
duction or performance vehicles,
said Read.
This centralization of talent, he

said, will provide more collabora-
tion opportunities between rac-
ing and production engineers al-
ready at GM Powertrain Engi-
neering headquarters and devel-
opment lab, one of the most ad-
vanced facilities of its kind in the
world.
The move will include about

100 employees who work on
powertrain racing development,
electric motors and in the gear
center. The new building is ex-
pected to be opened and in use
by mid-2015 and completed by
early 2016.
“The GM Performance and

Racing Center will serve as a re-
source to help our race teams
and drivers continue to win
races and championships,” said
Jim Campbell, U.S. vice presi-
dent, Performance Vehicles and
Motorsports. “It will also help ad-
vance technical sharing between
racing and production engine
programs.”
The GMPRC is part of a $200

million investment GM an-
nounced last January to build a
new 138,000 square-foot test
wing, Campbell said.
At that time, the company an-

nounced that work at four remote
locations would consolidate on
the Pontiac campus, helping to re-
duce development timing for GM’s
next-generation advanced propul-
sion technologies.
When the moves are complete,

about 400 jobs will be added to
the Pontiac campus.
Engineers at the GMPRC.

Campbell said, will work on pow-
ertrain-related projects for GM’s
involvement in the NASCAR
Sprint Cup Series, NASCAR Na-

tionwide Series, NASCAR Camp-
ing World Truck Series, Verizon
IndyCar Series, TUDOR United
SportsCar Championship, Conti-
nental Tire SportsCar Challenge,
Pirelli World Challenge, NHRA
(COPO Camaro Program) and
Global Rally Cross.
In addition to the performance

and racing engineering, the new fa-
cility will house an electric motor
lab and a gear center, Read said.
The electric motor lab pro-

duces prototype electric motors

and validates manufacturing
processes used in the production
of electric and hybrid vehicle
motors.
Electric motor engineering, de-

sign and validation are core com-
petencies for GM in the develop-
ment, sourcing and manufactur-
ing of electric vehicles and their
major components.
The gear center supports de-

sign, manufacturing processes,
inspection techniques and test-
ing of gears used primarily in the

next generation of GM transmis-
sions.
The GM Powertrain World

Headquarters is a 450,000-
square-foot facility.
Engineers at the facility design

and develop engines, transmis-
sions, hybrid and electric power-
trains, and fuel cell technologies.
Advanced tools within the

campus provide engineers the
ability to test all elements of
these propulsion systems under
extreme conditions.

products are performing well, we
have more on the way and our
dealers are winning accolades
for outstanding service.”
GM’s newest products include

the 2015 Cadillac Escalade and
Escalade ESV, which began arriv-
ing in showrooms in April.
That was just the first of many

new product launches sched-
uled for 2014, said GM
spokesman Jim Cain. Upcoming
launches include the Cadillac
ATS coupe, which arrives this
summer; the Chevrolet Colorado
and GMC Canyon mid-size pick-
ups, which arrive in the fall; and
the 2015 Chevrolet City Express
LS, the brand’s first entry in the
small cargo van segment. It ar-
rives in the fourth quarter.
At Chevrolet, sales were up 5

percent. Deliveries of the Impala
were up 27 percent, Spark was
up 24 percent, Volt was up 19
percent and Camaro was up 14
percent.
Cadillac total sales were up 5

percent and retail sales gave the
brand the highest April since
2007.
Sales of the Cadillac CTS line

were up 36 percent, with sales of
the sedan up 68 percent on the
strength of the new 2014 model,
Motor Trend’s Car of the Year.
SRX deliveries were up 31 per-
cent, for the vehicle’s best April
ever.
Buick sales were up 12 percent

for the brand’s best April since
2006. The results were driven by
a 48 percent increase in Encore
deliveries, as well as a 21 per-
cent increase in Regal sales and
a 10 percent increase in
LaCrosse sales.
GMC sales were up 13 percent

for the brand’s best April since
2007. Sales of large SUVs, which
include the Chevrolet Tahoe and
Suburban, and the GMC Yukon
and Yukon XL, were up 22 per-
cent.
Chevrolet Silverado sales were

up 9 percent and GMC Sierra
sales were up 21 percent. Retail
deliveries were up 13 percent
and 22 percent, respectively.
Cain said GM expects to gain

between two and three points of
retail market share in the large
pickup segment compared with
March 2014.
Per plan, GM increased its

share of trucks sold with average
transaction prices below $40,000
compared with the first quarter
of 2014 and maintained its share
of more premium-contented
trucks.
GM’s incentive spending was

down from March as well, Cain
said. As a percentage of average
transaction price, spending was
10.2 percent, according to J.D.
Power’s Power Information Net-
work (PIN) estimates.
Average transaction prices

continued to improve from
record levels set in the first quar-
ter of 2014, Cain said. Year to
date, they are up more than
$2,000 per unit versus the same
period in 2013, according to J.D.
Power PIN.
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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

Subway/Oakland Mall
498 14 Mile Rd
248-307-1271
1939 W. Maple Rd
West of Crooks
248-435-2846

Subway/Walmart
2001 W. Maple Rd
West of Crooks
248-435-2431

TROY

31690 Mound Rd
13 & Mound
586-939-1000
26627 Hoover Rd
11 & Hoover
586-754-8205
30820 Hoover Rd
13 & Hoover
586-573-7829
29144 Ryan Rd
12 & Ryan
586-573-8000

28950 Van Dyke Ave
12 & Van Dyke
586-558-3882

Drive Thru Service:
NOW OPEN 24 HOURS
32620 Van Dyke Ave
South of 14 Mile
586-795-0000
Subway/Meijer
29505 Mound Road
12 Mile & Mound
586-558-0100 

Subway - Walmart
29176 Van Dyke
Warren, MI 48093
586-393-1008

66603 Van Dyke
South of 31 Mile
586-752-6500

ROMEO

NOW OPEN•DRIVE THRU
13160 32 Mile Road
32 & Van Dyke X-Way
586-281-6359 

WASHINGTON TWP.
STERLING HGTS.

8178 23 Mile Rd
23 & Van Dyke
586-739-4100

Subway/Walmart
NOW OPEN 24 HOURS
51450 Shelby Pkwy
23 & Van Dyke X-Way
586-254-8140

SHELBY

Subway/Walmart
28804 Gratiot
12 & Gratiot
586-773-1682

ROSEVILLE

Inside 
Chrysler
STAMPING

Inside 
Chrysler
SHAP

37876 Van Dyke
at 16 1/2 Mile
586-795-8368
Subway/Walmart
NOW OPEN 24 HOURS
33201 Van Dyke
14 & Van Dyke
586-274-4319
Subway/Meijer
36600 Van Dyke Ave
586-795-1606
38357 Dodge Park
at Plumbrook
586-264-5300

40058 Van Dyke
18 Mile & Van Dyke
586-939-4500

SubwayChrysler
35777 Van Dyke
586-795-0205

NOW OPEN 24 HOURS
7960 Metro Parkway
Van Dyke & Metro Pkwy
586-268-0800
SubwayChrysler
38111 Van Dyke
586-268-6900

New GM Center ‘Will Improve Customers’ Powertrains’
CONTINUED FROM PAGE 1

GM April Sales,
Led by Cadillac,
Up 7 Percent

Today’s Drivers Want Connecting Tech
Among the technologies cur-

rently available or coming soon
to vehicles, the ones consumers
want most are those that allow
them to access the entertain-
ment, information and connec-
tions they currently get from
their smartphone, according to
the J.D. Power 2014 U.S. Automo-
tive Emerging Technologies
Study released last week, said
company spokesman John Tews.
The study measures vehicle

owner interest and purchase intent
regarding 61 emerging automo-
tive technologies both before and
after the market price is known.
Before being shown price, the

two technologies that garner the
most consumer interest are wire-

less connectivity systems, which
create a communication link be-
tween electronic devices and the
vehicle, and a device/application
link, which allows viewing and
controling electronic devices and
apps through the factory-in-
stalled equipment on the vehicle
(83 percent and 78 percent, re-
spectively).
While these features top con-

sumer wish lists, most (60 percent)
feel that a wireless connectivity
system should be standard equip-
ment on the next vehicle they
purchase, while only 23 percent of
consumers feel the same about de-
vice/application link.
Device/application link has the
highest consumer interest at mar-

ket price with 79 percent of con-
sumers indicating that they are
willing to pay $250 to have this
technology.
However, with a market price

of $300, interest in wireless con-
nectivity systems drops to four-
teenth, with 55 percent of con-
sumers willing to pay to have
the technology in their next ve-
hicle.
“Smartphone ownership has

increased to 70 percent in 2014,
and consumers want the same
connectivity in their vehicle as
they are used to getting from
their smartphone, computer or
tablet,” said Mike VanNieuwkuyk,
executive director of global auto-
motive at J.D. Power.

CONTINUED FROM PAGE 1
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mation and strengthened its po-
sition as one of the world’s lead-
ing global automakers, company
spokesperson Susan Krusel said.
Under Mulally and the compa-

ny’s One Ford plan for profitable
growth, Ford has achieved 19
consecutive quarters of prof-
itability, developed the strongest
product lineup in Ford’s history
and embarked upon the compa-
ny’s most ambitious global ex-
pansion in the past half-century.
“Alan deservedly will be long

remembered for engineering one
of the most successful business
turnarounds in history,” said
Ford.
“Under Alan’s leadership, Ford

not only survived the global eco-
nomic crisis, it emerged as one of
the world’s strongest auto com-
panies.
“We always will be grateful to

Alan for his leadership, com-
pelling vision and for fostering a
culture of working together that
will serve our company for
decades to come.”
The transition in July is ap-

proximately six months earlier
than previously anticipated, fol-
lowing Mulally’s recommenda-
tion to accelerate the timetable
based on the readiness of Ford’s
leadership team, Krusel said.
“Alan and I feel strongly that

Mark and the entire leadership
team are absolutely ready to lead

Ford forward, and now is the
time to begin the transition,” said
Ford, who recruited Mulally from
Boeing in 2006.
Fields, 53, was named Ford’s

chief operating officer in Decem-
ber 2012. He has been leading all
of Ford’s global business opera-
tions and most skill teams, in-
cluding Product Development,
Manufacturing, Purchasing, and
Marketing, Sales and Service.
Fields’ role as COO has includ-

ed leading the company’s weekly
Business Plan Review meeting,
which Mulally established to
track the progress of the One
Ford plan and to monitor the
global business and competitive
environment.
The Thursday meetings are

credited with driving a reliable
and transparent process for run-
ning Ford’s global operations and
enabling Ford’s senior leadership
to work closely together and act
decisively on its plan.
Before serving as COO, Fields

was executive vice president and
president – The Americas since
October 2005.
There, he led the transforma-

tion of Ford’s North American
business – turning it from record
losses several years ago to
record profits in each of the last
four years.
Earlier, Fields guided the prod-

uct-led transformation of Ford’s
European operations and former-
ly held European luxury brands,

as well as the relaunch of Ford’s
independent operations in Ar-
gentina and a major restructur-
ing and product renaissance at
Mazda.
“It has been an honor to serve

and contribute to creating a vi-
able, profitably growing compa-
ny for the good of everyone asso-
ciated with the Ford Motor Com-
pany,” Mulally said.
“By working together with all

of our stakeholders around the
world, we now are accelerating
Henry Ford’s original vision to
open the highways to all
mankind.
“Ford’s future is so bright, and

Mark – supported by an experi-
enced and dedicated senior lead-

ership team – is absolutely the
right leader to continue to deliv-
er on our compelling vision.”
“It is a true honor to lead this

great company and this talented
team into the future,” Fields said.
“Under Alan’s leadership, we

have seen the power of One Ford
and what a culture of positive
leadership and working together
can accomplish.
“My commitment is to build on

that success by accelerating our
pace of progress.
“All of us at Ford are commit-

ted to delivering even more of
the great products and innova-
tions that will deliver growth and
define our company going for-
ward.”

CONTINUED FROM PAGE 1
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From left, Alan Mulally, Bill Ford and Mark Fields

Mulally Retires; Mark Fields
To Take the Reins in July

Fusion, with continued strength
in the Western region. Overall,
industry sales continued the re-
bound from January and Febru-
ary and are on a path of steady
growth.”
F-Series sales totaled 63,387

vehicles last month, making for
the truck’s best April since 2006.
EcoBoost continues to play a big
role in F-150 sales, comprising 42
percent of the truck’s overall re-
tail engine mix. Combined,
Ford’s V6 engines – EcoBoost
and the 3.7-liter – represented 55
percent of F-150 sales in April.
Explorer had its best April

sales performance since 2005
with 16,629 vehicles sold, an in-
crease of 17 percent, as Ameri-
ca’s best-selling midsize utility.
Lincoln sales were off 11 per-

cent, with 6,803 vehicles sold in
April – against a strong year-ago
comparison. Lincoln sales are up
21 percent for the year to date
through April, with the new MKC
coming this summer.
In a conference call held the

day the sales figures were re-
leased, Ford financial spokesper-
son Erich Merkle emphasized
that Ford’s fleet sales to rental
car companies and others were
down.
But Merkle said that is part of

Ford’s long-term sales strategy,
to depend less on fleet and
rental sales.

Despite Decline,
Some Ford Models
Remained Strong

CONTINUED FROM PAGE 1

LOS ANGELES (AP) – Google
says that cars it is programming
to drive themselves have started
to master the navigation of city
streets and the challenges they
bring, from jaywalkers to weav-
ing bicyclists – a critical mile-
stone for any commercially avail-
able self-driving car technology.
Despite the progress over the

past year, the cars have plenty of

learning to do before 2017, when
the Silicon Valley tech giant
hopes to get “autonomous driv-
ing” technology to the public.
None of the traditional auto-

makers has been so bullish. In-
stead, they have rolled out fea-
tures incrementally, including
technology that brakes and ac-
celerates in stop-and-go traffic,
or keeps cars in their lanes.

Google Tests Self-driving Automobile
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9,000 students at the academy
and its expansion will help in-
crease the number. They now
have new training labs and train-
ing production lines.
“We also have online classes

for Chrysler employees as well,”
Tolmie said. “They teach plant
managers to lead in a new way.”
The academy has also created

a special training bus that can go
to facilities located far from War-
ren. Wendy Santure, Academy
training and development lead,
said the mobile training trailer is
just another high-tech way to
teach WCM techniques.
“With the trailer, we don’t see a

lot of team members, but we do
see a lot of team leaders,” Santure
said. “We built this one nine
months ago and we’ve trained
1,800 people using it so far.”
They’ve taken the trailer to lo-

cations like the Kokomo facility
in Indiana, Santure said.
Tolmie said one advantage

that Chrysler has is that there
are 11 facilities within easy driv-
ing range of the Warren training
center. So they can send people
from the Jefferson plant or SHAP
or the Dundee and Trenton facil-
ities. That makes it easier to pro-
mote the WCM culture within
the company. That’s something
that even Fiat can’t do, Tolmie
said.
Tolmie added that they are

opening aWCM satellite school in
Mexico. The reasons are simple,
he said. First, it’s difficult to send
people all the way toMichigan be-
cause of the distances involved.
Secondly, there is a language bar-
rier. Having an academy there
takes care of both problems and
emphasizes that WCM is a com-
pany-wide program.
Those who attend courses at

the academy take a variety of
courses designed to show how
work can be done more efficient-
ly.
For example, there’s a class

that uses motion sensors that
can be attached to a body. The
person then performs duties,
which are duly recorded by com-
puter. Then, everyone can see,
by watching the computer
recording, how to improve
movement.
Other courses involved build-

ing a go-cart using a production
line in the class. Again, the em-
phasis is how things can be done
more efficiently.
One course even uses the

game, “Operation,” to show how
workers can improve job per-
formance by improving place-
ment of parts used in the exer-
cise relative to production.
Tolmie said it’s typical to get up
to 50 percent improvement in
time and 50 percent improve-
ment in production.
The whole idea is to show as

well as tell, Tolmie said. Just
reading or listening to people ex-
plain processes, he said, often
means people don’t retain
enough of what they learned at
the course, which typically last
four or five days. But the exercis-
es are hands-on and by getting
people involved in the process,
they remember more and “own”
the methodologies.
“I’ve been here at Chrysler for

almost 20 years,” Breault said.
“In that time, there were proba-
bly four or five different manu-
facturing methodologies. There
was a sense of ‘flavor of the
month’ when we first started us-
ing WCM. Well, it’s here to stay.”
Tolmie said that the people at

the academy are always looking
for new learning methods and
new ways to teach.
“The minute we stop looking

for new things, we become a mu-
seum,” Tolmie said. “And the in-
stant that happens, we are
done.”

Chrysler Expands
Its WCM Training
Center in Warren
CONTINUED FROM PAGE 1



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 (Except Cruze) due at sign-
ing with all rebates including USAA military rebate assigned to dealer. Lease responsible for excess wear and tear as well as exceeding con-
tracted mileage. Security deposit may be required by lender. Due to advertising deadlines, price subject to change.

2014 TRAVERSE

$207*

36MONTH • 10K LEASE

2014 CRUZE
$109*

36MONTH • 10K LEASE
$999 DOWN

FIRST PAYMENTWAIVED !

2014 VOLT

$229*

36MONTH • 10K LEASE
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28400 Van Dyke www.vandykedodge.com DODGE/RAM SALES LINE: 1-586-573-4000
*The above purchase prices are plus tax, title, doc, and destination; include Chrysler’s standard rebates plus the lease pull ahead/returning lease rebates. Lease payments are based on Chrysler Capital Tier 1 approval, 10,000 miles per year, and will have a $395 disposition fee at lease
termination. Lease payments are also based on Chrysler’s standard rebates plus lease pull ahead/loyalty rebates. Security deposit is not required. One pay leases just add tax, due at signing includes first payment, taxes and fees, just add plates. Residency restrictions apply. +or less,
if you qualify for an employee, supplier, military, or friends discount your price could be lower. †See dealer for details. Due to advertising deadlines offers are subject to change.
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GM EMPLOYEE
PRE-OWNED HEADQUARTERS

SUBURBAN
Suburban Buick GMC

of Ferndale
877-913-5085

21800 Woodward Ave.
Ferndale, MI 48220

Tech
CenterZoo

I-696
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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

��

2007SATURN SKY • 28,000 Miles $15,333Manual Transmission

2011 CHEVROLET MALIBU $12,982LS • Alloy Wheels • Priced to sell!

2011 GMC TERRAIN • 29,000 Miles $23,850SLT • Leather Seats!

2012 CHEVY COLORADO • 31,000 Miles $14,994Work Truck with Cap & Ladder Rack!

2012 CHEVROLET IMPALA $16,977LTZ • Leather Seats • Alloy Wheels • Sunroof

2013 CHRYSLER TOWN & COUNTRY $32,334Touring • DVD • Navigation • Low Miles • Loaded!

2013 GMC ACADIA DENALI • 14,000 Miles $41,987Lo-Lo-Loaded! • Black Metalic • Leather • Nav. –P0878

2010 CHEVY CAMARO • 47,000 Miles $17,777Automatic!

2011 GMC YUKON DENALI • 41,000 Miles $39,664Loaded!

2011 BUICK REGAL $17,567Sunroof • Leather Seats! –P0925

��CERTIFIED

��CERTIFIED

��CERTIFIED

��CERTIFIED

��CERTIFIED

NOW

NOW

��CERTIFIED

��CERTIFIED

our Jeep sport-utility vehicles
and Ram pickup trucks contin-
ued in April as Chrysler Group
extended its streak to 49 consec-
utive months of year-over-year
sales gains,” said Reid Bigland,
head of U.S. Sales.
“The spring selling season is

heating up as our Jeep brand had
its best monthly sales ever. Both
of our minivans had a strong
April and the Ram pickup truck
had its best April sales ever.”
Seven Chrysler Group vehicles

set sales records in the month of
April. The Jeep Compass record-
ed its best sales month ever. The
Ram pickup truck, Jeep Patriot,
Jeep Wrangler, Dodge Challenger,
Dodge Journey, and Ram Cargo
Van each posted their best sales
for the month of April.
Both minivans had a good

month. Sales of the Dodge Grand
Caravan were up 36 percent in
April, the largest year-over-year
percentage sales increase of any
Dodge brandmodel in April, while
sales of the Chrysler Town&Coun-
try minivan increased 16 percent.
Chrysler Group finished the

month of April with a 74-days sup-
ply of inventory (505,965 units).
U.S. industry sales figures for April
are internally projected at an es-
timated 16.3 million units Season-
ally Adjusted Annual Rate (SAAR).
Jeep brand sales were up 52

percent in April, the brand’s best
monthly sales ever and the
largest percentage sales gain of
any Chrysler Group brand for the
month. Sales of the Patriot com-
pact SUV were up 44 percent.
Sales of the Ram pickup truck

were up 17 percent in April, the
truck’s best ever April sales per-
formance and its 48th consecu-
tive month of year-over-year
sales gains.
Ram Light Duty sales in-

creased 7 percent, while Ram

Heavy Duties were up 32 percent.
Fiat brand sales were up 10

percent in April, the brand’s best
sales performance ever in the
month of April and its fifth con-
secutive month of year-over-year
sales gains. With its 60 percent
year-over-year increase, the Fiat
500 Cabrio Abarth posted the
largest percentage sales gain of
any Fiat 500 model in April.
Dodge brand sales were up

slightly in April, compared with
the same month a year ago. It
was the Dodge brand’s best April
sales since 2008.
The Dodge Challenger and the

Dodge Journey mid-size cross-
over each posted their best April
sales ever, while the Dodge Du-
rango full-size SUV recorded its
best April sales in nine years.
Durango sales were up 4 per-

cent in April compared with the
same month a year ago, extend-
ing its run of year-over-year sales
gains to 18 consecutive months.
Chrysler brand sales were

down 21 percent in April, reflect-
ing the end of production of the
2014 Chrysler 200 mid-size sedan
and convertible, said Chrysler
spokesman Ralph Kisiel. Ship-
ments of the 2015 Chrysler 200
to dealers is expected to begin
this quarter.

Jeep Brand Sales Surge
CONTINUED FROM PAGE 1

TRW Automotive Holdings
Corp. reported first quarter 2014
financial results with sales of
$4.4 billion, an increase of 5 pe-
cent compared with the prior
year period.
The company reported GAAP

first quarter net earnings of $199
million, or $1.68 per diluted
share, which compares with net
earnings of $162 million or $1.29
per diluted share in the prior
year period.

TRW Announces
Strong Earnings
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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 include GM Lease Loyalty and are based on 10,000 miles
per year. + 1st payment, tax, title and plate fee due at signing unless otherwise noted. Offers expire 06/02/2014.

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
FWD, 6 Speed Automatic

36 Month Lease/10,000 Miles

Stk.#42740

2014 EQUINOXLS

$214*+Tax with$0 Down
No Security Deposit Required

Stk.#42751

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 Turbo
6 Speed Automatic & More…

36 Month Lease/10,000 Miles

$156*+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

$239*+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

Spring has sprung
the grass has rizz,

iswhere the deals is!!!

buff whelan
chevrolet

Picture may not represent actual sale vehicle. All applicable rebates including Lease Conquest or Lease Loyalty 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 incentives valid at time of printing. Leases are 10,000 miles per year, except where noted and are plus title, tax and plate fees. GM Employee Pricing to everyone excludes Corvette,
SS, 2015 Tahoe and Suburban. $1000 Over Kelley Blue Book is valid on 2004 – 2011 vehicles. No branded titles. Certain restrictions may apply, see dealer for complete details. Sale ends 5/31/2014 @ 6:00PM.

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

• 2.5L DOHC VVT Engine! • Automatic Transmission!
• Power Locks & Windows! • Cruise & Tilt Wheel!

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

• 36 MPG on the Highway!
Stk. #E18067 MSRP $24,435

NO 1ST PAYMENT
OR SECURITY DEPOSIT
REQUIRED. TAX, TITLE

AND PLATE FEES EXTRA!

2014CRUZE “RS”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• RS Appearance Package! • ECOTEC 1.4L “Turbo” DOHC Engine!
• Automatic Transmission! • Unique Front Fascia w/Fog Lights!

• AM/FM/XM Radio w/CD! • Machined-Faced Alloy Wheels!
• Rear Spoiler!

• 38 MPG on the Highway!
Stk. #E16584MSRP$21,445

NO 1ST PAYMENT
OR SECURITY DEPOSIT
REQUIRED. TAX, TITLE

AND PLATE FEES EXTRA!

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

• 2.4L DOHC Engine! • Automatic Transmission!
• Power Locks & Windows! • Cruise & Tilt Wheel!

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

• 32 MPG on the Highway!
Stk. #E16958MSRP $25,450

NO 1ST PAYMENT
OR SECURITY DEPOSIT
REQUIRED. TAX, TITLE

AND PLATE FEES EXTRA!

WE NEED YOUR TRADE-IN…$1,000 OVER KELLEY BLUE BOOK®

2014TRAVERSE “LS”

Starting At

$21,599

7 DAY
SALE!

FOR ONE WEEK…SAVE ON EVERY NEW IN STOCK!

• 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. #E16145MSRP $38,330

NO 1ST PAYMENT
OR SECURITY DEPOSIT
REQUIRED. TAX, TITLE

AND PLATE FEES EXTRA!

36 Month Lease

$185
Just$999Down

Starting At

$26,899

36 Month Lease

$215
Just$999Down

Starting At

$17,923

36 Month Lease

$139
Just$999Down

Starting At

$19,620

36 Month Lease

$158
Just$999Down

#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

All leases are 36 months and 10K miles per year.
All payment are plus tax,title, doc and plate fees. All payments are GMS pricing.

For the Cruze, must have Ally, or US bank lease in household.

‘14 CHEVROLETCRUZE
MSRP $20,735

GM Employee Price
$19,324

Lease for 36 months

0 DOWN NO SECURITY DEPOSIT REQUIRED

$159*mo

PPRRIICCEESS
EEVVEENN LLOOWWEERR
IIFF YYOOUU HHAAVVEE OONNEE OOFF TTHHEE SSEELLEECCTT
RREECCAALLLL VVEEHHIICCLLEESS IINN YYOOUURR HHOOMMEE..

MMAAYY
IISS HHEERREE AANNDD SSOO AARREE TTHHEE
GGRREEAATT LLEEAASSEE DDEEAALLSS..
PPLLEEAASSEE CCAALLLL FFOORR DDEETTAAIILLSS..

PPLLEEAASSEE CCAALLLL
FFOORR SSOOMMEE OOFF TTHHEE LLOOWWEESSTT LLEEAASSEE PPRRIICCEESS NNOOWW..

engine turned off, preserving the
charge of the vehicle’s primary
battery, Peper said.
The SSV pickup also is

equipped with a 110-volt outlet
for equipment, and comes stan-
dard with electrical power sup-
ply for four upfitter switches lo-
cated on the center stack for
easy control and accessibility.
The crew cab offers a vinyl

rear seat along with large rear
doors for easy entry when trans-
porting passengers, Peper said.
Other available interior op-

tions include front center seat
delete, which provides an open
center console space for police
equipment, an auxiliary dome
lamp and an electronic four-
wheel-drive switch located on
the dash.
An available common key op-

tion allows municipalities to use
one key to operate all of their Sil-
verado SSVs and 2015 Tahoe po-
lice vehicles, Peper said.
Chevrolet will offer ship-

through options for the upfit of
light bars, sirens, partitions and
additional aftermarket equip-
ment.
The SSV package at a glance

has such standard features as:
• 5.3L EcotTec3 V8 engine;
• Auxiliary transmission oil

cooler;
• High-capacity air cleaner;
• 170-amp high-output alterna-

tor;
• 730-CCA auxiliary battery

110-volt outlet;
• Four upfitter switches with

electrical power supply.
Available features that buyers

might also be interested in in-
clude:
• Spotlamp – driver or driver

and passenger;

• Wiring for grille, lamp and
sirens;
• Flasher system for head-

lamps and taillamps;
• Common key package;
• Vinyl rear seats;
• Front center seat delete;
• Auxiliary dome lamp;
• Electronic four-wheel-drive

switch;
• Daytime running lamps

delete;
• Rear-vision camera.
The 5.3L EcoTec3 V8 engine is

certified at 355 horsepower and
383 lb.-ft. of torque.
It combines direct fuel injec-

tion, Active Fuel Management
(cylinder deactivation) and con-
tinuously variable valve timing
to achieve EPA-estimated fuel
economy of 23 mpg highway
(2WD models), Peper said.
Silverado 1500 is also

equipped with Duralife brake ro-
tors that offer up to double the
service life, which can result in
maintenance cost savings for
municipalities, Peper said.
“Nearly two-thirds of the Sil-

verado SSV’s cab is made of high-
strength steel, and inlaid triple-
sealed doors create a strong,
quiet mobile workspace to con-
duct daily business,” said Peper.

2015 Chevrolet Silverado
Added to Police Lineup

CONTINUED FROM PAGE 1

Jamaican-born reggae artist
Shaggy will headline the musical
lineup on the MotorCity Casino
Hotel Entertainment Stage on
June 1. He will perform at ap-
proximately 12:30 p.m. before
the second Chevrolet Indy Dual
in Detroit presented by Quicken
Loans Verizon IndyCar Series
race during the Detroit Grand
Prix weekend.

Shaggy to Sing at
Grand Prix 2014



UAW Vice President Joe Ash-
ton has been nominated for
placement on the General Mo-
tors Board of Directors.

Ashton, designated for nomi-
nation to the GM board by the
UAW Retiree Medical Benefits
Trust, or VEBA, plans to retire
from his current position in June
following the UAW constitutional
convention. said GM spokesper-
son Tom Henderson.

If elected, he will begin his
board term in August.

General Motors on April 29
filed the proxy statement, includ-
ing the Ashton nomination, for
its 2014 annual meeting of stock-
holders with the U.S. Securities
and Exchange Commission.

Steve Girsky, formerly GM vice
chairman, was previously desig-
nated for nomination to the GM
board by the VEBA Trust and has
served as a director since the
new company began operations
in July 2009. GM’s board nomi-
nated him to remain a director.

“Joe (Ashton) brings a wealth
of knowledge from his work
across many industries, especial-
ly his deep understanding how
labor strategy can contribute to
a company’s success,” said GM
board chairman Tim Solso.

“Steve has 25 years of experi-
ence in the automotive sector
and has served the GM board
well. Because of his extensive ex-
perience with the company, his
expertise will continue to be in-
valuable to GM.”

Ashton and Girsky will stand
for election at GM’s Annual Meet-
ing of Stockholders, which will
be held on Tuesday, June 10, at
GM’s Global Headquarters in De-
troit’s Renaissance Center.

Ashton, who joined the UAW in
1969, has been a member of the
UAW International staff since
1986, serving in a variety of lead-
ership roles.

Active in labor and civic af-
fairs, he is executive vice presi-
dent of the Pennsylvania AFL-CIO
Executive Council, executive vice
president of the New Jersey AFL-
CIO and a former director of the
Western New York Federal Re-
serve Bank.

From March 2010 to January
2014, Girsky served as GM vice
chairman and was responsible
for global corporate strategy,
new business development, glob-
al product planning and program
management, global connected
consumer/OnStar and GM Ven-
tures LLC and global research
and development. He also served
as chairman of the Adam Opel
AG Supervisory Board. Girsky
also oversaw Global Purchasing
and Supply Chain from 2011 to
2013.

Girsky is currently serving as
chairman of the Focus: HOPE
Capital Campaign and is a mem-
ber of the Downtown Detroit
Partnership Board.

The election of the board’s
slate of nominees would bring
GM’s Board of Directors to 12
members, 10 of whom are non-
employee directors.

During the annual meeting,
stockholders will be asked to re-
elect GM’s incumbent directors,
ratify Deloitte & Touche LLP as
the company’s independent reg-
istered public accounting firm
for 2014, vote on an advisory res-
olution on executive compensa-
tion and on the frequency of fu-
ture advisory votes on executive
compensation, approve short-

and long-term executive incen-
tive plans and vote on two stock-
holder proposals.

Stockholders of record of GM
Common Stock at the close of
business on Friday, April 11,

2014, who wish to attend the
meeting must request an admis-
sion ticket by Tuesday, June 3, by
following the instructions given
in the proxy statement, Hender-
son said.

PERFECTO
PLUMBING

MICHAEL PAGANO
Licensed Plumber

586.206.3202

24 Hour
Emergency

Service

Certified
Backflow
Testing
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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

$34,925*
LEASE
FOR

$259*
$999DOWN

2014

NEWSILVERADO

PURCHASE
FOR

$29,315*
LEASE
FOR

$157*
$999DOWN

2014

NEWCRUZE

PURCHASE
FOR

$17,375*
LEASE
FOR

$79*
$999DOWN

2014

NEWMALIBU

PURCHASE
FOR

$19,775*
LEASE
FOR

$119*
$999DOWN

2014

PUSH, PULL, DRAG, OR DRIVE - $3,500 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 5-31-14.

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

$21,565*
LEASE
FOR

$143*
$1,999DOWN

2014

NEWSIERRA

PURCHASE FOR
$30,539*

LEASE
FOR

$147*
$1,999DOWN

2014

NEWLACROSSE

PURCHASE
FOR

$27,881*
LEASE
FOR

$168*
$1,999DOWN

2014

NEWREGAL

PURCHASE
FOR

$25,835*
LEASE
FOR

$149*
$1,999DOWN

2014

NEWTERRAIN

PURCHASE
FOR

$23,611*
LEASE
FOR

$139*
$1,999DOWN

2014

NEWENCLAVE

PURCHASE
FOR

$33,175*
LEASE
FOR

$201*
$1,999DOWN

2014

YUKON

PURCHASE FOR
$53,499*
2LEFT AT THIS PRICE!

LEASE
FOR

$519*
$1,999DOWN

2014

NEWACADIA

PURCHASE
FOR

$30,350*
LEASE
FOR

$189*
$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

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 activeGMEmployeeDiscount (Unless otherwise stated). Leasesare36months,10,000milesper yearw/ approvedS
Tier creditw/$999dueatsigning,(unlessotherwisenoted). Equinox, Impala,Camaro,andCruze leasesare39month terms.Prices&payments
are plus tax, title, and plate fees. Refundable security deposit required on certain vehicles – to be determined by lender. Must qualify for Con-
questorLoyalty. $3500trade-inguarantee for2003ornewervehicle indrive-ableconditionwith less than115,000miles,lessanyreconditioning
costs,nobranded titles,seesalesperson fordetails. **Certain restrictionsmayapply,seedealer for completedetails. ExpirationDate–5/5/2014

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

All prices&payments includeGM rebates. Picturesmaynot represent actual vehicle. Prices subject to changeperGM incentives. Prices and
payments are inclusiveof activeGMEmployeeDiscount (Unlessotherwise stated). Leasesare36months,10,000milesper yearw/ approved
STier credit w/ $999 due at signing, (unless otherwise noted). Terrain andYukon leases are 39months. Prices & payments are plus tax, title,
and plate fees. Refundable security deposit required on certain vehicles – to be determined by lender. Must qualify for Conquest or Loyalty.
$3500 trade-in guarantee for 2003 or newer vehicle in drive-able condition with less than 115,000 miles, less any reconditioning costs, no
branded titles, see sales person for details. **Certain restrictionsmay apply, see dealer for complete details. Expiration Date – 5/5/2014

NEWTRAVERSE

PURCHASE
FOR

$27,305*
LEASE
FOR

$179*
$999DOWN

2014

NEWEQUINOX

PURCHASE
FOR

$21,792*
LEASE
FOR

$147*
$999DOWN

2014

NEWCAMARO

PURCHASE
FOR

$21,417*
LEASE
FOR

$197*
$999DOWN

2014

NEW IMPALA

PURCHASE
FOR

$24,343*
LEASE
FOR

$178*
$999DOWN

2014

DBL. CAB
4X4

XL DENALI

MSRP66,055

DBL. CAB
4X4

CREW
CAB.

Now looking for experienced salespeople to join our team!

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

UAW’s Ashton Nominated for GM Board

Joe Ashton Steve Girsky
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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

•Wemake 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 Em-
ployee. $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 5/31/14.

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

2014 RAM CREW CAB
4X4 BIG HORN

2014 CHRYSLER
TOWN & COUNTRY
TOURING
EDITION

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$4998*

24 MO. LEASE ONLY
$118*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
$129*mo.

2014 JEEP
GRAND CHEROKEE
LAREDO
4X4

SALE PRICE
$27,760*

24 MO. LEASE ONLY
$178*mo.

ALL NEW 2014 JEEP
CHEROKEE LATITUDE
4X4

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3989*

24 MO. LEASE
$159*mo.

2014 DODGE
JOURNEY SXT

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$4989*

24 MO. LEASE ONLY
$119*mo.

2014 DODGE
CHARGER R/T

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3589*

24 MO. LEASE
$129*mo.

OVER 7700
AVAILABLE
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