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Chrysler’s Dave Toennies, standing, and Daren Irons with students.

by Jim Stickford

Good news, parents – someone
with an art degree can make a
very good living as an automo-
tive designer.
At least, that was the message

at a special gathering of high
school students and Chrysler de-
signers at the Rochester Commu-
nity Schools Administrative
Building in Rochester on Sept.
18.
The gathering was organized

by Diane Heath, an art teacher at

Stoney Creek High School in
Rochester Hills and the second-
ary art coordinator at Rochester
Schools.
“I’m just calling what’s going

on today, the Chrysler Event,”
Heath said. “I reached out to
Chrysler about a year ago to set
up a channel of communication
between them and the school
district.
“Last year, we had a career day

for teachers that worked out

Chrysler Looking to Mold Today’s Art
Students into Tomorrow’s Designers
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by Jim Stickford

Body repair shops shouldn’t
worry about what the new Ford
F-150 aluminum will do to their
business just quite yet.
At least that’s the opinion of

Bob McMahon, assistant vice
president of Auto Physical Dam-
ages for the Auto Club Group,
which includes AAA of Michigan.
“We know that the new Ford F-

150 aluminum body will require
specialized equipment for re-
pairs in some circumstances,”
McMahon said.
Mike Levine, Ford Truck com-

munications manager, said that
shops that don’t have the spe-
cialized equipment needed to re-
pair aluminum bodies can expect
such equipment to cost between
$30,000 and $50,000.
The 2015 F-150 isn’t the first

vehicle to have aluminum bod-
ies, Levine said. For example,
BMW and Audi both sell vehicles
with aluminum bodies. But the F-
150 is expected to sell hundreds
of thousands of units, making it
the first mass market vehicle to
have aluminum bodies.
“For about 80 percent of the

time, the dings and dents that
might send a 2015 F-150 to a
body shop shouldn’t prove to be
a problem for your average body
shop,” Levine said. “But for the
remaining 20 percent, to be alu-
minum-capable, they will need
specialized equipment.”
Ford is working with dealers

with body shops to help get
them ready for the F-150, Levine
said. But it’s ultimately up to the
customer to decide where he
takes his vehicle after an acci-
dent.

Body shops don’t have to in-
vest the money for specialized
equipment just yet, McMahon
said, unless they specialize in F-
150 repair.
The F-150 is the biggest seller

for a vehicle, that’s true, McMa-
hon said. But it’s still only a small
part of the overall new-car mar-
ket. In a good year, the OEMs
might sell 15 or 16 million new
vehicles.
During 2013, Ford sold about

800,000 F-150s in the U.S. and
Canada out of a total sales num-
ber of about 2.5 million Fords
sold that year.
So about 95 percent of the ve-

hicles in 2013 sold weren’t F-
150s. Assuming the same num-
bers hold true for the next cou-
ple of years, the vast majority of
vehicles sold will still have tradi-
tional bodies, so repair shops
should be fairly safe without spe-
cialized equipment.
What could matter, McMahon

said, is how the other automak-
ers react. If they see that the F-
150 with an aluminum body is a
big hit, they might decide that
aluminum is the way to go.
If that happens, then body

shop owners might want to think
about investing in the appropri-
ate equipment. The difficulty
then becomes when, McMahon
said. Do it too early and a lot of
expensive equipment doesn’t get
much use for a while. Do it too
late and the competition ends up
with a leg up.
McMahon said he’s spoken

with owners of multi-shop body
repair businesses.
“The largers ones have invest-

ed in having the specialized
equipment in at least one of their

shops,” McMahon said. “They’ll
have one location with the equip-
ment and at least one person
trained in how to use it. That’s
called ‘low balancing the work.’
“So if someone owns five

shops and a customer brings a
vehicle that needs specialized re-
pair to one of the shops without
the equipment, the owner can
take that vehicle to the shop that
has it and do the work.”
McMahon said the auto busi-

ness has undergone a lot of
changes in the past 20 years. The
development of aluminum bod-
ies is just the latest.

“It’s something that will
evolve,” McMahon said. “People
will have to see how it works out.
But this aluminum body is a
change in the car business, and
people in the business will ulti-

mately have to adapt to this
change just has they’ve adapted
to other changes in the industry.
“Eventually, I expect, alu-

minum bodies will just become a
normal part of the business.”

F-150’s Aluminum Body Shouldn’t Cause
Body Shops an Issue Because of Numbers

2015 F-150

WASHINGTON (AP) – Both
houses of Congress scolded the
nation’s highway safety agency
Sept. 16 over its tardy handling
of a deadly problem with General
Motors cars, questioning
whether it is competent to guar-
antee the safety of increasingly
complex vehicles.
David Friedman, acting chief of

the National Highway Traffic
Safety Administration, repeated-
ly defended his agency during a
Senate hearing as lawmakers ac-
cused him of failing to take re-
sponsibility for missing multiple
clues that could have saved lives
in the recall of GM small cars
with faulty ignition switches.
Sen. Claire McCaskill, D-Mo.,

chastised Friedman, saying that
consumers had to take it upon
themselves to point out engine
stalling problems with GM cars,
and a Wisconsin state trooper in-
vestigating a fatal accident told
NHTSA of trouble with defective
GM ignitions. Yet, for years, the
agency took no action.
“Why can’t you take responsi-

bility?” she said. “You have got to
take some responsibility that this
isn’t being handled correctly for
the American driving public.”
Sen. Richard Blumenthal, D-

Connecticut, went even further,
saying NHTSA failed to meet its

obligations to protect people.
“You are the face of that failure,”
he said.
The action came on a rough

day for the beleaguered agency.
Earlier that day, majority Repub-
licans on the House Energy and
Commerce Committee released a
report saying NHTSA should
have discovered GM’s faulty igni-
tion switches in 2007, seven
years before the company re-

called 2.6 million cars to fix the
deadly problem.
They also said the agency

didn’t understand how air bags
worked, lacked accountability
and failed to share information
internally.
“As vehicle functions and safe-

ty systems become increasingly
complex and interconnected,

Congress: NHTSA Under Fire Over GM’s
Ignition Switch Problem – ‘They Failed’

By TOM KRISHER
AP Auto Writer

DETROIT (AP) – The death toll
tied to faulty ignition switches in
General Motors small cars has
risen to 19, according to a com-
pensation expert hired by the
company. The number is likely to
go higher.
Kenneth Feinberg said last

week that he has determined
that 19 wrongful death claims
are eligible for payments from
GM.
General Motors’ estimate of

deaths has stood at 13 for
months, although the automaker

acknowledged the possibility
of a higher count.
Feinberg received 125 death

claims due to the faulty switches
in older-model small cars such as
the Chevrolet Cobalt. The rest re-
main under review or require fur-
ther documentation, he said in a
report issued last week.
“The public report is simply re-

porting on those eligible to
date,’’ Feinberg spokeswoman
Camille Biros said in an email.
“There will certainly be others.’’
GM has admitted knowing

about the ignition switch prob-

Feinberg Tells GM to Pay for
19 Wrongful Deaths, So Far

After TRW sold its engine valve
business to Federal-Mogul’s
Powertrain division in mid-Sep-
tember, ZF Friedrichshafen has
announced it bought out TRW.
ZF sources have said that TRW

will be operated as a separate
business division within ZF.
ZF has agreed to acquire all

outstanding shares of TRW for
$105.60 per share in an all-cash
transaction valued at approxi-
mately $13.5 billion on an enter-
prise value basis.
The acquisition price repre-

sents a premium of approximate-
ly 16 percent and 15 percent over
TRW’s undisturbed closing stock
price of $91.40 on July 9, 2014,
and all-time undisturbed high
price of $91.62 on July 7, 2014, re-
spectively, and other considera-
tions, said TRW spokesperson
Colleen Hanley.
The agreement has been unan-

imously approved by TRW’s
board of directors and ZF’s su-

pervisory board and manage-
ment board.
The transaction will create

combined sales of approximately
$41 billion and 138,000 employ-
ees.
The combined company will

bring together complementary
product offerings and leading
technology positions that serve
high-growth areas such as fuel ef-
ficiency, increased safety require-
ments, and autonomous driving.
“We have long respected ZF as

a very successful company in
our industry with similar values
and focus on innovation,” John
C. Plant, TRW chairman and CEO,
said in a statement to the media.
“This transaction provides sig-

nificant benefits for our share-
holders who will receive full and
certain value for their shares, as
well as for our employees, cus-
tomers and communities, all of
which will reap the benefits of
being part of a larger, more

diversified global organization.
“Our employees have shown

admirable dedication in growing
TRW into the formidable compa-
ny it is today, and our strong per-
formance is a testament to their
hard work.”
In a statement to the media, ZF

Chief Executive Officer Stefan
Sommer said, “The acquisition of
TRW fits perfectly into our long-
term strategy. The transaction
combines two highly successful
companies that have remarkable
track records of innovation and
growth and solid financial posi-
tions.
“We are strengthening our fu-

ture prospects by enlarging our
product portfolio with acknowl-
edged technologies in the most
attractive segments.
“The combination makes sense

for all of our constituencies: Cus-
tomers of both companies will

ZF Buys TRW for Estimated $13.5 Billion
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well. Some Chrysler people came
and I showed them the portfolios
of some of my students. They
were very impressed.”
Joe Dehner, head of Design for

Ram and Dodge was one of the
people who saw the portfolios.
“We were blown away by

what we saw,” Dehner said. “The
level of talent that I saw from
high school students just
amazed me.
“I told some of the students I

met with that they had more tal-
ent in their little finger than I had
in my whole body. I like to think
that I’m creative, but what I saw
showed what being creative real-
ly was.”
So, Heath said, it was suggest-

ed that maybe Chrysler come to
the school district and put on a
more formal presentation about
careers for artists in automotive
design. The result was the Sept.
18 gathering.
“This event is all about getting

the story of automotive design
before students at an earlier
age,” said Rose Roth, coordinator
of College and University Rela-
tions for Chrysler.
“Design is our world, but too

many people who might be inter-
ested in a career in design are
pushed into engineering by their
parents or by schools. We want
people to know that the auto in-
dustry needs artists who can

sculpt or draw on paper or use
Computer Assisted Design (CAD)
technology.”
Roth said she’s heard over and

over from auto designers that
when they were high school stu-
dents, they didn’t know there
was a career from them in the
auto industry that was artistic.
They had to hear about it later.
In fact, Roth said, not only is

there careers in art, but schools
like Center for Creative Studies
and Lawrence Tech have summer
programs in auto design for high
school students.
“When people hear ‘auto de-

sign,’ they think math and engi-
neering,” Roth said. “It’s always
good to be good at math and
know how to use a computer, but
auto design starts with a pen and
paper.”
One of the students who has

an interest in art and in auto de-
sign is Lucia DiFranco, a junior at

Stoney Creek High School in
Rochester.
“I’ve been interested in art

since the sixth or seventh grade,”
DiFranco said. “In the beginning,
I took art classes, but I wasn’t
that good because I was too im-
patient and went too fast in my
drawing.
“I think an event like this is in-

teresting because before, I really
didn’t think of auto design as a
career choice. This event could
result in the opening of doors
that I didn’t even know existed.
It’s just nice to have someone
take the time to explain what op-
tions are available to someone
like me at my age.”

Auto designers need all kinds
of artistic skills, Dehner said.
“Car design is three-dimension-

al,” Dehner said. “Today, we use a
lot of computers, but there
comes a time when we like to see
what we’ve designed be released
off the screen and become three-
dimensional. That’s where sculp-
tors shine.
“It takes three or four years to

take a car from the first sketch to
the road. We have to think what
the future will be, what colors
and what fashions will be popu-
lar four years in the future.
That’s hard to think about and
it’s even harder to design some-
thing.”
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GetAway to Sunset Bay
Bella Vista Inn & Hersel’s on the Bay

on beautiful Lake Huron in Caseville

WEEKEND GETAWAY

Call 989-856-2650
or visit bella-caseville.com

PACKAGE

Early Check-in Friday. Late Check-out Sunday.

• Jacuzzi Suites • Fireplace

MOTEL
ROOMS $69per

night
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3 DAYS & 2 NIGHTS

Minutes from
GM Powertrain Chrysler CTC
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dyno lab/sales
offices/warehouse/truck well
Lease $5,000/monthly or best

Purchase $500,000 or best
Land contract considered
Call 248-528-1500

by Jim Stickford

U-D Mercy marketing professor
Michael Bernacchi says the re-
cent Dodge campaign, “Don’t
Touch My Dart,” is clever.
He said it hits the three mar-

keting “sweet spots” of head,
heart and hand – the head is
satisified that the Dart is a nice
car with the latest technology,
the heart remembers the com-
mercials and the Dart with a
smile, and the hand reaches out
to make the purchase.
“Those Dart commercials

really affirm Millenials’ value
stream,” Bernacchi said. “View-
ers can see themselves driving
the car and purchasing a Dart. I
have no hard data, but I would be
very surprised if those commer-
cials didn’t result in higher sales
of the Dart.”
The Dart commercials are part

of a larger trend within the mar-
keting world, Bernacchi said.
Advertisers are making the

shift from Baby Boomers to Mil-
lenials.
But there are real differences

between the two demographic
groups.
“Millennials are different from

that other large purchasing de-
mographic – Baby Boomers.”
“Baby Boomers liked to say

that they were individuals, but it
would be more accurate to say
that they were more of an aggre-
gation of population. Millenials,
on the other hand, are truly more
individualistic. They are also 80-
million-plus in population and
the smart demographer will find
ways to connect with them while
they are young.”
To get the Millenial market,

companies will have to give them
a real product that they can con-
nect with. If they do that while
they’re young, they’ll be ahead of
the game, Bernacchi said.
What marketers of today have

to remember, he said, is that Mil-
lenials have lived through the re-
cession of the past few years.
“As a college professor, I

interact with students all the
time and I’ve witnessed what
effect the recession had on
college students.”

Bernacchi said college years
are incredibly important when
talking about how tastes and
brand preferences are formed.
“It’s interesting,” Bernacchi

said. “I see how students get
support from their parents, but I
also see how students’ tastes and
choices get affirmed by their
peers in the college environment.
It’s during those years that adult
tastes are formed and affirmed.

“I call it a time when stakes can
really be planted in the ground
by marketers. What someone
sees and believes during this
period influences their decisions
for the rest of their lives.”
Now, Bernacchi said, it’s possi-

ble to change those tastes, but
it’s difficult. Usually something
massive has to happen like 9/11
or the Kennedy assassination.
When Bernacchi was inter-

viewed on Chrysler’s “Insider
Outlook” Webcast, he talked
about how many people in mar-
keting misunderstand the rela-
tionship Millenials have with
automobiles.
All too often, he said, people

think Millenials don’t care about
cars. “That’s not true,” he said.
“They care, but when they leave
school, they’re often burdened
by heavy debt and are living at
home. They have parents and
parents have cars.
“When a Millenial does decide

to buy a car, they want some-
thing nice and with some ele-
gance, so they will often get a
high-end used car.”

New Trend Shifts Marketing From Boomers to Millennials

Michael Bernacchi

Chrysler Looking at Students for Tomorrow’s Designers

lem for more than a decade. Yet
it didn’t begin recalling the
switches in 2.6 million small cars
until earlier this year.
The automaker hired Feinberg

to compensate victims of crash-
es caused by the switches, and
Feinberg has said GM has not
limited the total amount he can
pay. Some lawmakers have esti-
mated the death toll is close to
100.
Biros, citing confidentiality

agreements, said Feinberg will
not identify any of those eligible
for payments, nor will he say if
the 19 deemed eligible so far in-
clude the 13 deaths that GM has
documented. GM has not identi-
fied the 13 victims.
The U.S. National Highway

Traffic Safety Administration
says it has not tallied the total
number of deaths.
Biros said no claims have been

rejected yet, although Feinberg
is in the process of turning down
a few because they don’t meet
the requirements for compensa-
tion. Feinberg will issue reports
each Monday on how many
claims have been granted, she
said.
Feinberg also has received 320

claims for compensation due to
injuries. Of those, 12 have been
deemed eligible for payments so
far.
Of the injury claims, 58 were in

the most serious category, seek-
ing compensation for injuries re-
sulting in loss of use of limbs,
amputation, permanent brain
damage or pervasive burns, the
Feinberg statement said. Anoth-
er 262 claims are for less-serious
injuries that required hospital
stays or outpatient medical
treatment within 48 hours of the
crash.
The deadline for filing a claim

is Dec. 31. Feinberg will follow
formulas to determine how
much people will get, and they
can demonstrate circumstances
to him that would bring more
money.
Claimants can wait until he

comes up with an amount before
deciding whether to sue GM or
take the money.
GM has estimated the cost of

compensating victims at $400
million, but says it could rise to
$600 million.
The faulty ignition switches

can slip out of the “run’’ position
into “accessory’’ or “off,’’ cutting
off power to the engine. That can
knock out power steering or
brakes and disable the air bags if
there’s a crash.
The ignition switch problem

triggered a company-wide safety
review that has resulted in 29
million GM vehicles being re-
called through August.
Despite persistent bad publici-

ty for much of the year, GM’s
sales haven’t been significantly
harmed by the spate of recalls.
GM’s U.S. sales are up 2.8 per-
cent through August.
U.S. auto sales overall have

risen 5.1 percent during the
same time.

Feinberg Tells GM
To Pay for 19

Wrongful Deaths
CONTINUED FROM PAGE 1
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NHTSA needs to keep pace with
these rapid advancements in
technology,” the report said. “As
evidenced by the GM recall, this
may be a greater challenge than
even NHTSA understands.”
“It is tragic that the evidence

was staring NHTSA in the face
and the agency didn’t identify
the warnings,” House Committee
Chairman Fred Upton, a Republi-
can, said in a statement.
“NHTSA exists not just to

process what the company finds,
but to dig deeper. They failed.”
At least 19 people died in

crashes caused by the faulty
switches in GM small cars like
the Chevrolet Cobalt.
The company acknowledged

knowing about the problem for at
least a decade, but it didn’t recall
the cars until February. The de-
lays left the problem on the
roads, causing numerous crashes
that resulted in deaths and in-
juries.
Lawmakers have said they ex-

pect the death toll to rise to near
100.
NHTSA already has fined GM

the maximum $35 million for fail-
ing to report information on the
switches, but the committee
found that many of the bureau-
cratic snafus that plagued GM
also are present at NHTSA.
“While NHTSA now complains

about GM’s switch, it seems
NHTSA was asleep at the switch,
too,” Rep. Tim Murphy, R-Pa.,
said in a statement.
Under questioning in the Sen-

ate, Friedman conceded that the
agency needed to make improve-
ments, including more aggressive
follow-up on crashes that could
have causes different from the
agency’s initial findings.

But he also said the auto in-
dustry has more information and
people than NHTSA. The agency,
he said, needs bigger fines to
deter automakers from hiding
safety problems, and it needs
more staff and updated technolo-
gy to track problems.
Friedman has been the

agency’s acting chief since De-
cember. Senators called on the
White House to name a perma-
nent chief of NHTSA, saying it
will be hard for an interim chief
to lead reforms.
NHTSA received consumer

complaints about the switches
for years, but didn’t order a re-
call investigation.
GM officials also knew for at

least a decade that the switches
– which can shut off while the ve-
hicle is moving, disabling the air
bags and other key systems like
power steering and power
brakes – were faulty and causing
accidents.
The House committee said in

its report that a Wisconsin state
trooper sent a report to NHTSA
in 2007 about a crash that killed
two teenage girls. The air bags
failed to inflate in the crash, and
the trooper was able to link that
to ignition switches that can slip
out of the “run” position.
The agency also commis-

sioned two outside investiga-
tions that reached the same con-
clusion, yet no one at NHTSA
connected the information and
the agency never pushed for a re-
call.
The agency rejected a propos-

al to start an investigation, rely-
ing on a “generalized trend analy-
sis” of consumer complaints that
showed the GM cars didn’t stand
out from comparable vehicles.
NHTSA’s outdated perception

of how air bag systems worked

“contributed to the years of de-
lay in identifying this defect,” the
report stated.
The ignition switch problems

forced GM to do a company-wide
safety investigation that trig-
gered 65 recalls covering more
than 29 million cars and trucks
so far this year.
“The agency is not doing the

job which it has the capacity to
do, and people are at risk as a
result,” said auto safety advocate
Joan Claybrook, a former NHTSA
administrator.
Senators questioned why

NHTSA didn’t pursue consumer
reports of GM cars stalling while
moving. “For the ordinary con-
sumer, a car stalling repeatedly
on a highway or anywhere is a
problem,” said Sen. Richard
Blumenthal, D-Conn.
Friedman responded that

stalling is a serious safety prob-
lem. Elaborating to reporters lat-
er, he said past complaints about
stalls where consumers could
pull over to the side of the road,
restart the car and pull back into
traffic were judged not to be an
“unreasonable risk to safety.”
Since the GM recalls, Friedman

said he has met with 12 major
automakers at the agency’s head-
quarters to emphasize that there
will be “zero tolerance” for with-
holding safety information.
Friedman blamed GM for de-

lays in the ignition switch recall,
saying it deliberately hid infor-
mation by fixing ignition switch-
es without changing the part
numbers.
That caused the number of

complaints about the switches to
decline, misleading investigators,
he said.
In the House report, a key criti-

cism was that NHTSA investiga-
tors didn’t understand until after
GM began recalling cars that the
faulty switches could move to
the “accessory” position while
the car was moving, shutting off
the engine and preventing air
bags from deploying. The faulty
switches also can shut down key
systems such as power steering
and power brakes, causing crash-
es.
NHTSA’s outdated perception

of how air bag systems worked
“contributed to the years of de-
lay in identifying this defect,” the
report stated.
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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

OVER 75 YEARS OF EXPERIENCE
We Accept All Extended Warranties Including GM, Chrysler, Ford, Etc.

MAINTENANCE SPECIAL
Includes: • Full Service Oil Change & Filter

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

$2295
FREE Tire Rotation • FREE 27 Pt. Inspection

FREE Brake Inspection (Drums Extra)

$3595 Full Service
Synthetic Oil Change

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

Most Cars. Not Valid With Any Other Discount. Offer Expires 9-30-14.

OR

POT HOLE
SERVICE SPECIAL

$5995
Includes: • Front End Alignment • Tire Rotation

• Balance & Brake Inspection
Must present discount at time of write-up. Not valid with other offers.
Camber/Caster adjustment additional cost. Offer Expires 9-30-14.

FREE
BRAKE

INSPECTION
Most Cars. drums Extra.

Brake Pad Special Starting At $89
Most Cars. Not Valid With Any Other Discount. Offer Expires 9-30-14.

FREE
ALIGNMENT
WITH PURCHASE

OF 4 TIRES
Most Cars. Not Valid With Any Other Discount. Offer Expires 9-30-14.

COMPLETE
VEHICLE & MOTORCYLE
DETAILING

Reg. $129.95.

Include Exterior Wash,
Vacuum & Shampoo

and Hand Wax
Most Cars. Not Valid With Any Other Discount. Offer Expires 9-30-14.

$99
Over

30 Years
Experience

Starting At

USED VEHICLE
INSPECTION
$2995
Complete 172 Point Inspection

Not Valid With Any Other Discount. Offer Expires 9-30-14.

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

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

Congress Brings Heat to NHTSA for GM Defect Problem

DETROIT (AP) – Ford is recall-
ing about 74,000 older-model
gas-electric hybrid SUVs in the
U.S. and Canada to fix a stalling
problem.
The recall covers Ford Escapes

from the 2005 through 2008 mod-
el years and Mercury Mariners
from 2006 through 2008.
The company says the coolant

pump for the hybrid system
could fail, causing electronics to
overheat. That can shut down
the engine, increasing the risk of
a crash.

Ford says in documents filed
with government safety regula-
tors that it has no reports of
crashes or injuries from the
problem.
Ford is expected to start the

recall on Oct. 27. Dealers will re-
place the coolant pump for free.
Ford is also recalling 1,290

model-year 2015 Transit vehicles
manufactured between April 3,
2014, and May 27, 2014, as brake
fluid may leak from the brake
hose/caliper junctions at the rear
of the vehicle.

Ford Recalls 2005-08 Hybrid SUVs

DETROIT (AP) – What do
women want in a car? The same
things men do – with subtle dif-
ferences.
Exterior styling and overall

value are the most important
things to new car buyers of 
both sexes, according to 
TrueCar.com, an auto buying site
that regularly surveys buyers.
Past experience with the brand
and driving performance are
next on the list.
But while men usually give an

edge to styling and driving per-
formance, women tend to rank
safety and fuel economy more
highly than men do, TrueCar
says.
Those small differences are

important as women become a
larger force in the marketplace.
Forty percent of new vehicle reg-
istrants were female in the first
four months of this year, up from
37 percent in 2009, according to
Edmunds.com. And that’s only
expected to grow. Among
younger buyers, women are al-
ready outpacing men.
“Women represent the biggest

marketing opportunity in the
world,” says Chantel Lenard,
Ford’s U.S. marketing director.
Even when preferences con-

verge, it may be for different rea-
sons. For example, “reliability” is
important to women because
they don’t want to get stranded
on the road, Lenard says. Men
want reliable cars because they
don’t want to spend a lot of time
in the shop, she says.
Horsepower is important to

men, which helps explain why
Lamborghini has the highest
proportion of male buyers of any
brand, at nearly 95 percent.

Women a Lot Like
Men – When

Choosing Cars



General Motors CEO Mary
Barra concluded a three-day fact-
finding visit to India on Sept. 11,
where she met with Indian Prime
Minister Narendra Modi and key
stakeholders throughout the
country.
“India represents a great op-

portunity for Chevrolet,” Barra
said. “With a relatively small
vehicle population and rapidly
growing, young middle class, In-
dia is expected to become one of
the world’s three largest markets
by 2020.
“GM is working to better un-

derstand the Indian market so we
can give Indian customers what
they deserve – safe, high-quality
Chevrolet vehicles with excep-
tional designs that exceed expec-
tations.”
GM has invested about $1 bil-

lion in India to date. Its Talegaon
and Halol facilities can produce

more than 280,000 vehicles per
year.
The GM Technical Center-India

is carrying out local and global
engineering projects, and GM In-
dia’s growing lineup of Chevrolet
models is sold through the com-
pany’s nationwide dealer net-
work, said GM spokesperson Lori
Arpin.
Barra, accompanied by Tim

Solso, non-executive chairman of
the GM Board of Directors; Stefan
Jacoby, executive vice president
and president, GM International;
Chuck Stevens, GM executive
vice president and chief financial
officer; and, Arvind Saxena, GM
India president and managing di-
rector, visited GM facilities
across the country and met with
employees, suppliers and gov-
ernment leaders during her
three-day visit.
During a visit to the Talegaon

manufacturing facility in India’s
Pune province, Barra participat-
ed in the celebration of the pro-
duction of the first Chevrolet ve-
hicle for export. Vehicles initially
will be exported to Chile starting
later this year.
Meeting with several of GM In-

dia’s top suppliers in Pune, Barra
discussed opportunities for glob-
al sourcing and improved part-
nerships as GM continues to lo-
calize its supply base and make
greater use of products manufac-
tured in India, Arpin said.
The GM leadership team also

visited local Chevrolet dealer-
ships to further understand the
market momentum, customer
preferences and network per-
formance.
On Sept. 11, Barra met with In-

dian Prime Minister Modi, con-
gratulating him on his recent vic-
tory at the polls and thanking

Modi for supporting the growth
of GM India.
In a Sept. 12 address to the an-

nual convention of the Society of
Indian Automobile Manufactur-
ers in New Delhi, Jacoby spoke
about the positive economic
impact of the automotive
industry and its importance
for markets in developing

countries such as India.
“GM remains open to the long-

term prospects for India and
its automotive industry,” said
Jacoby.
“However, we are going in with

our eyes wide open to ensure
that our investment is good for
India and good for General Mo-
tors.”
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Mary Barra rolls out the first Chevrolet Beat for export from India.

By JUSTIN PRITCHARD
Associated Press

LOS ANGELES (AP) – Comput-
er-driven cars have been testing
their skills on California roads
for more than four years – but
until now, the Department of Mo-
tor Vehicles wasn’t sure just how
many were rolling around.
That changed last week, when

the agency required self-driving
cars to be registered and issued
testing permits that let three
companies dispatch 29 vehicles
onto freeways and into neighbor-
hoods – with a human behind the
wheel in case the onboard equip-
ment makes a bad decision.
These may be the cars of the

future, but for now they repre-
sent a tiny fraction of California’s
approximately 32 million regis-
tered vehicles.
Google’s souped-up Lexus

SUVs are the biggest fleet, with
25 vehicles. Mercedes and the
Volkswagen Group of America
have two vehicles each, said
Bernard Soriano, the DMV offi-
cial overseeing the state’s “au-
tonomous vehicle” regulation-
writing process.
A “handful” of other compa-

nies are applying for permits, he
said.
The permits formally regulate

testing that already was under-
way. Google alone is closing in on
1 million miles. The technology
giant has bet heavily on the vehi-
cles, which navigate using so-
phisticated sensors and detailed
maps.
Finally, government rules are

catching up.
In 2012, the California Legisla-

ture directed the DMV to regu-
late the emerging technology.
Rules that the agency first pro-
posed in January went into effect
last week. Among them:
• Test drivers must have a

sparkling driving record, com-
plete a training regimen and en-
roll in a program that informs
their employer if they get in an
accident or are busted for driv-
ing under the influence during
their off-hours.

• Companies must report to
the state any accidents, as well
as how many times their vehicles
unexpectedly disengage from
self-driving mode, whether due
to a failure of the technology or
because the human driver takes
over in an emergency. They also
must have insurance or other
coverage to pay for property or
personal injury claims of up to $5
million.
California passed its law after

Nevada and Florida and before
Michigan. The federal govern-
ment has not acted, and national
regulations appear to be years
away.
It’s impossible to know the

total number of self-driving cars
being tested on public roads be-
cause, unlike California and Ne-
vada, Michigan does not require
special permits to test self-dri-
ving cars on public roads.
Toyota, Chrysler, Ford and

General Motors are “all running
around here with some form of
autonomous vehicle,” said James
Fackler, assistant administrator
for the Michigan Department of
State, which registers motor ve-
hicles.
Carmakers do not need a per-

mit – manufacturer’s license
plates are enough, and those
plates can also be used on future
models or other kinds of experi-
mental cars.
Nevada has issued several test

vehicle licenses to Google, VW
and the auto supplier Continen-
tal, according to its Department
of Motor Vehicles.
In Florida, only Audi has tested

self-driving technology and no
testing is ongoing, according to a
spokesman for the state’s motor
vehicles department.
With California’s testing rules

in effect, the DMV is drafting reg-
ulations that will govern self-dri-
ving cars once they are ready to
be sold to the general public.
Those regulations, which the

DMV must finish by year’s end,
will untie knotty issues such as
whether a person needs to be in
the vehicle at all when it is in op-
eration.

Detroit 3 ‘All Running Around with
Autonomous Vehicles’ – Dept. of State

The 2015 Mustang is heading to dealerships this fall.

Barra Visits GM’s Operations in India,
Meets with Key Leaders to Discuss Market

The new 2015 Mustang is on its
way.
And, said Ford spokesperson

Monique Brentley, it’s loaded
with innovative technologies and
delivering high levels of perform-
ance and style. “It’s the next
chapter in the life of one of the
world’s most iconic cars.”
“Ford Mustang inspires pas-

sion like no other car,” said Raj
Nair, Ford group vice president,
Global Product Development.
“The visceral look, sound and
performance of Mustang res-
onates with people, even if
they’ve never driven one.
“Mustang is definitely more

than just a car – it is the heart
and soul of Ford.”
Brentley added, “The new Mus-

tang is the first car to offer four-,
six- and eight-cylinder engines
that each produce at least 300
horsepower – a 300-horsepower
3.7-liter V6, a more powerful 435-
horsepower 5.0-liter V8, and an
all-new 310-horsepower 2.3-liter
EcoBoost engine.
“And that is exciting. Pre-order

interest in the new Mustang is
high and we’re pleased with what
we’ve heard.”
Mustang’s impact goes well be-

yond the 9-million-plus cars sold
in its 50 years of continuous pro-
duction, Nair said.
It has made thousands of ap-

pearances in film, television,
music and video games, and is
the world’s most-liked vehicle on
Facebook. For the first time ever,
Ford will bring Mustang to cus-
tomers in key parts of Europe
and Asia.
Ford has plans to build to

order, said Brentley. The new

Mustang will be available this
fall.
Nair said the way a Mustang

looks, drives and sounds is key
to the visceral experience that
makes drivers just want to get in
the driver’s seat and hit the road.
The Mustang, he said, is the

first car to offer four-, six- and
eight-cylinder engines that each
produce at least 300 horsepower.
With more powertrain options to
choose from, he said, there’s a
Mustang to fit any lifestyle.
The 3.7-liter V6 and upgraded

5.0-liter V8 are joined by a new
2.3-liter EcoBoost engine that
brings state-of-the-art technology
to Mustang, said Brentley.
The Mustang’s EcoBoost en-

gine uses direct injection, vari-
able cam timing and turbocharg-
ing.
A unique intake manifold and

turbocharger housing, said
Brentley, enable it to deliver “the
performance Mustang drivers ex-
pect” with 310 horsepower and
320 lb.-ft. of torque.
“This EcoBoost engine delivers

where a Mustang driver expects
it to, with a broad, flat torque
curve that pours out when you
stand on it for easy passing or
hustling down a twisty road,”
said Dave Pericak, Ford Mustang
chief engineer.
Mustang GT continues, Pericak

said, with the latest edition of the
throaty 5.0-liter V8, now featur-
ing an upgraded valvetrain and
cylinder heads that help boost
output to 435 horsepower and
400 lb.-ft. of torque.
A new intake manifold features

charge motion control valves to
partially close off port flow at

lower engine speeds. This in-
creases the air charge tumble
and swirl, said Pericak, for im-
proved air-fuel mixing resulting
in improved efficiency and idle
stability.
Several key design features de-

fine the all-new Mustang:
• A lower, wider stance with a

reduction in roof height, and
wider rear fenders and track;
• The return of Mustang fast-

back with a sleeker profile en-
abled by more steeply sloped
windshield and rear glass;
• Three-dimensional, tri-bar

taillamps with sequential turn
signals;
• Contemporary execution of

the signature shark-bite front fas-
cia and trapezoidal grille.
The information and controls

an active driver needs are all
readily accessible in the aviation-
inspired cockpit, said Brentley,
which is “executed with the high-
est degree of craftsmanship ever
found in a Mustang.”
Large, clear instrumentation

puts vehicle information in front
of the driver in the roomier cab-
in, said Brentley, while improved
ergonomics and tactile switches
and knobs provide better con-
trol.
The added width and a new

rear suspension contribute to im-
proved shoulder and hip room
for rear-seat passengers, and a
more usefully shaped trunk can
accommodate two golf bags.
The new Mustang features a

significant amount of innovative
technologies providing drivers
with enhanced information, con-
trol and connectivity when they
want it, said Brentley.

Ford Uses Best Tech for the New Mustang

Johnson Controls was recently
recognized in the J.D. Power 2014
Seat Quality and Satisfaction
Study as the supplier providing
the highest-quality seats in three
out of seven vehicle segments –
Luxury SUV, Mass Market
Truck/Van and Mass Market Mid-
size/Large SUVs.
The company received six

awards overall, three for John-
son Controls and three for its
joint venture partners Avanzar
Interior Technologies, Ltd., and
Bridgewater Interiors.
“These awards demonstrate

that our team at Johnson Con-
trols is committed to providing
automakers and their customers
with the highest-quality seating
products,” said Byron Foster,
group vice president and general
manager, Customer Groups and
Strategy for Johnson Controls
Automotive Seating.
In the Luxury SUV segment,

Johnson Controls supplies the
study’s highest-ranking seats
for the Land Rover Evoque and

the Porsche Cayenne, said com-
pany spokesperson Mary Kay
Dodero.

The Evoque seats are manu-
factured at the company’s Hale-
wood, U.K., plant. The Cayenne
seats are manufactured at the Lo-
zorno, Slovakia, plant. Johnson
Controls also ranked highest in a
tie in the Mass Market Truck/Van
segment with seats for the Ford
F-150 Light Duty and the F-
250/350 Super Duty trucks.
The seats for the Ford F-

250/350 trucks, which were high-
est in segment two years in a
row, tied in 2014, are made at
Johnson Controls’ Shelbyville,
Ky., plant.

The seats for the Toyota Taco-
ma and Tundra tied for highest in
segment and are manufactured
by Avanzar, a Johnson Controls
joint venture in San Antonio.
The Ford F-150 seats are manu-

factured by plants in both River-
side, Mo., and Bridgewater Interi-
ors, a Johnson Controls joint
venture, in Warren.

The Ram 2500/3500 seats, man-
ufactured in Derramadero, Mexi-
co, placed fourth and fifth.
In the Mass Market

Midsize/Large SUV segment,
Johnson Controls ranked highest
in the segment for Honda Pilot
seats manufactured by Bridgewa-
ter Interiors in Oxford, Ala.
The 2014 J.D. Power Seat

Quality and Satisfaction Study
provides car manufacturers and
suppliers with quality and satis-
faction information related to
seating systems.
New vehicle owners are

asked to rate the quality of
their vehicle’s seats and seat
belts based on whether or not
they experienced defects and
or malfunctions or design prob-
lems in the first 90 days of own-
ership.
The study is based on respons-

es from more than 86,000 pur-
chasers and lessees of new 2014
model-year cars and light trucks.
The study was conducted be-
tween February and May 2014.

Johnson Controls Gets Honored for Seats
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Mopar motorsports fans had
to wait a week to see the comple-
tion of the seventh annual Pep
Boys National Hot Rod Associa-
tion (NHRA) Carolina Nationals.
The race is the first national

event of the six-race playoff se-
ries called, “Countdown to the
Championship,” after elimina-
tions rounds were halted by rain
on Sept. 14. Before that, a first-
round on-track incident involv-
ing Mopar driver V. Gaines at
zMAX Dragway near Charlotte,
N.C.
The postponed elimination

rounds were set to be completed
at the following scheduled event
in Ennis, Texas, Sept. 21 at the
NHRA Fall Nationals. The race
was scheduled to be run after
this paper goes to press.
The on-track incident took

place during the Pro Stock cate-
gory first-round match-up be-
tween fifth-place qualifier Allen
Johnson aboard his “Magneti
Marelli Offered by Mopar” Dodge
Dart, in the right lane and V.
Gaines’ Hemi-powered Dodge
Dart, which was qualified 12th
on the eliminations ladder, in the
left lane.
Shortly after the cars

launched, Johnson’s machine
went over the centerline for dis-
qualification, but all eyes were
on V. Gaines moments later as
his car made an unexpected
move to the left and gave the
driver a few tense moments.
Gaines emerged uninjured from
his heavily damaged vehicle.
“Nobody made it down that

left lane so I was fully prepared
to get out of it the minute it did
anything stupid,” said Gaines. “I
was going right down the middle
of the groove and everything
was good. I knew I was ahead of
Johnson and then, boy, it just
went.
“It just took a left turn on me

and there was no correcting. It
was just gone.”
Despite the unfortunate finish

to his lap, Gaines earned the
round win against Johnson and
the NHRA will allow the use of a
replacement car for the continu-
ation of eliminations in Texas
next weekend.

Gaines Gains
Round Win; Race
To be Continued

Coming off SRT (Street and
Racing Technology) Motor-
sports’ first Trans Am Series run-
ner-up result in its most recent
race, the Dodge Challengers
team was eager to contend for a
victory at Connecticut’s Lime
Rock Park in the ninth Trans Am
race of the 2014 season on Satur-
day, Sept. 20 – and was set to do
so with a new, familiar face be-
hind the wheel.
After making two starts in the

No. 11 Dodge Challenger, Tommy
Kendall will hand off the wheel
to fellow legend Tommy Archer
for a spot start in the SRT entry.
With Kendall scheduled to make
an appearance in California as a
talent on a television broadcast
that same weekend, the famed
road racer and long-time Dodge
driver will get his opportunity to
return to Trans Am for SRT’s
third series start.
Archer is an accomplished

road racer whose career has
spanned five decades since his
debut in 1970.
The native of Duluth, Minn.

has collected victories in IMSA,
SCCA and Trans Am Series
racing, in addition to recording
a pair of runner-up results in
the 1998 and 1999 24 Hours of
LeMans in a Dodge Viper.
The Lime Rock Park race in

Connecticut wasn’t finished
until after this paper went to
press.

Archer to Replace
Kendall in Ninth
Trans Am Race



Chrysler last week hosted the
15th annual Matchmaker event at
the company’s headquarters in
Auburn Hills.
Matchmaker provides minori-

ty-owned, women-owned and vet-
eran-owned businesses access to
Chrysler Group’s Tier I suppliers
and to decision-makers in the
company’s procurement organi-
zation. The program has generat-
ed more than $2.1 billion in new
business opportunities for ex-
hibitors since 2000.
“Chrysler Group is as commit-

ted as ever to creating a diverse
and sustainable supply base that
directly reflects our customers,”
said Tom Finelli, vice president of
Chrysler’s NAFTA Purchasing
and Supplier Quality.
“Our commitment to diversity

is deeply rooted and fully en-
gages our entire team, including
our extended enterprise part-
ners. This enables us to better

understand and satisfy – perhaps
even to better anticipate – the
tastes and needs of diverse cus-
tomers and communities.”
Matchmaker continues to be

the much-copied, premier net-
working trade event in the auto-
motive supplier community,
Finelli said.
This year’s Matchmaker at-

tracted more than 2,900 partici-
pants.
More than 270 minority-owned,

women-owned, veteran-owned
and majority-owned Chrysler
Group suppliers participated in
the day-long event.
Chrysler’s supplier diversity

goals require that 10 percent of a
Tier I supplier’s procurement buy
be sourced to certified minority
suppliers.
Chrysler Group itself spent

$2.1 billion with approximately
200 minority suppliers in 2013,
representing 6.9 percent of the

company’s total annual purchas-
ing. Since 1983, the company has
purchased nearly $52 billion
from minority-owned suppliers.
“Programs like Matchmaker

enable Chrysler Group to oper-
ate efficiently and sustainably,
and to bring innovative new
products to market that resonate
with a diverse customer base,”
said Kevin L. Bell, senior manag-
er – Chrysler’s Diversity Supplier
Development.
“These programs also ensure

that the economic benefits of our
business are shared with mem-
bers of our diverse communi-
ties.”
In addition to its business-to-

business feature, Matchmaker of-
fers minority-owned suppliers
unique opportunities to partici-
pate in a wide range of develop-
ment seminars designed to give
these suppliers knowledge that
can help strengthen their busi-

nesses, said Chrysler spokesper-
son Mike Palese.
The seminars, led by the U.S.

Small Business Administration,
the Minority Business Develop-
ment Agency, the Michigan Eco-
nomic Development Corporation
and others, cover such topics as
access to capital and minority
business services, merger and
acquisition strategies, the use of
various computer programs de-
signed to assist Tier I and minori-
ty suppliers to do business with
one another, and the implica-
tions of federal healthcare re-
form for small and medium-sized
businesses.

Chrysler Group continues to
support several organizations
that assist Tier I suppliers with
achieving their minority-owned
and women-owned sourcing
goals, said Palese.
These organizations include

the National Minority Supplier
Development Council, the Cana-
dian Aboriginal and Minority
Supplier Council, and the
Women’s Business Enterprise
National Council, he said.
In addition, Chrysler Group

supports veteran-business own-
ership through membership with
the National Veteran-Owned
Business Association.
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Dodge is reconfirming its com-
mitment to the future of the
Viper and repositioning the icon-
ic Detroit-built car for 2015, giv-
ing it more horsepower, im-
proved fuel economy and a new
starting price $15,000 less than
the 2014 model it replaces, said
Dan Reid, manager, Product De-
sign, SRT and Motorsports Com-
munications.
For 2015, the hand-built Ameri-

can exotic now delivers an in-
creased 645 horsepower, gets up
to 20 miles per gallon and is of-
fered at a new starting U.S. Manu-
facturer’s Suggested Retail Price
of $84,995, Reid said.
These prices exclude tax, title,

license, destination and gas guz-
zler tax.
Reaching back into its 100-year

history, Dodge is using the for-
mula that successfully launched
the original 1992 Dodge Viper,
but with even more power, re-
finement and craftsmanship,
Reid said.
Adjusting for inflation, he said,

the 2015 model-year Viper is
priced competitively to the first-
generation Viper, as calculated
by Kelley Blue Book. When Viper
was first introduced, the U.S.
MSRP was $50,700. Adjusted for
inflation -- that equates to
$86,130 in today’s dollars, said
Reid.
“The Gen 1 Viper had 400

horsepower,” said Tim Kuniskis,
president – Dodge and SRT
Brands. “It didn’t have air condi-
tioning, anti-lock brakes, traction
control or stability control. It
didn’t even have real windows.
“It was the purest, rawest and

most visceral American perform-
ance car of its time. The Gen 5
Viper maintains the purity of the
original car, with its seductive
design, perfect weight balance
and all-aluminum V10 with an ad-
ditional 245 horsepower.
“But the rawness has been

tamed with state-of-the-art five-
mode ESC, two-mode suspen-
sion, ABS, traction control,
launch control and a lightweight
structure comprised of carbon
fiber, magnesium and aluminum.
“Despite the Gen 5’s massive

leap forward in technology and
performance, we’re pulling its
starting price back to the equiva-
lent of the original Gen 1 car.”
Dodge is repositioning every

Viper model with a lower starting
price, Kuniskis said.
In addition to the new starting

price, all existing Gen 5 Viper
owners will get a certificate
worth $15,000 that can be re-
deemed toward the purchase of
a new Dodge Viper. This $15,000
certificate is in addition to the
$15,000 price reduction.
Effective immediately, all exist-

ing 2014 model-year Vipers in
dealer inventory will also be re-
invoiced and receive a new Mon-
roney label that highlights the
$15,000 price reduction.
Dodge is also expanding Viper

sales beyond the current SRT
network of dealers. More than
2,300 Dodge dealers will be able
to sell the 2015 Dodge Viper.
“We have a saying at Dodge: ‘If

you know – you know,’ and if you
know Viper, you know this is big
news,” Kuniskis said. “And if you
don’t know Viper, it’s time to
check it out and see what makes
owning and driving the iconic
Viper so much more unique, ex-
clusive and interesting than any
other American performance ve-
hicle.”
For the 2015 model year,

Dodge is also introducing a num-
ber of product enhancements,
new packages and new colors, in-
cluding:
• SRT – new accent stitching

on the seats and instrument pan-
el, Alcantara accents on the
doors and instrument panel and
“Viper”-badged aluminum sill
plates.
• GT – new model with Nappa

leather seats with Alcantara in-
serts, Alcantara accents on the
doors and IP, “Viper”-badged alu-
minum sill plates, two-mode sus-
pension, five-mode ESC, “GTS”
hood and two-piece StopTech
slotted rotors.
• GTS Ceramic Blue Special

Edition with an exclusive Ceram-
ic Blue exterior color and Black
stripes.
• TA 2.0 Special Edition with

high-performance Aero Package
High-impact Y’Orange, Stryker
Orange and Stryker Purple exte-
rior colors – arriving to dealers
in early 2015.
Production of 2015 model-year

Vipers will begin at the Conner
Avenue Assembly Plant in De-
troit in the second half of the
fourth quarter of 2014, Reid said.

2015 Dodge Viper to Sell for
$15K Less Than 2014 Model

2015 Dodge Viper

Chrysler’s Annual Matchmaker Event Brings Businesses Together

A federal grand jury in Detroit
on Sept. 18 returned two sepa-
rate indictments against seven
executives from two Japanese
manufacturers of automotive
parts for their participation in a
conspiracy to fix prices of cer-
tain automotive parts, the De-
partment of Justice announced
in a statement to the media.
A three-count indictment was

filed in the U.S. District Court for
the Eastern District of Michigan.
Count one charges Atsushi Ueda,
Minoru Kurisaki, and Hideyuki
Saito of Mitsubishi Electric Corp.
(MELCO) with conspiring to fix
the prices of certain automotive
products, including starter mo-
tors, alternators and ignition
coils, sold to Ford Motor Compa-
ny, General Motors, Chrysler, Fuji
Heavy Industries Ltd., Nissan Mo-
tor Company Ltd., and Honda

Motor Company Ltd. in the Unit-
ed States and elsewhere.
Count two charges Kurisaki

and Saito with knowingly con-
spiring to obstruct justice by de-
stroying documents and corrupt-
ly persuading, and attempting to
persuade others, to destroy doc-
uments.
Count three charges Saito with

knowingly and corruptly per-
suading, and attempting to per-
suade, executives to destroy doc-
uments and delete electronic da-
ta that may contain evidence of
antitrust crimes in the United
States and elsewhere.
Ueda and Kurisaki served as

President and General Manager,
respectively, in the Automotive
Equipment Group. They are no
longer employed by MELCO.
Saito currently serves as a high-
level manager within the Auto-

motive Equipment Group at MEL-
CO.
A one-count indictment, also

filed Sept. 18 in the U.S. District
Court for the Eastern District of
Michigan, charges Takashi
Toyokuni, Ken Funasaki,
Kazunobu Tsunekawa and
Tomiya Itakura of Hitachi Auto-
motive Systems with conspiring
to fix the prices of various auto-
motive parts, including starter
motors, alternators, air flow me-
ters, valve timing control de-
vices, fuel injection systems,
electronic throttle bodies, igni-
tion coils and inverters and/or
motor generators sold to various
automobile manufacturers such
as Ford Motor Company, General
Motors, Nissan Motor Co. Ltd.,
Toyota Motor Corp., and Honda
Motor Co., in the United States
and elsewhere.

Japanese Execs Indicted for Price Fixing
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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

• All sale prices at GM Employee Discount Price, plus tax, title, plate and doc. fees. All rebates including USAA Private Offer assigned to dealer.
Due to advertising deadline, prices subject to changE.

2014 SONIC 5DR
– SALE PRICE –

$12,697*

2013 CAMARO LT COUPE
– SALE PRICE –

$17,998*

MSRP $27,590

2014 SPARK
– SALE PRICE –

$12,525*

NEW

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.
Silverado lease assumes that you have a 1999 or newer trade in. 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 09-30-14.

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

Touchscreen Radio, Back-Up Camera, Remote Start,
Deep Tinted Glass, Aluminum Wheels, WI-FI,
Power Locks/Windows/Mirrors & More…
36 Month Lease/10,000 Miles

Stk.#50364

2015 EQUINOX 1LT

No Security Deposit Required

Stk.#45163

2014 SILVERADO 1LT
NO SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

All Star Package, Remote Start, Back-Up Camera,
Auto A/C, 18” Wheels, Trailer Package,
Power Locks/Windows/Mirrors & 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.#44050

2014 CRUZE 1LT

1.4L Ecotec Turbo
6 Speed Automatic & More…

36 Month Lease/10,000 Miles

$139*+Tax with$0 Down
No Security Deposit Required

NO SECURITY
DEPOSIT
REQUIRED

Deals Make the
Difference Every Day

at

buff whelan
chevrolet

$279*+Tax with$0 Down

$235*+Tax with$0 Down

DBL DOOR
4X4

Chevrolet’s effort to demon-
strate all things are possible
through play has reached a mile-
stone with its donation of the 1
millionth One World Futbol.
The futbol was among 50 deliv-

ered last week to the Mabu-a-tlou
girls’ primary school in Hamman-
skraal, South Africa.
The delivery took place during

the unveiling of the Mabu-A-Tlou
Lebala La Metshameko pitch,
which Chevrolet revitalized to
enable the Hammanskraal Girls
Soccer program and surrounding
community to enjoy greater par-
ticipation in football.
“For Chevrolet, it’s not just

about what the One World Futbol
is, but what the ball enables us to
do,” said Tim Mahoney, chief
marketing officer, Global Chevro-
let.
“The donation of the millionth

ball is a tremendous milestone in
our effort to help children every-
where realize that through play,
all things are possible.”
As founding sponsor of the

One World Futbol Project,
Chevrolet in 2012 committed to
donate 1.5 million Chevrolet-
branded One World Futbols over
three years. The balls are distrib-
uted to programs and schools in
war-stricken zones, refugee
camps, disaster areas and other
disadvantaged communities
worldwide through a broad net-
work of organizations that use
sport and play to teach conflict
resolution, gender equality,
health awareness and other es-
sential life skills.
Chevrolet-branded One World

Futbols have been delivered
to more than 60 countries and
have brought the possibility of
play to more than 26 million
youth in Africa, Asia, the Americ-
as and Europe, including:

• 22,000 One World Futbols in
Colombia are teaching children
to use play as a way to overcome
or find relief from life’s daily chal-
lenges.
• 5,000 balls donated in Thai-

land have brought the power
of play to orphanages and
schools in the most rural regions
of a country where seven out
of every 100 Thai children do
not have parents to care for
them.
• 250 balls in the United States

helped transform a Chicago
neighborhood associated with
gang culture into a place where
children can play and learn valu-
able life skills.
• Just 10 balls are helping girls

find their voices in the most re-
mote areas of Kenya, where
women have few rights.
• And two balls helped those

who lost limbs in the brutal civil
war in Sierra Leone find hope,

courage and joy – and feel like
heroes when they play.
Chevrolet executives were

joined in South Africa by One
World Futbol Project founders
Tim Jahnigen and Lisa Tarver,
Manchester United legend Gary
Bailey, South Africa’s Chevrolet
Brand Manager Tim Hendon,
founder and former principal of
Mabu-a-tlou primary school
Phyllis Moletsane, local digni-
taries and schoolchildren.
The ultra-durable One World

Futbol represents a break-
through in technology for a
recreational, multi-sport ball, as
it never goes flat, even when
punctured multiple times, and
will last for years in the harshest
play environments.
Delivery of the millionth One

World Futbol and the unveiling of
the Mabu-A-Tlou Lebala La Met-
shameko pitch are part of
Chevrolet’s global “What Do You
#PlayFor?” campaign, launched
in March to bring football fans
closer to the sport.

Chevy Donates 1 Millionth One World Futbol

Moletsane, left, and Hendon open pitch for 1 millionth ball delivery.

2015 Corvette ZO6 with ZO7 performance package

Chevrolet has donated a 2015
Chevrolet Corvette Z06 and Ron
Fellows Performance Driving
School Experience to this year’s
Cattle Baron’s Ball Auction on
the evening of Saturday, Sept. 27,
at Cobo Center.
Since 2003, the American Can-

cer Society’s Cattle Baron’s Ball
has enjoyed record-breaking suc-
cess and is recognized as one of
the most distinctive charitable
events in Metro Detroit, said
American Cancer Society
spokesperson Amanda Bosherz.
Guests of Cattle Baron’s Ball

enjoy a Western-themed event
with live entertainment, cuisine
provided by Detroit eateries,
dancing, a high-end live and
silent auction, and other special
attractions.
This year’s event will feature a

performance by Grammy-nomi-
nated country singer Will Hoge.
The Corvette that will be auc-

tioned is a ZO6 that has the Z07
performance package.The top
bidder will choose the car color
from a list of available color op-
tions.
In addition, the top bidder will

receive a two-day Advanced
Driving Experience at the Ron
Fellows Performance Driving

School at Spring Mountain Motor
Resort and Country Club in Ne-
vada. The experience will in-
clude ground transportation,
one-night accommodations and
one-on-one instruction from
champion Corvette driver Ron
Fellows.
The winning bidder will have

the option of taking delivery of
the vehicle at the Ron Fellows
Driving School, the national
Corvette Museum in Bowling
Green, Ky., or from a local dealer.
The donation will support

American Cancer Society re-
search, programs and services
for cancer survivors and their
loved ones throughout Metro De-
troit and beyond.
“The 2015 Corvette Z06 raises

the bar for American sports cars
and we hope that this vehicle
helps raise a lot of money for the
American Cancer Society,” said
Tim Mahoney, Global Chevrolet’s
chief marketing officer.
For those unable to attend the

Ball in person, the Society will be
offering the opportunity for call-
in bids during the live auction.
For more information about bid-
ding via phone for the live auc-
tion, call Julie Strzyzewski at 248-
663-3478.

Cattle Baron’s Ball Auction
To Feature 2015 ’Vette Z06
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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. 30,000 miles with approved lease. Mileage charge of $.25 per mile over 30,000 miles.

Lessee pays for excess wear and tear charges. All applicable rebates to dealer. Photo may not represent actual vehicle. ATS, CTS, XTS & ELR
must show proof of current lease of a 2004 or newer GM vehicle and lease eligible new 2014 Cadillac. 0% up to 60 months on approved credit on all 2014 except ELR & Escalades.

See dealer for details. Take delivery by 10/31/14.

KELVIN TUFT
Sales & Leasing Consultant • 30 years experience

CADILLAC
Download our app

for additonal savings

2014 XTS FWD
SEDAN STANDARD
COLLECTION

$1,695 due at signing plus tax, title, plate & doc.
No sec. deposit. Must document current lease of 2004 or newer GM vehicle.

39 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $45,525
$459
$449
$419

2015 SRX FWD
CROSSOVER STANDARD

$2,700 due at signing plus tax, title, plate & doc. No sec. deposit required.

39 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $38,600
$547
$493
$329

Prestige Automotive
Proudly Presents
Complimentary

JAZZ CONCERTS!
Every Thursday Night

7-10PM during the summer
at Roberts Riverwalk Hotel

www.prestigejazzontheriverwalk.com

2014 ELR COUPE
STANDARD

$1,059 due at signing with Lease Loyalty, plus 1st payment, tax, title, plates & doc.
No sec. deposit required. Must document current lease of 2004 or newer GM vehicle

36 MO. LEASE

EMPLOYEE

10K MILES PER YEAR
$499

00%%
IInncclluuddeess CCaaddiillllaacc PPrreemmiiuumm CCaarree MMaaiinntteennaannccee ffoorr 44 YYeeaarrss oorr 5500,,000000 MMiilleess11

UUPP TTOO
6600 MMOOSS..**

2014 CTS 3.6 AWD
LUXURY DEMO
3.6 LITER
WHITE DIAMOND PREMIUM PAINT
SUNROOF
HEATED SEATS

$0 due at signing plus tax, title, plate & doc. CTS to CTS Loyalty. 
No sec. deposit required. Must document current lease of 2004 or newer GM vehicle.

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $59,060
$517
$504
$437

2014 ATS 2.0 AWD 
COURTESY CAR

SUNROOF
HEATED SEATS

GM to GM Loyalty. $900 due at signing plus tax, title, plate & doc. 
No sec. deposit required. Must document current lease of 2004 or newer GM vehicle.

36 MO. LEASE

EVERYONE

FRIENDS & FAMILY

EMPLOYEE

MSRP $39,660
$299
$293
$249

#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

Lease is 10K per year. Payment is plus Tax, Title, Doc and Plate Fees. First month payment due at signing.
Payment is based On GMS pricing with approved credit on select lender.

Must have GM lease in household.

SSEEPPTTEEMMBBEERR
IISS HHEERREE
CCAALLLL FFOORR

GGRREEAATT
PPRROOGGRRAAMMSS
&& PPRRIICCEESS
FFRROOMM
BBRRUUCCEE

‘14 CHEVROLET CRUZE LT

36 month lease 0 down----No security deposit

$139*
mo

An artist’s rendering of the planned Cadillac LaSalle Museum

The Gilmore Car Museum will
celebrate the Grand Opening of
the new Cadillac-LaSalle Club
Museum and Research Center on
Sunday, Sept. 28.

Located on the grounds of the
Gilmore Car Museum in Hickory
Corners, near Kalamazoo, this
10,000-square-foot building is
dedicated to maintaining and ex-
hibiting collectible Cadillacs and
LaSalles.

The focus of the new museum
and research center is to protect,
promote and share the history of
these premier automobiles as
well as their impact in the United
States and worldwide over the
past 100-plus years, said muse-
um spokesperson Brittany R.
Williams.

LaSalle was introduced in 1927
to fill the price gap between
Buick and Cadillac, and was pro-
duced through 1940. The marque
is credited with moving General
Motors’ styling away from engi-
neering and creating its own de-
partment – the “Art and Colour
Design Studio” headed by Harley
Earl.

The Cadillac & LaSalle Club
was established in 1958 to en-
courage the preservation of early
Cadillacs and LaSalles. Then in
1995, determined to preserve the

Cadillac legacy, several members
of the Cadillac & LaSalle Club
founded the Cadillac-LaSalle
Club Museum and Research Cen-
ter (CLCMRC) and the process of
site selection, building designs,
and fundraising began.

“After an exhaustive survey of
potential museum partners across
the country, we are pleased to be
joining the Gilmore Car Museum,”
said Paul Ayres, president of the
CLCMRC. “The Gilmore is rapidly
becoming the nation’s premier
auto museum.”

The new 10,000-square-foot mu-
seum structure is modeled after
a 1948 dealership design from the
pages of the General Motors book,
“Planning Automobile Dealer
Properties,” of that year.

The new museum will be un-
veiled Sunday, Sept. 28, at 2 p.m.
as part of the Museum’s Dedica-
tion Ceremony when the public
will be welcomed inside for the
first time.

Michael Spezia, executive di-
rector of the Gilmore Car Muse-
um, said, “With the addition of
the Cadillac-LaSalle Museum to
the Gilmore campus, we now be-
come one of the more unique his-
toric destinations, not just within
the car-collecting hobby but with
the general public as well.”

Cadillac-LaSalle Club Will
Open at Gilmore Museum



A new material has been devel-
oped that lowers specific gravity
without sacrificing other neces-
sary design elements for automo-
tive manufacturing.
The material, Tough Class

A Ultra Lite, a 1.2 specific
gravity (SPg) SMC formulation
introduced by Continental
Structural Plastics, provides
engineers the ability to design
with lower specific gravity
without sacrificing mechanical
properties, surface qualities and
adhesion requirements, said
Continental spokesperson Kim
Zitny.
This material is already ap-

proved by major automotive
OEMs and is programmed for a
production vehicle beginning in
January 2015, Zitny said.
Depending on the body com-

ponent being developed, design
studies have shown that CSP Ul-
tra Lite offers a weight savings of
up to 21 percent over the compa-
ny’s mid-density TCA Lite (1.6
SPg), and 35 percent over its in-
dustry-proven standard TCA ma-
terial (1.9 SPg).
CSP’s complete lineup of TCA

materials offers OEMs an array of
weight-savings options to meet
their most demanding design
challenges, said Zitny.
“We have developed a patent-

ed technology that enables us to

achieve superior weight savings
without experiencing any degra-
dation of mechanical proper-
ties,” explained CSP Chairman
and CEO Frank Macher.
“TCA Ultra Lite is an affordable

alternative to aluminum, and
offers engineers all of the ad-
vantages that come with using
SMC instead of metal in body de-
sign.
“The fact that we are seeing

no degradation of mechanical
properties means lighter parts
do not have to be made thicker,
or incorporate structural
reinforcements, to maintain
the desired performance qual-
ities.”
Specifically, Ultra Lite tech-

nology uses treated glass bub-
bles to replace some of the
CaCO3, allowing the resin to
adhere to the matrix and in-
crease the interfacial strength

between the bubble and the
resin.
This is a patented treatment

technology that results in a more
robust resin mix that makes
molded parts more resistant to
handling damage, and prevents
the micro-cracks that cause paint
pops, pits and blistering, Macher
said.
The treated bubbles also help

with paint adhesion and bonding
characteristics.
When combined with CSP’s

patented vacuum and bonding
manufacturing processes, the re-
sult is a material that comes with
a premium Class A finish with
paint and gloss qualities compa-
rable to metals, including alu-
minum.
Continental Structural Plastics

manufactures lightweight com-
posite solutions for the auto in-
dustry.
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ED RINKE We Are Professional Grade

BELOW GM PRICING SALE • 0% UP TO 72 MONTHS ON MOST 2014 MODELS

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

NEWSILVERADO

PURCHASE
FOR

$32,890*
LEASE FOR
36 MONTHS
$285*

$999DOWN

2014

NEWSILVERADO

PURCHASE
FOR

$29,284*
LEASE FOR
24 MONTHS
$157*

$999DOWN

2014

NEWCRUZE

PURCHASE
FOR

$15,775*
LEASE
FOR

$78*
$999DOWN

2014

NEWMALIBU

PURCHASE
FOR

$18,995*
LEASE
FOR

$135*
$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 9-30-14.

Up to 5 qts.

BODY SHOP
586-754-7000

ext 1231

INSURANCE
WRECK

AMENDED

WE REPAIR
ALL MAKES
& MODELS FREE OIL CHANGE

With Each Major Repair

TRANSPORTATION AVAILABLE
During Scheduled Repairs

GM SERVICE CENTER
MICHIGAN’S LARGEST

•SERVICE DEPT. •PARTS •BODY SHOP

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

Center Line, MI 48015

EDRINKE • FAST • FRIENDLY • DISCOUNTS

VISIT OUR

QUICK LANE

NEWVERANO

PURCHASE
FOR

$19,835*
LEASE
FOR

$105*
$999DOWN

2014

NEWSIERRA

PURCHASE FOR
$29,189*

LEASE
FOR

$165*
$999DOWN

2014

NEWLACROSSE

PURCHASE
FOR

$25,325*
LEASE
FOR

$121*
$999DOWN

2014

NEWENCORE

PURCHASE
FOR

$20,995*
LEASE
FOR

$120*
$$999DOWN

2014

NEWTERRAIN

PURCHASE
FOR

$22,359*
LEASE
FOR

$120*
$999DOWN

2014

NEWENCLAVE

PURCHASE
FOR

$33,755*
LEASE
FOR

$255*
$999DOWN

2014

NEWYUKON

PURCHASE
FOR

$41,995*
LEASE
FOR

$292*
$999DOWN

2015

NEWACADIA

PURCHASE
FOR

$30,175*
LEASE
FOR

$218*
$999DOWN

2015

See us for your GM employee purchases.

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

Visit our website: edrinke.com
SHOWROOM HOURS: Mon. & Thurs. 8:30am-9:00pm; Tues., Wed., & Fri. 8:30am-6:00pm

All prices & payments include GM rebates. Picturesmay not represent actual vehicle. Prices subject to change per GM incentives. Prices and payments are inclusive of ac-
tiveGMEmployeeDiscount (Unlessotherwisestated). Leasesare36months,10,000milesperyearw/approvedSTiercreditw/$999dueatsigning,(unlessotherwisenoted).
Traverse, Equinox, Impala, Camaro, Silverado Crew, and Cruze leases are 24month terms. Prices & payments are plus tax, title, and plate fees with acquisition fee up front.
Refundable security deposit required on certain vehicles – to bedeterminedby lender. GMEmployeediscount 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 – 9/30/2014

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
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 representactual vehicle.Pricessubject tochangeperGMincentives.Pricesandpaymentsare inclusiveofactiveGMEmployee
Discount (Unlessotherwise stated). Leasesare36months,10,000milesper yearw/approvedSTier creditw/$999dueat signing, (unlessotherwisenoted).Verano,Lacrosse,Encore,Ter-
rain,Acadia,YukonXL,andSierra leasesare24month terms.Prices&paymentsareplus tax, title,andplate feeswithacquisition feeup front. Refundable security deposit requiredoncer-
tain vehicles– tobedeterminedby lender. GMEmployeediscount toeveryonevalidoncertainmodels.Mustqualify forConquest or leaseLoyalty. $3500 trade-in is valid on2004ornewer
vehicleswithunder115kmiles indrivablecondition,nobrandedtitles,seesalespersonfordetails. **Certain restrictionsmayapply,seedealer forcompletedetails.ExpirationDate–9/30/2014

NEWTRAVERSE

PURCHASE
FOR

$27,965*
LEASE
FOR

$225*
$999DOWN

2015

NEWEQUINOX

PURCHASE
FOR

$20,695*
LEASE
FOR

$135*
$999DOWN

2014

NEWCAMARO

PURCHASE
FOR

$21,559*
LEASE
FOR

$175*
$999DOWN

2014

NEW IMPALA

LEASE
FOR

$156*
$999DOWN

2014

DBL. CAB
4X4

DBL. CAB
4X4

CREW
CAB
4X4

Now looking for experienced salespeople to join our team!

PURCHASE
FOR

$24,599*

SLE

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

Continental’s Ultra Lite New Weight Saver

The first-ever national champi-
onships to determine who will
represent their country at the
World Robot Olympiad (WRO)
will be held Saturday, Sept. 27, at
Lawrence Technological Univer-
sity.
The competition will be held

from 9 a.m. to 4 p.m. at LTU’s
Don Ridler Field House in South-
field. The public is invited, and
admission is free, said school
spokesperson Eric Pope.
The Olympiad started in Singa-

pore in 2004. This year, nearly
20,000 middle school and high
school teams from 49 countries
are participating.
The winning teams from each

country are invited to attend the
World Robot Olympiad to com-
pete for gold, silver and bronze
medals.
The international competition

is scheduled to be held in the
Olympic city at Sochi in Russia
Nov. 21-23. The event will be or-
ganized by three government
agencies of the Russian Federa-
tion, and participants will stay in
the Olympic Village hotels and
apartments.
Military conflict in eastern

Ukraine threatens to overshad-
ow this year’s WRO, and the U.S.
State Department travel adviso-
ry for Russia covers territory
just a few hundred miles from
Sochi, Pope said.
This first WRO national com-

petition has attracted teams
from such states as California,
Oregon, Texas, New York, Illinois
and Michigan.
WRO differs from many other

robotics competitions because
the winners at this event will
represent the United States in in-
ternational competition, Pope
said.
“Being selected to represent

your country really means some-
thing, and the American teams
will be competing against the
best teams from around the
world,” LTU Professor C.J. Chung
said.
“Robotics is a game changer in

many fields, including education,
since it provides a true interdis-
ciplinary hands-on STEM learn-
ing environment. Our country
needs many more people with
technology knowledge and skills,
and student competitions like
the WRO can help us achieve
that goal.”

Lawrence Tech
To Host World

Robot Olympiad
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have access to a unique offering
under one roof and employees
from ZF and TRW will enjoy en-
hancements that result from the
combined organization.
“TRW stockholders will re-

ceive an attractive valuation and
our own shareholders – the Zep-
pelin and Ulderup foundations –
will benefit from improved future
prospects and diversification of
the combined company.
“Further, this is an acquisition

in the spirit of a partnership. We
look forward to welcoming
TRW’s employees to our compa-
ny and are committed to work-
ing closely with them to realize
the potential of this exciting
combination.
“The Detroit metro area will

remain a major business center
for the company, and we expect
employees from both companies
to benefit from the enhanced ca-
reer opportunities at a larger,
more diversified company.”
Hanley said the deal with ZF

was just one move recently
made by TRW.
Earlier in September, the com-

pany sold its engine components
division to Federal-Mogul out of
Southfield.
The TRW engine valve busi-

ness employs 5,400 people in 12
countries. The Federal-Mogul
transaction is expected to close
in the first quarter of 2015.
“We are very pleased to bring

TRW’s engine valve business in-
to Federal-Mogul Powertrain as
it will add a completely new
product line to our portfolio,
strengthen our market position
as a leading developer and sup-
plier of core components for en-
gines, and enhance our ability to
support our customers to im-
prove fuel economy and reduce
emissions,” said Rainer Jueck-
stock, Co-CEO, Federal-Mogul
Holdings Corporation and CEO,
Powertrain.
Federal-Mogul was founded in

Detroit in 1899 and maintains its
worldwide headquarters in
Southfield. The company em-
ploys more than 45,000 people in
34 countries.
“It’s too early to comment on

the ZF deal,” Hanley said. “But I
will say that this combined com-
pany has a great future based on
its combined innovation portfo-
lio and global reach.”
Hanley said that TRW has also

been in the Chinese market for
about 20 years.
“We just added our latest tech

center in China,” Hanley said.
“So we’re ahead of the pack
when it comes to having a foot-
print in China.”
The transaction will be fi-

nanced through a combination
of ZF cash on hand, as well as
debt financing that has been
committed by Citi and Deutsche
Bank pursuant to a fully execut-
ed credit agreement, Hanley
said.
The transaction is expected to

close in the first half of 2015.

ZF Buys TRW
For Estimated
$13.5 Billion

CONTINUED FROM PAGE 1

LANSING, Mich. (AP) – A task
force established by Secretary of
State Ruth Johnson is recom-
mending proposals to crack
down on auto insurance fraud.
One proposal outlined Sept. 17

is to create an authority to at-
tack and prosecute fraudulent
auto insurance activity. Another
calls for the secretary of state’s
office to share insurers’ electron-
ic verification information with
police for use in traffic stops and
accident responses.
Johnson says some drivers

knowingly buy bad insurance
but others buy fraudulent poli-
cies and believe they’re covered.

State Looking at
Insurance Fraud
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Ford Motor Company is mak-
ing availabe some of its multi-
patent-pending surveillance
mode technology to other vehi-
cle manufacturers and for use in
military applications.

Ford’s award-winning surveil-
lance mode – available on Ford
Police Interceptor – was devel-
oped to warn law enforcement of-
ficers of unexpected approaches
from behind the vehicle, said
Ford spokesperson Ed Saenz. It is
being made available by Ford
and through InterMotive Inc. to
expand adoption of the system
to help protect law enforcement
officers and military personnel
around the globe.

InterMotive currently designs
and manufactures vehicle con-
trol systems for the work truck,
police and emergency vehicles,
transit and mobility markets.

In a media statement, Saenz
said Ford and InterMotive
worked together to develop,
manufacture and provide the sur-
veillance mode system for use on
the Ford Police Interceptor
beginning with 2014 vehicles.

The system uses the existing
rearview camera and radar to de-
tect a person approaching the
vehicle from behind and then
automatically sounds a chime,
rolls up the driver’s side window,
locks all doors and flashes exteri-
or lighting.

While officers write reports,
monitor their in-car computer or
radar and perform other tasks
sitting in their vehicles, surveil-
lance mode gives them an extra
set of eyes to help protect
against threats.

When the system is activated
by the officer, it provides added
situational awareness and a first
line of defense from potential as-
sailants.

“We want to assist with and im-
prove the security of all police of-
ficers – whether they are using a
Ford Police Interceptor or a com-
petitive vehicle,” said Randy
Freiburger, Ford police and am-
bulance special vehicle engineer-
ing supervisor.

“Combining existing Ford tech-
nologies with the development of
a new control module and soft-

ware has created an innovative
system that improves security
for police officers while they are
in their vehicles.”

Ford recently earned the Na-
tional Organization of Black Law
Enforcement Executive’s Award
for development and offering of
Surveillance Mode technology
and its significant contributions
toward improving officer securi-
ty.

“We are honored to receive
this prestigious award from
NOBLE and hope to expand
adoption of the innovative tech-
nology throughout the industry,”
said Chris Danowski, Ford Global

Technologies director of technol-
ogy commercialization and li-
censing.

“Since surveillance mode tech-
nology is also applicable to mili-
tary use, Ford and InterMotive
are showcasing it to various gov-
ernmental agencies as well.”

“Working with Ford, we have
been able to bring creative solu-
tions to the market for many
years,” said Greg Schafer, presi-
dent of InterMotive.

“Working with Ford on this
project has been especially grati-
fying because of the increase in
officer security the surveillance
mode provides.”

Ford Offers to Share Its
Police Protection System DETROIT (AP) – Cobo Center

officials say the convention
center in downtown Detroit has
continued to see an increase in
bookings for conferences and
meetings throughout the calen-
dar year.

The venue held 65 shows be-
tween June and August. During
the same period last year, only
26 shows were held at Cobo
Center.

Three major trade shows also
exceeded their expected atten-
dance this year by at least 25
percent.

Cobo general manager Thom
Conners said new high-tech
event spaces “are bringing
excitement to the shows’’ and
Detroit “has once again become
a strong destination’’ for
engineering, manufacturing,
automotive and medical
shows.

Cobo is home to the annual
North American International
Auto Show. A regional authority
took control of Cobo from
the city in 2009 and began
renovations that included
updating and expanding display
space.

Cobo Center Alive
And Doing Well

New-vehicle buyers who spend
the most time on the Internet
shopping for a vehicle also visit
the most dealerships to shop
before purchase, according to
the J.D. Power 2014 New
Autoshopper Study released
Sept. 9.

“There may be a notion in the
marketplace that the more auto
shoppers use the Internet to
determine which vehicle to buy,
the fewer dealers they are in-
clined to shop, yet we see just
the opposite,” said Arianne
Walker, senior director, automo-
tive media & marketing at J.D.
Power.

“New-vehicle buyers who do a
great deal of automotive Internet
shopping also go to more dealer-
ships to shop.”

The study analyzes how new-
vehicle buyers use digital
devices (computers, smart-
phones and tablets) to gather
information prior to purchase,
as well as which websites and
apps they use during the shop-
ping process.

The study refers to new-
vehicle buyers who use the
Internet during their shopping
process as automotive Internet
users (AIUs), said J.D. Power
spokesperson John Tewes.

According to the report,
AIUs spend on average nearly
14 hours on the Internet shop-
ping for vehicles prior to pur-
chase.

AIUs who spend the most time
shopping on the Internet (12
hours or more) visit more deal-
ers (3.3) to shop prior to pur-
chase than those who spend ei-
ther a moderate (5 to 11 hours)
or minimal (1 to 4 hours) amount
of time on the Internet (2.5 and
2.0 dealers, respectively).

The report also stated that
more than one-third (34 percent)
of AIUs use either a smartphone
or tablet while shopping at a
dealership, up from 29 percent in
2013.

Vehicle pricing is the most
frequently accessed content
while at a dealership (61 per-
cent), followed by model infor-
mation (42 percent), searching
inventory (40 percent) and spe-
cial offers/incentives (36 per-
cent).

Furthermore, the study shows
that among AIUs who use these
mobile devices to access vehicle
pricing information at their deal-
ership of purchase, 84 percent
leverage this pricing information
in the negotiation process and 73
percent perceive having ob-
tained a better deal as a result.

According to Walker, “The phe-
nomenon of ‘showrooming’ at
new vehicle dealerships, where
potential buyers use their mobile
devices to verify information and
price shop while at the dealer-
ship, will continue to grow.

“Shoppers are gathering infor-
mation digitally up to the mo-
ment the deal is signed, which
underscores the need for ensur-
ing mobile websites and apps
have up-to-date and accurate in-
formation.

“Dealers need to accept and
embrace this practice as the new
status quo and provide complete
transparency with price, value
and product offering in order to
build trust with these savvy new-
vehicle shoppers. If not, dealers
could lose these customers to
the competition.”

The majority (96 percent) of
AIUs use their desktop/laptop
computer for automotive re-
search.

Nearly one-third (28 percent)
of AIUs use a smartphone to con-
duct automotive research in
2014, up from 23 percent in 2013;
and 30 percent use a tablet de-
vice, up from 25 percent year
over year.

According to the study, 41
percent of AIUs use multiple
devices during the new-vehicle
shopping process, which is an
increase from 34 percent in
2013.

A majority of AIUs visit at least
one manufacturer brand website
when shopping for a vehicle. Site
visitors find manufacturer brand
websites to be most useful for
their model information, vehicle
configurators and photo gal-
leries.

Nearly 80 percent of AIUs visit
a third-party site to obtain auto-
motive information. In 2014, the
most frequently visited third-par-
ty sites are consistent with the
2013 study results: (listed in al-
phabetical order) Car and Driver,
Cars.com, Consumer Reports,
Edmunds.com and Kelley Blue
Book.

Users of third-party sites indi-
cate vehicle pricing and vehicle
ratings and reviews are the most
useful information listed on the
sites.

The 2014 New Autoshopper
Study is based on responses
from more than 15,300 pur-
chasers and lessees of new 2012
to 2014 model-year vehicles who
used information gathered digi-
tally during the shopping
process.

The study was fielded between
Feb. 25 and July 9, 2014.

New-Vehicle Shoppers Getting Info
From Internet While in Showrooms

The new Ford Police Interceptor sedan
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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 9/30/14.

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

2014 CHRYSLER
TOWN & COUNTRY
TOURING
L

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3688*

24 MO. LEASE ONLY
$189*mo.

2014 CHRYSLER
300 AWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2888*

24 MO. LEASE
$149*mo.

2014 JEEP
GRAND CHEROKEE
LAREDO
4X4

SALE PRICE
$27,760*

24 MO. LEASE ONLY
$199*mo.

ALL NEW 2014 JEEP
CHEROKEE LATITUDE
FWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2988*

24 MO. LEASE
$159*mo.

2014 DODGE
JOURNEY SXT AWD

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2995*

24 MO. LEASE ONLY
$94*mo.

2014 DODGE
CHARGER R/T

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2987*

24 MO. LEASE
$125*mo.

2014 RAM
CREW CAB 4X4

BIG HORN

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3587*

24 MO. LEASE ONLY
$149*mo.

2015 CHRYSLER
200 LIMITED

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$2988*

24 MO. LEASE ONLY
$99*mo.
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