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by Jim Stickford

Dodge celebrated its 100th an-
niversary by going back to the
beginning.
The Chrysler brand put on a

display of 100 years of Dodge
product at Meadowbrook Hall,
the site where the first Dodge
was built by Dodge brothers
Horace and John.
Chrysler manager of Historical

Services Brandt Rosenbusch said
at the celebration on June 27 that
the Dodge brothers, who made
their fortune supplying bodies to
Ford and parts to Oldsmobile,
built the first Dodge prototype in
the barn of the property, which
would later be turned into Mead-

owbrook Hall by John’s widow,
Mathilda Dodge Wilson.
Dodge Brand CEO Tim Ku-

niskis spoke at the celebration,
saying that the history of Dodge
isn’t the story of an automobile
brand – it’s really the history of
two brothers.
“They died 95 years ago,”

Kuniskis said. “Yet the brand
they created still reflects them
and who they were. To celebrate
Dodge’s 100th anniversary, it’s
important we tell that story.”
Rosenbusch told the audience

attending the Meadowbrook cel-
ebration that the Dodge brothers
sent their first vehicle, the 1915
Dodge off the production line of
the famous Dodge Main facility in

November of 1915. The company
grew quickly as an automaker,
but by 1920 Horace and John
were dead, victims of the influen-
za outbreak of 1920.
The company was purchased

by Chrysler in the 1920s and has
been a vital part of Chrysler ever
since.
Kuniskis said that Dodge’s sto-

ry isn’t over yet.
“Dodge is the fastest-growing

brand and we’ve lowered the av-
erage age of our buyers,” Ku-
niskis said. “We’ve purified the
brand and made Dodge the main-
stream performance brand for
Chrysler.”

Dodges Threw Curve to Other 1915 OEMs

CONTINUED ON PAGE 10

DETROIT (AP) – U.S. auto sales grew at the
fastest pace in eight years in June, surprising the
industry and setting it up for a strong second half
of the year.
Sales rose 1.2 percent over last June to 1.4 mil-

lion cars and trucks, according to Autodata Corp.
GM, Chrysler, Toyota, Hyundai and Nissan all

saw increases over last June.
Honda sales were flat, while sales at Ford and

Volkswagen were down.
June’s annualized sales rate – which estimates

annual sales if they stayed at the same pace every
month – was 16.98 million.
That was the fastest pace since July 2006 and

higher even than May, which also surprised the in-
dustry with its strength.
GM’s sales were up 1 percent over last June de-

spite a continuing parade of recalls.
Kelley Blue Book analyst Alec Gutierrez said GM

is benefiting from its new lineup of SUVs, which hit
the market at a time when buyers are gravitating
toward bigger vehicles. Sales of the Chevrolet
Tahoe large SUV nearly doubled to more than
11,000, while sales of the GMC Yukon more than
doubled to 3,946. Cadillac Escalade sales were up
57 percent.
Chrysler’s sales jumped 9 percent on strong de-

mand for the new Jeep Cherokee SUV and other
models. It was the company’s strongest June since
2007, with gains for Jeep, Ram, Dodge and Fiat.
Ford’s sales dropped 6 percent as the company

cut back on discounts for the F-Series pickup,
which is the best-selling vehicle in the U.S.
Ford is trying to limit sales of the outgoing F-Se-

ries as it prepares to close its truck plants and
change over to a new, aluminum-sided F-150 pick-
up, which will go on sale late this year. F-Series
sales fell 11 percent in June to 60,560.
Other automakers said:
• Toyota’s sales rose 3 percent as the Camry and

Corolla sedans both posted double-digit gains.
Sales of the new 4Runner SUV were up 42 percent.
• Honda’s sales were flat. Sales of most models

declined, including the Odyssey minivan and CR-V
SUV, but sales of the Accord and Civic sedans were
up.
• Nissan’s sales were up 5 percent on strong

sales of the new Rogue SUV as well as higher car
sales. Sales of the Sentra were up 68 percent.
• Hyundai’s sales rose 4 percent on the strength

of the new Sonata sedan, which jumped 29.5 per-
cent.
• Subaru’s sales were up 5 percent on strong de-

mand for the new Forester, up 30 percent.

U.S. June Auto Sales Accelerate Forward
With 1.2 Percent Jump Over Last Year

by Jim Stickford

The folks with some very
good-looking cars last month
raised $6,500 for Leader Dogs for
the Blind.
The GMC Corvette Set club

held its annual car show and
fundraiser in late June at Canter-
bury Village in Lake Orion.
For the past decade, the club

has held its car show at Canter-
bury Village. Club president Tom
Hoelne said this year’s show was
“exceptional.”
“We had about 70 entries in

the contests,” Hoelne said. “We
also had about 70 Corvettes that
belonged to our members, but
weren’t part of any contest. So
there was a lot for Corvette fans
to see.
“I’d say that we had record

numbers of walk-ins, just people
who wanted to see the
Corvettes.
“I felt we had more people as

visitors than in past years, but

it’s really hard to get a count.
“This is our 10th year using

(Canterbury) as our venue for
the club’s annual show. Through
2013, we’ve raised $142,000 for
Leader Dogs for the Blind. I cred-
it having the show at Canterbury
Village for helping us raise so
much money.”
This year, Hoelne said, they

were able to raise $6,500 from
the silent auction held at the
show. Among the items auc-
tioned off were six tickets to the
2015 Indianapolis 500, as well as
items donated by Dollie Cole,
widow of GM legend Ed Cole,
who was president of the compa-
ny in the 1970s.
Wally Edgar Chevrolet in Lake

Orion has been a long-time spon-
sor of the event. Dealership GM
Mark Gratsch said he attended
this year’s show and that it was a
great show that helps a great
cause. He credits part of that
success to the setting of Canter-
bury Village.

Corvette Club’s Fundraiser
Nets $6,500; Goes to the Dogs

General Motors dealers deliv-
ered 267,461 vehicles in the Unit-
ed States in June. Total sales
were up 1 percent compared
with a year ago. Retail sales were
up 1 percent and fleet sales were
up 2 percent.
There were two fewer selling

days in June compared with a
year ago. On a selling-day adjust-
ed basis, GM’s total sales were
up 9 percent. Retail deliveries
were up 9 percent and fleet sales
were up 10 percent.

GM’s June Sales
Are Up 1 Percent

Chrysler last week reported
U.S. sales of 171,086 units, a 9
percent increase compared with
sales in June 2013 (156,686
units), and the group’s best June
sales since 2007.
The Jeep, Dodge, Ram Truck

and Fiat brands each posted
year-over-year sales gains in
June compared with the same
month a year ago, said Chrysler
spokesperson Ralph Kisiel.
The Jeep brand’s 28 percent

increase was the largest sales

Chrysler Sales
Rise 9 Percent

Ford Motor Company’s June
2014 U.S. sales of 222,064 vehi-
cles declined 6 percent from a
year ago. Retail sales of 145,989
vehicles declined 5 percent,
while fleet sales of 76,075 vehi-
cles declined 7 percent.
“Both the Fusion and Transit

Connect set records in June, con-
tinuing their sales momentum,”
said John Felice, Ford vice presi-
dent, U.S. Marketing, Sales and
Service.
“F-Series again topped 60,000

Ford Sales Down;
F-Series Gears Up
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By JOAN LOWY and TOM
KRISHER

WASHINGTON (AP) – Kenneth
Feinberg is prepared to pay out
billions of General Motors’ mon-
ey to victims of crashes in GM
small cars – provided they can
prove the cars’ ignition switches
caused the crash.
GM links 13 deaths to a defec-

tive ignition switch in cars such
as the Chevrolet Cobalt and Sat-
urn Ion. But trial lawyers and
lawmakers say claims of wrong-
ful death and injury could total
in the hundreds.
Feinberg, one of the country’s

top compensation experts, said
GM has placed no limit on the to-
tal amount he can pay to injured
people or relatives of those
killed. And he alone – not GM –
will decide how much they each
will get, even though he is being
paid by the company and it did-
n’t like some of the program’s
provisions.
Feinberg wouldn’t estimate the

ultimate cost for GM, saying he
has no idea how many death or
injury claims he will get. Based
on the methodology he plans to
employ, a large amount of claims
could mean a sum running into
the hundreds of millions of dol-
lars, if not billions.

“GM has basically said whatev-
er it costs to pay any eligible
claims under the protocol they
will pay it. There is no ceiling,’’
Feinberg said at a June 30 news
conference in Washington to an-
nounce details of the plan.
With the plan, GM is trying to

limit its legal liabilities, control
the damage to its image and
eventually move beyond the cri-
sis caused by its failure to cor-
rect the ignition switch problem
for more than a decade, even as
it learned of fatal crashes. The
company recalled 2.6 million old-

Feinberg Has Final Word on
GM Crash Victims’ Payouts

Kenneth Feinberg

CONTINUED ON PAGE 2
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er small cars earlier this year to
replace the switches.

Only those hurt in crashes
caused by the small-car ignition
switches are eligible, so the pro-
gram excludes other GM safety
problems. People filing claims
will have to prove that the
switches caused the crashes.
Once their claim is settled, they
give up their right to sue the
company.

Claims can be filed from Aug. 1
to Dec. 31. Once the filing is com-
pleted, Feinberg promises pay-
ment in 90 to 180 days in most
cases. People who previously
settled lawsuits with GM are eligi-
ble to apply for more compensa-
tion.

Feinberg said he will not con-
sider whether those injured in
crashes contributed to the cause
by drinking alcohol, speeding,
not wearing seat belts or other
behavior. But GM could use that
as a defense if the cases go to tri-
al, he said.

“We have no interest in evalu-
ating any alleged contributory
negligence on the part of the
driver,’’ he said.

In many cases, cars have been
destroyed and it will be difficult
to determine if the switches
caused the crash, Feinberg said.

“Unlike the 911 fund or the BP
oil spill fund, many of these acci-
dents occurred years ago,
decades ago,’’ Feinberg said. He
urged those seeking compensa-
tion to use police, hospital, insur-
ance and auto repair records to
buttress their claims. If the acci-
dent vehicle is still available,
that’s even better, he said.

Legal experts say GM has al-
most no defenses left in crash
lawsuits because it conceded the
switches are defective and that
its employees were negligent in
failing to recall the cars.

A GM-funded probe by an out-
side attorney blamed the delays
on a dysfunctional corporate cul-
ture and misconduct by some
employees. The company has
dismissed 15 workers in the case.

Feinberg said he also won’t
consider whether a crash hap-
pened before GM left bankruptcy
protection in July of 2009. Under
its bankruptcy deal, “New GM’’ –
the company that emerged from
court protection – is shielded
from claims stemming from
crashes that happened before
the bankruptcy. Those claims go
to “Old GM,’’ the remnants of the
company left behind in the bank-
ruptcy, which has few assets.

Crashes that occurred after
the bankruptcy could get big
judgments in court, so it may

take more money for Feinberg to
settle them.

The faulty ignition switches
can slip from “run’’ to “accesso-
ry,’’ unexpectedly shutting off
the engines. That knocks out
power steering and brakes and
can cause drivers to lose control.
In addition, the air bags won’t in-
flate due to lack of power, so they
won’t protect people in a crash.
Feinberg said if the air bags in-
flated, that negates a claim be-
cause that means the crash was-
n’t caused by the switch.

If air bag inflation is in doubt,
the claims still will be consid-
ered, Feinberg said.

Drivers, passengers, pedestri-
ans and occupants of cars hit by
GM vehicles are eligible for pay-
ment, Feinberg said.

Laura Christian, the mother of
an accident victim who attended
the news conference, said she
had evidence that 165 people
have died in accidents caused by
the ignition switch problem.

She also said there is evidence
that in some cases the driver
succeeded restarting the vehicle
moments before the crash, lead-
ing to air bag deployment. She
asked if Feinberg would consider
such cases.

“I will be glad to consider any-
thing you have,’’ Feinberg said.

Feinberg will follow the same
methodology he used when he
handled a $7 billion government
fund for victims of the Sept. 11,
2001, terrorist attacks. He has de-
tailed formulas setting payments
based on a victim’s age, earnings
potential and severity of injuries.

Those injured can either follow
the formula and get a quick pay-
ment, or try to justify a bigger
payment through “an individual
negotiation tied to the extraordi-
nary circumstances of the
claim,’’ Feinberg said. Claimants
still not satisfied after that can
sue GM.

Under Feinberg’s formula, for
example, relatives of a deceased
25-year-old earning $75,000 per
year who is married with two
children would get $5.1 million.
But the relatives could build a
case to get more, he said. Severe-
ly injured people could get more
money than some death cases,
Feinberg said. For example, a 40-
year-old earning $70,000 per year
who is married with no children
and became a paraplegic in a
crash would get $6.6 million un-
der the formula.

Feinberg will limit how much
he’ll pay people with less-serious
injuries, based on how long they
stayed in the hospital, similar to
the way he compensated victims
of the Boston Marathon bomb-
ings.

But there is no cap on poten-
tial payments to relatives of
those killed and people with cat-
astrophic injuries that caused
brain damage, amputation, seri-
ous burns or paralysis. Also,
Feinberg said it won’t matter if
drivers contributed to their
crashes by drinking alcohol, tex-
ting or failing to wear seat belts.

“GM has agreed that it cannot
challenge my ultimate determina-
tion,’’ Feinberg said. “They have
no right to appeal.’’

Those who want to punish GM
should go to court rather than fil-
ing a claim, Feinberg said. He
also said he will consider only in-
jury claims, not those for proper-
ty damage or loss of a car’s
value.

With the Sept. 11 fund, the av-
erage award to families of those
killed was $2.1 million through
2,880 claims. The fund also paid

an average of about $400,000
each for the 2,680 accepted
claims of injuries stemming from
the attacks. The smallest injury
award was $500, the largest $8.6
million, according to the report.
Only about 80 lawsuits rose from
the attacks.

GM said in a statement that
Feinberg’s plan shows it is taking
responsibility for what happened
to victims “by treating them with
compassion, decency and fair-
ness.’’

Feinberg acknowledged that
some people will question his
fairness, given that he was hired
by GM.

“The only way you overcome
that problem is by demonstrat-
ing through the awards that the
program is fair,’’ he said. “Money
is a pretty poor substitute for
loss. It’s the limits of what we can
do, unfortunately.’’

Feinberg Has Final Say on Payouts to Victims of GM Crashes
CONTINUED FROM PAGE 1

Chrysler is expanding a previ-
ous safety recall to install a more
robust WIN module detent ring
in the ignition key.

The recall is being made “out
of an abundance of caution,”
said Chrysler spokesman Nick
Cappa.

A previous recall in 2010 in-
cluded 196,000 Chrysler Town &
Country, Dodge Grand Caravan
and Dodge Journey vehicles
built Aug. 2, 2009, through June
17, 2010.

The expansion includes an ad-
ditional 695,957 vehicles manu-
factured Jan. 29, 2007, through
Aug. 1, 2009.

Vehicles equipped with an
FOB key may experience inad-
vertent ignition switch displace-
ment from the “run” to “accesso-
ry” position while driving.

If the switch is not fully en-
gaged in the “on” position of the
detent ring inside the module,
the spring-loaded switch may al-
low the key to spring past the
“on” position and into the “ac-
cessory” position. This action
will shut off the engine and pas-
sive restraint systems, including
air bags.

Cappa said Chrysler is un-
aware of any injuries related to
the expansion.

Chrysler dealers will, at no
cost to customers, install the
new WIN detent ring in affected
vehicles.

Chrysler will contact affected
customers and advise them
when service is available.

Nearly 700,000
Chrysler Vehicles
Being Recalled
For Ignition Key

DETROIT (AP) – The U.S. gov-
ernment’s road safety agency is
investigating complaints that the
rear axles can lock up on some
Dodge Ram pickup trucks, caus-
ing them to spin out of control.

The probe covers about
260,000 Ram 1500 trucks made in
the 2005 model year.

The National Highway Traffic
Safety Administration has 15
complaints from drivers that the
rear differential locked or the
driveshaft separated with little
or no warning, according to
NHTSA.

Seven drivers reported the
wheels locked up at speeds over
50 miles per hour. Two said the
trucks went into a spin.

No crashes or injuries have
been reported.

In one complaint from Febru-
ary 2013, a driver told NHTSA he
was on an interstate highway
when the driveshaft disconnect-
ed and the truck began to spin.

“It was five seconds of terror
that I thought would surely end
in disaster,” the driver wrote.
When the truck stopped it was
blocking an entrance ramp, and
the driver had to drag it to the
shoulder in speeding traffic, the
complaint said. “I was lucky that
I wasn’t killed,” he said.

NHTSA Looking
Into Dodge Ram
Driveshaft Issues

There are happy endings to
sad stories. Sometimes it just
takes a while to happen.

Just ask George Talley, who
was reunited with his prized ’79
Chevrolet Corvette at General
Motors’ world headquarters last
week, just three miles from
where the car was stolen from
him 33 years ago.

Talley, 71, last saw his
Corvette when it was parked on
Jefferson Avenue in 1981.

On June 13 of this year, more
than 30 years later, Talley re-
ceived a call from AAA informing
him his car had turned up in Hat-
tiesburg, Miss.

“It was a lucky day to hear that
my car had been found,” said Tal-
ley. “They told me it was running,
had 47,000 miles on it and was

all ready for me to pick up.”
Talley – a Corvette fan since he

saw his neighbor’s first-genera-
tion ’Vette in the 1950s – was for-
tunate to own three more
Corvettes, but the ’79 was always
his favorite.

Talley’s luck continued when
Mark Reuss, executive vice presi-
dent for GM Product Develop-
ment, heard his story on the
news and offered to ship the car
home to Detroit.

“George’s story brought a
smile to my face,” said Reuss.
“As a longtime Corvette owner
myself, I know the passion the
car inspires.

“I also knew that car belonged
home in Detroit, with its rightful
owner, and we could make that
happen.”

’Vette Owner Reunites with
His Car – 33 Years Later

George Talley and his recovered 1979 Chevrolet Corvette
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Five Chrysler Group products
landed atop their segments in
Strategic Vision’s annual Total
Quality IndexTM that measures
new vehicle owners’ overall ex-
perience and emotional connec-
tion with their vehicles.
“This is the second consecu-

tive year for Dodge Dart and Du-
rango to be recognized for Total
Quality, and it’s great news to
add Dodge Charger, Jeep Wran-
gler Unlimited and Ram
2500/3500 to the list of hon-
orees,” said Doug Betts,
Chrysler’s senior vice president
of Quality.
“Our quality efforts focus on

maximizing the things that excite
consumers about new vehicles,
while also minimizing any dis-
likes or inconveniences. These
holistic Total Quality awards
help reinforce Chrysler Group’s
ongoing product improvements.”
“Chrysler continues a strong

presence in Dodge Dart – a small
car segment co-leader with Mit-
subishi Lancer – and Dodge’s
Charger and Durango models in
their segments,” said Strategic
Vision spokesperson Susan John-
son.
“Ford continues to improve in

this study, having segment win-
ners in C-MAX Energi, Flex and
Expedition, along with Lincoln
MKZ Hybrid.”
Dodge Dart shared the lead for

total quality in the small car seg-
ment, while Dodge Charger and
Dodge Durango ranked highest
in the full-size car and mid-size
SUV segments, respectively.
The Jeep Wrangler Unlimited

earned the top spot in the entry
SUV segment and Ram 2500/3500
shared the highest score in the
heavy-duty truck category.
Johnson said the San Diego-

based Strategic Vision’s Total
Quality Index score is a holistic
measure that encompasses posi-
tive and negative product experi-
ences, including reliability, actu-

al problems, driving excitement
and other measures that collec-
tively are energized by the emo-
tional response associated with
the aggregate of all those experi-
ences – hence, Total Quality.
Other Detroit automakers who

had vehicles finish first included
the Chevy Volt, which won the
mid-size alternative powertrain
car category.
The Ford C-MAX Energi fin-

ished first in the Small alterna-
tive powertrain car segment.
The F-150 was number one in

the full-size pickup segment with
a total quality score of 892, just
beating the Toyota Tundra,
which had a score of 891 and the
GMC Sierra 1500, which had a
score of 890.
The Lincoln MKZ Hybrid won

the near-luxury alternative pow-
ertrain car category and the
Corvette was tops in the premi-
um coupe segment.
The Ford Flex was first in the

mid-size SUV segment, followed
by the Ford Expedition, which
won its full-size utility category.
The Big Three did well in the

heavy-duty category.
The Ford F-250/350 had the

best quality score of 868, but was
closely followed by the Chevy Sil-
verado 2500/3500, which had a
score of 867.
Ram wasn’t about to be left be-

hind. The Ram 2500/3500’s score
was 866.

The Fiat brand was awarded
seven prestigious “Lion” awards
during the 2014 Cannes Lions In-
ternational Festival of Creativity,
the world’s biggest celebration of
creativity in communications.
The Fiat Brand received a Sil-

ver “Lion” in the “Outdoor/Tran-
sit” category for its FIATski (wa-
tercraft) campaign in the United
States.
In addition to the U.S award,

Fiat Automóveis was awarded
with five Lions in the festival, in-
cluding one in the Innovation cat-
egory, the first one for any Brazil-
ian company.
In Italy, the commercial

“Yacht” was granted a bronze in
the “TV & CINEMA FILM” in the
“Cars” category.
“The Fiat brand made a big

splash this year at the Cannes Li-
ons International Festival of Cre-
ativity,” said Olivier Francois,
Chrysler Group’s chief marketing
officer and Fiat Group Automo-
biles’ head of Fiat Brand.
“We strive to create compelling

campaigns that speak the lan-
guage of Fiat globally, and to be
recognized with seven ‘Lions’ is a
tremendous honor.”
In the U.S., the “FIATski” activa-

tion was an extension of the Fiat
brand’s 2012 “Immigrants/Sexy
People (The Fiat Song)” advertis-
ing campaign, which announced

the brand’s arrival in America
with the Fiat 500 diving into the
sea in Italy and re-emerging onto
U.S. shores.
To extend the idea in the

biggest way possible, the entire
Fiat 500 family, including the Fiat
500, Fiat Abarth and Fiat 500L,
was turned into watercraft.
The Fiats on water skis zipped

across the United States during
the summer of 2013, including in
Miami, Huntington Beach, Chica-
go and San Francisco.
The FIATskis were seen by

more than 100,000 fans on hand
in July for the 2013 U.S. Open of
Surfing in Huntington Beach,
Calif.
In San Francisco, the water-

craft buzzed the harbor during
the America’s Cup, shot over to
the Golden Gate Bridge and end-

ed up in McCovey Cove to make
an appearance with fans at a
Giants baseball game.
They even emerged in Chicago

along the Lake Michigan water-
front, and circled tourist’s boats
on the Chicago River en route to
an encore at the Lollapalooza
Music Festival.
And in November 2013, the FI-

ATskis escorted the Italian cruise
ship MSC Divina for its maiden
voyage into its new Miami home-
port.
“In the end, all six Fiat water-

craft made an unforgettable
statement – the Italians are here,
and they’re here to party,” Mor-
gan said.
The Fiat brand’s FIATski (wa-

tercraft) campaign was created
in partnership with Dallas-based
The Richards Group.
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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

The FIATski promotion, seen here on the Chicago River, won Cannes Festival’s “Lion” awards.

Fiat Makes Big Splash at Cannes Festival

Chrysler Leads 5 Segments
In Owner Experience Study



sales and is tracking to our in-
ventory plan with the lowest in-
centives among the major play-
ers in the segment.”
Ford sales analyst Erich Merkle

says the sales number decline
came as no surprise to the com-
pany.
“It didn’t come as a surprise,

simply because when you start
taking a look at what we’re hav-
ing to do with F-Series, we’re hav-
ing to manage our inventory to-
day, so we have to maximize our
production output and grow our
inventory volume, so we’re
pulling back on some of our F-Se-
ries spending, which creates a
lower number,” Merkle said.
“F-Series was down about 11

percent, but that is by design so
that we can allow our inventories
to actually increase between now
and the fall as we go into the
changeover and we take down
our plants for the changeover to
the all-new F-150.”
Fusion sales totaled 27,064 ve-

hicles last month – a best-ever
June performance. Fusion retail
sales are up 22 percent and 14
percent overall. Fusion continues
to outperform in the West, with
retail sales up 24 percent in that
region.
“Fusion continues to really

perform in the West,” Merkle
said. “In the Western region of
the country Fusion was up 24
percent. And we are having
record retail sales results for the
first half of this year coming out

of the Western region of the
country.”
Transit Connect posted a best-

ever sales month, following
record sales in May.
Transit Connect sales totaled

4,573 vehicles – a 29 percent gain
over 2013. Retail sales increased
55 percent, with strong sales
coming from Transit Connect
Wagon.
Deliveries of Ford’s new Tran-

sit van began at the end of June,
with total sales of 490 vehicles.
Merkle said as Ford goes for-

ward in 2014, the company will
continue to manage F-Series in-
ventories.
“We have to make sure that we

have higher levels of inventory
as we go into the changeover,”
Merkle said.

Ford’s June Sales Down; F-Series Gears Up
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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

NOWOPEN•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
VanDyke&MetroPkwy
586-268-0800
SubwayChrysler
38111 Van Dyke
586-268-6900

Applewood Pulled Pork

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

CONTINUED FROM PAGE 1

Chevrolet made its debut on
Interbrand’s 2014 Top 100 Best
Global Green Brands report,
ranking No. 89.
The report, produced by the

world’s leading brand consultan-
cy, Interbrand, measures market
perception and actual environ-
mental performance of a compa-
ny and its products, said Chevy
spokesperson Sharon Basel.
“What was most compelling

about Chevrolet’s data was the
very small gap between public
perception and environmental
performance,” said Jez Framp-
ton, Interbrand’s global CEO.
“The company is not only ac-

tively demonstrating its environ-
mental commitment, it’s commu-
nicating those efforts in an au-
thentic way that resonates with
customers.”
Interbrand cited Chevrolet’s

vehicles and how they are made,
as well as governance, as stand-
out items in its environmental
performance.
The report stated that Chevro-

let sets leadership for sustain-
ability at the highest levels of the
company and makes public com-
mitments to reduce its carbon
footprint.
Since launching the Cruze less

than four years ago, Chevrolet’s
share of small, compact and mini
car segments has tripled.
Nearly half of Chevy Spark,

Sonic and Cruze buyers were
new to Chevrolet, said Basel.
“People want to buy fuel-effi-

cient cars from companies that
share their social and environ-
mental values,” said Alan Batey,
General Motors senior vice presi-
dent of Global Chevrolet.
“Chevrolet is engineering inno-

vative technologies into all of our
vehicles to improve fuel econo-
my, and our customer-driven
sustainability philosophy is driv-
ing many new customers to our
dealerships.”
Some of Chevrolet’s fuel-effi-

cient vehicles include:
• The Chevrolet Spark EV, an

electric car sold in California and
Oregon, featuring best-in-
segment torque, Basel said.
Priced at $19,995 with full fed-

eral incentives, it is one of the
most efficient and affordable
electric vehicles available, she
added.
• The Chevrolet Volt, the best-

selling U.S. plug-in electric vehi-
cle in 2012 and 2013, reduced the
nation’s gas consumption by 25
million gallons since its launch.
Typically driving more than 970
miles between fill-ups, owners
save $1,450 in annual fuel costs
with no change in daily driving
habits, said Basel.
• The Chevrolet Cruze, the

brand’s best-selling passenger

car around the world, features an
Eco model that achieves an EPA-
estimated 42 mpg highway.
The Chevy Cruze’s diesel

model achieves the best highway
fuel economy of any non-hybrid
vehicle with an EPA-estimated
46 mpg highway and segment-
leading 151 horsepower, Basel
said.
Chevrolet’s most aggressive

product transformation in its his-
tory resulted in record global
sales in 2013, with nearly 5 mil-
lion units, Basel said.
Beyond reducing the environ-

mental impact of its manufactur-
ing facilities through increased
renewable energy or landfill-free
initiatives, the brand is impact-
ing communities across the U.S.
with its voluntary carbon-reduc-
tion initiative.
“Chevrolet has supported

many projects such as enabling
colleges to reinvest in clean-ener-
gy technologies to helping truck-
ers avoid idling their engines at
rest stops,” Batey said.

GM in Top 100 Best Global Green Brands

2014 Chevy Volt

As vehicles become an integral
part of the Internet of Things,
Ford and Intel are researching
new opportunities for the con-
nected car.
One of those opportunities

gives drivers the ability to re-
motely peer into their car using a
smartphone.
Another is a vehicle that could

identify its owner using facial
recognition software.
The joint research project,

called Mobile Interior Imaging, or
Project Mobii, explores how inte-
rior-facing cameras could be in-
tegrated with sensor technology
and data already generated with-
in and around the vehicle to
create a more personalized and
seamless interaction between
driver and vehicle that trans-
forms the driving experience,
said Ford spokesperson Emily
Olin.
The Mobii research was a col-

laboration between Intel ethnog-
raphers, anthropologists and en-
gineers alongside Ford research
engineers, and incorporates per-
ceptual computing technology to
offer a more enjoyable and intu-
itive vehicle experience, said Olin.
“Our goal with the Mobii re-

search is to explore how drivers
interact with technology in the
car and how we can then make
that interaction more intuitive
and predictive,” said Paul Mas-
carenas, chief technical officer
and vice president, Ford Re-
search and Innovation.
“The use of interior imaging is

purely research at this point;
however, the insights we’ve
gained will help us shape the
customer experience in the long
term.”
Ford now uses exterior vehicle

cameras for driver-assist fea-
tures such as lane-keeping assist
and lane departure warning. The
Mobii research examines new ap-

plications for interior cameras,
including driver authentication,
Olin said.
The use of facial recognition

software offers improved privacy
controls, and enables Project
Mobii to identify different drivers
and automatically adjust fea-
tures based on an individual’s
preferences.
“As a trusted technology

leader and innovator, Intel un-
derstands the challenges au-
tomakers are facing and is a com-
mitted partner in this unprece-
dented opportunity,” said Doug
Davis, vice president, Internet of
Things Group at Intel.
“Project Mobii is a great exam-

ple of Intel collaborating with
Ford to help enable a secure,
more connected driving experi-
ence.”
Upon entering the vehicle, the

driver is authenticated by Proj-
ect Mobii through a front-facing
camera using facial software
recognition. The in-car experi-
ence is then “personalized” to
display information specific to
that driver, such as calendar, mu-
sic and contacts.
If Project Mobii does not rec-

ognize the driver, a photo is sent
to the primary vehicle owner’s
smartphone. That owner can
then set permissions and specify
features that should be enabled
or disabled.
If the driver is the child of the

vehicle owner, for example, re-
strictions could be automatically
set to require safety belt use and
to limit speed, audio volume or
mobile phone use while driving.
Gesture recognition software

enables intuitive interaction for
the driver. A combination of nat-
ural gestures and simple voice
commands can simplify such
tasks as turning the heat up and
down, or opening and closing a
sunroof while driving.

Ford, Intel Researchers Team
To Personalize Connectivity

PHILADELPHIA (AP) – A jury
ordered Honda Motor Co. to pay
$55.3 million for a rollover acci-
dent that left a Pennsylvania man
paralyzed, but the car company
said June 27 it would appeal.
Lawyers for Carlos Martinez,

57, of York, argued during a nine-
day trial that a faulty seat belt
design in his Acura Integra
caused the permanent injuries
he suffered in 2010.
Martinez was driving to work

in suburban Baltimore when a
tire blew out and he lost control
of the car, said his attorney,
Stewart Eisenberg. The seat belt
failed to prevent Martinez’s head
from hitting the roof of the car as
it rolled over, the lawyer said.
Acura is a division of Honda. A

spokesman for the company de-
nied any problems with the
“proven restraint system used by
virtually every manufacturer.”

“The evidence here clearly es-
tablished that there is no vehicle-
based defect that caused Mr.
Martinez’s injuries,” Honda
spokesman Chris Martin said.
Eisenberg contended Honda

knew such an injury was possi-
ble based on seat belt testing it
conducted in 1992.
Damages awarded by the

Philadelphia jury on June 26 in-
clude money for pain and suffer-
ing, future medical expenses,
loss of consortium and loss of
earnings. Martinez, a married fa-
ther of four, worked in construc-
tion as a glazier but is now para-
lyzed from the chest down.
“All of a sudden, their life is de-

stroyed by this accident,” said
Eisenberg.
Martinez’s nephew, a passen-

ger in the car, was wearing his
seatbelt but was not injured,
Eisenberg said.

Jury Blames Faulty Seat Belt
For Paralysis After Crash
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He had to beat all three of
his Don Schumacher Racing
teammates to earn it, but Matt
Hagan drove his Mopar Express
Lane Dodge Charger R/T to a
much needed Funny Car title win
at the 17th annual Route 66 Na-
tional Hot Rod Association
(NHRA) Nationals near Chicago
June 29.

“It’s just good to turn on four
win lights again,” said Hagan,
whose 11th career win helped
extend Mopar’s recent string of
victories, in either the Pro Stock
or Funny Car class, to six nation-
al events. “It’s not been as long
as some people, but it was long
enough. Hopefully, we can carry
this momentum on but we just
have to enjoy the moment right
now. It does make you realize
how hard these wins are to get
and when it does come together
you don’t want the day to go
away.”

Pietro Gorlier, president and
CEO of Mopar, Chrysler’s serv-
ice, parts and customer-care
brand, said, “Congratulations to
Matt Hagan for getting back on
track with his second final round
appearance of the year with this
win at Joliet aboard the Mopar
Express Lane Dodge Charger
R/T.

“We look forward to watching
Matt and his Don Schumacher
Racing teammates contend for
more wins this season in cele-
bration of 50 incredible years of
426 Race Hemi.”

Hagan snapped an 11-race win-
less streak by driving past team-
mate Jack Beckman and oppo-
nent Bob Bode on his way to a
semifinal showdown against his
other fellow HEMI-powered
teammate, Ron Capps.

It was also the first time this
racing season that three DSR
Dodge Charger R/T machines
have advance to the semi-finals.

It took a hole shot win against
Capps for Hagan to advance to
his second final round elimina-
tion since his runner-up finish in
the 2014 Mello Yello Drag Racing
Series season opener.

Hagan rose to the occasion
and defeated Tommy Johnson Jr.
in an all-Mopar final, to become
the first DSR driver to defeat all
three teammates en route to an
event title.

Bolstered by consecutive title
wins at the last two national
events by DSR teammates John-
son and Capps, Hagan and his
Mopar crew brushed off six first-
round losses to score their first
victory of the season and the
first trip to the winner’s circle
since the 2014 season finale in
Pomona.

“It’s been a humbling year for
us,” said Hagan, who climbs
from 10th to eighth in the Funny
Car points standings with his ef-
forts last weekend.

“Last year, we came out and
won five races and you think
that you’re going to set the
world on fire the following year.
We just kind of fell off. These
guys have been keeping after it.”

With his runner-up finish,
number-one qualifier Johnson
moved into second place in
the standings behind points
leader Robert Hight and will look
to keep the momentum
going through the fourth event
in as many weeks in Norwalk,
Ohio.

“I wanted to win, but if you
look at the weekend as a whole,
it was great,” said Johnson, who
also posted his first run under
the four-second barrier in quali-
fying on Saturday.

“We got into the 3’s, we were
number one, and we went to the
finals. The Make-A-Wish team is
so good that it’s hard not to be
disappointed with a runner-up,
but you take a look back at it and
have to think, okay, we did really
well.”

Matt Hagan Races
Mopar Charger
To NHRA Victory
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FIAT of LakesideFIAT of Lakeside
LIFE IS BEST WHEN DRIVEN
LEASE SPECIALS!

Everyones Price
$13,065*

888-566-4760
www.FIATofLakeside.com • 18181 Hall Rd. • Macomb. MI 48044
*Price includes any and all rebates & discounts assigned to dealer. Payments are plus tax, title and plates, security deposit may be required by lender. $352.00 or more due at signing on the 500L. Financing thru Chrysler Capital. **For quailified Chrysler
Employee. **Price includes any and all rebates & discounts assigned to dealer. Payments are plus tax, title and plates. $307.00 due at signing on the 500L. Financing thru Chrysler Capital. Vehicles shown may not be actual vehicle. Sale ends 6/30/14

The has arrived 4 Door, 5 Passenger.
Family Vehicle

FIAT Sport
Hatch Back

FIAT c
Abarth Cabrio

FIAT POP
Hatch Back

Manual Transmission • Sunroof

Everyones Price
$13,904*

Everyones Price
$21,211*

Stk. #31540
MSRP $19,400Stk. #31028

MSRP $18,450
Stk. #35012
MSRP $29,250

– 2013 CLEARANCE SALE –

Employee Lease
$307**

24 Month/10K

Everyones Lease
$352*

or slightly higher
24 Month/10K

NNEEWW22001144
DDOODDGGEEDDAARRTT SSXXTT

2244 MMOO.. 11--PPAAYY LLEEAASSEE

$$$$3333,,,,99999999555500000000
2244MMOONNTTHH LLEEAASSEE

$$$$9999999999991111****
$$22,,226622..7700 DDUUEE AATT SSIIGGNNIINNGG

NNEEWW22001144
DDOODDGGEE CCHHAARRGGEERR
RR//TT

RREEMMOOTTEE SSTTAARRTT,,
HHEEAATTEEDD SSEEAATTSS,, 2200”” CCHHRROOMMEE
WWHHEEEELLSS,, 88..44”” TTOOUUCCHH SSCCRREEEENN

MMEEDDIIAA CCEENNTTEERR
SSTTKK.. ##4488110033

NNEEWW22001144
RRAAMM11550000
CCRREEWWCCAABB

2200”” WWHHEEEELLSS
HHAASS AA HHEEMMII

SSTTKK.. ##4499115566

2244 MMOO.. 11--PPAAYY LLEEAASSEE

$$3333,,,,555599999999**
JJUUSSTT AADDDD TTAAXX

2244 MMOONNTTHH LLEEAASSEE

$$1111111199998811**
$$11,,664400..8866 DDUUEE AATT SSIIGG

NNIINNGG
OORR LLEESSSS

NNEEWW22001144
DDOODDGGEE JJOOUURRNNEEYY
RR//TT

SSTTKK.. ##44--33332200

NNEEWW22001144
DDOODDGGEE GGRRAANNDD
CCAARRAAVVAANN

RROOAADD TTRRIIPP TTIIMMEE!! SSTTKK.. ##4466117755

3300TTHH AANNNNIIVVEERRSSAARRYY EE
DDIITTIIOONN

NNEEWW22001144
DDOODDGGEE
DDUURRAANNGGOO SSTTKK.. ##4477009911

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. Expires 7/7/14.

IN WARRENIN WARREN

EEEEAAAASSSSYYYY TTTTOOOO GGGGEEEETTTT TTTTOOOO…………EEEEAAAASSSSYYYY TTTTOOOO DDDDEEEEAAAALLLL WWWWIIIITTTTHHHH FFFFOOOORRRR OOOOVVVVEEEERRRR 55550000 YYYYEEEEAAAARRRRSSSS!!!!!!!!!!!!

2244 MMOO.. 11--PPAAYY LLEEAASSEE

$$3333,,,,7777777711110066**
JJUUSSTT AADDDD TTAAXX

2244 MMOONNTTHH LLEEAASSEE

$$1111222222223355**
$$11,,448822..8877 DDUUEE AATT SSIIGG

NNIINNGG
OORR LLEESSSS

PPUURRCCHHAASSEE

$$11117777,,,,999999996666**

2244 MMOONNTTHH LLEEAASSEE

$$1111777777775544**
$$22,,998888..1199 DDUUEE AATT SSIIGG

NNIINNGG
OORR LLEESSSS

PPUURRCCHHAASSEE

$$22225555,,,,888899997777**
2244 MMOONNTTHH LLEEAASSEE

$$1111888811119999**
$$22,,999999..9911 DDUUEE AATT SSIIGGNNIINNGG

EEVVEERRYYOONNEE
QQUUAALLIIFFIIEESS!!

RREEMMOOTTEE SSTTAARRTT,,
HHEEAATTEEDD SSEEAATTSS &&

HHEEAATTEEDD SSTTEEEERRIINNGG WWHHEEEELL
IINNCCLLUUDDEEDD

SSTTKK.. ##4422005500

2244 MMOO.. 11--PPAAYY LLEEAASSEE

$$3333,,,,0000666677776644**

JJUUSSTT AADDDD TTAAXX

2244 MMOONNTTHH LLEEAASSEE

$$1111222244440055**
$$998844..4499 DDUUEE AATT SSIIGGNN

IINNGG

PPOOWWEERR SSEEAATTSS
77 PPAASSSSEENNGGEERR SSEEAATTIINNGG
&& ZZOONNEE AAUUTTOOMMAATTIICC

TTEEMMPPEERRAATTUURREE CCOONNTTRROOLL

Chrysler is offering some of its
most sophisticated engine tech-
nology as standard in vehicles
that won’t break the bank of its
customers.
That’s how Chrysler spokes-

person Kathy Graham describes
the Engine Stop-Start (ESS) tech-
nology that’s now standard
equipment on certain models of
the 2015 Jeep Cherokee mid-size
SUV and 2015 Chrysler 200 mid-
size sedan.
Chrysler 200 customers who

opt for the 2.4-liter Tigershark I-
4, and Jeep Cherokee customers
who choose the available 3.2-
liter Pentastar V6 will experience
estimated fuel-economy im-
provements of up to three per-
cent, compared with the conven-
tional vehicle-engine pairings,
Graham said.
“We’re taking highly efficient

engines and upping the ante to
further benefit our customers,”
said Mike Duhaime, global direc-
tor of Electrified Powertrain
Propulsion Systems.
“ESS leverages intricate con-

trol strategies to deliver a superi-
or driving experience, as well as
the expected fuel savings and
emissions reduction.”
ESS applications in the

Chrysler 200 and Jeep Cherokee
will account for an estimated C02
emissions-reduction of up to
three percent, Duhaime said.
Availability in the popular Jeep

Cherokee is scheduled for third
quarter, Graham said. ESS arrives
the following quarter in the new
Chrysler 200.
The technology made its NAF-

TA-region debut in the Ram 1500
full-size pickup. ESS accounts for
a one-mpg city-cycle fuel-econo-
my gain in the Ram, the most
fuel-efficient truck in its segment,
Duhaime said.
“At the heart of ESS is a high-

speed/high-durability starter
that reduces crank time, culmi-
nating in quicker restarts,”
Duhaime said. “Its function is
regulated by algorithms that act
on a vehicle’s powertrain and
chassis components.
“As a result, acceleration is al-

ways aligned with driver inputs.
Passive accelerator application
is met with measured throttle re-
sponse. Hard inputs trigger ag-
gressive starts. And there’s no
waiting for either.”
ESS works this way, said

Duhaime. Engine controls con-
stantly monitor vehicle speed.
When the vehicle brakes to a
stop, fuel flow is cut and the en-
gine turns off – events that save
gas and reduce emissions,
Duhaime said.
Beefier batteries maintain oth-

er vehicle systems so in-cabin
comfort is unaffected. When the
brake pedal is released, the en-
gine automatically restarts and
the nine-speed automatic trans-
mission is engaged – all within
0.3 seconds.
If a driver chooses to forgo the

benefits of ESS, the feature can
be deactivated with the push of a
button, and then reactivated.
Efficiency is the hallmark of

the Tigershark and Pentastar en-
gine families, Graham said. ESS
just complements these attri-
butes.
The 16-valve, 184-hp 2.4-liter

Tigershark comes standard in
the new 2015 Chrysler 200. The
slickly engineered I-4 also fea-
tures the unique MultiAir2 elec-
tro-hydraulic fully variable valve-
lift system.
Exclusive to Chrysler Group in

North America, MultiAir technol-
ogy uses a column of oil in place
of the traditional mechanical link
between the camshaft and intake
valves. Sophisticated electronic
control of the MultiAir compo-
nents maximizes intake manifold
pressure, significantly reducing
pumping losses.
MultiAir2 takes the innovation

further by simultaneously con-
trolling both valve opening and
closing events to more effective-
ly manage combustion quality.
This ensures the appropriate, ef-
fective compression ratio and ef-
ficient internal exhaust-gas recir-
culation (EGR) for improved fuel
economy.
The new 2015 Chrysler 200 is

the world’s first mid-size sedan
to feature a nine-speed automat-
ic transmission, Graham said,
which comes standard and con-
tributes to a fuel-economy gain
of up to 13 percent compared
with the outgoing car and its
four-speed gearbox.
The high-tech transmission –

which also comes standard in
the Jeep Cherokee – dispenses
power smoothly, Graham said.
Such performance is made possi-
ble because the ratio steps be-
tween its gears are smaller than
those of other transmissions.
The Cherokee’s available 271-

hp 3.2-liter Pentastar V6 is de-
rived from the acclaimed 3.6-liter
Pentastar V6, named three times
one of Ward’s 10 Best Engines,
Graham said. The smaller-dis-
placement V6 helps the Chero-
kee deliver fuel-economy im-
provements of up to 30 percent,
compared with the model it re-
places.
Individual exhaust-manifold

runners are integrated into the
aluminum cylinder-head casting,
a key Pentastar-family differen-
tiator. This design feature re-
duces weight and affords packag-
ing benefits.
The 24-valve engine’s 10.7:1

compression ratio aids in lower-
ing fuel consumption and im-
proves performance while its
variable-displacement oil pump
further reduces parasitic losses
to maximize fuel economy. The
pump is programmed to operate
as needed, staying in low-pres-
sure mode below 3,500 rpm, and
then bumping up pressure as de-
mand follows engine speed.

Stop-Start Now Available on
Jeep Cherokee, Chrysler 200

Edmunds.com has named the
2014 Jeep Wrangler, 2014 Dodge
Challenger and 2014 Ram
ProMaster winners of its
2014 Best Retained Value
Awards.
The three Chrysler Group ve-

hicles earned awards in the fol-
lowing categories:
• 2014 Jeep Wrangler: Com-

pact SUV;
• 2014 Dodge Challenger: Mid-

size/Large Coupe;
• 2014 Ram ProMaster: Com-

mercial Van.
“Chrysler Group is honored to

accept these awards from Ed-
munds.com,” said Doug Betts,
Chrysler senior vice president of
Quality.
“Great resale value reflects the

strengthening of our brands and
the improvements in the cus-
tomer satisfaction and quality
for these award-winning prod-
ucts.”
Eligibility for this year’s Best

Retained Value Awards included
all 2014 model-year vehicles that
were launched by the end of
2013; those that Edmunds had at
least three months of True Mar-
ket Value (TMV) data; and those
that had unit sales in February
2014 that were at least 20
percent of the average unit
sales for the models in its seg-
ment.
Edmunds.com determined

each model’s segment based on
its body type, the size of the ve-
hicle within its body type seg-
ment and the model’s competi-
tive luxury or non-luxury class,
said Chrysler spokesperson
Gabrielle Schulte.

Three Chrysler
Vehicles Earn
Value Awards
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CADILLAC A Prestige Automotive
Group Company

Showroom Hours: Mon. & Thurs. 8:30 a.m.-8 p.m. • Tue., Wed., & Fri. 8:30 a.m.-6 p.m. • Sat. 10 a.m.-4 p.m.

8333 EAST 11 MILE ROAD • I-696 & VAN DYKE • 888-548-8939
Visit our website: www.PrestigeCadillac.com for all our specials
* Tax, title, license and dealer fees extra. No security deposit required. Mileage charge of $.25 per mile over 30,000 miles. GM Financial must approve lease.

Lessee pays for excess wear and tear charges. All applicable rebates to dealer. Photo may not represent actual vehicle. Must show proof of current lease of a 2004 or newer
Cadillac vehicle and lease eligible new 2014 Cadillac. With purchase of 2014-2015 Cadillac ATS, CTS, ELR, Escalade, SRK or XTS (Not W30).

3 payments up to $1,500 is max on Cadillac and 3 payments up to $1,200 is on all other GM products. Take delivery by 7/31/14.

CURRENT CADILLAC LESSEES JUSTANNOUNCED

LEASE PULL-AHEAD
IS BACK!

WE’LL COVER UP TO 3 PAYMENTS – UP TO $1,500*

ATTRACTIVE
LEASE

AND PURCHASE
OFFERS

NOWAVAILABLE
Includes Cadillac
Premium Care
Maintenance for

4 Years or
50,000 Miles1

JOHN DEGRANDE
Sales & Leasing Consultant • 39 years experience

CADILLAC
Download our app

for additonal savings

2014 CTS SEDAN AWD
NAVIGATION, LEATHER SEATING
PACKAGE, HEATED DRIVER &
PASSENGER SEATS STANDARD

$2399 due at signing plus 1st payment, tax, title, plate & doc. No sec. deposit required.
Non-GM Vehicle Lease Conquest must own or lease 2004 or newer non-GM vehicle

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $52,430
$464
$454
$399

2014 XTS FWD
SEDAN STANDARD
COLLECTION

$999 due at signing plus 1st payment, tax, title, plate & doc. No sec. deposit required.
Non-GM Vehicle Lease Conquest must own or lease 2004 or newer non-GM vehicle

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $45,665
$457
$449
$399

2014 SRX FWD
CROSSOVER STANDARD

$2599 due at signing plus 1st payment, tax, title, plate & doc. No sec. deposit required.
Non-GM Vehicle Lease Conquest must own or lease 2004 or newer non-GM vehicle

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $38,530
$356
$341
$299

2014 CTS COUPE AWD

$999 due at signing plus 1st payment, tax, title, plate & doc. No sec. deposit required.
Non-GM Vehicle Lease Conquest must own or lease 2004 or newer non-GM vehicle

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $42,535
$328
$317
$272

2014 ATS 2.0L TURBO
POLISHED WHEELS & WHEEL LOCKS
STANDARD

$2999 due at signing plus 1st payment, tax, title, plate & doc. No sec. deposit required. Non-GM Vehicle Lease
Conquest must own or lease 2004 or newer non-GM vehicle

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $36,870
$314
$308
$299

OUR LADY OF THE LAKES SCHOOLS
Waterford, Michigan

PRE-K – 12TH GRADE

Proudly supporting international automotive families
while hosting and educating their students.

Our Lady of the Lakes has been enjoying the diversity
and cultural exchange between international students

and our local student population.
• Award winning academics • Championship sports programs

• Instilling knowledge & leadership • ESL support available.
99% of our students attend the college of their choice.

For more information please call or email:
Janet Gerula – Cell: 248.892.7005

Laker73@comcast.net

BorgWarner has pledged
$150,000 in continued support of
the SAE Foundation and STEM
Education through 2016, said
SAE spokesperson Shawn
Adreassi.

The support and monies pro-
vided by BorgWarner Inc. will ex-
pand A World In Motion’s stu-
dent reach in Seneca, S.C., and
will be used to help promote the
continued awareness, funding
and distribution of SAE Interna-
tional’s education programs.

Such unrestricted funding al-
lows the SAE Foundation to take
advantage of emerging opportu-
nities, ideas and innovations re-
lated to its mission, said Adreas-
si.

“We are very pleased that
BorgWarner will continue their
support of the SAE Foundation
and SAE’s STEM education pro-
grams,” Lori Gatmaitan, director,
SAE Foundation said.

“SAE is a recognized leader for
innovative programs supporting
the advancement of science,
technology, engineering and
mathematics education, and that
can only be done through the
support of our generous part-
ners.

“BorgWarner serves as an ex-

cellent example of that, and we
very much appreciate their sup-
port.”

As a leader in powertrain inno-
vation, said Scott D. Gallett,
BorgWarner’s marketing vice
president, BorgWarner recog-
nizes the importance of investing
in technical education for the
next generation of engineers who
will transform the auto industry.

He added that BorgWarner be-
lieves that encouraging achieve-
ment in science and mathemat-
ics, as well as providing opportu-
nities to apply these skills
through engineering, is critical
for creating the environmentally
friendly, efficient, powerful and
sustainable vehicles of the fu-
ture.

“BorgWarner is proud to be a
long-term supporter of the SAE
Foundation,” said Gallett. “Con-
tinuing to provide financial and
in-kind support is an easy deci-
sion considering the STEM edu-
cation issues facing our industry
and the entire country.

“There are many different or-
ganizations working on STEM ed-
ucation solutions, but the SAE
Foundation’s programs have
proven to be effective and pro-
vide tangible results.”

BorgWarner Offers $150K
To Support SAE Foundation

An executive of Japan-based
Denso Corp. has agreed to plead
guilty and to serve one year and
one day in a U.S. prison in con-
nection with the Antitrust Divi-
sion’s investigation into a con-
spiracy to fix the prices of instru-
ment panel clusters, also known
as meters, installed in cars sold
in the United States and else-
where, the Department of Justice
announced.

A one-count felony charge was
filed on June 27, 2014, in the U.S.
District Court for the Eastern Dis-
trict of Michigan in Detroit
against Satoru Horisaki, a group
leader in Denso’s Utsunomiya
Branch Office.

According to the charge, Ho-
risaki, a Japanese national, par-
ticipated in the conspiracy from
in or about 2009 to in or about
February 2010, by agreeing upon
bids and prices for, and allocat-
ing the supply of, automotive in-
strument panel clusters sold to
Honda of America Manufacturing
Co. Inc., in the United States and
elsewhere.

In addition to the prison sen-
tence, Horisaki has agreed to pay
a $20,000 criminal fine and to co-
operate with the department’s
ongoing investigation. The plea
agreement will be subject to
court approval.

“This charge is the latest effort
by the Antitrust Division to hold
executives accountable for en-
gaging in anti-competitive con-
spiracies that do real harm to the
U.S. economy,” said Brent Sny-
der, Deputy Assistant Attorney
General for the Antitrust Divi-
sion’s criminal enforcement pro-
gram.

“The conspirators undermined
a competitive bidding process by
meeting to discuss and agree on
price quotations.”

Instrument panel clusters are
the mounted array of instru-
ments and gauges housed in
front of the driver of an automo-
bile.

In March 2012, Denso pleaded
guilty and was sentenced to pay
a $78 million criminal fine for its
role in conspiracies to fix the
prices of heater control panels
and electronic control units used
by automobile manufacturers.

Horisaki is the sixth Denso ex-
ecutive to be convicted in the An-
titrust Division’s investigation in-
to the automotive parts industry.

To date, 36 individuals, includ-
ing Horisaki, have been charged
in the department’s ongoing in-
vestigation into price fixing and
bid rigging in the auto parts in-
dustry.

Additionally, 27 companies
have pleaded guilty or agreed to
plead guilty and as a result of
these pleas, have agreed to pay
a total of more than $2.3 billion in
fines to the federal govern-
ment.

Horisaki is charged with price
fixing in violation of the Sherman
Act, which carries a maximum
sentence of 10 years in prison
and a $1 million criminal fine for
individuals.

According to federal law, the
maximum fine for an individual
may be increased to twice the
gain derived from the crime or
twice the loss suffered by the
victims of the crime, if either
of those amounts is greater than
the statutory maximum fine.

Japanese Exec Agrees to Fine, Jail for
Conspiracy to Fix Prices on Car Parts
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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 unless otherwise noted. All leases include GM Lease Loyalty unless otherwise
noted. All lease payments are based on 10,000 miles per year. 1st payment, tax, title and plate fee due at signing on all leases.
All programs expire July 31st, 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.#43255

2014 EQUINOXLS

No Security Deposit Required

Stk.#42528

2014 IMPALA LS
NO SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

Ecotec 2.5L DOHC
6 Speed Automatic & More…

36 Month Lease/10,000 Miles

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
Stk.#43813

2014 CRUZE 1LT

1.4L Ecotec Turbo
6 Speed Automatic & More…

36 Month Lease/10,000 Miles

$167*+Tax with$0 Down
No Security Deposit Required

NO SECURITY
DEPOSIT
REQUIRED

• • • • • CHECKOUT • • • • •

SUMMER
SPECIALS

buff whelan
chevrolet

$216*+Tax with$0 Down

$255*+Tax with$0 Down

• Picture may not represent actual sale vehicle. All applicable rebates including 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. GM Employee discount is required expect where noted. Leases are 10,000 miles per year, except where noted and are plus title, tax and plate fees. $2500 trade-in guarantee is for 2004 or
newer vehicles in drivable condition with under 130,000 actual miles. No branded titles. Certain restrictions may apply, see dealer for complete details on all incentives/offers. Sale ends 7/7/2014 @ 2:00PM.

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

• 2.5L DOHC VVT Engine! • Automatic Transmission!
• Cruise/Tilt! • Remote Keyless Entry! • Remote Vehicle Start!

• MyLink AM/FM/XM Radio w/CD!
• Aluminum Wheels!

• 36 MPG on the Highway!
Stk. #2E8186

MSRP $24,435
NO SECURITY

DEPOSIT REQUIRED.
TAX, TITLE AND

PLATE FEES EXTRA!

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

• ECOTEC 1.4L “Turbo” DOHC Engine! • Automatic Transmission!
• Bluetooth for Phone! • Remote Keyless Entry!

• AM/FM/XM Radio w/CD!
• Aluminum Wheels!

• 38 MPG on the Highway!
Stk. #E18767

MSRP$20,735

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

2014EQUINOX “LT”
• 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. #2E7931
MSRP$25,315

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

Monday July 7th 9AM-9PM

MINIMUM $3500 FOR YOUR TRADE-IN GUARANTEED!!!

2014SILVERADO“LT”

One Day
SALE!

ONE DAY SALE! • Monday, July 7th 9AM-9PM • ONE DAY SALE! • Monday, July 7th 9AM-9PM • ONE DAY SALE! • Monday, July 7th 9AM-9PM

• 2 Yr/24,000 Scheduled Maintenance INCLUDED!
• Automatic Transmission! • Power Locks & Windows!

• Cruise & Tilt Wheel! • 17” Aluminum Wheels!
• 4.2” Color Screen Radio!
• Remote Keyless Retry!

• 23 MPG on the Highway!
Stk. #E19045

MSRP $38,330

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

36 Month
Lease:

4X4
DBL.
DOOR

$129*
Just$999Down

36 Month
Lease:

$179*
Just$999Down

36 Month
Lease:

$184*
Just$999Down

36 Month
Lease:

$209*
Just$999Down

The seasonally adjusted annu-
al selling rate (SAAR) for light ve-
hicles in June was an estimated
16.6 million units, topping 16 mil-
lion units for the fourth consecu-
tive month. The estimated SAAR
for the first half of the year was
16.1 million, which is within GM’s
full-year forecast of 16.0 million
to 16.5 million units.
“June was the third very

strong month in a row for GM,
with every brand up on a selling-
day adjusted basis,” said Kurt
McNeil, U.S. vice president of
Sales Operations. “In fact, the
first half of the year was our best
retail sales performance since
2008, driven by an outstanding
second quarter.”
GM’s commercial fleet busi-

ness also continues to grow,
posting its eighth consecutive
monthly increase for the best
June since 2007.
“It’s clear that our commercial

and small business customers
are expecting a strong second
half of the year and they are
building their fleets to meet de-
mand,” McNeil said.
Commercial fleet sales were up

48 percent, driven by strong
pickup, van and small car sales.
Government deliveries were up
14 percent thanks to strong car
sales.
Small business deliveries,

which are included in retail sales,
were up 6 percent, driven by van,
SUV and pickup sales. Rental de-
liveries were down 11 percent.
At the beginning of June, GM

indicated that fleet sales for the
month would likely be down due
to the timing of rental customer
deliveries.
Here are June sales highlights

(vs. 2013, except as noted):
• Buick had its best June since

2006. Deliveries were up 18 per-
cent, driven by an 82 percent in-
crease in Encore deliveries, a 33
percent increase for LaCrosse, a
26 percent increase for Regal and
a 5 percent increase for Enclave.
• GMC also had its best June

since 2006. Deliveries were up 11
percent driven by strong de-
mand for the redesigned Yukon,
up 120 percent, as well as the
Yukon XL, up 70 percent; the Ter-
rain, up 8 percent; and the Sa-
vana, up 129 percent.
• Deliveries of the Chevrolet

Spark and Sonic were up 19 and
36 percent, respectively.
• Deliveries of the Chevrolet

Tahoe were up 93 percent and
Suburban sales were up 73 per-
cent. Traverse was up 3 percent
and Silverado was up 1 percent.
• Cadillac sales were up, with

Escalade up 57 percent and SRX
up 19 percent. It was Cadillac’s
best June since 2008, and 57 per-
cent of customers did not trade
in a Cadillac.
GM spokesman Jim Cain said

GM’s average transaction prices
(ATPs) were in line with April
and May, with higher pickup,
SUV and Cadillac ATPs offsetting
declines among cars and
crossovers, according to mid-
month J.D. Power PIN estimates.
For the second quarter, ATPs

were up about $800 per unit ver-
sus the first quarter. Calendar
year-to-date, ATPs are up about
$2,700 compared with a year ago.
Incentive spending as a per-

centage of ATP was 10.9 percent,
up 0.2 points from a year ago, ac-
cording to J.D. Power PIN esti-
mates. The industry average for
June was 9.7 percent, also up 0.2
points from a year ago.

GM Sales Up 1 Percent

gain of any Chrysler brand dur-
ing June and its best ever sales in
the month of June. Chrysler ex-
tended its streak of year-over-
year sales gains to 51 consecu-
tive months in June.
The Jeep Compass, Patriot,

and Wrangler each recorded
their best ever sales in the
month of June, led by the 5 per-
cent increase in Compass sales.
This trio of Jeep brand SUVs has
posted a sales record in every
month this year, Kisiel said.
“In spite of two fewer selling

days in June versus a year ago,
we were able to increase our
sales 9 percent and post our
strongest June sales in seven
years,” said Reid Bigland, head of
U.S. Sales.
“Month-over-month sales of

our all-new Chrysler 200 in-
creased from a few hundred
units in May to more than 5,000
in June as inventory of the mid-
size sedan continues to build. In
addition, sales of the Jeep brand
increased 28 percent and our
Ram Truck brand 14 percent,
helping to lead Chrysler Group
to its 51st consecutive month of
year-over-year sales growth.”
The 2015 Chrysler 200 mid-size

sedan is off to a strong start as
inventory continues to build at
Chrysler dealerships, Bigland
said. It is taking dealers on aver-
age only 12 days to turn the new
200. Sales of the new 200 topped
5,000 units in June, up from 595
in its first sale month in May.
Six Chrysler vehicles, includ-

ing three Jeep brand models –
Jeep Patriot, Compass, and
Wrangler – set sales records for
the month of June, each posting
its best sales ever in the month
of June.
In addition, the Fiat 500L,

Dodge Journey crossover and
Dodge Dart compact car each
logged its best June sales ever.
Ram pickup truck sales were up
12 percent, the pickup’s best
June sales in 10 years.

Sales of the Dart were up 12
percent, the small car’s best-ever
sales in the month of June.
Sales of the Journey were up

24 percent, its best sales in the
month of June and the largest
percentage sales gain of any
Dodge brand vehicle during the
month.
The Dodge Durango full-size

SUV recorded its best June sales
since 2011. Durango sales were
up 9 percent in June, extending
its run of year-over-year sales
gains to 20 consecutive months.
The Dodge Grand Caravan had
its best June sales since 2008.
Chrysler Town & Country

sales were up 24 percent in June
compared with the same month
a year ago. It was the minivan’s
best June sales since 2006, its
11th consecutive month of year-
over-year sales gains, and its
best sales month so far this year.
Chrysler finished the month of

June with a 72 days supply of in-
ventory (509,714 units). U.S. in-
dustry sales figures for June are
internally projected at an esti-
mated 17 million units Seasonally
Adjusted Annual Rate (SAAR).

Chrysler Sales Up 9 Percent

CONTINUED FROM PAGE 1

DETROIT (AP) – A number of
automakers and union leaders
are asking President Barack Oba-
ma to help move along plans for
a new bridge connecting Detroit
and Windsor, Ontario.
The Economic Alliance for

Michigan says representatives of
General Motors, Ford and
Chrysler, along with the UAW
and the Michigan AFL-CIO sent a
joint letter June 27 to the White
House asking for funding for a
roughly $250 million U.S. Cus-
toms inspection plaza.
Gov. Rick Snyder and Canada

are trying to build the bridge
over the Detroit River that would
compete with the Ambassador
Bridge. Property on both sides
of the border must be secured.

Automakers Seek
Bridge Financing

CONTINUED FROM PAGE 1



DETROIT – The U.S. Small Busi-
ness Administration’s Michigan
District Office is pleased to an-
nounce that “Boots to Business –
Reboot” will be offered Aug. 13-
14 at the VisTaTech Center,
Schoolcraft College, 18600 Hag-
gerty Road, in Livonia.
The two-day event is being of-

fered at no charge to transition-
ing troops, all veterans and their
spouses, said Small Business Ad-
ministration (SBA) spokesperson
Cathy Gase.
“Boots to Business: Reboot” is

an entrepreneurial education
program being offered to veter-
ans by the SBA in partnership
with the Institute for Veterans
and Military Families at Syracuse
University.
The program will help veter-

ans explore self-employment op-
portunities by leading them
through the key steps for evalu-
ating business concepts and de-
veloping a business plan.
SBA resources and how veter-

nas may gain access to capital
will also be among the topics
that will be discussed at the
event.
Detroit is among 12 U.S. cities

that has been chosen to serve as
a host community for the pro-
gram this summer.
“This is a great opportunity for

veterans and their spouses to ful-
ly explore their entrepreneurial
potential,” said SBA Michigan
District Director Gerald Moore.
“All of SBA’s resource partners

support the program and stand
ready to assist participants in
starting a business, including
VetBizCentral – an SBA Veteran
Business Outreach Center, the
Michigan Small Business Devel-
opment Center, SCORE, and
Women's Business Centers.”
Participants can elect to fur-

ther their study through an in-
structor-guided eight-week on-
line course led by the Institute
for Veterans and Military Fami-
lies at Syracuse University.
The Small Business Adminis-

tration offers the existing Boots
to Business program as an elec-
tive track within the Department
of Defense Transition Assistance
Program for separating military
personnel, Gase said.
In order to qualify, participants

must have left the military under
honorable conditions.
For more information on this

event and to register, visit
www.boots2businessreboot.org.
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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 paymet examples based on GM Employee Discount price plus tax, title, plate, first month payment and all document fees due at sign-
ing with all rebates including USAA military rebate assigned to dealer. No security deposit necessary with approved credit. Leasse responsi-
ble for excess wear and tear as well as exceeding contracted mileage. Malibu price based on GM Employee price plus tax, title plate and
doc fees due at signing with all rebates including USAA private offer assigned to dealer. Due to advertising deadlines prices subject to change.

NEW 2013 MALIBU ECO

$17,462

2014 EQUINOX

$168*

36MONTH • 10K LEASE
$999 DOWN

2014 CRUZE
$98*

36MONTH • 10K LEASE
$999 DOWN

FIRST PAYMENTWAIVED !

#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

SSPPRRIINNGG
WWAASS GGRREEAATT

SSUUMMMMEERR
WWIILLLL BBEE HHOOTTTTEERR AASS TTHHEE
GGRREEAATT LLEEAASSEE DDEEAALLSS
CCOONNTTIINNUUEE……
PPRRIICCEESS IINN EEFFFFEECCTT
TTHHRROOUUGGHH TTHHEE 3311SSTT,,
PPLLEEAASSEE CCAALLLL
FFOORR NNEEWW GGRREEAATT LLEEAASSEE RRAATTEESS..

STERLING
TIRE & AUTO

586-264-7775
www.SterlingTireAndAuto.com

34701 VAN DYKE
SOUTH OF 15 MILE RD

Next To Budget/Avis • Sterling Heights
Hours: Mon-Fri 8am-6pm • Sat 9am-2pm • FREE Shuttle Service

WE SELL TIRES
QUALITY SERVICE YOU CAN TRUST!

NATIONAL FLEET ACCOUNTS WELCOME

BIG 3 EMPLOYEES
EXTRA 10% OFF ENTIRE BILL

Excludes Tires • FREE Car Wash with Any Service

GM CERTIFIED & TRAINED
OVER 75 YEARS OF EXPERIENCE

We Accept All Extended Warranties Including GM, Chrysler, Ford, Etc.

VACATION SPECIAL
Includes: • Full Service Oil Change & Filter

• Lube & Top Off All Fluids
• Semi Synthetic Blend (5W30) up to 5 qts.

$2595
FREE Tire Rotation • FREE 27 Pt. Inspection

FREE Brake Inspection (Drums Extra)

$4595 Full Service
Synthetic Oil Change

– Including Dexos Approved Oil –
Shop Charges And Disposal Extra.

Most Cars. Not Valid With Any Other Discount. Offer Expires 7-19-14.

OR

A/C RECHARGE
$6995

Includes: • Up To 1lb Freon • Check For Leaks
• Pressure Test System • Add Dye

Most Cars. Not Valid With Any Other Discount.
Offer Expires 7-19-14.

SAVE
$30

Reg. $99.95

FREE
BRAKE

INSPECTION
Most Cars. drums Extra.

Brake Pad Special Starting At $89
Most Cars. Not Valid With Any Other Discount.

Offer Expires 7-19-14.

FREE
ALIGNMENT
WITH PURCHASE

OF 4 TIRES
Most Cars. Not Valid With Any Other Discount. Offer Expires 7-19-14.

COMPLETE
VEHICLE
DETAILING

Reg. $129.95.

Include Exterior Wash,
Vacuum & Shampoo

and Hand Wax
Most Cars. Not Valid With Any Other Discount. Offer Expires 7-19-14.

$99
Over

30 Years
Experience

Starting At

FRONT END
ALIGNMENT
$2995

Most Cars. Not Valid With Any Other Discount. Offer Expires 7-19-14.

The
VETTE
SHOP
TheVetteShop.pro

A subsidiary of “The Body Shop, Inc”

Original Vette Shop Crew
Is Back Together Again!

33376 Kelly Road, Clinton Twp, MI 48036 • Fax: (586) 791-7470

Phone: (586) 961-6312

Complete
Corvette Service
and Restoration

Gary Oakie – President

Even car owners like to run,
and Buick has done something
for that demographic.
Last year, users of MapMyFit-

ness apps ran more than 500 mil-
lion miles in the United States. In
a recent survey, 71 percent of
those users said they drove to a
specific location to start their
workouts, which means Ameri-
cans are constantly looking for
new, challenging and more sce-
nic routes.
Now, Buick is partnering with

MapMyFitness, an Under Armour
company, for the nationwide
“Runs Worth the Drive Chal-
lenge” to help runners find,
record and share their favorite
routes, while also learning how
vehicles like the Buick Verano fit
into an active lifestyle, said GM
spokesperson Katie Bjoerk.
Buick is the first automaker to

partner with MapMyFitness to
create a challenge.
“We know personal lifestyle ac-

tivities play an important role in
the decision process when con-
sumers are shopping for a new
vehicle,” said Sandra Moore,
Buick marketing director.
“This challenge provides a fun

opportunity for us to help Map-
MyFitness members share their
passion with the community and
at the same time see how the Ve-
rano is ideally suited for them.”
Robin Thurston, president at

MapMyFitness, said, “Based on a
recent survey within our MapMy-
Fitness community, 87 percent of
members choose and purchase
vehicles to fit their active
lifestyles.
“The interests of our users and

the Buick Verano attributes make
the ‘Runs Worth the Drive Chal-
lenge’ an ideal avenue to reach
and motivate fitness audiences
for both companies.”
The Buick Verano Turbo is ide-

al for runners living in urban ar-
eas, Moore said, adding that it’s
compact, making it easy to park
in smaller spaces, and the interi-
or has been tested for resistance
against the effects of sweat, sun,
sunscreen and bug sprays.
The sedan is equipped with a

250-horsepower, 2.0-liter tur-
bocharged engine, making it
more powerful and faster than
many of its competitors, includ-
ing the Lexus IS250, Acura ILX
and Audi A3, said Moore.
“The Verano ensures a com-

fortable, yet quick drive to and
from the trail,” she said.
Beginning June 26, “Runs

Worth the Drive Challenge” par-

ticipants must log five miles of
running per week, for six weeks,
Bjoerk said.
The competition will be

tracked on a virtual leaderboard
on MapMyFitness.com, where
progress will be measured in
real-time and weekly prizes will
be awarded.
Runs of at least five minutes

will be logged automatically into
a participant’s profile and count
toward the ultimate goal of run-
ning 30 miles in six weeks.
Participants who accomplish

that goal will be entered into the
grand prize drawing for an all-ex-
pense-paid trip to the Rock ‘n’
Roll Marathon & Half-Marathon
in Phoenix, Ariz., Bjoerk said.
To learn more about and join

the Buick “Runs Worth the Drive
Challenge,” visit http://www-
.mapmyfitness.com/challenges-
/buick.

Buick Sets Up Challenge for Fitness Runners

Runners use Buick’s MapMyFitness apps in “Runs Worth the Drive.”

Vets Can Check Self-Employment Potential



Ultimately, Kuniskis said, the
story of Dodge’s anniversary
isn’t about being 100 years old,
it’s about the cars that Dodge
has produced during that centu-
ry.
One of the benefits of celebrat-

ing the history of an auto brand
is that it’s a living history. The
cars that made Dodge are still
around. So guests invited to the
Meadowbrook got to enjoy that
living history by driving and get-
ting rides in a variety of Dodge
cars going back to the original
1915 Dodge.
Joe Dehner, head of Dodge and

Ram Design, was at the celebra-
tion. He said the thing that really
made the 1915 Dodge standout
was the curved design of the
dash.
Before the 1915 model, cars

were made using right angles.
But the 1915 had a design that
used a curve to connect the
hood to the windshield.
Dehner said his favorite car is

the 1971 Challenger.
“I’d say that even if I didn’t

work for Dodge,” Dehner said.
“That particular model was the
beginning of the fuselage body,
which was really popular at the
beginning of the 1970s.”
If one looks at car designs dur-

ing the 1950s and 1960s, Dehner
said, that person would see
something that kind of resem-
bled “a greenhouse plopped on
body.”
That greenhouse, Dehner said,

was basically above the belt line
of the cars of the 1960s and
1950s. They started to blend the

greenhouse with the body by the
beginning of the 1970s.
The father of a high school

buddy owned the ’71 Challenger,
Dehner said. And he’s loved that
car ever since. Unfortunately for
him, it wasn’t one of the classic
Dodges that were at the Meadow-
brook celebration.
What made the original 1915

Dodge work, Dehner said, was
that it was simple and reliable,
while at the same time adding a
little style to automobiles.
Todd Fisher, who works at the

Chrysler museum, said the 1915
Dodge was also produced in

mass numbers. During its first
year, they made 45,000, which he
said was excellent for the time.
“It’s interesting to see these

old cars in action,” Fisher said.
“The 1915 was made before there
were ignition keys. To start the
car, you pressed an electric
starter button that was on the
floor next to the gas pedal and
the brake pedals.”
For Erica Tackett, an intern at

Dodge, the chance to attend the
Meadowbrook celebration was a
dream come true. Her mother
owned a 1970 Challenger, and
ever since then Tackett has been

a Dodge fan. But mom had to
give up the Challenger when
Tackett’s baby brother was born.
Rosenbusch said getting all

the cars together for the Mead-
owbrook event took about four
months. They had to find a good
representation of Dodge’s vehi-
cles spread out over a century.
“And we had to make sure that

all the nuts and bolts were tight-
ened,” Rosenbusch said. “All
these vehicles are good vehicles,
but we had to make sure that
they are all safe and everything
worked.”
As to his favorite car, Rosen-

busch said he loves the 1970s
Superbee.
“It was basically the SRT of its

time,” Rosenbusch said. “Back in
the day, if you bought a Super-
bee, you were basically buying a
factory-made race car.”
Rosenbusch said they brought

26 different Dodges for guests to
ride in and drive. Only museum
staffers could drive vehicles like
the 1915 Dodge or the 1919 four-
door sedan.
The vehicles, he said, repre-

sented a cross-section of the
brand’s history. While some of
the vehicles were classics, and
others muscle cars from the
golden age of muscle, others
were vehicles that were just
good vehicles, like the Dodge
Omni (editor’s note: it was actu-
ally a Carroll Shelby Omni) or the
1984 Caravan.
The folks at Dodge also

brought out some of the brand’s
concept cars to show off how
great ideas are developed and
make it from the drawing board
to production.
Rosenbusch said some cars

like the 1989 Viper made it to the
streets. Others like the Copper-
head concept didn’t, but ideas
used in the Copperhead later
made it to vehicles that did make
it to production.
“You only get to celebrate 100

years of being a brand once,”
said Dodge spokesperson Rick
Deneau. “I am so glad to be here.
There are a lot of car brands out
there, like Pontiac and Plymouth,
that didn’t make it to 100 years,
so I know just how special it is
for Dodge to be able to celebrate
its centennial.”

CONTINUED FROM PAGE 1
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1969 Dodge Daytona

1970 Dodge Superbee2007 Dodge Demon concept car

1994 Dodge Venom concept car

The first Dodge, a 1915 Dodge Touring car

1915 Dodge Part of Brand’s 100th Anniversary Event

• 1864 – John Francis Dodge is
born on Oct. 25, in Niles.
• 1868 – Horace Elgin Dodge is

born on May 17, in Niles.
• 1896 – Horace Dodge re-

ceives Patent #567,851 for a dirt-
resistant bicycle bearing, sharing
credit with his brother John.
• 1897 – Production starts for

the Evans & Dodge Bicycle Com-
pany in Windsor, Ontario.
• 1901 – The Dodges sell their

interest in the bicycle business
and start what would become
the largest machine shop in De-
troit.
• 1902 – The Dodges become a

major supplier of engines, trans-
missions and axles to the new au-
tomobile industry. Oldsmobile
and Northern were major cus-

tomers of the brothers’ business.
• 1903 – Dodge gave up all oth-

er businesses, borrowed $75,000
for tooling and created the pro-
duction drawings and all me-
chanical parts for the new Ford
Motor Company.
Dodge employs its entire shop

of 135, while Ford employs 12.
The brothers accept a 10 percent
share of Ford stock for their risk.
• 1910 – The Dodge Main plant

is built to supply Ford with en-
gines and transmissions. The
property will eventually grow to
78 acres and have more than 5
million feet of manufacturing and
office space.
• 1914 – The Dodge brothers

give up all of their Ford business
to introduce their own car, the

first with an all-steel body.
• 1914 – The first Dodge vehi-

cle leaves the Dodge Main plant
on Nov. 14. By the end of the
year, 249 have been built.
• 1915 – Dodge grows quickly

and ranks as America’s third
best-selling automaker. Dodge
also offers a winter car with a
removable hardtop and snap-on
side glass.
• 1920 – Both Dodge brothers

die of influenza: John on Jan. 14
and Horace on Dec. 20.
• 1925 – A consortium of New

York bankers buy the company
from the brothers’ widows for
$146 million.
• 1928 – Chrysler Corporation

buys the Dodge Brothers Compa-
ny for $170 million on July 30.

• 1935 – Dodge build its 3 mil-
lionth vehicle.
• 1938 – The new Dodge Truck

Plant opens in Warren.
• 1939 – The 25th anniverary

models feature a new fastback
styling with an integrated trunk,
headlights built into the fenders
and V-type windshield. Front sus-
pension with coil springs is intro-
duced.
• 1942 – The government or-

ders automakers to stop produc-
tion of passenger cars to focus
on the war effort.
• 1944 – The Dodge Chicago

Plant builds 18,413 B-29 engines.
• 1950 – The first hardtop

coupe for Dodge is called the
Diplomat.
• 1960 – Unibody is intro-

duced on all Dodge vehicles.
• 1966 – The “Street Hemi”

first appears on mid-size Dodges.
• 1970 – Model year produc-

tion reaches 503,392.
• 1978 – The Omni is intro-

duced.
• 1984 – The revolutionary

Dodge Caravan minivan is intro-
duced.
• 1992 – The Dodge Viper goes

on sale to the general public.
• 2004 – The second-genera-

tion Durango is introduced on a
unique platform, offering Hemi
V8 power for the first time.
• 2014 – The 2015 Dodge

Charger and Challenger intro-
duced at the New York Auto
Show. The Charger is the world’s
only four-door muscle car.

The Dodge Story, as Told in Key Dates of the Past Century



Lincoln and GMC were named
winners of the AutoPacific 2014
Vehicle Satisfaction Awards.
Additionally, four Chevrolet ve-

hicles earned top honors in the
program, which measures cus-
tomer satisfaction in 50 cate-
gories.
The four awards are the most

won by any single manufacturer
this year, said AutoPacific Presi-
dent George Peterson.
Award-winning Chevrolets and

their segments are:
• Impala – Large Car;
• Sonic – Economy car;
• Corvette – Sports car;
• Camaro – Sporty car.
The wins move Chevrolet up

five spaces in relative ranking
among other manufacturers com-
pared with last year, said GM
spokesperson Randy Fox.
“Today’s Chevrolet car lineup

is the best in the brand’s history
with the design, performance,
technology and safety that con-
sumers want and expect,” said
Brian Sweeney, Chevrolet’s U.S.
vice president.
“Everything we do at Chevrolet

is focused on offering the best
possible experience for the con-
sumer. These four AutoPacific
Vehicle Satisfaction Awards
prove we are delivering on that
promise.”
Chevy wasn’t the only GM

brand to do well in AutoPacific’s
rankings. The 2014 GMC Sierra
finished tops in the Light Duty
Truck category, and the GMC
Acadia won the Large Crossover
SUV category.
The Cadillac SRX was number

one in the Luxury Crossover SUV
segment.
Chrysler and Ford weren’t left

off AutoPacific’s list. In fact, said
Peterson, Lincoln moved from
sixth position to first position,
Ford moved from 25th to 19th.
The Lincoln MKS finished first

in the Executive Luxury Car cate-
gory, and the Lincoln MKZ was
tops in the Luxury Mid-Size Car
segment. The Hybrid Car/EV cat-
egory was won by the Lincoln
MKZ Hybrid.
Ford’s strength in the truck

segment was shown with the
F-150 winning the Heavy Duty
Truck segment. Chrysler’s Jeep
Grand Cherokee finished first
in the Luxury/Large SUV
category.
Peterson said that Chevrolet

moved from 21st to 16th. Overall,
Lincoln achieved the highest
ratings, brand-wise, in the
premium brand category, GMC

in the popular brand segment.
“Brands with the largest drop

in position were Volkswagen
moving from 16th to 28th posi-
tion and Jaguar dropping from
7th to 17th,” Peterson said.

The Vehicle Satisfaction
Awards – in their eighth year –
are based on AutoPacific’s meas-
urement of customer satisfaction

with their new car or light truck.
It reflects the opinions of more
than 92,000 vehicle owners na-
tionwide.
AutoPacific measures owner

satisfaction related to a vehicle's
operation, comfort, safety and
overall purchase/lease experi-
ence.
AutoPacific is an automotive

market research and consulting
firm that annually publishes a va-
riety of studies on the industry.
“With the launch of each new

car and truck, carmakers try to
improve the product and in-
crease the satisfaction of their
buyers,” said Peterson.
“By surveying a substantial

number of owners who have
purchased a new 2014 model
year vehicle, AutoPacific’s VSA
provides an objective measure-
ment of how well the makers are
doing.

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

JULY 7, 2014 PAGE 11DETROIT AUTO SCENE

ED RINKE We Are Professional Grade

GM EMPLOYEE PRICE TO EVERYONE SALE

LEASE PULLAHEAD AVAILABLE FOR LEASES ENDING BETWEEN NOW AND NOVEMBER 30TH.

NEWSILVERADO

PURCHASE
FOR

$32,499*
LEASE
FOR

$282*
$999DOWN

2014

NEWSILVERADO

PURCHASE
FOR

$28,215*
LEASE
FOR

$148*
$999DOWN

2014

NEWCRUZE

PURCHASE
FOR

$16,775*
LEASE
FOR

$99*
$999DOWN

2014

NEWMALIBU

PURCHASE
FOR

$19,028*
LEASE
FOR

$154*
$999DOWN

2014

WE NEED YOUR TRADE-IN...MINIMUM $3500 FOR YOUR TRADE-IN GUARANTEED

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 7-31-14.

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

$18,686*
LEASE
FOR

$120*
$1,999DOWN

2014

NEWSIERRA

PURCHASE FOR
$30,689*

LEASE
FOR

$143*
$1,999DOWN

2014

NEWLACROSSE

PURCHASE
FOR

$26,630*
LEASE
FOR

$130*
$1,999DOWN

2014

NEWREGAL

PURCHASE
FOR

$25,437*
LEASE
FOR

$168*
$1,999DOWN

2014

NEWTERRAIN

PURCHASE
FOR

$22,895*
LEASE
FOR

$108*
$1,999DOWN

2014

NEWENCLAVE

PURCHASE
FOR

$32,425*
LEASE
FOR

$220*
$1,999DOWN

2014

YUKON

PURCHASE FOR
$47,215*
2AVAILABLE AT SIMILAR SAVINGS!

LEASE
FOR

$259*
$1,999DOWN

2015

NEWACADIA

PURCHASE
FOR

$29,404*
LEASE
FOR

$185*
$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 includeGMrebates. Picturesmaynot represent actual vehicle. Prices subject to changeperGM incentives. Prices andpayments are inclusive of
activeGMEmployeeDiscount (Unless otherwise stated). Leases are 36months,10,000miles per yearw/ approvedSTier creditw/ $999due at signing, (unless other-
wise noted). Cruze lease is a 39month term. Silverado Double Cab,Equinox, Impala, and Camaro leases are 24month. Prices & payments are plus tax, title, and plate
fees with acquisition fee up front. Refundable security deposit required on certain vehicles – to be determined by lender. GM Employee discount to everyone valid on
certainmodels. $3500 trade-in is valid on 2004 or newer vehicleswith under 115kmiles in drivable condition,no branded titles, see sales person for details. **Certain
restrictionsmay apply, see dealer for complete details. Expiration Date – 7/07/2014

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 includeGMrebates. Picturesmaynot represent actual vehicle. Prices subject to changeperGM incentives. Prices andpayments are inclusive of
activeGMEmployeeDiscount (Unless otherwise stated). Leases are 36months,10,000miles per yearw/ approvedSTier creditw/ $999due at signing, (unless other-
wise noted). Lacrosse,Terrain,Yukon,and Sierra leases are 24month terms. Prices & payments are plus tax, title, and plate feeswith acquisition fee up front. Refund-
able security deposit required on certain vehicles – to be determined by lender. GMEmployee discount to everyone valid on certainmodels.Must qualify for Conquest
or lease Loyalty. $3500 trade-in is valid on 2004 or newer vehicleswith under 115kmiles in drivable condition,no branded titles,see sales person for details. **Certain
restrictionsmay apply, see dealer for complete details. Expiration Date – 7/07/2014

NEWTRAVERSE

PURCHASE
FOR

$26,305*
LEASE
FOR

$175*
$999DOWN

2014

NEWEQUINOX

PURCHASE
FOR

$18,792*
LEASE
FOR

$99*
$999DOWN

2014

NEWCAMARO

PURCHASE
FOR

$19,815*
LEASE
FOR

$120*
$999DOWN

2014

NEW IMPALA

LEASE
FOR

$103*
$999DOWN

2014

DBL. CAB
4X4

DBL. CAB
4X4

CREW
CAB
4X4

Now looking for experienced salespeople to join our team!

LISTFOR
$51,355

PURCHASE
FOR

$21,343*

XL SLE
4X4

4 Chevys Earn Vehicle Satisfaction Awards

A GM program that began July
1 and runs through Jan. 2, 2015,
makes current employees of a
public or private school, univer-
sity or college eligible to partici-
pate in the GM Educator Dis-
count program.
It will allow these educational

professionals to receive a signifi-
cant discount on the purchase
or lease of a new 2015 or 2014
Chevrolet, Buick or GMC vehicle,
said GM spokesperson Lisa Gill.
“GM values the work our edu-

cators and support staff are do-
ing across the county to create a
strong, responsible workforce
for the future,” said Linda Stouf-
fer, manager, Vehicle Purchase
Programs.
“The GM Educator Discount is

our way of showing our support
and appreciation for everyone in
the education community.”
All 2015 and 2014 Chevrolet,

Buick and GMC models are eligi-
ble except the 2014 Chevrolet
Camaro Z/28 and Spark EV.
GM is currently supporting the

National Education Association’s
2014 NEA Expo that took place
last week at the Colorado Con-
vention Center in Denver.
For more information about

the GM Educator Discount, visit
www.gmeducatordiscount.com.

Educators Offered
GM Discounts

“Today’s lineup
is the best

in the brand’s
history...”

– Brian Sweeney
Chevrolet’s U.S. VP
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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 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. **Lease and prepay examples are plus destination, taxes, title, plates, $0 sec. deposit required. Includes Conquest
Trade-in and must be Chrysler Employee. Programs subject to change. ††On select models. Expiration date is 7/7/14.

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

2014 CHRYSLER
TOWN & COUNTRY
TOURING
L

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2688*

24 MO. LEASE ONLY
$109*mo.

2014 CHRYSLER
300 AWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2688*

24 MO. LEASE
$112*mo.

2014 JEEP
GRAND CHEROKEE
LAREDO
4X4

SALE PRICE
$27,760*

24 MO. LEASE ONLY
$159*mo.

ALL NEW 2014 JEEP
CHEROKEE LATITUDE
FWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2688*

24 MO. LEASE
$109*mo.

2014 DODGE
JOURNEY SXT AWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$1995*

24 MO. LEASE ONLY
$64*mo.

2014 DODGE
CHARGER R/T

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$1896*

24 MO. LEASE
$79*mo.

OVER 7700
AVAILABLE

2014 RAM 
CREW CAB 4X4 

BIG HORN

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2352*

24 MO. LEASE ONLY
$98*mo.

2015 CHRYSLER
200 LIMITED

24 MO. LEASE 
$76*mo.
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