
Fiat Chrysler minivan lovers,
fear not.

“While our Windsor Assembly
Plant is down for 14 weeks to im-
plement improvements and re-
configure the assembly process
to start production of the next-
generation minivan, people
might wonder if there’ll be
enough minivans to buy,” said
Fiat Chrysler editorial director
for Online Media Mike Driehorst.

“The clear answer is yes.”
“Through the planning we did

and the extra work put in by the
men and women at Windsor As-
sembly, I am confident we will
have enough minivans to meet
demand during the shutdown,”
said Fiat Chrysler Canada CEO
and head of U.S. Sales Reid
Bigland.

“Chrysler Town & Country and
Dodge Grand Caravan led the
minivan segment in 2014, selling
more than a quarter-million units
combined. We’re not about to
give up that leadership.”

Since mid-2014, the men and
women at Windsor Assembly
have been working 24/7, ramping
up production of the Chrysler
Town & Country, Dodge Grand
Caravan and Ram Cargo Vans in
order to meet demand.

“The workers really put in a
lot of sweat equity at the plant
and worked hard to make sure
we had inventory available
while the plant is down for

retooling,” Driehorst said.
“Our minivans are very popu-

lar, so it’s important that we
have them for sale during this
process.”

For 2014, Windsor made
374,817 minivans, which is 47,490
vehicles more – or about 15 per-
cent more – than it made in 2013,
Driehorst said.

“During the ramp-up in pro-
duction, the plant made mini-
vans in a wide range of popular
configurations so that when you
go into your dealer, you should
have no issue with getting the
features and options you want,”
Driehorst said.

Production of minivans ended

in mid-February, Driehorst said.
Once production starts up on
May 25, the men and women in
Windsor will resume making the
minivans.

Currently occupying 4.4 mil-
lion square feet of floor space,
the Windsor Assembly Plant em-
ployees total 4,600 across three
shifts to produce the Dodge
Grand Caravan, Chrysler Town &
Country, Ram Cargo Van, and
Lancia Grand Voyager.

The facility was built in 1928
with production of minivans be-
ginning in 1983. Chrysler Group
celebrated 30 years of minivan
leadership in 2013 with more
than 13 million vehicles sold.
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2015 Chevy Tahoe

2015 Jeep Patriot

General Motors Co. dealers in
the United States delivered
231,378 vehicles last month.

Total sales were up 4 percent
compared with a year ago. Retail
sales were up 1 percent. Com-
mercial and fleet deliveries were
up 12 percent.

Sales of trucks, including
SUVs, vans and pickups, were up
36 percent year over year.

“Our new SUVs and
crossovers, combined with the
three-pickup strategy we out-

lined more than a year ago, are
dovetailing perfectly with the
growing U.S. economy and a
stronger job market,” said Kurt
McNeil, U.S. vice president of
Sales Operations.

“Six months into its launch, the
Chevrolet Colorado is the indus-
try’s fastest-selling pickup, re-
gardless of brand or model year,”
he added.

“The Silverado had another
great month, with sales, market
share and average transaction

prices up sharply. And when you
add the GMC Sierra and Canyon
to the mix, GM’s year-over-year
pickup deliveries increased 37
percent.

“That follows January’s 42 per-
cent increase and December’s 43
percent increase.”

Cain said according to J.D.
Power PIN data, the average
Chevrolet Colorado spends just
15 days in dealer stock from the

GM Vehicle Sales Up 4 Percent Last Month

2015 Ford Explorer

Fiat Chrysler reported U.S.
sales of 163,586 units, a 6 percent
increase compared with sales in
February 2014 (154,866 units),
and the group’s best February
sales since 2007.

The Chrysler, Jeep, and Ram
Truck brands each posted year-
over-year sales gains in February
compared with the same month
a year ago.

The Jeep brand’s 21 percent in-
crease was the largest sales gain
of any Fiat Chrysler brand during
the month and represented its

best February sales ever.
“In spite of snow and bitter

cold that slowed auto sales in
many regions of the country, Fiat
Chrysler still turned in a 6 per-
cent sales increase and extended
our year-over-year sales streak
to 59 consecutive months,” said
Reid Bigland, head of U.S. Sales.

“Even with tougher year-over-
year sales comparisons in 2015,
our vehicle lineup continues to
produce record sales results.”

Nine FCA US vehicles set
records in the month of Febru-

ary, including four of the five
Jeep brand vehicles.

FCA US finished the month of
February with an 85-day supply
of inventory (577,277 units). U.S.
industry sales figures for Febru-
ary are internally projected at
an estimated 16.5 million units
Seasonally Adjusted Annual Rate
(SAAR).

Jeep brand sales were up 21
percent, the brand’s best sales
performance ever in the month

February Couldn’t Chill Fiat Chrysler Sales

Ford Motor Company U.S.
sales totaled 180,383 vehicles in
February, down 2 percent from a
year ago.

F-Series retail sales increased 7
percent, as the new F-150 re-
mains one of Ford’s fastest-turn-
ing vehicles on dealer lots.

The training of employees in
the new manufacturing process
at Kansas City Assembly Plant –
the second plant building the
new F-150 – is now under way,
with production scheduled to

begin this month, as planned.
“Strong customer demand for

the all-new F-150 drove strong
February F-Series retail sales re-
sults in February,” said Mark
LaNeve, Ford vice president, U.S.
Marketing, Sales and Service.

“The all-new F-150 continues to
be the hottest vehicles on dealer
lots, turning more than four
times faster than the industry’s
overall full-size pickup segment.”

Transit drove a 30 percent in-
crease in total Ford van sales of

13,936 vehicles for the month, in-
cluding E-Series and Transit Con-
nect. This marks Ford’s best Feb-
ruary van sales performance
since 2007.

Explorer sales of 17,027 vehi-
cles were up 32 percent com-
pared with 2014’s February sales
of 12,921, marking the SUV’s best
February sales results since
2006.

Mustang sales increased 32

Ford Sales Down, Explorer Up 32 Percent

CONTINUED ON PAGE 4
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GM Senior VP Alicia Boler-Davis and CEO Mary Barra

General Motors has been
named one of the 2015 “Top Com-
panies for Executive Women”
by the National Association for
Female Executives (NAFE), which
recognizes American corpora-
tions that identify and promote
successful women.

“We encourage diverse think-
ing and collaboration in every-
thing we do at GM on our jour-
ney to become the most valued

automotive company,” said GM
CEO Mary Barra.

“At GM, one-fifth of our execu-
tives, one-fourth of our officers
and more than one-third of our
board members are women.”

“We’re counting the numbers
of women in senior management
at America’s top companies
and are happy to find that

Female Executive Roles Up
At GM,Other ‘Top’ Companies

Chrysler Gears Up 2016 Launch of Minivan

Windsor Plant employees have built more than 8 million minivans. CONTINUED ON PAGE 11
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Fiat Chrysler’s Ram brand kept
on trucking at the recent Chicago
auto show with the introduction
of the new 2015 Ram Laramie
Limited.

Considered Ram’s benchmark
in truck opulence, said Ram
spokesman Nick Cappa, “the new
Laramie takes the vehicle to an
even higher level of sophistica-
tion and attention to detail.”

The upgraded interior and ex-
terior trim aligns with a long list
of best-in-class titles under the
Ram moniker, including fuel
economy, payload, torque and
towing capacity, Cappa said.

“Among Ram Truck’s greatest
strengths is our ability to quickly
react to customer demand,” said
Bob Hegbloom, president and
CEO, Ram Truck Brand.

“The new Laramie Limited trim
is a perfect example of how Ram
directly responds to customer
input with the highest level of
luxury available in pickups. The
Laramie Limited trim exceeds
the high expectations of affluent
truck buyers by combining capa-
bility with refinement.”

Hegbloom said the new
Laramie features premium mate-
rials, such as an all-black, full-
leather seating, real wood interi-
or components and unique
badges. Ram Laramie Limited is a
“black-tie” luxury alternative to
the popular southwestern-
themed Laramie Longhorn edi-
tion pickup, he said.

“Today’s high-end Ram pick-
ups have more features than se-
lect luxury sedans,” said Heg-
bloom. “We will continue to
strive for the highest levels of so-
phistication, while keeping the
core needs of a truck owner top
of mind.”

The new Ram trim, available
on the 1500, 2500 and 3500 mod-

els, made its debut at the 2015
Chicago Auto Show.

The Laramie Limited’s new
grille is the most prominent
change of the exterior. As the
leading point of the new Limited,
its new billet port grille breaks
from the long tradition of a
crosshair styling with bold
“RAM” lettering, Hegbloom said.

Exterior features include a
body-color front fascia with fog
lamps and a matching, painted
rear bumper. For added flash,
Hegbloom said, an optional exte-
rior package covers the front and
rear bumpers in bright chrome.

To address customer demand,
select-colored Ram 2500 and
3500 trucks come standard with
chrome.

On each side of the grille, a
quad headlamp design includes a
bi-functional halogen projector
system placed in a dark back-
ground. Fifteen amber LEDs illu-
minate park/turn/position lamps
and three amber LEDs serve for
the side markers. A vertically
ribbed inner lens, said Heg-
bloom, softens the glow and
retains the improved visual com-
ponent of the segment-exclusive
LEDs.

The Ram design team carefully
crafted the interior bezel and
housing to create a visually en-
tertaining, yet functional piece of
hardware, Hegbloom said. Also, a
Ram shield logo is molded into
the housing, and the Ram name
is molded into the inside of the
outer lens.

Ram Laramie Limited also is
equipped with air suspension
(1500 only), wheel-to-wheel side
steps, navigational radio, remote
start, backup camera, power
adjustable pedals with memory,
heated steering wheel, front
ventilated and heated seats,

heated rear seats and RamBox
(Heavy Duty, 6-foot-4-inch bed
only).

The Laramie Limited trim will
be available in Ram 1500, Ram
2500 and Ram 3500 single- and
dual-rear-wheel; Crew Cab and
Mega Cab (Heavy Duty); four-
wheel drive and two-wheel drive;
and short- and long-wheelbase
models.

The Ram 1500 Laramie Limited
luxury trim will be available in
the second quarter of 2015 as a
2015 model. The Ram Laramie

Limited 2500 and 3500 will be
available in the third quarter as a
2016 model.

Since its launch as a stand-
alone division in 2009, the Ram
Truck Brand, Hegbloom said, has
steadily emerged as an industry
leader with one goal: to build the
best pickup trucks and commer-
cial vehicles in the industry.

Creating a distinct identity for
Ram Trucks has allowed the
brand to concentrate on core
customers and features they find
valuable, Hegbloom said.
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Who is the Best of Detroit's Auto Industry?
You Are! ...and we are here for you!
Fun sports, creative, and tech camps

running all summer long to keep the kids happy
while you build the best in the world!

Oakland Yard Athletics
Waterford, MI

248.673.0100
www.oaklandyard.com

Summer Camp | Youth & Adult Sports | Driving Range | Events Venue

Call for

10% OFF
for first time campers

w/coupon code
DAS2015

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

2015 Ram 1500 Laramie Limited Crew Cab 4x4

New Ram Laramie Limited Features
‘Highest Level of Luxury’ – Hegbloom

Plastomer Corp. of Livonia has
received the prestigious 2014
General Motors Customer Care
and Aftersales On-Time Shipping
Award.

Plastomer achieved Platinum
Supplier Status that states that
Plastomer played an important
role in GM’s effort to design,
build, and sell world-class vehi-
cles.

David Poole, general director
of Supply Chain, said Plas-
tomer’s “dedication and commit-
ment to consistently perform
above expectations are very
much appreciated by the entire
General Motors team and we
want to recognize your organiza-
tion for its outstanding perform-
ance.”

The award comes at the con-
clusion of Plastomer’s 60th an-
niversary year, said Plastomer
spokeswoman Kim Baughman.

“The family-owned company is
proud of its heritage as a Hall of
Fame member in the flexible
foam and die-cutting industry. As
such, Plastomer has pioneered
standards of quality, customer
satisfaction, and quick response
for customers like GM.

“The company has a long rela-
tionship with GM that stretches
back six decades. We were sur-
prised to receive this award, and
also proud. It’s always nice to be
recognized for the work you do.”

Baughman said that Plastomer
provides GM with foam and rub-
ber parts such as HVAC gaskets
and seat toppers.

“Seat toppers go over actual
seats and provide protection to
the person sitting in that seat in
the case of heated or cooling
seats,” Baughman said. “We em-
ploy about 150 people, and have
a plant in Livonia and warehous-
es in Tennessee and Mexico.”

“At Plastomer,” said George
Baughman Jr., Plastomer’s Sales
and Marketing vice president,
“we strive every day to delight
our customers by going above
and beyond what is required. For
GM to acknowledge our efforts
in this way is very special.”

Plastomer Earns
GM’s Customer

Care Award

GENEVA (AP) – The CEO of
Volkswagen AG is staying with
his cautious outlook for this
year, saying it’s a “balanced
statement” based on growth
in the U.S., Europe and China
versus trouble spots such as
Russia.

Martin Winterkorn told AP
that “I think it’s quite a good
assessment.

“As usual, we at Volkswagen
do not want to lose touch with
reality despite all the success-
es.”

As it announced increased
profits for 2014, Volkswagen in
late February cautioned that
2015 could be a turbulent year.

It predicted increased sales
but said there was no guarantee
of a successful year for the
company or the industry as a
whole.

VW CEO: Tough
Times Ahead
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They say if you can make it in
New York City, you can make it
anywhere.

And that’s what Chevrolet is
doing with the 2016 Malibu,
which will be unveiled in April at
the New York auto show.

Using a blank slate approach,
Chevrolet designers benefited
from an entirely new architec-
ture, said GM spokesman Chad
Lyons.

That new architecture, he said,
includes a wheelbase nearly four
inches longer than the outgoing
model, which provides increased
rear legroom and interior space.

Due to a higher-strength steel
structure, the new Malibu is also
expected to be 300 pounds
lighter than the current model,
which benefits the sedan’s fuel
economy and handling, said
GM spokesman Chad Lyons.

“The Malibu is in the mid-sized
market segment,” Lyons said.
“This is a major segment that in-
cludes many popular cars.

“But the Malibu was recently
honored by J.D. Power in both its
initial quality study and its long-
term dependability study. It beat
out cars like the Fusion, the Cam-
ry, the Accord and the Optima.”

The Malibu, Lyons said, also
enjoys a “broad” customer range.

“Buyers are split 50/50 be-

tween men and women,” he said.
“The typical age of a Malibu

buyer is between 35 and 40, but
we have people in their 20s buy-
ing them and people in their 50s
and 60s who want to downshift
to a smaller vehicle buying them
as well.”

Lyons said the new Malibu’s
debut at the New York auto show
should have a big impact on the
public, but he declined to offer
any specific details because “that
would ruin the surprise.” He did
say he has seen the new Malibu
and believes the public will like
what it sees.

“Malibu’s gorgeous styling is
the result of a masterful under-
standing of proportions,” said Ed
Welburn, GM’s vice president of
Global Design.

“The roofline has been
stretched rearward giving a more
sleek profile, while the front
wheels have moved forward and
front and rear overhangs have
been reduced. Along with the
sculpted body side, these cues
help Malibu appear more dynam-
ic and sophisticated.”

The Malibu was first intro-
duced back in 1964 as a top-line
subseries of the mid-sized
Chevrolet Chevelle from 1964 to
1972. It went through four itera-
tions before it was discontinued.

Chevy brought back the name
in 1997, and the Malibu went
through another redesign in
2008.

The current Malibu is based on
GM’s Epsilon II platform, which
was introduced in 2008 and is
adaptable for front- and all-
wheel-drive applications. The
architecture of the platform was
orginally developed by Opel in
Germany. Like the upcoming Mal-
ibu, this generation of the car
saw its North American debut in
New York City.

Other vehicles built around
the platform include the Cadillac
XXTS, the Chevy Impala and the
Roewe 950, made in China. The
Malibu is currently assembled at
GM’s Fairfax Assembly plant in
Kansas City, Kan.

More details about the 2016
Chevrolet Malibu will be shared
each week leading up to the vehi-
cle’s global debut, Lyons said.

The 2016 Malibu is expected
to go on sale by the end of this
year.
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Sneak Peek of Malibu Cloaked in Shadows

Chevrolet’s released-to-the-media photo of 2016 Malibu



It’s often been said that the
difference between men and
boys are the price of their toys.

That’s certainly the case with
Ford’s new Tonka truck.

Yes, you heard right – Tonka
truck .

The wraps came off the mighty
Ford F-750 Tonka truck – the
nearly 10-foot-tall ultimate Tonka
truck that’s also Built Ford Tough
– at the NTEA Work Truck show
March 3.

Based on the new 2016 Ford F-
650/F-750, the bold dump truck is
painted signature Tonkayellow
with a custom blackout nostril
grille and fully functional dump
body from Truck Tech Engineers.

The F-750 Tonka is ready to
move dirt at job sites, create new
playgrounds and fuel the imagi-
nations of kids of all ages.

“From Generation Z to the
Greatest Generation, Ford and
Tonka continue to set the stan-
dards for tough trucks,” said
John Ruppert, general manager
of Ford Commercial Vehicle Sales
and Marketing.

“People of all ages have been
counting on Ford F-Series and
Tonka trucks to get the job done
– from construction site to sand-
box – for more than 60 years.”

The Ford F-750 Tonka truck –

which will be on display at major
work truck, commercial and vo-
cational trade shows through the
end of the year – is a collabora-
tion between Ford and Funrise
Toy Corporation, Tonka manufac-
turer of Tonkabranded products
under license from Hasbro.

“We are proud Tonka trucks
are put to work every day around
the world,” said Kathy Hawk,
Funrise vice president of Market-
ing.

“Creating this F-750 Tonka
truck is a special way to cele-
brate that many of today’s Ford
truck customers first drove a
Tonka truck.”

Offered in Regular Cab, Super-
Cab and Crew Cab styles and in
straight-frame, dock-height and
an all-new dedicated tractor
model for heavy towing applica-
tions, the 2016 F-650/F-750 fea-
tures “a bold look inside and
out,” Ruppert said.

The Ford F-750 Tonka’s exteri-
or styling is meant to command
attention on the road and at the
job site with “Built Ford Tough”
looks that also help deliver up-
graded functionality, Ruppert
said. The custom grille, framed
by hallmark Ford nostrils, helps
improve airflow for optimal cool-
ing performance.

Sharp fenders, rugged head-
lamps and F-650/F-750 badges
embossed in the “Bold Leader-
ship” font are new for all 2016 F-
650/F-750 trucks.

Available PowerScope trailer
tow mirrors feature large stan-
dard mirrors and spotter mirrors
and segment-exclusive power
telescoping and folding design.

The area behind the cab was
redesigned to more easily accom-
modate custom work bodies,
such as for tow trucks, dump
trucks and ambulances.

The Ford F-750 Tonka carries
Ford’s most capable gross vehi-
cle weight rating of 33,000
pounds on a 158-inch wheelbase,
Ruppert said.

Its Truck Tech Engineers dump
body can haul up to 17,000
pounds to support the construc-
tion needs of almost any imagina-
tion, he said.

The three diesel power levels
available for the 2016 Ford F-
650/F-750 are:

• Standard 270 horsepower,
675 lb.-ft. torque;

• 300 horsepower, 700 lb.-ft.
torque;

• 330 horsepower, 725 lb.-ft.
torque.

Multiple ratings provide cus-
tomers the flexibility to scale en-

gine power to work applications
and operations.

The 6.7-liter Power Stroke V8
comes with a five-year, 250,000-
mile warranty.

Ford is the only medium-duty
truck manufacturer that designs
and builds its own diesel engine
and transmission combination –
ensuring the powertrain will
work seamlessly with all chassis
components and vehicle calibra-
tions, Ruppert said.

In addition to its Power Stroke
diesel engine, Ford remains the
only automaker in the segment
to offer a gasoline-powered en-
gine for a medium-duty truck.

The 6.8-liter V10 engine with
320 horsepower and 460 lb.-ft. of
torque will now be available for
both F-650 and F-750 models with
the TorqShift HD six-speed auto-
matic transmission.

The 6.8-liter V10 engine can be
factory-prepped for converting
to compressed natural gas or liq-
uid propane gas as cost-effective
alternatives to gasoline.

The new Ford F-650/F-750
Super Duty are medium-duty
commercial trucks produced by
a joint venture of Ford Motor
Company and Navistar Interna-
tional.

The 2016 Ford F-650/F-750

medium-duty truck lineup will be
available this summer and is be-
ing built at the Ohio Assembly
Plant.

Ford’s F-650, F-750 Tonka Trucks Are Not Child’s Play
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– 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

Little Tonka, Big Tonka

percent with 8,454 vehicles sold
compared with last February’s
sales of 6,410 – representing its
best February sales since 2007
and making it the best-selling
sports car in the U.S. since the
launch of the new model last fall.

Not all the sales news was
good, however.

Fiesta sales went from 4,844 in
February 2014 to 3,708, repre-
senting a sales decline of 23.5
percent.

Sales of the Ford Focus fol-
lowed a similar path, with sales
of 14,019 last month compared
with 15,926 in February of
2014.

Fusion sales saw a slight de-
cline of 4.9 percent – 22,732 ver-
sus 23,898 the same time a year
prior.

Sales of the Ford Taurus went
down a whopping 25.1 percent –
3,587 in February 2014 com-
pared with 2,685 units last
month.

Escape sales also declined,
going from 23,145 in 2014 to
20,915 last month.

And, the Ford Edge saw a 40
percent drop in sales from
10,965 in February 2014 to 6,526
last month.

Lincoln retail sales increased 3
percent versus last year.

Lincoln MKC continues to
build momentum for the luxury
brand, along with Navigator,
which posted an impressive 96
percent sales increase.

Ford Sales Down,
Explorer SUV
Up 32 Percent

CONTINUED FROM PAGE 1

NEW YORK (AP) – Hyundai is
recalling about 263,000 cars in
the U.S. and Canada because a
sensor problem could cause
drivers to lose power-assisted
steering.

The company has not report-
ed any injuries or accidents. A
representative for Hyundai Mo-
tor America wasn’t immediately
available for comment.

The National Highway Traffic
Safety Administration says a sen-
sor in the affected cars could de-
tect a discrepancy in the steer-
ing input and signals and disable
power-assisted steering as a re-
sult. Cars would revert to manu-
al steering and require greater
effort to steer at low speeds,
raising the risk of a crash.

Hyundai Motor America says
it plans to notify owners and that
dealers will fix the control unit of
the electronic power steering at
no cost.

The affected cars include mod-
el years 2008 to 2010 of Elantras
made between June 1, 2008, and
April 30, 2010, and Elantra Tour-
ing vehicles made between Nov.
1, 2008, and April 30, 2010.

Hyundai Recalls
263,000 Cars for
Steering Problem
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Mopar and the Dodge brand
will provide joint support for
Dodge Viper ACR-X vehicles
competing in the Trans Am 3 In-
ternational Group (TA3i) class of
the SCCA-sanctioned 2015 Trans
Am Series season with a contin-
gency program to reward drivers
for their dedication and commit-
ment to excellence.

“This initiative is part of our
ongoing efforts to recognize the
sports car drivers and teams
that work hard and have shown
loyalty and support for our per-
formance cars and quality
parts,” said Pietro Gorlier, CEO
of Mopar Brand Service, Parts
and Customer Care.

“Mopar and Dodge have a long
tradition of commitment to both
professional and amateur racers
across many different motor-
sports platforms and will contin-
ue to share the passion for per-
formance with these sports car
racers and road racing fans.”

At each of the 12 races, a
Dodge Viper driver that earns a
win, a second- or third-place fin-
ish will be awarded $1,500,
$1,000 and $500 respectively by
Mopar for their loyalty and podi-
um performance.

At season end, should a Dodge
Viper driver win the class cham-
pionship, finish second or third
overall, an award of $5,000,
$2,500 and $1,250 will be given to
honor their success in represent-
ing the brand.

“We’re pleased to have Mopar
and Dodge supporting racers
competing in the Trans Am se-
ries,” said John Clagett, presi-
dent of the Trans Am Race Com-
pany. “Our partners tell us the
continued momentum and
growth of the series provides
them with a great platform for
their products.”

Mopar, Dodge
Back Viper ACR-X
Cars in Trans Am

The Chrysler brand launches a
new multicultural marketing
campaign on March 4 for the
2015 Chrysler 200 this week, fea-
turing actor Gael García Bernal
(“Amores Perros,” “Y Tu Mamá
También,” “The Motorcycle Di-
aries”).

The campaign consists of four
national television spots across
U.S. Hispanic media – one 60-sec-
ond and three 30-second com-
mercials – and also includes digi-
tal and social initiatives.

Key partners for the Chrysler
brand include Univision and
Telemundo, for which the brand
will be a presenting sponsor of
“La Voz Kids,” the No.1 show for
family co-viewing in all of broad-
cast, regardless of language, on
Telemundo. The first spot, “Kid,
You’re Not Me,” is on YouTube.

In the first of the four-spot se-
ries, Morgan said Gael steps into
his 2015 Chrysler 200 and finds a
young boy sitting in the car who
claims to be Gael, visiting from
his past. Right away, the boy
starts telling Gael to do some-
thing different with his life.

At first, Gael is confused, but
then realizes that the boy, whose
name is Paquito, has mistaken
him for his neighbor, Paco, from
across the street.

After catching a glimpse of his
“real” future self, Paquito is in-
spired to leave ordinary behind
and go with Gael.

“This campaign’s unique cre-
ative uses humor, cultural cues
and the spirit of individuality to
capture our millennial audi-
ence’s attention, and its charm
rests squarely on the enormous
appeal of Gael, one of the pre-
mier Hispanic actors of his gen-
eration,” said Olivier Francois,
Fiat Chrysler’s chief marketing
officer.

Chrysler Brand
Runs Multicultural
TV Ad Campaign



PAGE 6 MARCH 9, 2015DETROIT AUTO SCENE

by Jim Stickford

As Shakespeare once wrote,
“past is prologue.” And that’s
certainly the case with the 2015
Buick Avenir concept car, which
made its debut in January at the
Detroit Auto Show.

The vehicle, in part, was based
on six different Buick concept
and production vehicles from the
brand’s storied history.

Greg Wallace, manager of GM’s
Heritage Center in Sterling
Heights, said the first concept
car ever built was a Buick.

“If you go back as far as 1927
with GM’s LaSalle, you can see a
car where its design isn’t all
based around function,” Wallace
said. “You can see that its form
was influenced by the idea of
design.”

GM was the first to hire a
designer whose job it was to
create beautiful cars, Wallace
said. His name was Harley Earl
and he was a legend at Buick and
at GM for decades.

Earl was commissioned by
Lawrence P. Fisher of Cadillac to
design the 1927 LaSalle, Wallace
said. This work proved to be so
successful that Earl was hired to
be the first director of GM’s
brand new Art and Color depart-
ment.

This was an important step in
the auto industry, Wallace said. It
was signaling the fact that cars
were more than just transporta-
tion, they were purchases where
style played an important role in
the consumer’s decision to buy.

By 1938, Wallace said, GM cre-
ated the first true concept car –
the Buick Y-Job. This vehicle,
said Wallace, was influenced by
the cutting edge of technology in
the 1930s – aircraft design.

Andrew Smith, the current
chief designer for Buick, said he
thinks its very “cool” that the
first concept car was a Buick.

“The Y-Job gave the public a
peek at the creativity that went
on in the design room,” Smith
said. “Right now, the role of a
concept car is to build excite-
ment for the brand to show the
public where we are taking
Buick.”

And that’s where the Avenir
comes in, Smith said. Part of
building brand awareness for
Buick is building on Buick’s past
as a brand that designed great
concept cars and put into pro-
duction beautiful vehicles that
showed off the latest designs, he
said.

“The Avenir is showing where
Buick is going as a brand,” Smith
said.

“It’s showing the public just
what we can do. Buick is a cre-
ative brand that doesn’t limit
where we can take our vehicles.”

Part of the fun of a concept car,
Smith said, is showing some of
the ideas that designers came up
with during the development
process of various vehicles.

“People don’t realize that we
do lots of concepts as we devel-
op production vehicles,” Smith
said. “As we develop these cars,

we do ’bake-offs’ of our various
concepts within the design de-
partment to help build enthusi-
asm among the designers.

“But we’re very strategic about
what concepts we show the pub-
lic. They don’t get to see every
concept we come up with.”

And, Smith said, because Buick
is known for its creative designs,
young designers are enthusiastic
about working for the brand.

Being creative in 1938, Wallace
said, meant taking cues from the
airplane industry.

“That was the cutting edge
back then,” Wallace said. “While
people knew that planes existed,
most had never taken a plane
flight. People used to have pic-
tures taken of them next to air-
planes just because it looked
cool, even if they never rode in a
plane.

“You can still see some strands
of that airplane-influenced DNA
in today’s Buicks.”

The major airplane influence
on the Avenir, Wallace said, was
the Wildcat series, which was out
between 1953 and 1955.

“This vehicle had the look of a
jet fighter,” Wallace said. “The art
deco propeller plane designs
were gone and Buick was in the
space age.

“But beyond the look of a jet
fighter, the Wildcat had the latest
powertrain – compound carbure-
tion. This was a really forward-
looking vehicle.”

Wallace said features such as
stand-alone headlight pods influ-
ence other designers outside
GM. He noted that the Chrysler
Imperial of the early 1960s
looked a lot like the Wildcat. The
name was popular and in 1985
Buick used it for another concept
car.

“By this time, concept cars
were a way of telling the pubic
what was coming down the road
in terms of development,” Wal-
lace said. “It was so modern it
even had a telephone as one of
its features.”

The next concept to influence
the Avenir, Wallace said, was the
Riviera Silver Arrow III in 1972.

“This was a precursor to the
‘boat-tailed’ Buicks of that era,”
Wallace said. “It’s one of my
favorite concept cars. It had
‘modern’ features like traction
control and when you look at the
interior, it had pillow-top seats. It
was just an outstanding looking
car.

“It had halogen headlights,

which were new then and are
only now being replaced by LED
lights. It even had moving seats
and adjustable pedals, which
would become popular later on
in trucks and SUVs.”

Wallace said the influences of
the Centieme concept car of 2003
can be seen on proportion design
cues on the Avenir. The Centieme
also emphasized interior design,
a concept that had taken a back
seat to other features. But four
years later, some of that vehicle’s
interior cues could be seen in
other Buick production vehicles.

The last concept car to influ-
ence the Avenir, Wallace said, is
the Velite, which came out in
2004. Besides using technology
like turbocharged engines, this
vehicle took its cues from previ-
ous Buicks and included features
like portholes and front fenders
whose look links back to the
past.

“One look at the Velite and you
can see Buick’s DNA all over it,”
Wallace said. “You don’t have to
see the tri-shield logo to know
that car was a Buick. And under
the hood, it had a lot of horse-
power. It wasn’t just pretty, and
this idea can be seen in the de-
sign of the Avenir.”

Smith said the Avenir reflects
not only Buick’s past, through de-
sign cues taken from a variety of
concept cars made over decades,
but also the brand’s future.

“GM chief designer Ed Welburn
pointed out that this is a vehicle
that designers around the world
worked on, and it’s true,” Smith
said. “These days it’s much easi-
er for different design teams in
different countries to collabo-
rate. And at GM we all know each
other.”

This possible, Smith said, be-
cause since about 2000, GM has
made a concerted effort to have
its designers work together.
Smith, for example, is an Aus-
tralian and has worked at GM’s
design center in Australia and
Korea and is now based in War-
ren.

He said his moving around for
the job is not unique and, as a re-
sult, designers can use modern
technology to communicate with
people across the world they’ve
worked with face-to-face.

Smith said that in the past
there might be a “national” style
of car design. Someone might be
able to look at a vehicle and say
it was designed in the U.S. or Ger-
many or Korea. But now vehicles

are more designed around the
character of the brand.

“It’s not us in the United States
versus them anymore,” Smith
said. “Really, it’s all us now.
There aren’t enough of ‘them’
anymore.”

Smith said that currently there

are no plans to make the Avenir a
production model, but “never
say never.”

It is possible, he said, that if
there’s enough demand from
the public, GM might decide to
take the vehicle from concept to
reality.

Taking a Page From the Past, GM Designers
Come Up with the Newest Buick Concept

1972 Riviera SilverArrow III, one of many past-year Buicks to influence the new concept Avenir

1954 Wildcat II still influenced by planes, but this time jets of the 1950s.

1938 Y Job reflected the art deco airplane designs of the era.

1985 Wildcat mirrored planes of the day – this time a “Stealth” fighter.

2003 Centieme was a return to beautiful interiors for Buicks.

2004 Velite showed classic Buick beauty a decade before the Avenir.

The 2015 Avenir is a concept car that’s influenced by all these Buicks.

of February and its 17th consecu-
tive month of year-over-year
sales gains. The Jeep brand has
set a sales record in each month
dating back to November 2013.

Sales of the Jeep Patriot were
up 59 percent in February, the
compact SUV’s best sales month
ever and largest percentage in-
crease of any Jeep brand model.
The Jeep Cherokee, Wrangler,
and Compass each recorded
their best-ever sales in the
month of February. Sales of the
Jeep Grand Cherokee were up 8
percent for its best February
sales in nine years.

Chrysler brand sales increased

13 percent, the brand’s best Feb-
ruary sales since 2008 and its
eighth consecutive month of
year-over-year sales gains. Sales
of the Chrysler 200 were up 31
percent, the mid-size sedan’s
best-ever sales in the month of
February.

Sales of the Ram pickup truck
were up 7 percent in February.
That is its 58th consecutive
month of year-over-year sales
gains. It was the pickup truck’s
best February sales since 2004.

Sales of the Fiat 500L were up
19 percent last month, its best
sales ever in the month of Febru-
ary. Sales of the 500L have been
up year-over-year for four con-
secutive months.

No Chill to Chrysler Sales
CONTINUED FROM PAGE 1



As the Camaro rolls through
the final year of its fifth genera-
tion, Chevrolet has asked five de-
signers who have contributed to
the sporty car’s design to reflect
on the styling legacy that helped
create an icon.

“While Camaro has evolved
with cultural and design trends,
it has consistently represented
the approachable, attainable
sports car with an emphasis on
fun that’s evident in its styling,”
said Ed Welburn, vice president
of GM Global Design.

“As a result, each generation of
Camaro has evoked an emotional
connection with enthusiasts –
connections spanning 48 years
and five generations.”

Welburn, who owns a 1969 Ca-
maro, said, “The Camaro should
not have been a design success,
as it was based on an existing
architecture and admittedly
hurried to market to address the
personal coupe revolution occur-
ring with Baby Boomer cus-
tomers.

“However, the first-generation
Camaro (1967-69) delivered a
pure, classic proportion that will
forever be regarded as one of the
best-looking cars of its time. It
was very lean and muscular, with
comparatively minor embellish-
ments for high-performance
models.

“That was in contrast to some
of the brasher competitors dur-
ing the muscle car era, and it has
helped the first-generation Ca-
maro maintain timeless good
looks.”

The Camaro’s first generation
lasted only three model years,
but one stands out for Welburn.

“The 1969 model is the iconic
Camaro to me,” he said. “From
the dual-plane grille design and
speed lines stamped into the
fenders and doors, it was original
and distinctive. It didn’t borrow
from any other design, and all
these years later, it still looks
fresh.”

Welburn’s design analysis high-
lights for the 1969 Camaro in-
clude:

• “Every effort was made to
make it appear wider, sleeker and
more muscular.

• “Character lines that trailed
the wheel openings gave the car
an aura of speed.

• “The rear fenders were
pulled out, giving the car a wider,
more muscular flair.

• “Dual-plane grille added
visual interest to the nose and
became a trademark of Camaro
design.

• “Wide taillights, with body-
color sheet metal between them,
exaggerated the car’s width.”

The second-generation lasted
12 years, from 1970 to 1981.

Ken Parkinson, executive di-
rector of design, Chevrolet
Trucks and Global Architecture,
who owns a 1968 Camaro, gave
his design analysis.

“I’ve always loved the ‘68 Ca-
maro,” he said, “but for some rea-
son, it was the second-gen car I’d
find myself sketching during high
school math.

“It was a radical departure
from the first-gen. For the first
time, it was built on its own dedi-
cated architecture, which gave
the design team the freedom to
create a pure expression.

“What that team created was a
powerful expression of American
muscle, influenced by a Euro-
pean grand-touring aesthetic.
There was simply nothing else
like it.

“The second-gen car is pure
Camaro, with a dramatic propor-
tion and lean, muscular form.
You won’t confuse it with the
first generation, but it’s unmis-
takably a Camaro.

“The second-generation Ca-
maro’s styling evolved during its
12 model years.”

For his design analysis high-

lights, Parkinson focused on the
early models, circa 1970-73, for
“their pure expression of the
original design.”

• “The strong horizontal
crease running the length of the
body sides creates strong ten-
sion and forward motion.

• “Below this horizontal
crease, the body tucks in dramat-
ically, exposing the tires for a
more muscular appearance and
great stance.

• “The bold split-bumper de-
sign on RS models was a signa-
ture feature that gave the car an
aggressive and more contempo-
rary design, arguably one of the
greatest fronts on any car.”

The third generation lasted 11
years, from 1982 to 1992.

John Cafaro, executive direc-
tor, Chevrolet Global Car Design,
previously owned a third-genera-
tion Camaro “1LE” racecar.

“The third-generation Camaro
will always be a cultural symbol
of the 1980s because its design
epitomized the era’s high-tech
cultural trends,” said Cafaro.

“It also grew into more of a se-
rious sports car and, with that,
its form was wrapped around a
chassis system designed for a
new level of function.

“To support that more per-
formance-oriented mission, an
aggressive front end designed to
enhance downforce was styled
for it. And for the first time, the
Camaro was offered as a hatch-
back – another automotive
archetype of the 1980s.

“The third-generation Camaro
represented a distinct breakaway
from the previous generations,
which were undeniably influ-
enced by European grand touring
cars. This was a uniquely Ameri-
can design with a form devel-
oped for function – and its ag-
gressive front-end styling was
deemed almost too aggressive by
some in the company.

“It was also the first high-vol-
ume American car to incorporate
aero-enhancing, racing-inspired
ground effects, and its large
backlight, which comprised most
of the hatchback, represented a
technological achievement for
automotive glass production be-
cause of its size and compound-
curve sculpture.

“Customers and the media re-
sponded. Sales jumped 50 per-
cent for 1982 and the Camaro Z28
was named the 1982 Motor Trend
Car of the Year.

“Perhaps more than any other
generation, the third-generation
Camaro was a car of its time. You
can see that influence in every
detail of the car, from the aerody-
namic details of the exterior,
such as the ground effects on the
Z28, to the introduction of digital
instruments on the interior.”

Cafaro’s third-generation Ca-
maro design highlights include
focus on the 1982 Z28:

• “Quad rectangular head-
lamps gave Camaro a contempo-
rary appearance and were part of
the aggressive front-end design.

• “A hatchback was de rigueur
in the 1980s and the Camaro’s
large backlight compound-
curved glass was a technological
achievement in its day.

• “Ground effects on the Z28
were inspired by Formula 1 race-
cars and represented the first
production application for a
mass-produced American car –
kicking off a styling trend that
would become an industry-wide
staple of 1980s automotive de-
sign.”

The fourth-generation Camaro
lasted from 1993 to 2002.

Kirk Bennion, Chevrolet Ca-
maro exterior design manager,
who owns a 1993 Camaro Z28, of-
fered his design analysis.

“More than 20 years after its
debut, the fourth-generation
Camaro still looks as sleek
as anything on showroom

floors today,” said Bennion.
“It was a very aggressive de-

sign intended to evolve the pro-
portion from the third-generation
car with a provocative exterior
and greater aerodynamic per-
formance. It has a very sculptur-
al form vocabulary that was defi-
nitely all-new for the Camaro.

“The dramatic proportions for
the fourth-generation Camaro in-
cluded a fast-rake windshield,
which extended the front
cowl/firewall line forward, com-
bined with a change to a ‘bottom-
breathing’ engine-cooling
arrangement, to support the
strong wedge shape of the over-
all car.

“Having a low front end was
important to the design. It really
worked with the high deck lid
rear spoiler to enhance the ap-
pearance of motion. All these
years later, it still looks contem-
porary – and fast.

“The Camaro received an up-
dated front-end appearance in
1998.”

Bennion selected the aggres-
sive good looks of the higher-per-
formance 1996 Camaro SS to
highlight the best attributes of
the generation:

• “Four, mini-halogen head-
lamps were new during design
development and helped achieve
the goal for the low front end.

• “Super-fast 68-degree wind-
shield was one of the most radi-
cal of its day, and was a primary
element of the car’s sleek propor-
tion.

• “Smooth body sides with in-
tegrated wheel flares were a first
for Camaro.”

The fifth-generation Camaro
started its run in 2010.

Tom Peters, Chevrolet Camaro
exterior design director, who
owns a 1969 Camaro, presented

his thoughts on the design of the
latest model – the 2016 Camaro.

“They say absence makes the
heart grow fonder and that
couldn’t have been truer than as
demonstrated with the enthusi-
asm that followed the introduc-
tion of the fifth-generation Ca-
maro,” he said.

“After an eight-year absence,
the return of Camaro was a thun-
derbolt that reignited the pas-
sion of Camaro enthusiasts
around the world.

“While the iconic 1969 Camaro
was the unmistakable inspiration
for the fifth-generation Camaro,
its design had to be more than
simply a 21st century update.

“Distilling the timeless essence
of the design and translating into

a fresh, contemporary Camaro
was a challenge.

“The final design perfectly
straddled that razor-sharp line
between heritage and retro.”

Peters focused on the 2010 Ca-
maro SS to call out the highlights
of the fifth-generation design.

• “It’s all about proportion and
sculpture,” he said, “from the
dash-to-axle dimension that sug-
gests performance to the effi-
cient, 2+2 ‘canopy,’ its sculptural
design conveys lean power.

• “The cross-car, dual-plane
grille is a heritage cue reimag-
ined and gives the car a sporty
character.

• “Rear fender ‘gills’ pay hom-
age to the iconic cue of the 1969
Camaro.”
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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
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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 Loyalty unless otherwise noted. Traverse and
Equinox leases assume 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 3/31/2015

CONVENIENT HOURS:
Mon. & Thurs.

8:30 am – 9 pm
Tues., Wed., Fri.

8:30 am – 6:30 pm
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18 MILE RD.

SINCE
1989

Power Locks/Windows/Mirrors/Seats, Captain Seats,
Heated Seats, Remote Start, Back-Up Camera,
Touch Screen Radio, XM Radio, OnStar & More…

36 Month Lease/10,000 Miles

Stk.#52426

2015 TRAVERSE 1LT

NO SECURITY DEPOSIT

Stk.# 52636

2015 EQUINOX 1LT
NO SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

Power Locks/Windows/Mirrors/Seat, Remote Start,
Touch Screen Radio, Back-Up Camera & More…

24 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.#51556

2015MALIBU 1LT

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

36 Month Lease/10,000 Miles

$213*+Tax with$0 Down

NO SECURITY DEPOSIT

$236*+Tax with$0 Down

$166*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIREDbuff whelan

chevrolet

Spring into

for a great deal!

‘The 1969 Model is the Iconic Camaro to Me,’
Says GM Global Design Chief Ed Welburn

The ‘Iconic’ 1967-69 Chevy Camaro was the early forerunner....

.... to the popularly designed, fifth-generation 2016 Camaro.



Lightweighting is one of the
keys to having automobiles meet
federal fuel standards coming
down the pike.

And this creates opportunities
for automotive suppliers.

Any company that can help
OEMs meet these requirements
will not want for business, said
Chris Swart, spokeswoman and
global communications manager
for Dow Automotive Systems.

To that end, Swart said, Dow
has just introduced three new
adhesives that provide environ-
mental and cost benefits when
bonding elastomeric materials to
metal, engineering plastics or
other elastomers.

MEGUM 5386, THIXON P-21
and THIXON 526 bonding agents
are used in a wide variety of

transportation and industrial ap-
plications, including belts, hoses,
mounts, bushings and seals.

Swart said that Dow developed
these three new adhesives be-
cause, in the case of lightweight-
ing, pretty much “all the low-
hanging fruit had been picked”
and the next step was creating
new substances.

The MEGUM and THIXON port-
folio of bonding agents includes
low-viscosity, organic, solvent-
based solutions and/or disper-
sions of polymers and other re-
active chemicals, Swart said.

They’re used as one-coat
bonding agents or two-coat
primer and cover-cement sys-
tems. Some products within the
range are clear, non-pigmented
solutions and others are water-
based.

“The addition of these three
new products to our strong ad-
hesives portfolio targets the
growing customer need for ver-
satile and sustainable solutions
that enable optimization of the
manufacturing process,” said
Frank Billotto, Dow Specialty Ad-
hesives business manager.

“Dow Automotive Systems is
formulating more sustainable
products at every opportunity,
which helps customers meet
compliance regulations.

“These new MEGUM and
THIXON adhesives can also allow
customers to consolidate the
number of products used and
can reduce annual adhesive
costs as part of their production
process.”

MEGUM 5386 is a new, high-
performance cover coat adhe-
sive suited for bonding soft and
difficult-to-bond elastomers,
Swart said. Bonds using MEGUM
5386 are extremely resistant in
high-temperature applications,
boiling water, salt fog and vari-
ous hydraulic fluids.

“It also has excellent resist-
ance to glycol and has a higher
reactivity at lower dry film thick-
ness, so customers can use less
product than competitive materi-
als to achieve comparable per-
formance, which also reduces
volatile organic compounds.”

The new THIXON P-21 and
THIXON 526 next-generation
primer and cover coat system
provides outstanding perform-
ance at competitive cost, said
Swart. The primer and cover
products can be used together
or separately, she said.

THIXON P-21 primer enables
primer standardization and con-
solidation, and meets industry
performance requirements. It of-
fers low viscosity and needs less
solvent for spraying, said Swart.

THIXON 526 cover coat offers
well-balanced performance, she
said, and enables cover stan-
dardization and consolidation
with good boiling water, heat and
pre-bake resistance.

Swart said better adhesives al-
low different, lighter materials to
be used in cars of the future.

“Improving mileage is creating
openings for Dow,” Swart said.

“Our resources in chemistry
allow us to understand these
new materials and we can work
hand-in-hand with our customers
to meet their needs.

“We call this bench-to-bench
service, and the suppliers that
can best do this will thrive.”
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$3,500 MINIMUM TRADE IN FOR 2003 OR NEWER VEHICLES

TARGETED LEASE PULL AHEAD – CONTACT DEALER FOR DETAILS

PURCHASE
FOR

$18,987*
LEASE FOR
39 MONTHS
$149*

$999DOWN

2015

NEWSILVERADO

PURCHASE A
FOR

$27,857*
LEASEFOR
39 MONTHS
$186*

$999DOWN

2015

NEWCRUZE

PURCHASE A 1LS
FOR

$15,988*
LEASE 1LT
36 MONTHS
$109*

$999DOWN

2015

NEWMALIBU

PURCHASE A LS
FOR

$17,996*
LEASE 1LT
39 MONTHS
$129*

$999DOWN

2015

–––––– 0% UP TO 72 MONTHS ON CRUZE AND MALIBU ––––––

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 3-31-15.

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 A
FOR

$18,591*
LEASE FOR
24 MONTHS
$119*
$999DOWN

2015

NEWREGAL

PURCHASE A
FOR

$25,873*
LEASE FOR
39 MONTHS
$189*

$999DOWN

2015

NEWLACROSSE

PURCHASE A
FOR

$27,223*
LEASE FOR
39 MONTHS
$219*

$999DOWN

2015

NEWENCORE

PURCHASE A
FOR

$18,996*
LEASE FOR
24 MONTHS
$96*
$999DOWN

2015

NEWTERRAIN

PURCHASE
FOR

$22,963*
LEASE FOR
24 MONTHS
$99*
$999DOWN

2015

NEWENCLAVE

PURCHASE A
FOR

$33,297*
LEASE FOR
36 MONTHS
$249*

$999DOWN

2015

NEWACADIA

PURCHASE
FOR

$29,126*
LEASE FOR
24 MONTHS
$179*

$999DOWN

2015

NEWTRAVERSE

PURCHASE
FOR

$26,978*
LEASE FOR
24 MONTHS
$149*

$999DOWN

2015

NEWEQUINOX

PURCHASE A LS
FOR

$20,267*
LEASE LT
24 MONTHS
$79*
$999DOWN

2015

NEWCAMARO

PURCHASE
FOR

$20,553*
LEASE FOR
39 MONTHS
$179*

$999DOWN

2015

NEW IMPALA

LEASE FOR
39 MONTHS
$209*

$999DOWN

2015

PURCHASE
FOR

$23,993*

Must
Terminate
Non-GM Lease

NEWSIERRA

PURCHASE A 2WD
REGULAR CAB FOR
$21,858*

LEASE FOR
39 MONTHS
$179*

$999DOWN

2015

DBL. CAB
2WD

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. Picturesmay not represent actual vehicle. Prices subject to change per GM incentives. Prices and payments are inclusive of active GM em-
ployee discount (unless otherwise stated). All leases are 10,000miles per year with approved STier credit w/ $999 down (unless otherwise noted). Must have lease loyalty and/or con-
quest. Must have closing competitive lease. For Sierra,must trade in ’99 or newermodel vehicle. Prices and payments are plus tax, title, plate fee w/ acquisition fee up 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 2003 or newer vehicles
w/ under 115kmiles in drivable condition,no branded titles. See salesperson for details. ** Certain restrictionsmay apply, see dealer for complete details. Exp date:3/31/2015. Paul

Makowski
pmakowski@edrinke.comNO DOC FEES

Find Us on
FACEBOOK

All applicable rebates including lease/conquestoffershavebeendeducted fromsaleprice/payment.Picturesmaynot representactual vehicle. Pricessubject tochangeperGM
incentives. Pricesandpaymentsare inclusiveof activeGMEmployeeDiscount (Unlessotherwisestated). BelowGMPricingonly valid oncertian models. EquinoxandTraverse
are 24month leases. Cruze is a 36month lease. Silverado, Impala,Trax,Malibu andCamaro are 39month leases.All leases are 10kmiles per yearw/ approvedSTier creditw/
$999 due at signing. Prices & payments are plus tax, title, and plate fees with acquisition fee up front. Refundable security deposit required on certain vehicles –to be deter-
mined by lender. For Silverado,must trade in ’99 or newermodel vehicle. GMEmployee discount to everyone valid on certainmodels. $3500 trade-in is valid on 2003or 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 – 3/31/15.

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 Are Professional Grade

NEWTRAX
LS

ED RINKE
DBL. CAB

2WD

586-264-7775
34701 Van Dyke, Sterling Hts.

Mon-Fri: 8AM-6PM • Sat 9AM-2PM
www.sterlingtireandauto.com

OR

FREE
BRAKE

INSPECTION

Service Only

$17995
Includes Front or Rear Pads, Rotors & Labor
Some Restrictions May Apply. Prices Subject To Change. Most Cars.

Call For Details, Must Present Ad At The Time Of Service.
Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.

Offer Expires 3-31-15.

FREE
ALIGNMENT
WITH PURCHASE

OF 4 TIRES
Most Cars. Must Present Ad At The Time Of Service.

Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.
Offer Expires 3-31-15.

POTHOLE
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 3-31-15.

FRONT END
ALIGNMENT

$2995
Most Cars. Must Present Ad At The Time Of Service.

Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.
Offer Expires 3-31-15.

+ Tax
+ Shop Suppiles

WINTER SPECIAL!
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.

Must Present Ad At The Time Of Service. Cannot Be Combined With Any
Other Coupon Or Discounts. With MP Coupon. Offer Expires 3-31-15.

Get the repairs you need.
NO INTEREST FOR 6 MONTHS

With approved credit. See store for details.

If you currently have a CarCare One Credit Card
from any of the following, you can use it here!
We accept: AAMCO, Auto Value-Bumper to Bumper, Car Quest, Discount Tire,

Federated Auto Parts, Ford Motor Company, GE Capital Auto, Maaco & Meineke, Midas,
NAPA, Parts Plus, Pep Boys, Tuffy, Ziebart, Cooper Tire, Michelin and Yokohama Tire.

2 YEARS 24,000 MILE WARRANTY
On most repairs. See store for details.

OVER 75 YEARS OF EXPERIENCE
WE SELL TIRES
NATIONAL FLEET ACCOUNTS WELCOME

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

QUALITY SERVICE
YOU CAN TRUST!

YOUR
ONE STOP
REPAIR
SHOP

FREE
CAR WASH
With Any
Service

Dow Introduces Three New
Bonding Agents for OEMs

“Improving
mileage is

creating openings
for Dow.”
– Chris Swart,

Dow
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Pictures may not represent actual sale vehicle. All applicable rebates including conquest and/or loyalty offers have been deducted from Sale Prices/Payments and are subject to change by the manufacturer without notice and are plus title, tax and plate fees. Leases are 10,000 miles per year. Equinox and Traverse require competitive lease
in household. GM Loyalty requires 1999 or newer vehicle. $1000 over Kelley Book offer is based on “Good” trade-in condition for 2000 – 2012 model year vehicles minus reasonable reconditioning costs. No Branded titles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 3/6/2015 @ 6:00PM.

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

• ECOTEC 1.4L “Turbo” DOHC VVT Engine! • Automatic Transmission!
• OnStar w/4G LTE w/built-in Wi-Fi hotspot! • AM/FM/XM Radio w/CD!

• 16” AluminumWheels! • Remote Keyless Entry!
• Tilt and Telescopic Steering Column!

• 38 MPG on the Highway!
Stock#F20943
Was $20,920

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

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

• 3.6L SIDI V6 Engine! • 6.5” Color Touch Screen Radio!
• Bluetooth for Phone!• Power Driver’s Seat!

• 8 Passenger Seating!
• Remote Keyless Entry!

• 17”Wheels!
• 24 MPG on the Highway!
Stock# F20725 Was $32,420

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

Use Your GM Card Earnings and Top-Off Bonus Earnings to Save Even More!*

36 Month
Lease:

$169*
$0DOWN!

Sale
Price $17,790*

36 Month
Lease:

$219*
$0DOWN!

Sale
Price $26,604*

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

• 2.5L DOHC VVT Engine! • 7” Color Touch Screen MyLink Radio!
• OnStar w/4G LTE w/built-in Wi-Fi hotspot! • Rear Vision Camera!

• Previous Dealer Courtesy Car – 2200 Miles!
• Remote Vehicle Start/Entry!

• Power Driver’s Seat!
• Aluminum Wheels!

• 36 MPG on the Highway!
Stock#F22289Was $24,560

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

36 Month
Lease:

$189*
$0DOWN!

Sale
Price $20,879*

2015EQUINOX “LT”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!
• 2.4L DOHC Engine! • 7” Color Touch Screen MyLink Radio!

• Remote Vehicle Entry! • Rear Vision Camera!
• OnStar w/4G LTE w/built-in Wi-Fi hotspot!

• Tilt and Telescopic Steering Column!
• 17” Aluminum Wheels!

• 32 MPG on the Highway!
Stock#F22072Was $27,180

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 Month
Lease:

$157*
$0DOWN!

Sale
Price $21,056* +0% APR Up to

72 Months!

+0% APR Up to
60 Months!

+0% APR Up to
72 Months!

*GM Employee Pricing Plus Tax, Title, Lic. and Doc. No Security Deposit Required. Lease Conquest Rebate Must Have Non GM Lease In Household To Expire Within 90 Days Of Delivery Of New Purchase Or Lease. Lease Loyalty Rebate Must Have 1999 or Newer
GM Vehicle In Household. Programs subject to change. Photos may not represent actual vehicle. Price is subject to change without notice. See dealer for details. Expires 3/31/15.

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

2015GMCCANYON
4X4EXTCAB

LEASE FOR ONLY

$239*
/MO

36 MO. LEASE
10K MILES PER YEAR

STK #7940-15 • DEAL #53281
* GM Pricing plus tax, title, lic.
Lease figured with Buick/GMC Lease Loyalty Rebate.
$2788 Total Due at Signing.

NEW
2015BUICKENCORE FWD
LEASE FOR ONLY

$139*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #4210-15 • DEAL #49782
* GM Pricing plus tax, title, lic. Lease fi gured with Buick/GMC
Lease Loyalty Rebate. Dealer removed All Weather Floormats.
$1416 Total Due at Signing.

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

2015 BUICKLACROSSE
BASE 1SBLEASE FOR ONLY

$239*
/MO

36MO. LEASE • 10K MILES PER YEAR

$249*
/MO

STK #6869-15 • DEAL #52858
* GM Pricing plus tax, title, lic. Lease fi gured with Buick/GMC Lease Loyalty Rebate. $1765 Total Due at Signing.

NO SECURITY
DEPOSIT REQUIRED

2015BUICKVERANO 1SD
LEASE FOR ONLY

$169*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #6944-15
(DRAC UNIT) • DEAL #53282
* GM Pricing plus tax, title, lic. Lease figured with Buick/GMC
Lease Loyalty Rebate. Must have Buick/GMC Lease In Household. $1577 Total Due at Signing.

2015GMCACADIA FWD
SLE-1

2015 BUICKREGAL FWD
LEASE FOR ONLY

$239*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #6961-15 • DEAL #52861
* GM Pricing plus tax, title, lic.
Lease figured with Buick/GMC Lease Loyalty Rebate.
$1838 Total Due at Signing.

2015BUICKENCLAVE FWD CONVENIENCEGROUP
LEASE FOR ONLY
$239*

/MO
36MO. LEASE • 10K MILES PER YEAR

$249*
/MO

24MO. LEASE • 10K MILES PER YEAR
STK #6915-15 • DEAL #498058
* GM Pricing plus tax, title, lic. Lease figured with Buick/GMC Lease Loyalty Rebate. $1775 Total Due at Signing.

NO SECURITY
DEPOSIT REQUIRED

LEASE FOR ONLY

$198*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #7737-15
DEAL #51286

* GM Pricing plus tax, title, lic. Lease figured with Buick/GMC Lease Loyalty Rebate. $1850 Total Due at Signing.

BUICK’S NEWEST
FOR LESS!

2015GMCSIERRASLE
4X4DBL. CABLEASE THIS WELL

EQUIPPED 4X4 FOR ONLY

$249*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #7827-15 • DEAL #52863
* GM Pricing plus tax, title, lic. Lease figured with Buick/GMC
Lease Loyalty Rebate. $1905 Total Due at Signing.

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

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

LOADED
FOR
LESS

VYLETEL
ATTENTION! EXPIRINGLEASECONQUESTCUSTOMERS!

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

STK #8039-15 • DEAL #52862
* GM Pricing plus tax, title, lic. Lease fi gured with Buick/GMC Lease Loyalty Rebate.

LEASE THIS 2015 TERRAIN
FOR ONLY

$129*
/MO

NO SECURITY
DEPOSIT REQUIRED

GREAT VALUE
FOR ONE LOW PAYMENT!

3.6L DI DOHC V6 VVT Engine,
All season 16” Spare Tire, Tow/Haul Mode, Remote Keyless Entry,

RearWindow Defroster, Cruise Control, EZ Lift and Lower Tailgate,
Content Theft Alarm, Trailering Equipment Package andmore!

NO SECURITY
DEPOSIT REQUIRED

NO SECURITY
DEPOSIT REQUIRED

NO SECURITY
DEPOSIT REQUIRED

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

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

NO SECURITY
DEPOSIT REQUIRED

NO SECURITY
DEPOSIT REQUIRED

e. $1765 Total Due at Signing.

NO SECURITY
DEPOSIT REQUIRED

#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

day it arrives on the showroom
floor.

PIN also estimates that the
Chevrolet Silverado’s retail mar-
ket share in the full-size pickup
segment was 27.2 percent in
February, up 1.5 percentage
points from a year ago, Cain
said.

Average transaction prices
rose by almost $1,700 per unit
from a year ago.

In addition, strong truck and
crossover sales drove the GMC
brand to its best February since
2002.

Highlights (vs. 2014, except as
noted):

• Chevrolet had its best Feb-
ruary since 2008.

• The new Trax small
crossover, which began arriving
in showrooms in December 2014,
saw deliveries of 3,821 units.

• The Camaro, Corvette and
Spark were up 3 percent, 7 per-
cent and 4 percent, respect-
ively.

• Tahoe sales were up 49 per-
cent, Suburban sales more than
doubled and the Traverse was
up 28 percent for its best-ever
February.

The Equinox also had its best-
ever February sales, with deliver-
ies up 1 percent.

• The Silverado was up 24 per-
cent for its best February since
2007.

• The GMC Yukon and Yukon
XL were up 43 and 85 percent, re-
spectively.

• The Sierra, which has the
highest average transaction
prices of any pickup line in the
industry, was up 6 percent.

• GMC dealers delivered more
than 2,500 Canyons, AutoWeek
magazine’s “Best of the
Best/Truck” for 2015. It was the
vehicle’s best-ever February
sales.

• The Acadia was up 4 percent
and Terrain was up 17 percent
for its best-ever February.

• The Denali series vehicles
are now 21 percent of all GMC ve-
hicles, up from 18 percent.

• Buick Encore deliveries rose
60 percent for its best February
ever. It remains the best-selling
vehicle in the small crossover
segment.

• Demand for the new Cadillac
Escalade continues to grow.
Sales were up 86 percent for the
vehicle’s best February since
2008.

GM’s Average Transaction
Prices (ATPs) were $34,700,
according to PIN estimates
through Feb. 22, up $2,700 per
unit compared with a year ago,
Cain said.

Additionally, incentives spend-
ing as a percentage of ATPs was
9.7 percent in February, down 0.9
percentage points month over
month, according to PIN esti-
mates, while industry average
spending was 9.9 percent of
ATPs, up 0.1 points.

Cain said strong pickup, large
SUV and crossover sales drive a
35 percent increase in commer-
cial deliveries, the 16th consecu-
tive monthly year-over-year in-
crease.

Strong pickup and SUV sales
drove a 25 percent increase in
government deliveries.

Cain said GM estimates that
the seasonally adjusted annual
selling rate (SAAR) for light vehi-
cles in February was 16.5 million
units.

Trucks, including pickups,
SUVs and vans, accounted for
17.3 percent of the retail indus-
try, according to PIN estimates,
up 1.6 percentage points.

Crossovers represented 39.2
percent of the market, up 1.2 per-
centage points, and cars repre-
sented 43.5 percent, down 2.8
percentage points.

GM Sales Increase 4 Percent
CONTINUED FROM PAGE 1



PAGE 10 MARCH 9, 2015DETROIT AUTO SCENE



MARCH 9, 2015 PAGE 11DETROIT AUTO SCENE

2015 CTS 2.0L TURBO
STANDARD COLLECTION

63 AVAILABLE

2015 ATS 2.0L TURBO AWD
SEDAN - STANDARD COLLECTION

66 AVAILABLE

2015 SRX FWD
STANDARD COLLECTION

89 AVAILABLE

2015 ESCALADE AWD
LUXURY COLLECTION

11 AVAILABLE

$299EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$399EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$319EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$679EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

2015 XTS FWD
STANDARD COLLECTION

44 AVAILABLE

$419EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

2015 ATS 2.0L TURBO AWD
COUPE – STANDARD COLLECTION

$319EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

19 AVAILABLE

A Prestige Automotive
Group Company

Exclusive Service Offers and Coupons:
OPEN SATURDAY 9:00AM-2:00PM

Service Hours: Mon-Fri 7:30am-6:00pm

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 4/30/2015.

FREE
27 MULTI-POINT
INSPECTION

Expires 4-30-15

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 4-30-15

FREE
ALIGNMENT
INSPECTION/

CHECK
Expires 4-30-15

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

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

Reward Yourself

• Convenient Customer Shuttle
• Early Bird Check-in
• Loaners available
• Convenient Business Hours
• Same Day Service
• Factory Trained Service Advisors

• ASE Certified Technicians
• Online Express Checkout
• Mobile App Service
• Complimentary Loaner Car
• GM Quality Parts

LOCATED RIGHT OFF I-75 ON M-24

Wally Edgar
1-866-906-0279

All lease payment examples at GM Employee Discount Price plus, tax with zero security deposit. Traverse and
Equinox first month paymnt and doc fees due at signing with all rebates including Competitive Lease Conquest
Private Offer assigned to dealer. Silverado and Cruze first month payment and doc fees due at signing with all
rebates including GM Lease loyalty private offer assigned to dealer. Lessee responsible for excesswear and tear as
well 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 EQUINOX LT
$117**PER MONTH
24MONTHS $999DOWN
10K LEASE

38 MPG

2015 SILVERADO LT
DOUBLE CAB

$229*PERMONTH
24MONTHS $999DOWN
10K LEASE

38 MPG

2015 CRUZE 1LT
$141*PER MONTH
36MONTHS $999DOWN
10K LEASE

38 MPG

2015 TRAVERSE 1LT
$186*PER MONTH
36MONTHS $999DOWN
10K LEASE

38 MPG

are responding to the competi-
tion,” said NAFE president Betty
Spence.

“The 2015 NAFE Top Compa-
nies demonstrate their under-
standing that having women in
top executive posts increases
the bottom line.”

The full list of this year’s win-
ners is posted on workingmoth-
er.com and nafe.com, said GM
spokeswoman Lesley Warnke.

Compared with last year’s list,
Warnke said, findings for the
2015 NAFE Top 50 Companies
reveal:

• The percentage of women
who hold board seats at the 2015
NAFE Top Companies grew to 29
percent from 27 percent last
year. Forty percent of top earn-
ers on the NAFE list are women,
up from 35 percent last year.

• Half of the winning compa-
nies now have four or more
women board directors; at the
NAFE Top 50, 29 percent of board
members are women, compared
with just 19 percent among com-
panies that make up the S&P 500.
The GM Board of Directors has
five women composing 38 per-
cent of its members.

• Fifty-eight percent of the
2015 NAFE Top Companies now
offer sponsorship programs,
compared with 42 percent in
2013; 98 percent offer job rota-
tions, up from 80 percent two
years ago.

• Female representation at the
CEO level held steady at 10 per-
cent over the last four years at
NAFE Top Companies – twice the
percentage at Fortune 500 com-
panies.

The 2015 NAFE Top Compa-
nies’ application includes more
than 200 questions on female

representation at all levels,
Warnke said, especially the cor-
porate officer and profit-and-loss
ranks.

The vetting process includes
tracking access and usage of pro-
grams and policies that promote
the advancement of women as
well as the training and account-
ability of managers in relation to
the number of women who ad-
vance.

In order to be eligible for the
NAFE Top Companies survey, en-
trants must have a minimum of
1,000 employees, two women on
the Board of Directors and be a
public or private company.

NAFE also separately names
the Top 10 companies in the non-
profit sector, Warnke said.

Female Executive Roles Up
At GM,Other ‘Top’ Companies
CONTINUED FROM PAGE 1

Cooper-Standard Holdings, the
parent company of Cooper-Stan-
dard Automotive Inc., completed
its purchase of Huayu Automo-
tive System Co.’s share in Huayu-
Cooper Standard Sealing Sys-
tems Co., Ltd. on Feb. 27. Coop-
er Standard is now 95 percent
equity owner of the business,
said Cooper Standard spokes-
woman Sharon Wenzl.

“The completion of this pur-
chase further solidifies Cooper
Standard’s role as the leading
sealing systems supplier in the
global automotive industry,”
said Jeffrey Edwards, CEO at
Cooper Standard. “Our expand-
ed presence in China is a key ele-
ment of our profitable growth
strategy and allows the company
to fully support our customers
on global platforms and capital-
ize on growth opportunities in
the region.”

Cooper Standard
Buys Huayu Share
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Call Toll Free:

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

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

800-710-3857
OPEN SATURDAY!

3800 S. Lapeer Rd., LAKE ORION

YOUR OFFICIAL CHRYSLER JEEP • DODGE LEASE TURN-IN HEADQUARTERS

SCAN
ME

CHECK YOUR
TRADE IN
VALUE HERE

We make car buying fun at Milosch’s Palace. Please call to schedule an appointment for a demonstration drive. All rebates to dealer. Deals apply to stock
units only. Must be a Chrysler employee. $1995 down, plus destination, taxes, title, plates. Must be Chrysler Employee. $500 Military and TDM included.
Lease calculated at 10,000 miles per year. Vehicle shown not actual vehicle. WAC. See dealer for details. **Lease and prepay examples are plus destina-
tion, taxes, title, plates, $0 sec. deposit required. Includes Conquest Trade-in and must be Chrysler Employee. Programs subject to change. †On select mod-
els. See dealer for details. Expiration date is 3/31/15.

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

2015 CHRYSLER
TOWN & COUNTRY
TOURING
L

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$3987*

27 MO. LEASE ONLY
$169*mo.

2015 CHRYSLER
300 S

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$4385*

27 MO. LEASE
$179*mo.

2015 JEEP
GRAND CHEROKEE
LAREDO
4X4

SALE PRICE
$27,760*

27 MO. LEASE ONLY
$259*mo.

ALL NEW 2015 JEEP
CHEROKEE LATITUDE
4X4

39 MO. LEASE ONLY
$195*mo.

ALL NEW 2015
DODGE JOURNEY
RTAWD

2014 DODGE
CHARGER R/T

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$3188*

27 MO. LEASE ONLY
$105mo.

2015 RAM
CREW CAB 4X4

BIG HORN

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$3887*

27 MO. LEASE ONLY
$149*mo.

2015 CHRYSLER
200 S

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$4987*

27 MO. LEASE ONLY
$124*mo.

OPEN MONDAY 8:30 AM TO 8:00 PM

SALE PRICE
$29,388*

MSRP $42,760

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$3827*

27 MO. LEASE ONLY
$149*mo.
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