
Chevrolet will start selling the
Spark EV in Maryland this spring,
expanding the pure electric mini-
car’s “range” to the East Coast.

The Spark EV is the most effi-
cient U.S. retail electric vehicle
on the market, said Steve
Majoros, Chevrolet director of
Car Marketing, adding that it
delivers an EPA-estimated com-
bined city/highway 119 MPGe
fuel economy equivalent and 82
miles of EPA-estimated combined
city/highway range.

It’s priced as low as $17,845, af-
ter federal and Maryland tax
credits, he said – and it features a
locally sourced electric motor-
and-drive unit, manufactured at
General Motors’ Baltimore Oper-
ations facility in White Marsh,
Md.

“The Spark EV has been one of
the most well-received electric
vehicles in the industry and cus-
tomer demand helped make the
decision to expand its availabili-
ty to Maryland,” said Majoros.

“Following the introduction of
the next-generation Volt and Bolt
EV concept, this further rein-
forces Chevrolet’s commitment
to electrification and delivering
more choices where our cus-
tomers want them.”

Chevrolet introduced the 2016
Volt and Bolt EV concept earlier

this month at the North Ameri-
can International Auto Show in
Detroit.

The second-generation Volt in-
creases its all-electric driving
range to 50 miles, with a total
range estimated at more than 400
miles, thanks to its range-extend-
ing generator motor.

GM spokeswoman Annalisa
Bluhm said that when it comes to
Maryland, GM is strongest in
trucks and SUVs. The company is
not as strong in the car segment.

“Anytime we can reintroduce
ourselves to customers with a
car they might like is a good
thing,” Bluhm said.

“This gives us a chance to
show off a car that right now is
only being featured in a few
states in a market where GM has
room to grow. And if GM’s EVs
bring people to GM showrooms
who would not ordinarily visit
there, all the better.”

The Bolt EV concept is a vision
for an affordable, long-range all-
electric vehicle designed to offer
more than 200 miles of range
starting around $30,000 after tax
incentives.

“Maryland has a strong com-
muter market and a good charg-
ing infrastructure, which influ-
enced the decision to make it the
Spark EV’s first East Coast mar-

ket,” said Majoros. “We also have
a strong dealership network in
the Old Line State that’s eager to
offer it.”

Chevrolet requires service
training certification before a
dealer is authorized to sell the
Spark EV because of its unique
propulsion system, Bluhm said.

The Spark EV is also sold in
California and Oregon, where
sales totaled 1,145 in 2014 – an
86.5 percent increase over the
previous year.

Chevrolet Spark EV is designed
to meet the transportation needs
of urban dwellers, with an all-
electric driving experience, said
Bluhm. Its GM-built motor and
drive unit deliver 327 lb.-ft. of in-

stant torque, enabling a 0-60 time
of 7.2 seconds, Bluhm said.

It’s also one of the most ma-
neuverable EVs, with a 12.2-foot
overall length and a tight 33.8-
foot turning radius – making it
ideal, Bluhm said, for the tight
confines of city streets and park-
ing spaces.

Three available levels of
recharging capability, Bluhm
said, include the industry’s first
use of the recently approved SAE
combo charger for DC fast charg-
ing, which charges 80 percent of
the battery in just 20 minutes.

Aero refinements, unique
wheels and tires and active shut-

As part of Cadillac’s overall
mission to expand and elevate
within the premium automotive
sector, the brand on Jan. 22 out-
lined its strategy to upgrade its
U.S. dealer network.

Speaking at the Washington,
D.C. Auto Show last week, Cadil-
lac President Johan de Nysschen
outlined how the brand will “tar-
get enhancements in the cus-
tomer experience.”

The company’s philosophy is
to place customers at the center
of the brand experience, de
Nysschen said. New concepts for

Cadillac Plans
New Concepts
For Dealerships

CONTINUED ON PAGE 8
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Johan de Nysschen

MILAN, ITALY (AP) – The cost
of buying the final stake of
Chrysler weighed on the newly
merged Fiat Chrysler Automo-
bile’s profits in the fourth quar-
ter, but CEO Sergio Marchionne
said Jan. 28 that the company is
turning itself around.

Net profit for the fourth quar-
ter was 420 million euro, down
from 1.2 billion a year earlier. Not
counting interest and taxes, earn-
ings were in the black in all re-
gions, which included a return to
profits in Europe and Latin Amer-
ica.

“We have no regions which are
bleeding,” Marchionne told ana-
lysts. “This is the first tangible
proof that this thing can be
turned.”

Marchionne called 2014 “a mo-

mentous year,” finalizing the five-
year process to merge Fiat and
Chrysler, which is now the
world’s 7th largest automaker by
volumes. It sold 4.6 million vehi-
cles last year, up by 6 percent.

Marchionne aims to boost
sales to 7 million vehicles annual-
ly by 2018 through an ambitious
plan to invest 48 billion euros
($55 billion) in a slew of new
model launches.

Fiat Chrysler reported full-year
net profit of 632 million euros
($718 million), down two-thirds
from a restated 1.9 billion euros
in 2013. The drop was mostly due
to a 495 million euro payment
made to complete the purchase
of Chrysler. Earnings also took a
hit from the devaluation of the
Venezuelan currency.

The company forecast net
profit would rise next year to be-
tween 1 billion euros and 1.2 bil-
lion euros on revenues of around
108 billion euros. It expects deliv-
eries to rise by as much as 9 per-
cent to 5 million units.

The board of directors recom-
mended no dividend for the third
consecutive year.

Chrysler sales of Rams and
Jeep drove the group’s revenue
growth of 11 percent, with a 15
percent boost in North American
revenue to 52 billion euros. Eu-
rope saw a small increase while
Latin America suffered.

While Marchionne said he is
encouraged by signs of recovery
in Europe, he added, “I am not
opening any bottles of cham-
pagne.”

‘This Thing Can Be Turned’ – Marchionne

2015 Spark EV

Edsel B. Ford II and Ford Lincoln dealer Ronald F. Kody

Ford and Lincoln dealers gave
nearly $100 million to local caus-
es and nonprofits in communi-
ties across the United States in
2014, according to Ford Motor
Company’s annual Survey on
Dealer Giving.

The survey was administered
by Ford to coincide with the 15th
annual Salute to Dealers awards
at the 2015 National Automobile
Dealers Association Convention
in San Francisco, said Ford
spokeswoman Elizabeth
Weigandt.

Ford and Lincoln dealers par-
ticipating in the survey donated
approximately $97 million.

This generosity reflects Ford
Motor Company’s global brand
promise to Go Further in deliver-
ing great products, a strong busi-
ness and a better world,
Weigandt said.

Ford’s Salute to Dealers
awards recognizes dealers who
go above and beyond when it
comes to giving back to the com-

munities in which they live and
work, Weigandt said.

Six dealers were selected from
among more than 8,500 Ford
Motor Company dealers world-
wide. They are being recognized
for exhibiting unparalleled
giving, dedication and leadership
to their communities.

As part of the award, the Ford
Motor Company Fund is provid-
ing $60,000 – $10,000 for each re-
cipient – to a charity the dealers
support that is also aligned with
Ford goals.

In the survey, 82 percent of
participating dealers said they
give money to local causes, 95
percent volunteer time to local
causes, while 85 percent want to
make a difference in their com-
munities and 57 percent support
local causes as a dealership
tradition.

Ford and Lincoln dealer em-
ployees volunteer a combined

Ford, Lincoln Dealers Donate
$97 Million to Local Causes

CONTINUED ON PAGE 4

DEARBORN, Mich. (AP) –
Ford’s net income tumbled in the
fourth quarter as the company
took an expected charge to deal
with currency devaluation at its
Venezuelan operations.

But without that loss and other
one-time items, Ford came out
ahead of Wall Street’s expecta-
tions for the fourth quarter and
the full year when Ford an-
nounced its earnings on Jan. 29.

Ford’s net income fell to $52
million in the fourth quarter,
largely due to an $800 million
charge because of Venezuelan
currency controls. Ford an-
nounced last week that it would
remove its Venezuelan opera-
tions from its financial reporting
in future quarters.

Ford’s earnings of a penny per
share compared with earnings of
75 cents per share in the fourth
quarter a year ago.

Without one-time items, in-
cluding the Venezuela charge and
separation payments in Europe,
Ford earned $1.1 billion in the
quarter, down 15 percent from a
year ago.

Pretax earnings of 26 cents per
share beat Wall Street’s forecast
of 22 cents per share, according
to FactSet.

Fourth-quarter revenue fell 4.5
percent to $35.9 billion, also
beating analysts’ expectations.

For the full year, Ford earnings
fell 56 percent to $3.2 billion, or
80 cents per share. On a pretax
basis, the company earned $6.3
billion, down from a near-record
of $8.6 billion a year ago.

Worldwide sales fell slightly to
6.3 million cars and trucks.

Ford had repeatedly warned
that its profits would be down in
2014. Last fall, the company cut
its full-year pretax earnings fore-

cast to $6 billion from $7 billion
to $8 billion.

Ford spent heavily to intro-
duce a record 24 vehicles world-
wide, including a redesigned
Mustang and the new aluminum-
bodied F-150 pickup truck.

Ford is spending more than $1
billion to retrofit its two U.S.
plants to make the new truck.
While shipments have already
begun, the Dearborn and Kansas
City plants that make the lucra-
tive trucks won’t be fully opera-
tional until the second quarter of
this year.

Ford struggled with higher
warranty costs, including a $500
million charge for the recall of
850,000 vehicles with defective
air bags.

The company is also rapidly
expanding in Asia, where it’s
building five plants and launch-
ing the Lincoln brand.

Ford’s 4Q Income Drops to $52 Million

Chevrolet Expanding Its
Market for 2015 Spark EV
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DETROIT (AP) – At least 50
people have died in crashes in-
volving General Motors cars
with defective ignition switches.
Attorney Kenneth Feinberg,

who was hired by GM to com-
pensate victims, updated the to-
tals Jan. 26.
With five days before the

deadline to file claims, Feinberg
had received 338 death claims
and 2,730 for injuries.
So far, he’s deemed a total of

50 deaths and 75 injuries eligible
for compensation.
GM knew about faulty ignition

switches in Chevrolet Cobalts
and other small cars for more
than a decade but didn’t recall
them until February. The switch-
es can slip out of the “on” posi-
tion, which causes the cars to
stall, knocks out power steering
and turns off the air bags.

GM Death Toll
Reaches 50

DETROIT (AP) – Audi, Volk-
swagen and Porsche are recall-
ing about 27,000 cars and SUVs
in the U.S. to fix fuel leak prob-
lems.
The recalls cover the Audi A6

and Volkswagen Touareg hybrid
from the 2012 model year, the
Audi A7 from 2012 and 2013, and
the Audi Q7, S4 and S5 from 2011
through 2012. All the vehicles
have 3-liter V6 engines.
Porsche is recalling the

Cayenne and Panamera S hy-
brids from 2011 to 2012 for a sim-
ilar problem.
Volkswagen, which makes all

three brands, says vibration
during driving, and production
issues can cause leaks in rare
cases.
VW will notify owners in

March and dealers will replace
the fuel injector rails and seals
for free.

Audi, VW, Porsche
Recall 27,000
To Fix Fuel Leaks

TORRANCE, Calif. (AP) – Toy-
ota is recalling 52,000 Avalon
sedans because of a wiring prob-
lem that could cause a fire.
The recall affects Avalons

from the 2011 and 2012 model
years.
Toyota says cargo in the trunk

could move the wires connected
to the audio system sub-
woofer.
If the wires contact the metal

frame of the subwoofer, they
could short-circuit and cause the
subwoofer to overheat.
That increases the risk of a

fire.
Toyota says no injuries or fires

have been linked to the problem,
but it has received two reports
of overheating.
Toyota will notify owners, who

can get their vehicles repaired
for free at dealerships.
Dealers will disconnect the

subwoofer until a repair is avail-
able.

Toyota Recalling
52,000 Avalons
For Wiring Issue

Today’s automobiles are more
than just four wheels and an en-
gine.
They’re also communications

systems that allow drivers to
stay connected in a wi-fi world.
That’s why GM’s new OnStar

RemoteLink mobile app is impor-
tant, said GM spokesman Stuart
Fowle.
The 1.3 million users who regu-

larly use OnStar’s RemoteLink
mobile app will soon find an up-
date with a new look and capabil-
ities waiting for them in the app
store.
The update, now available for

Android and iOS users, is the
result of years of customer feed-
back and includes a modern user
experience to streamline access
to information and application
commands.
“The main idea behind all of

this,” Fowle said, “is building on
the 18 years of OnStar embedded
connectivity.
“A lot of car companies say

that you are connected by using
your smartphone. But once you
leave your car, you are no longer
connected.
“With OnStar, you are still con-

nected and can do things like use
remote start or remote unlocking
of the door.”
OnStar RemoteLink’s new in-

terface comes as more cus-
tomers than ever are opening the
app seeking their current tire
pressures or requesting a remote
start as winter enters full swing,
Fowle said.
The app experienced record-

setting use in December 2014,
with nearly 7 million total re-
quests. Usage growth has contin-
ued since, with multiple days in
January totaling more than
450,000 requests in a 24-hour
period.
“The new version of the app is

designed to be more intuitive for
customers, with a simpler, clean-

er design,” said Dan Kinney,
director of GM User Experience,
Global Connected Customer Ex-
perience.
“This new user experience

should allow our customers to
easily find and access all the
features RemoteLink has to of-
fer.”
The updated app, Kinney said,

will provide customers with
more information, including
access to OnStar account
details previously only available
by phone or through
OnStar.com. Consumers are rely-
ing more on mobile devices to
manage banking and shopping
needs, Kinney said, and Re-
moteLink now offers access to
key information and settings
through a smartphone interface.
For Chevrolet, Buick, GMC and

Cadillac vehicles equipped with
OnStar 4G LTE, RemoteLink in-

cludes the ability to view data
consumption and see how much
data is left on a particular plan,
Kinney said.
Customers also can manage

their Wi-Fi hotspot from the app,
by either turning it on/off or
changing their Wi-Fi SSID
(hotspot name) and password.
Wi-fi requires a paid plan.
“RemoteLink use has been

steadily increasing over the past
year, as our customers realize
the advantages of a remote con-
nection to their vehicle,” said
Kinney.
“Whether they’re warming

their car up, cooling it down
or checking vehicle information,
the app has many practical
uses.”
In the second half of 2014,

RemoteLink was updated with a
feature that allows drivers to
pinpoint the location of their

vehicle on a map, Kinney said.
The update will be available for
Windows Phone and Blackberry
users in coming weeks.

OnStar Turns Smartphone Into a Remote for GM Cars

New OnStar remote link

31315 VAN DYKE (Just North of Chicago Rd)

586.979.0405
HOURS: MONDAY-THURSDAY 11AM-10PM • FRIDAY-SATURDAY 11AM-11PM • SUNDAY NOON-10PM

BLAST FROM THE PAST LUNCH SPECIAL

PERSONAL
PAN IS BACK!
FAST! FAST! FAST! FAST! FAST! FAST!
PEPPERONI • SUPREME • MEATLOVER
Mon.- Fri. 11:30am – 1pm

5 minute lunch
guarantee,

or its FREE
on your

next visit.

DELIVERY
STARTING TUES., JAN. 27TH

TO LIMITED AREA
ORDER ONLINE AT PIZZAHUT.COM
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Our chefs create something exciting every day…

Best Corned Beef In Town • Full Line Deli
Fresh Baked Goods • We Deliver

View our complete menu at: www.cjscompanystore.com

6177 Chicago Road
(586) 825-0067

HOURS:
M-Sat. 10-3
Closed Sun.

Fax
Orders

to
586-825-0068

– ROSEVILLE –
SUBWAY/WALMART

28804 Gratiot • 12 & Gratiot • 586-773-1682
– WARREN –

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

28950 Van Dyke Ave • 12 & Van Dyke • 586-558-3882
DRIVE THRU SERVICE • OPEN 24 HOURS

32620 Van Dyke Ave • South of 14 Mile • 586-795-0000
SUBWAY/MEIJER

29505 Mound Road • 12 Mile & Mound • 586-558-0100
SUBWAY/WALMART

29176 Van Dyke • Warren, MI 48093 • 586-393-1008
– ROYAL OAK –
SUBWAY/MEIJER

5150 Coolidge Hwy • South of 15 Mile • 248-677-3899
– TROY –

SUBWAY/OAKLAND MALL
498 14 Mile Rd • 248-307-1271

1939 W. Maple Rd • West of Crooks • 248-435-2846
SUBWAY/WALMART

2001 W. Maple Rd • West of Crooks • 248-435-2431

– STERLING HEIGHTS –
37876 Van Dyke • 16 1/2 Mile • 586-795-8368
SUBWAY/WALMART • OPEN 24 HOURS

33201 Van Dyke • 14 & Van Dyke • 586-274-4319

SUBWAY/MEIJER
36600 Van Dyke Ave • 586-795-1605

38357 Dodge Park • at Plumbrook • 586-264-5300
40058 Van Dyke • 18 Mile & Van Dyke • 586-939-4500

SUBWAY CHRYSLER
Inside Chrysler Stampling • 35777 Van Dyke •586-795-0205

OPEN 24 HOURS
7960 Metro Parkway • near VanDyke•586-268-0800

SUBWAY CHRYSLER
Inside Chrysler SHAP • 38111 Van Dyke •586-268-6900

– SHELBY –
8173 23 Mile Rd • 23 & Van Dyke • 586-739-4100

SUBWAY/WALMART
51450 Shelby Pkwy • 23 & Van Dyke X-Way • 586-254-8140

– WASHINGTON TOWNSHIP –
DRIVE THRU SERVICE

13160 32 Mile Road • 32 & Van Dyke X-Way • 586-281-6359
– ROMEO –

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

It’s not exactly driving by the
seat of your pants, but it’s close.
Just ask investment adviser

Angela Cusmano, who logs
25,000 miles a year to and from
guiding clients through 401K
allocations and other money
matters.
One of her best returns on in-

vestment, Cusmano said, is Gen-
eral Motors’ patented Safety
Alert Seat.
“I am a very safe driver, but

there are times when I’ve mis-
judged how quickly I’m ap-
proaching the car ahead or I’ve
begun to move a bit out of my
lane, and that seat gets my atten-
tion,” said Cusmano, managing
partner of Dahring/Cusmano and
Associates who lives in suburban
Detroit. “It is more subtle, and I
love it.”
In two years, the Safety Alert

Seat has gone from a GM luxury-
exclusive item to selected 2015
Chevrolet models (Silverado,
Suburban and Tahoe), said GM
spokeswoman Jennifer Eccle-
stone. It works with other colli-
sion-avoidance warning tech in a
vehicle to vibrate the driver’s
seat bottom cushion if a crash
risk is detected.
The Safety Alert Seat was de-

signed to give customers like
Cusmano an alternative to audi-
tory alerts such as beeps, as well
as to give hearing-impaired driv-
ers an opportunity to experience
crash avoidance system alerts,
Ecclestone said.
About one in five Americans

(48 million) suffer some degree

of hearing loss, according to re-
searchers from Johns Hopkins
University. Chevrolet’s Safety
Alert Seat uses haptics, tactile
feedback tech that recreates the
sense of touch by using left
and/or right “tapping” vibration
pulses to direct the driver to the
location of a crash threat. Similar
technology is used in space
and military applications.
“Using the tactile sense to

communicate crash threat direc-
tion can help cut through the
clutter of visual and auditory
sensory information that drivers
routinely experience,” said GM
Active Safety Technical fellow
Raymond J. Kiefer.
“The best kind of safety pro-

tection we can offer are cus-
tomer-focused features that
help drivers avoid the crash
altogether, and which are kept
turned on for every trip,” said
Kiefer.
Here’s how the Safety Alert

Seat works, Kiefer said, in a vehi-
cle equipped with a lane depar-
ture warning system:
• When the camera detects

the vehicle is leaving a lane with-
out an active turn signal in that
direction, small motors generate

a vibration pulse in the left or
right seat bolster that directs the
driver’s attention to the side of
the lane encroachment.
• When a vehicle is equipped

with forward collision alert tech-
nology and the system detects
the driver may strike the vehicle
ahead, both sides of the seat
vibrate. Drivers always can se-
lect beeping alerts instead of
seat vibrations.
“Safety technologies are only

as effective as customers’ willing-
ness and ability to use them,”
said Kiefer. “If the Safety Alert
Seat encourages our customers
to receive crash-threat alerts or
give hearing-impaired drivers an
opportunity to experience such
alerts, we think that’s good
for them, and other motorists.”

GM’s ‘Tapping’ Seat Warns Drivers

Chevy’s Safety Alert Seat

ter system on the grille opening
help extend the Spark EV’s
range, she said.
Storing that energy from the

charging process and the vehi-
cle’s regenerative braking capa-
bility is a 19-kWh lithium-ion
battery pack.
GM engineers have driven

more than 1 million miles and
completed 4 million hours of val-
idation on the battery packs,
Bluhm said.
Comprehensive warranty cov-

erage includes:

• Three-year/36,000-mile war-
ranty;
• Eight-year/100k-mile drive

battery warranty;
• Five-year/100,000-mile trans-

ferrable powertrain warranty
that includes emergency road-
side assistance and courtesy
transportation;
• Six-year/100,000-mile rust-

through warranty.
In 2014, the Chevrolet Spark

EV was ranked first in a Car and
Driver comparison of the Nissan
Leaf, Honda Fit EV, Fiat 500E,
Ford Focus Electric and Smart
Fortwo ED Cabriolet, Bluhm said.

Chevy Expanding Spark Mart
CONTINUED FROM PAGE 1

The Board of the Michigan Sci-
ence Teachers Association (MS-
TA) has selected Macomb Coun-
ty teacher Steve Stewart as the
2015 Informal Science Educator.
Stewart has been employed by

Michigan State University Exten-
sion since 1977, and is a senior
educator with Michigan Sea
Grant Extension, currently work-
ing in Macomb County. Stewart
will be honored at an awards cer-
emony during a special dinner at
the 2015 MSTA Conference in
February.
Stewart was chosen, said

county spokeswoman Debbie
Safian, for “unique and extraordi-
nary” accomplishments, active
leadership, scholarly contribu-
tions and direct and substantial
contributions to the improve-
ment of non-school-based sci-
ence education over a significant
period of time.
Safian said Stewart helped de-

velop Sea Grant Extension’s 4-H
Great Lakes Camp in 1983.
He also co-founded the Great

Lakes Education Program, which
has served more than 100,000
students and teachers since
1991, as well as developing the
Summer Discovery Cruises pro-

gram in 2002; and was a co-
founder of the regional Center
for Great Lakes Literacy, which
focuses on providing profession-
al development opportunities for
K-12 teachers and informal edu-
cators.
“This award means a lot be-

cause it’s very rewarding when
recognition comes from your
peers,” said Stewart. “And this
is a reflection of the efforts
of many, not just myself, because
what I’ve accomplished has
been with the help of Sea Grant
and Extension colleagues, as
well as incredible teachers
with whom I’ve had the pleasure
of working.”

Steve Stewart Named MSTA
Informal Science Educator

House
RoyaltyBanquet Facility

Seating Accommodations
for 80-1200

“Experience the Elegance with Royalty”
(586) 264-8400
www.royaltyhouse.com • royalty@royaltyhouse.com

Proudly
Family

Owned for
40 Years

3-Dimensional Services Group,
a prototype and low-volume
production firm, has received
special recognition from the
Automotive Division of the Soci-
ety of Plastic Engineers for the
work it has done on the Chevro-
let Corvette Stingray Z06 car.
The recognition was given to

the company for its develop-
ment of a transparent plastic fin
“spoiler” for the Corvette, said 3-
Dimensional spokesman Ed
Szykula.
The company not only devel-

oped the prototype but will be
producing the part on a volume
basis.
The spoiler is the first trans-

parent adjustable fin on a com-
mercial vehicle that allows rear
visibility through the fin, Szykula
said.
Using Sabic Lexan PC/ITR on

the transparent section, the
unique look also improves vehi-
cle handling and control by
increasing downforce without
impeding or blocking the
driver’s line of sight through
the rear view mirror.
The Corvette project was rec-

ognized as a finalist in the body
exterior category of the 44th an-
nual SPE Automotive Innova-
tions Awards Gala, Szykula said.
The Gala recognizes the best ex-
amples of cooperative innova-
tion in the automotive value
chain.
“We are humbled and yet ex-

tremely proud of our recognition
from the SPE.
“We aim for the highest degree

of excellence in both prototype
and low-volume production and
it is especially rewarding to be
recognized by this outstanding
organization,” said Steve Kelly,
senior sales engineer at 3-Dimen-
sional Services.

Prototype Firm
Develops ’Vette
Plastic Fin Spoiler



total of 809,160 hours annually,
the survey shows.
“These amazing results exem-

plify the pattern of caring and
compassion we have come to
recognize among Ford dealers
across the globe,” said Edsel B.
Ford II, who chairs the Salute to
Dealers awards program and is
a member of the Ford board of
directors.
“We know that regardless of

the challenges our dealers face,
contributing at this level is done
not just out of a sense of duty,
but out of a passion they share
with their employees and cus-
tomers.”
Dealers give to causes that ad-

dress a broad range of communi-
ty needs – from children’s chari-
ties to the environment, from ed-
ucation and healthcare to parks,
municipal services and disaster
relief.
Children’s causes top the list,

with 80 percent of dealers donat-
ing, followed by education and
scholarships, with 59 percent of
dealers contributing.
Religious-driven charities

attract 46 percent of Ford and
Lincoln dealer contributions, vet-
erans’ causes account for 44 per-
cent and hunger relief makes up
41 percent.
The Salute to Dealers awards

were launched in 2001 to demon-
strate Ford’s commitment to its
thousands of dealer owners who
step beyond their showroom
doors to make a difference,
Weigandt said.
This year, Edsel B. Ford II and

three other judges selected win-
ners from a total global field of 80
nominees located in the United
States, Canada, Brazil, Europe,
Asia Pacific, the Caribbean, Mexi-
co and Central America, Africa
and the Middle East regions.
This year’s winners include:
• Andre Rafael R. Borromeo,

Ford Tacloban; Tacloban City,

Philippines, for his humanitarian
and charitable efforts and his
participation in community de-
velopment projects such as
providing transportation when a
typhoon hit his community.
• Robert Elder, Elder Ford of

Tampa; Tampa, Fla., for efforts to
fight childhood obesity and to
promote physical activity.
• Nas Khan, Jennings Ford

Middlesbrough; Middlesbrough,
U.K., for his help in raising aid for
the earthquake-stricken Kashmir
region in Pakistan.
• Gary L. Uftring, Uftring Ford;

East Peoria, Ill., for his Uftring
Ambassadors initiative that em-
powers dealership employees to
donate and become personally
involved with helping different
charitable organizations in their
local communities.
• Ronald F. Kody, Richmond

Ford Lincoln; Richmond, Va., for
his promotion of health and safe-
ty issues and his hosting a St.
Jude’s Hospital Radiothon every
year.
• Miguel Zapata, Ford Zapata;

Tlalnepantla, Mexico, for ongo-
ing commitment to improving
local healthcare, including the
funding of a 5,000-patient rural
clinic each summer.

CONTINUED FROM PAGE 1
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Winter Fun Fest!
ON BEAUTIFUL LAKE HURON IN CASEVILLE, MICHIGAN

989-856-2650 bella-caseville.com

Comedy Show, Jager Girls, Murder Mystery, Pool Tournament, Polar Bear
Dip, Broom Ball, Potty Trotty, Human Bowling &MuchMore!!

Top 40 DJ & Dancing Call for Room Rates
& Reservations

Shanty Days 2015Shanty Days 2015
Feb. 13th - 15thFeb. 13th - 15th

TM

INFANT • TODDLER • PRE K • SCHOOL AGE
Located E. of Van Dyke across from GM Tech Center

586-558-7444
29603 Civic Center Drive • Warren • www.smallwondersinc.net

*GM Employee Pricing Plus Tax, Title, Lic. and Doc. No Security Deposit Required. Total due at lease signing 2015 Regal FWD $1672, 2015Yukon SLE $3060, 2015 Enclave-FWD $1646, 2015 Lacrosse Base -1SB $1670, 2015 Acadia FWD SLE-1 $1568, 2015 Sierra 1500
Double Cab 4WD $1905, 2014 Encore $1667, 2015 Terrain $1665. *Lease Conquest Rebate Must Have Non GM Lease In Household To ExpireWithin 90 Days Of Delivery Of New Purchase Or Lease. *Loyalty Rebate Must Have 1999 or Newer GMVehicle In Household.
Programs subject to change. Photos may not represent actual vehicle. Price is subject to change without notice. See dealer for details. Expires 1/31/15.

40755 Van Dyke • Sterling Heights •586.977.2800
WWW.VYLETEL.NET SALES: Sun CLOSED; M, TH 8:30am-9pm; T, W, F 8:30am-6pm; SAT 10am-3pm

SERVICE: Sun CLOSED; M, TH 7am-8pm; T, W, F 7am-6pm; Sat 8am-1pm

VISIT OURWEBSITE TO SEARCH FOR MORE VEHICLES & GREAT DEALS ON NEW BUICK’S OR GMC’S ATWWW.VYLETEL.NET

SAVE OVER
$12,500 OFF LIST

NEW
2015BUICKENCORE FWD
LEASE FOR ONLY

$199*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #4179-15 • DEAL #49782
*GM pricing plus tax, title, lic. Lease fi gured with lease loyalty rebate.

24 MONTH BUICK EXPERIENCE LEASE
FREEMaintenance • FREE XM Radio! • FREE OnStar

2015 BUICKLACROSSE
BASE 1SB

LEASE FOR ONLY

$259*
/MO

36 MO. LEASE
10K MILES PER YEAR

STK #6869-15
DEAL #52858

*GM pricing plus tax, title, lic.
Pricing fi gured with Loyalty Rebate

24 MONTH BUICK EXPERIENCE LEASE
FREEMaintenance • FREE XM Radio! • FREE OnStar

DEMO SPECIAL

2015GMCYUKON4WD
XLSLE

LEASE FOR ONLY

$399*
/MO

27 MO. LEASE
10K MILES PER YEAR

STK #7905-15
DEAL #50467

*GM Pricing Plus Tax, Title, Lic. Pricing Figured with Loyalty Rebate.

ALL NEW
YUKON IS HERE

2014GMCSIERRA
1500 2WDDOUBLECABSLE

NOW
$24,495*

WAS $37,565
STK #7508-14

*GM Pricing Plus Tax, Title, Lic. Must Qualify For Loyalty Rebate.

Remote Start, Fog Lights, Trailering,
Universal Home Remote, Blue Tooth,

Dual Climate Control and More!

2015 GMCACADIA FWD
SLE-1

2015 BUICKREGAL FWD
LEASE FOR ONLY

$269*
/MO

36 MO. LEASE
10K MILES PER YEAR

STK #6960-15
DEAL #52861

*GM Pricing Plus Tax, Title, Lic. Lease Figured with Loyalty Rebate

2014BUICKREGAL FWD
PREMIUM 1NOW

$26,399*

WAS $34,480
STK #6418-14

*Must have loyalty rebate.

NO SECURITY
DEPOSIT
REQUIRED

YEAR END BLOW OUT!

LEASE FOR ONLY

$249*
/MO

36 MO. LEASE
10K MILES PER YEAR

STK #7946-15
DEAL #51286

*GM Pricing Plus Tax, Title, Lic. Must Have Lease Loyalty Rebate.

BUICK’S NEWEST
FOR LESS!

2015GMCSIERRA
DOUBLECAB4X4

LEASE THIS WELL
EQUIPPED 4X4 FOR ONLY

$239*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #7827-15 • DEAL #52863
**GM Pricing plus tax, title, lic. Must have Lease Loyalty Rebate

8” Diagonal Color touch with Navigation & Intellilink, 5.3L V8 ECOTEC3,
Trailering Equip. Pkg, Driver Power Seat, Remote Start,

Universal home remote, Dual Climate Control A/C, Z71 Off Road Pkg
Front fog lamps, Rear Defrost, 110Volt pwer outlet,

LOADED
FOR
LESS

0%
UP TO 60 MO.
AVAILABLE

SAVE OVER
$8,000 OFF LIST

0%
FINANCING
AVAILABLE

HUGE YEAR END SAVINGS
LOWMILEAGE. DEMO SPECIAL.

Heated Seats, Heated SteeringWheel, Push Start, Rear Vision Camera,
Passive Entry, 259 HP, 18” AluminumWheels

MORE SPACE
FOR LESS PER MONTH

NO SECURITY
DEPOSIT
REQUIRED

VYLETEL
ATTENTION! EXPIRINGLEASECONQUESTCUSTOMERS!

2015GMCTERRAINFWDSLE-1
24 MO. LEASE • 10K MILES PER YEAR

STK #7959-15 • DEAL #52862
*GM Pricing plus tax, title lic. Must have Non GM Leas in household expiring within 90 days of delivery.

LEASE THIS LOADED
2015 TERRAIN FOR ONLY

$129*
/MO

NO SECURITY
DEPOSIT REQUIRED GREAT VALUE

FOR ONE LOWPAYMENT!
Leather Heated Seats, Forward Collision alert & Lane DepartureWarning, Rear Park

Assist, Power Rear Lift Gate, Universal Home Remore &More!

NO SECURITY
DEPOSIT REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

NEW YEAR…NEW YOU…NEW GAME
Introducing Q Ball

Q Ball is a new sport that’s fun, easy to learn, and is a great
sports choice for all ages and skill levels. It’s a cross between
badminton and volleyball and has caught the attention of
active seniors.

FREE Class Instructions
Also: • Non Membership Facility

• All Equipment Included (at no fee)
• Fitness, Zumba, Q Ball, Racquet Ball
Wallyball & Half Court Basketball

• Full Lockeroom with Dry Sauna

586-574-2580HOURS:
Mon-Fri 6am-Xpm

Sat-Sun 7:30am-Xpm

29901 Civic Center Blvd • Warren, MI
12 1/2 and Van Dyke - Across from the Tech Center

Being green in the auto indus-
try can mean more than just
selling a car that gets great gas
mileage.

It can mean the very dealer-
ship where that vehicle is sold.
Certain Chevrolet, Buick, GMC

and Cadillac dealerships across
the U.S. are showing customers
their environmental credentials
as part of a new “Green Dealer
Recognition” program, said GM
spokeswoman Sharon Basel.
The program, which started in

mid-December, aligns with Gen-
eral Motors’ company-wide ef-
forts to reduce its environmental
footprint and green its supply
chain.
GM designed the program to

encourage dealers to continue
these voluntary efforts and build
a network for sharing best prac-
tices to help others begin or
advance their sustainability jour-
neys.
And, participating dealers

have been able to prove their
track records in areas such as
energy reduction, renewable
energy use, water conservation
efforts, recycling, on-site nature

habitats and community out-
reach.
“Within just 24 hours of the

program’s launch, 66 dealerships
signed up and began evaluating
their performance against our
criteria,” said Kurt McNeil, GM
vice president of U.S. Sales and
Service.
“We think customers should

know all the behind-the-scenes
efforts our dealerships make to
leave a smaller footprint on their
communities.”
To date, McNeil said, 180 deal-

ers have requested access to
complete the performance as-
sessment. GM’s green dealer
support team then validates and
evaluates the submissions
against specific criteria.
A dealer’s continuous year-

over-year improvement will lead
to ongoing annual recognition.
So far, eight dealers have

achieved green dealer recogni-
tion for superior sustainability
performance.
What drives these environmen-

tal upgrades and outreach activi-
ties? McNeil said GM dealers cite
four main reasons:

• Customers: Car buyers want
more than fuel-efficient vehicles;
they want to buy them from envi-
ronmentally responsible compa-
nies. Sustainability provides a
competitive edge.
• Operational efficiency: Light-

emitting diode, or LED, lighting
slashes energy bills and native
plantings reduce water costs.
• Employee motivation: Sus-

tainable practices give employ-
ees a sense of pride and more
opportunities to engage with the
community.
• Community: The actions

align operations with the beliefs
and values of the communities
they serve.
“We were impressed by how

willing dealers were to share
their accomplishments with their
peers,” said McNeil. “They want-
ed to be listed as a resource for
other dealers in evaluating in-
vestment and return on various
initiatives. When more people be-
gin to operate in a sustainable
way, everybody wins.”

GM shaped the initiative based
on insights from dealers who par-
ticipated in a pilot program, Mc-
Neil said.
George Nunnally Chevrolet in

Bentonville, Ark., encouraged the
concept of sharing cost-effective
activities that dealers could im-
plement during remodels or new
builds, such as installing LED
lighting or capturing rainwater
from a rooftop.

“Although financial savings is
what started our environmental
upgrades, we’ve found we have
like-minded people in our com-
munity that really appreciate the
effort we made,” said general
manager Gan Nunnally.
“We’re seeing that through

our service lane and our sales.
These are people who have
not previously driven a Chevro-
let.”

Dealerships Turn Green, But Not With Envy

GM dealer George Nunnally’s green dealership with LED lights

Ford, Lincoln Dealers Donate $97 Million
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Jeff Caul
586-274-0396
PEP QUOTES BY PHONE OR EMAIL:
JEFF CAUL AT JCAUL@BUFFWHELAN.COM

Free shuttle service to home, office or shopping.

buff whelan chevrolet
WHERE THE DEALS MAKE THE DIFFERENCE, EVERY DAY SINCE 1970!

Van Dyke • South of 18 Mile • Sterling Heights

☺ We guarantee the lowest price or it’s free! ☺ We guarantee the lowest price or it’s free!

☺ We guarantee the lowest price or it’s free! ☺ We guarantee the lowest price or it’s free!
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*See dealer for details. All Rebates/Incentives have been deducted from sale price/payment and are subject to change by manufacturer with-
out notice. GM Employee discount required unless otherwise noted. All leases include GM Lease Loyalty unless otherwise noted. Traverse
lease assumes you have a NON-GM Lease in the household that terminates within 90 days. 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 2/2/2015

CONVENIENT HOURS:
Mon. & Thurs.

8:30 am – 9 pm
Tues., Wed., Fri.

8:30 am – 6:30 pm

��

VA
N
DY

KE

SC
HO

EN
HE

RR

MO
UN

D

METRO PKWY.

18 MILE RD.

SINCE
1989

Power Locks/Windows/Mirrors/Seats,
Remote Start, Back-Up Camera,

Touch Screen Radio, XM Radio, OnStar & More…

36 Month Lease/10,000 Miles

Stk.#51400

2015 TRAVERSE 1LT

NO SECURITY DEPOSIT

Stk.#51662

2015 SILVERADO 1LT
NO SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

All Star Package, Remote Start, Back-Up Camera,
Auto A/C, 17” Wheels, Trailer Package,
Power Locks/Windows/Mirrors & More…
36 Month Lease/10,000 Miles

NO SECURITY DEPOSIT

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.#57298

2015MALIBU 1LT

Power Locks/Windows/Mirrors, Aluminum Wheels,
Touch Screen Radio, XM Radio, OnStar & More…

36 Month Lease/10,000 Miles

$180*+Tax with$0 Down

NO SECURITY DEPOSIT

buff whelan
chevrolet

$245*+Tax with$0 Down

$250*+Tax with$0 Down

DOUBLE CAB, 4X4
ALLSTAR

NO SECURITY
DEPOSIT
REQUIRED

MONDAY ONLY
9AM-9PM

at

Pictures may not represent actual sale vehicle. All applicable rebates including conquest and/or loyalty offers have been deducted from Sale Price/Payment and are subject to change by the manufacturer without notice and are plus title, tax and plate fees. GM Employee discount is required except where noted. Leases are 10,000 miles per year, and are plus title, tax and plate fees. GM Loyalty
requires 1999 or newer vehicle. Auto Show Bonus Cash is on Cruze, Equinox and Malibu. $1000 over KBB is based off good condition for 2000-2012 model year trades with clean CARFAX and minus reconditioning. No branded titles. 2015 Cruze Courtesy Cars have under 3000 miles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 2/2/2015 9:00PM.

2015CRUZE “LT”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• Ecotec 1.4L Turbo DOHC VVT Engine! • Automatic Transmission!
• OnStar with 4G LTE with built-in Wi-Fi hotspot!
• AM/FM/XM Radio w/CD! • Power Driver’s Seat!

• Remote Vehicle Start and Entry!
• Dealership Courtesy Car!
• 16” Aluminum Wheels!

• 38 MPG on the Highway!
Stock#Q4516 Was $21,600

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

2015TRAVERSE “LS”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• 6.5” Color Touch Screen Radio! • 8 Passenger Seating!
• Tilt and Telescopic Steering Column!

• Remote Keyless Entry!
• Bluetooth for Phone!

• 17”Wheels!
• 24 MPG on the Highway!
Stock# F20348 Was $31,870

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

Lease Pull-Ahead Is Back…Get Out Early & Lower Your Payment!*

24 Month
Lease:

$99*
with$1,199Down!

Sale
Price $18,499*

24 Month
Lease:

$189*
with$1,199Down!

Sale
Price $27,390*

2015MALIBU “LT”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• 7” Color Touch Screen MyLink Radio! • Cruise Control!
• OnStar with 4G LTE with built-in Wi-Fi hotspot!

• Tilt and Telescopic Steering Column!
• Remote Vehicle Entry!

• Aluminum Wheels!
• 36 MPG on the Highway!
Stock#F18742Was $24,435

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

39 Month
Lease:

$139*
with$1,199Down!

Sale
Price $19,120*

2015EQUINOX “LT”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• 7” Color Touch Screen MyLink Radio!
• OnStar with 4G LTE with built-in Wi-Fi hotspot!

• Tilt and Telescopic Steering Column!
• Remote Vehicle Entry!
• Rear Vision Camera!

• 17” Aluminum Wheels!
• 32 MPG on the Highway!
Stock#F21477Was $27,045

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 Month
Lease:

$109*
with$1,199Down!

Sale
Price $23,192*

LOCATED RIGHT OFF I-75 ON M-24

Wally Edgar
1-866-906-0279

•All lease payments are based on the GM Employee discount price, plus tax, title, plate, first month payment and doc. fees
due at signing. No security deposit necessary. *Lease payment example forMalibu andSilverado requires eligibility for GM
LoyaltyPrivateOffer. **Leasepayment forCruzerequireseligibility forChevroletConquestPrivateOffer. ***Leasepayment
forEquinoxrequireseligibility forGMCompetitiveLeaseConquestPrivateOffer.Lesseeresponsible forexcesswearandtear
aswell as exceeded contractedmileage. Due to advertising deadlines, prices subject to change. See dealer for details.

JAY CHAISER x117
Fax: 248-391-0189
Cell: 248-821-8026

Email:
jchaiser@wallyedgar.com

Located right off I-75 on M-24, 2 minutes N. of the Palace of Auburn Hills

SALES HOURS:
MONDAY - THURSDAY 8 AM - 8 PM • FRIDAY 8 AM - 6 PM

SATURDAY 9 AM - 3 PM • SUNDAY CLOSED

3805 LAPEER RD., LAKE ORION

Wally Edgar

2015 MALIBU LT
$138*PER MONTH
36MONTHS $999DOWN
10K LEASE

2015 EQUINOX LT
$109***PER MONTH
24MONTHS $999DOWN
10K LEASE

2015 SILVERADO
DOUBLE CAB

$182*PER MONTH
24MONTHS $999DOWN
10K LEASE

2014 CRUZE LT
$116**PER MONTH
36MONTHS $999DOWN
10K LEASE

TrueCar, Inc. projects Millenni-
al-generation consumers will buy
4.24 million cars and light trucks
in 2015, producing $135 billion in
total revenue as the group’s
impact on the market expands.
“Improving economic condi-

tions are shifting the rhetoric
around Millennials and car buy-
ing,” said John Krafcik, president
of TrueCar, an Internet negotia-
tion-free car buying and selling
mobile marketplace.
“They are the largest-growing

cohort in the market and saying
they don’t like cars simply isn’t
true anymore. We know having a
car means the same thing to Mil-
lennials that it does to other gen-
erations: independence and iden-
tity.”
Millennials, or people born

from approximately 1980
through the late 1990s, reached
around 25 percent of the new ve-
hicle market in 2014, Krafcik
said.
The level of unemployment for

this generational cohort has also
improved, Krafcik said, dropping
by 12 percent in December 2014
versus a year ago.
In addition to falling unem-

ployment, the improving avail-
ability of quality jobs coupled
with entry into the family life-
stage by older Millennials also
contribute to this group’s ability
to purchase new vehicles.
In fact, Krafcik said, Millennials

typically drive more than other
generations, averaging an addi-
tional 144 miles per month, ac-
cording to a related survey MTV
released this month.
Millennials, also referred to as

digital natives, are 2.5 times
more likely to be early adopters
of new technology than older
generations, specifically mobile
devices.

The average transaction price
for new vehicles purchased by
Millennials in 2015 should average
$31,771, Krafcik said, slightly below
the overall industry ATP of
$32,589, TrueCar projects. Total
new light vehicle sales will rise an
estimated 2.6 percent to 17million
units, according to TrueCar.
Millennials were heavily repre-

sented on TrueCar’s mobile mar-
ketplace in 2014 making up 24.9
percent of buyers and expects to
grow this to about a third of buy-
ers in 2015, Krafcik said.
TrueCar is also attracting Mil-

lennial consumers at a more rap-
id pace than the general market.
From 2013 to 2014, TrueCar’s
percentage of Millennial buyers
increased by 77.8 percent. This
outpaced the overall auto mar-
ket, which saw Millennial partici-
pation grow by 50.5 percent.

Millennials to Represent
One-Third of Vehicle Market

DETROIT (AP) – The Ford
Foundation is pledging $10 mil-
lion in grants to Detroit for 2015.
The New York-based founda-

tion provided $125 million to the
“Grand Bargain,” a more than
$800 million bailout by the state
of Michigan, foundations and
philanthropists to prevent the
sale of valuable city-owned art
and avert deeper pension cuts
as part of Detroit’s bankruptcy.
Officials with the foundation

told The Detroit News their
pledge for 2015 and a $1.3 mil-
lion round of grants announced
last month are about seizing the
momentum created by the bank-
ruptcy's resolution and focusing
on the next chapter in Detroit.

Ford Foundation
Pledges $10M
To City of Detroit



Ford opened its new Research
and Innovation Center in Palo
Alto, Calif., on Jan. 22.
“This new research center

shows Ford’s commitment to be
part of the Silicon Valley innova-
tion ecosystem – anticipating
customers’ wants and needs, es-
pecially on connectivity, mobility
and autonomous vehicles,” said
Ford CEO Mark Fields.
“At Ford, we view ourselves as

both a mobility and an auto com-
pany, as we drive innovation in
every part of our business,”
“We are working to make these

new technologies accessible to
everyone, not just luxury cus-
tomers.”
The Palo Alto facility joins

Ford’s global network of research
and innovation centers, includ-
ing its location in Dearborn,
which focuses on advanced elec-
tronics, human-machine inter-
face, materials science, big data
and analytics; and Aachen, Ger-
many, which focuses on next-
generation powertrain research,
driver-assist technologies and
active safety systems.
With the new facility, Ford ex-

pects to have one of the largest
automotive manufacturer re-
search centers in Silicon Valley
by the end of the year, with
125 researchers, engineers and
scientists, said Ford spokesman
Alan Hall.
Located in Stanford Research

Park, the facility also expands
Ford’s physical footprint – with
further expansion planned in the
near future. Ford opened its first
Silicon Valley office in 2012.
Leading the new research cen-

ter is Dragos Maciuca, an engi-
neer who joins Ford from Apple
with a background in consumer
electronics, semiconductor man-
ufacturing, aerospace and auto-
motive.
As senior technical leader for

innovation, Maciuca brings ex-
tensive Silicon Valley experience
advising startups, developing
and commercializing products,
collaborating with universities
and leading cross-functional
teams.
Maciuca holds a Ph.D. in Me-

chanical Engineering from the
University of California, Berkeley
and an MBA from its Haas School
of Business.
Earlier this year, the company

introduced Ford Smart Mobility
at the 2015 International CES. It
outlines Ford’s plans to acceler-
ate innovation in connectivity,
mobility, autonomous vehicles,
customer experience and big
data. The Palo Alto team plays a
critical role in research and de-
velopment in these areas, Hall
said.
“Future mobility solutions

will require fresh ideas and vigor-
ous collaboration between re-
searchers inside Ford and with
other technology leaders outside
the automotive industry,” said
Raj Nair, Ford group vice presi-
dent, Global Product Develop-
ment and chief technical officer.
“Our Palo Alto research team

will build on existing relation-
ships with universities and tech-
nology companies, and forge new
ones to help us create and apply
the appropriate technology
working together.”
At the opening event, Ford

offered a sneak peek at some of
its projects in key areas, includ-
ing:
• Connectivity – Ford is inte-

grating with the Nest application
programming interface, targeting
home energy and emergency sys-
tem management while on the
road through a series of research
experiments.
• Mobility – As the next phase

in Ford’s Remote Repositioning
mobility experiment, the Palo
Alto team is now testing the abil-
ity to drive vehicles located on
Georgia Institute of Technology’s
campus in Atlanta from the Bay

Area to prove out the new tech-
nology. A person sitting in the
Palo Alto laboratory can access
real-time video streamed over ex-
isting 4G/LTE technology to drive
golf carts thousands of miles
away. This could help lead to
more affordable and effective
ways to manage car-sharing ini-
tiatives, or park vehicles remote-
ly as a new form of valet parking.
• Autonomous vehicles –

While Ford’s research and devel-
opment in autonomous vehicles
is a global effort, including ongo-
ing work with University of
Michigan and Massachusetts In-
stitute of Technology, the Palo
Alto team will expand collabora-
tion with Stanford University that
kicked off in 2013. For this next
phase of research, Ford is con-
tributing a Fusion Autono-mous
Research Vehicle to the Stanford
engineering program to begin
testing the path planning-and-
prediction algorithms re-
searchers have developed over
the past year.
• Customer experience – Ford

is testing an advanced human-
machine interface to better
understand how customers
prefer to control systems with a
significant amount of functionali-
ty – such as the high-tech, multi-
contour seat.
• Big data and analytics – Ford

is leveraging its OpenXC plat-
form to help learn how cus-
tomers are using their vehicles,
and is conducting analytics to
detect patterns and learnings
that can lead to product im-
provements or new mobility
services.
“Growing the Palo Alto team

will strengthen our global re-
search prowess and drive inno-
vation needed to meet the needs
of our customers in the future,”
said Ken Washington, vice presi-
dent, Ford Research and Ad-
vanced Engineering.
“Working together with the Sili-

con Valley research community
will spark the new ideas, prod-
ucts and services that will help
Ford once again change the way
the world moves.”
The new Research and Innova-

tion Center Palo Alto is geared to
further existing relationships
between Ford and San Francisco
Bay Area technology companies
and universities, as well as grow
new connections, scout new
technologies and collaborate on
solutions for future mobility
challenges, said Washington.
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Ford’s new tech facility

Ford Opens Silicon Valley Research Center

GM Ventures is optimistic that
its 2012 equity investment in Sili-
con Valley-based startup Tula
Technology, Inc. will result in a
revolutionary new fuel economy
technology that could be de-
ployed in future gasoline engine-
powered General Motors’ vehi-
cles, said Jon Lauckner, GM chief
technology officer, vice president
of Global R&D and president of
GM Ventures.
Tula’s Dynamic Skip Fire (DSF)

technology integrates advanced
digital signal processing with
sophisticated powertrain con-
trols to create a software-based
approach to variable displace-
ment engines.
The result makes the most of

vehicle fuel economy across a
wide range of driving conditions,
said GM spokesman Dan Flores.
Instead of relying on fixed

cylinder deactivation or switch-
ing between fixed patterns like
current multi-cylinder engines,
Tula’s DSF technology continu-
ously makes dynamic firing deci-
sions on an individual cylinder
basis to deliver the required en-
gine torque for all vehicle speeds
and loads while avoiding vibra-
tion, Lauckner said.
Independent testing commis-

sioned by Tula shows that the
application of DSF technology

can improve fuel efficiency in a
multi-cylinder engine (4/6/8
cylinders) by as much as 15 per-
cent when compared to a vehicle
equipped with an engine that
does not have cylinder deactiva-
tion.
“This technology holds the

potential to improve fuel econo-
my on select GM vehicles with-
out degrading power capability
when it’s required,” said
Lauckner.
“This joint effort combines

software expertise from Silicon
Valley with powertrain expertise
from General Motors.”
Co-investors in Tula with GM

Ventures include Sequoia Capi-
tal, Sigma Partners and Khosla
Ventures, Flores said.
Since its founding in mid-2010,

GM Ventures’ international
portfolio includes investments
in more than 20 startup compa-
nies.
“We’ve worked closely with

GM during this exciting stage of
DSF development, and they’ve
provided essential financial sup-
port while allowing us to run our
business with full autonomy,”
said R. Scott Bailey, president
and CEO of Tula Technology.
“Our goal is the same as GM’s;

we both innovate to make the
lives of people better.”

GM Invests in Silicon Valley Company
To Improve Its Vehicles’ Fuel Economy
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AUTO SHOW BONUS CASH • 0% UP TO 72 MONTHS ON MOST 2014 MODELS

GM CARD OFFER - TOP OFF UP TO $3,000 • SEE SALESPERSON FOR DETAILS.

NEWVOLT

PURCHASE
FOR

$28,996*
LEASE FOR
36 MONTHS
$199*
$1,669DOWN

2015

NEWSILVERADO

PURCHASE A
2WD LS FOR

$27,749*
LEASE2WDLT
24 MONTHS
$159*
$1,669DOWN

2015

NEWCRUZE

PURCHASE A
2014 1LS FOR

$14,997*
LEASE 1LT
24 MONTHS
$109*

$999DOWN

2015

NEWMALIBU

PURCHASE A LS
FOR

$18,898*
LEASE FOR
24 MONTHS
$109*
$1,669DOWN

2015

COMPETITIVE LEASE BONUS UP TO $2,500 & GM LOYALTY BONUS UP TO $1,000

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 2-28-15.

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

$19,922*
LEASE FOR
24 MONTHS
$134*

$999DOWN

2015

NEWREGAL

PURCHASE A 2014
FOR

$22,037*
LEASE FOR
24 MONTHS
$219*

$999DOWN

2015

NEWLACROSSE

PURCHASE A 2014
FOR

$24,783*
LEASE FOR
39 MONTHS
$249*

$999DOWN

2015

NEWENCORE

PURCHASE A 2014
FOR

$19,460*
LEASE FOR
24 MONTHS
$79*
$999DOWN

2015

NEWTERRAIN

PURCHASE
FOR

$21,976*
LEASE SLE-1
24 MONTHS
$49*
$999DOWN

2015

NEWENCLAVE

PURCHASE A 2014
FOR

$29,997*
LEASE FOR
24 MONTHS
$219*

$999DOWN

2015

NEWACADIA

PURCHASE
FOR

$28,797*
LEASE SLE-1
24 MONTHS
$139*
$1,669DOWN

2015

NEWTRAVERSE

PURCHASE
FOR

$27,297*
LEASE FOR
24 MONTHS
$168*

$999DOWN

2015

NEWEQUINOX

PURCHASE A LS
FOR

$20,997*
LEASE LT
24 MONTHS
$89*
$999DOWN

2015

NEWCAMARO

PURCHASE A 2014
FOR

$20,895*
LEASE FOR
24 MONTHS
$187*
$1,6699DOWN

2015

NEW IMPALA

LEASE FOR
39 MONTHS
$208*

$999DOWN

2015

PURCHASE A 2014
FOR

$23,993*

Must
Terminate
Non-GM Lease

NEWSIERRA

PURCHASE
FOR

$25,995*
LEASE FOR
24 MONTHS
$129*
$1,669DOWN

2015

DBL. CAB
1500
2WD

1LT

LS 1LS 1LS

Nicole
Dodge

nhuminski@edrinke.com

Jim
Pfeifle

jpfeifle@edrinke.com

Dennis
Thacker

dthacker@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 and payments include GM rebates. Pictures may not represent actual vehicle. Prices subject to change per GM incentives. Prices and payments are inclusive of active GM
employee discount (unless otherwise stated). All leases are 10,000 miles per year with approved S Tier credit w/ $999 down (unless otherwise noted). Must have lease loyalty and/or
conquest.Must haveclosing competitive lease. For Sierra,must trade in ’99or newermodel vehicle. Pricesandpayments areplus tax, title,plate feew/acquisition feeup front, refundable
security deposit required on certain vehicles – to be determined by lender. GM employee discount to everyone valid on certainmodels. $3,500 trade in is valid on 2004 or newer vehicles
w/ under 115kmiles in drivable condition,no branded titles. See salesperson for details. ** Certain restrictionsmay apply, see dealer for complete details. Expiration Date – 2/2/15. Paul

Makowski
pmakowski@edrinke.com

ED RINKE We Are Professional Grade

GM CARD
OFFER
– TOP OFF –
UP TO $3,000

NO DOC FEES
Find Us on
FACEBOOK

All applicable rebates including lease/conquest offers have been deducted from sale price/payment. Pictures may not represent actual vehicle. Prices subject to change per
GM incentives. Prices and payments are inclusive of active GMEmployeeDiscount (Unless otherwise stated). BelowGMPricing only valid on certian models. Cruze,Silverado,
Malibu,Equinox,Traverse andCamaro are all 24month leases.Volt is a 36month lease. Impala is a 39month lease.All leases are 10kmiles per yearw/ approved STier credit
w/ $999 or $1669 due at signing. Prices&payments are plus tax, title,and plate feeswith acquisition fee up front. Refundable security deposit required on certain vehicles –to
be determined by lender. For Silverado,must trade in ’99 or newermodel vehicle. GMEmployee discount to everyone valid on certainmodels. $3500 trade-in is valid on 2004
or newer vehicleswith under 115kmiles in drivable condition, no branded titles, see sales person for details. **Certain restrictionsmay apply, see dealer for complete details.
Expiration Date – 2/2/15.

SHOWROOM HOURS:
Mon. & Thurs. 8:30am-9pm

Tues., Wed., & Fri. 8:30am-6pm

Now looking for experienced salespeople to join our team!

See us for your GM employee purchases.

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

Visit our website: edrinke.com

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

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

New-vehicle sales are expect-
ed to increase 12.9 percent year-
over-year to a total of 1.14 mil-
lion units in January 2015, result-
ing in an estimated 16.5 million
seasonally adjusted annual rate
(SAAR), according to Kelley Blue
Book www.kbb.com.

January is typically one of the
slowest months of the year, due
to the strong push from manu-
facturers prior to year-end.

However, at an estimated 1.14
million units expected in Janu-
ary, this year’s month could be
the highest reported January
since 2006.

“Sales are trending well above
levels since this time last year,
when the polar vortex kept
shoppers away from dealerships
in many parts of the country,”
said Alec Gutierrez, senior ana-
lyst for Kelley Blue Book near the
end of the month.

“Although sales have moved
briskly so far in January, the bliz-
zard on the east coast does pres-
ent downside risk as we head in-
to the final selling days of the
month.”

Total sales in 2015 are project-
ed to hit 16.9 million units over-
all, a 2.5 percent year-over-year
increase and the highest overall
total since 2005, when sales fell
just shy of 17 million units.

Key Highlights for Estimated
January 2015 Sales Forecast:

• In January, new light-vehicle
sales, including fleet, are expect-
ed to hit 1,140,000 units, up 12.9
percent from January 2014 and
down 24.2 percent from Decem-
ber 2014.

• The seasonally adjusted an-
nual rate (SAAR) for January
2015 is estimated to be 16.5 mil-
lion, up from 15.3 million in Janu-
ary 2014 and down from 16.9 mil-
lion in December 2014.

• Retail sales are expected to
account for 82 percent of volume
in January 2015, flat compared
to January 2014.

General Motors is expected to
lead gains this month with an an-
ticipated 19.5 percent increase
year-over-year, thanks to re-
newed interest in trucks and
sport utility vehicles, Gutierrez
said.

The Chevrolet Silverado and
GMC Sierra have been in high de-
mand lately and Kelley Blue Book
expects to see this continue into
the early part of 2015, Gutierrez
said.

Fiat-Chrysler will be among
the top performers in January on
continued strength for the Jeep
brand, particularly the Chero-
kee.

With gas prices expected to re-
main low and fuel efficiency in
utility and truck segments
stronger than ever, expect Ram
and Jeep to have a solid month,
Gutierrez said.

“Full-size trucks continue to
thrive in 2015 and Kelley Blue
Book anticipates sales will
improve more than 10 per-
cent in January alone,” said
Gutierrez.

“Expect a strong push from
Chevrolet Silverado, GMC Sierra,
Ram and F-Series, especially
when taking into consider-
ation the low cost of fuel and
the appeal of these recently
redesigned core products.”

Growth in the small crossover
segment should begin to slow,
but it will remain in the double-
digit range in 2015.

In January, Kelley Blue Book
expects sales to improve by
nearly 10 percent on strong de-
mand for the Jeep Cherokee,
Honda, CR-V, Toyota RAV4 and a
host of other strong competitors
in the segment.

There were 26 sales days in
January 2015, compared to 25
sales days in January 2014.

All percentages are based on
raw volume, not daily selling
rate.

January Car Sales
Trending Above
Last Year’s Levels
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2015 CTS 2.0L TURBO
STANDARD COLLECTION

53 AVAILABLE

2015 ATS 2.0L TURBO AWD
SEDAN - STANDARD COLLECTION

57 AVAILABLE

2015 SRX FWD
STANDARD COLLECTION

62 AVAILABLE

2015 ESCALADE AWD
LUXURY COLLECTION
REAR SEAT ENTERTAINMENT
PREMIUM PAINT

4 AVAILABLE

$299EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$399EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$319EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$727EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

2015 XTS FWD
STANDARD COLLECTION

46 AVAILABLE

$419EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

2015 ATS 2.0L TURBO AWD
COUPE – STANDARD COLLECTION

$319EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

15 AVAILABLE

A Prestige Automotive
Group Company

MAKE ONE YOURS TODAY!MAKE ONE YOURS TODAY!

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

SERVICE OPEN SATURDAYS
Save money every day with these maintainance specials...

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 & SRX must show proof of current lease of a 2004 or newer GM vehicle and lease
eligible new 2014 Cadillac. MRSP’s: ATS $38,240, ATS Coupe $41,440, CTS $48,340, XTS $45,595, Escalade $82,245, SRX
$38,600. Due at signing ATS $3,059, ATS Coupe $3,819, CTS $4,109, XTS $3,179, Escalade $3,974, SRX $1,729. See dealer
for details. Take delivery by 3/2/2015.

FREE
27

MULTI-POINT
INSPECTION

Expires 3-2-15

OIL CHANGE
$24.95*

FREE 27 multi-point inspection
Most GM cars & light trucks. Includes
5 Qts of Dexos 1 oil & AC Delco oil
filter. *Plus Tax. Expires 3-2-15

FREE
ALIGNMENT
INSPECTION/

CHECK
Expires 3-2-15

JOHN DEGRANDE
Sales & Leasing Consultant

39 years experience

SERVICE HOURS:
MON-FRI

7:30AM-6:00PM

OPEN MON & THURS, UNTIL 8PM & SATURDAY 10AM - 4PMOPEN MON & THURS, UNTIL 8PM & SATURDAY 10AM - 4PM

#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

TTHHEE NNEEWW
PPRROOGGRRAAMMSS

HHAAVVEE
AARRRRIIVVEEDD
AANNDD TTHHEE

LLEEAASSEE
PPAAYYMMEENNTTSS

AARREE
FFAABBUULLOOUUSS

CCAALLLL FFOORR DDEETTAAIILLSS

facilities, network development,
high-technology showroom sys-
tems and increased financial
strength are key aspects of the
plan.
“A strong, financially healthy

dealer organization is an essen-
tial element of Cadillac’s expan-
sion plans,” de Nysschen said.
“The stronger our dealers are,
the better our service quality will
be.
“Cadillac is on a journey back

to the pinnacle of premium
brands, and dealers will con-
tribute every step of the way.”
Cadillac’s current U.S. network

consists of more than 900 stores,
giving the brand a substantial ad-
vantage in geographic coverage
against its import luxury com-
petitors, de Nysschen said.
“Our comprehensive market

coverage supports customer
convenience, especially in ac-
cess to service,” said de Nyss-
chen. “Our task is to take further
advantage of our network.”
Cadillac’s U.S. network cur-

rently features a core of approxi-
mately 200 flagship, stand-alone
dealerships. Its concept going
forward is that core will be
complemented by 700 smaller,
boutique locations, de Nysschen
said. The boutique concept
would feature exclusive Cadillac
consumer touch points, highly
trained sales and service staff,
and luxury amenities.
“Our recently announced $12

billion investment in product
must be accompanied by corre-
sponding upgrades to the cus-
tomer experience,” de Nysschen
said.
“For all dealers, including

multi-brand outlets, we should
strive to create a premium show-

room atmosphere and the
sophisticated brand experience
that luxury consumers expect.”
de Nysschen outlined a plan to

bring emerging technology to the
showroom experience. “Virtual
Showroom” systems could
enable shoppers to quickly con-
figure and envision multiple
models, color and interior
choices using interactive digital
displays, or potentially even
holograms.
He said Cadillac will develop

new systems to incentivize and
support customer satisfaction
performance and dealer compen-
sation.
Growth in dealer profitability

will be supported by financial in-
centives to reward dealer invest-
ments into facilities and high
achievement in customer satis-
faction, de Nysschen said.

The company has no plans to
reduce the number of U.S. deal-
ers.
Russ Baltazar, new car sales

manager at Prestige Cadillac in
Warren, said he has only heard
about what de Nysschen was
proposing on Jan. 22, when he
saw an article in The Detroit
News.
“We haven’t seen any of the

particulars,” Baltazar said. “But I
will say that dealers tend to be
smart and like taking help when
it’s offered.”
But questions of who will pay

for any changes and just what
the requirements dealers will
have to follow have to be
answered, Baltazar said, before
he could really make any intelli-
gent comments.
“We’re planning to build a new

store on Van Dyke in Warren in
the next year,” he said. “I can’t
say how this new plan will affect
that. It’s just too early to say.”

Cadillac Plans New Concepts
For Its Dealership Facilities
CONTINUED FROM PAGE 1
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