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

Sneak Peek of Malibu Cloaked in Shadows

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 Fe-
male 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 companies

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

CONTINUED ON PAGE 7

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 Didn’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 Febru-

ary 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.

Ford Sales Down, Explorer Up 32 Percent
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When final figures are in, new-
vehicle sales in February are ex-
pected to increase 8 percent
year-over-year to 1.29 million
units, resulting in an estimated
16.6 million seasonally adjusted
annual rate (SAAR), according to
Kelley Blue Book www.kbb.com.
“While consumer confidence

fell month-over-month in Febru-
ary, it still remains high from last
year,” said Alec Gutierrez, senior
analyst for Kelley Blue Book.
“Along with an unemployment

rate – that continues to drop –
and low interest rates, most
signs remain very positive in
the automotive market. In fact,
February marks 12 straight

months of industry growth.”
Moving into the coming

months, the rate of sales growth
should slow down considerably,
Gutierrez said. Total sales in 2015
are projected to hit 16.9 million
units overall, a 2.5 percent year-
over-year increase and the
highest overall total since 2005
sales fell just below 17 million
units total.
Key highlights:
• In February, new light-vehi-

cle sales, including fleet, are ex-
pected to reach 1,286,000 units,
up 11.9 percent from January.
• The seasonally adjusted an-

nual rate (SAAR) for February is
estimated to be 1.3 million more

than last February and flat com-
pared with January 2015.
• Retail sales are expected to

account for 80 percent of volume
in February, up from 79 percent
in February 2014.
Even with gas prices on the

rise in February, full-size pickup
trucks continue their strong run,
led by the new Ford F-Series,
Gutierrez said.
However, as Ford continues to

build inventory toward the right
trim mix of its new pickup, the in-
dustry should see strong pushes
from General Motors and Fiat
Chrysler Automobiles to make
the most of the current market
opportunity.

Final February Sales Should Hit 1.29M
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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

Mustang sales increased 32
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 America 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 –
a 12 percent decline.
Fusion sales saw a slight de-

cline of 4.9 percent – 22,732 ver-
sus 23,898 compared with 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

DETROIT (AP) – The auto in-
dustry, fed up with slow progress
toward finding out why some
airbags explode with too much
force, has hired a Virginia rocket
science company to investigate
the matter.
Ten automakers whose vehi-

cles have been recalled because
of problems with Takata Corp.
airbags said Feb. 26 they have
jointly hired Orbital ATK to figure
out the problem.
The suburban Washington,

D.C., company makes rocket
propulsion systems, small-arms
ammunition, warhead fuses and
missile controls.
The companies also named

David Kelly, a former acting ad-
ministrator of the National High-
way Traffic Safety Administra-
tion, as project manager for the
investigation.
Airbag inflators made by Taka-

ta of Japan can explode with too
much force, sending shrapnel
into car and truck cabins. At
least six people have been killed

and 64 injured due to the prob-
lems, which surfaced a decade
ago.
So far, about 17 million cars

and trucks have been recalled in
the U.S. and 22 million worldwide
to replace the inflators, but Taka-
ta has been unable to pinpoint
the cause. The company has
known about the problems since
at least 2004.
Takata uses ammonium nitrate

to create a small explosion that
quickly inflates its airbags. But
government investigators say the
chemical can burn faster than de-
signed if exposed to prolonged
airborne moisture. That can
cause it to blow apart a metal
canister meant to contain the ex-
plosion.
Automakers, Takata and the

government all want to find out
just how much humidity and
time it takes to cause the prob-
lem, both of which are unknown.
Orbital ATK has the ability to

quickly simulate the impact of
humidity on the propellant over

long periods of time, which is key
to finding out the cause, Kelly
said in an interview.
The company will test airbag

inflators that were taken from
cars that have been repaired un-
der recalls.
“The Orbital team has a

tremendous amount of experi-
ence in being able to test that
and being able to look at burn
rates on a large scale,” he said.
Long-term stability of airbag

propellant is important because
cars are staying on the road for
10 or 15 years, much longer than
in the past, Kelly said.
He wouldn’t estimate how long

it might take to find a cause. “It is
much more important for us to
get the answer right than to get
the answer back,” Kelly said.
Orbital ATK will share data

with Takata and government
safety investigators. Once a
cause is found, it will be dis-
closed to all stakeholders and
the public, Kelly said.
The automakers, include Toy-

ota, BMW, Fiat Chrysler, Ford,
General Motors, Honda, Mazda,
Mitsubishi, Nissan and Subaru.
In a statement, Takata said it

welcomes Orbital and Kelly and
will work with them and NHTSA
on the investigation.
Takata is being fined $14,000

per day by NHTSA for allegedly
failing to cooperate in the gov-
ernment probe, an accusation
that Takata denies. Fines began
Feb. 20 and have grown to more
than $100,000 so far.

It Doesn’t Take a Rocket Scientist – Except in This Case

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

includes 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 Camry, 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 buy-
er is between 35 and 40, but we
have people in their 20s buying
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.

Sneak Peek of
2016 Malibu

Hides in Shadows
CONTINUED FROM PAGE 1
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Joseph Chlebnik holding Tech Center News in Nepal

by Jim Stickford

In the 1950s, Chevrolet had a
promotion where two Chevy
trucks climbed to the top of
Pike’s Peak in Colorado.

It all began in early 1955.
Chevrolet public relations began
developing ideas aimed at publi-
cizing the performance of their
new small-block V8 engine.

Entering a 1956 Chevrolet in
the annual Pikes Peak Hill Climb
was near the top of the list of
possibilities. Their goal was to
set a sedan class record.

One of the PR managers real-

ized that record-setting Pikes
Peak climber Zora Duntov would
be an ideal person to drive in the
event. He had international rac-
ing credentials and he was a gen-
uine Chevrolet engineer.

Dunton agreed and in 1955
drove a 1956 Chevrolet sedan up
the course. Reaching the top in
17 minutes, 24.05 seconds, Dun-
tov had set a new sedan class
record by more than 2 minutes.

Taking a leaf from that book,
Warren-based accountant Joseph
Chlebnik decided to go one step
further.

So – last year – he and a friend
climbed to the base camp moun-
tain that climbers use to climb
Mount Everest, and he took a
copy of the Tech Center News
with him.

“I visited Nepal with a friend
last October,” Chlebnik said. “I
had walked the Inca Trail in Peru
back in 2009 and decided this
time to tackle Mount Everest.”

Chlebnik said that he didn’t ac-
tually climb the mountain, but
rather hiked with his friend, Ray
Jones of Beverly Hills, Mich., to
the base camp where real moun-
tain climbers begin their ascent
of the mountain.

“That hike doesn’t sound that
impressive until you understand
that the base camp is located

17,500 feet above sea level,”
Chlebnik said. “At that height,
the oxygen content of the air
you’re breathing is half of the air
at sea level.”

Chlebnik said he prepared for
this atmosphere by taking spe-
cial medication. But even with
these precautions, he still could
get out of breath by climbing 10
or 15 steps uphill.

“The trip was awesome,”
Chlebnik said. “I encountered
people from 20 different coun-
tries during this hike. There are
lodges along the path to the base
camp where hikers stay. The
view was magnificent.”

Getting to Nepal took time. He
flew to Philadelphia, transferred
to a plane that took him to Qatar,
and from there got on another
plane that took him to Katman-
du, the capital of Nepal. Then the
hard part of the trip started.

Chlebnik said he got the idea
of carrying a copy of the Tech
Center News from pictures he had
seen in other newspapers where
vacationing Detroiters would vis-
it exotic sites from around the
world and take a picture of them-
selves in front of a foreign loca-
tion holding their local newspa-
per.

“It was an exciting trip and I’m
glad I went,” Chlebnik said.

Tech Center News Travels Outside Its Zone

The Warren Public Library is
holding a talk on growing and us-
ing herbs for nutrition and
health at the Civic Center branch
on Thursday, April 9, beginning
at 6 p.m.

“Troy Huffaker is an Advanced
Master Gardener, a Master Com-
poster and the owner of DTL
Herbs LTD,” said Warren libarian
Kathleen Faba. “He has been
with us several times to talk
about gardening. This time, he
will show us how growing and
using herbs can be healthy and
fun. Call 586-574-4564 for a spot.”

Master Gardener Will
Visit Warren Library



Chevrolet has introduced the
2015 Trax through an innovative
marketing campaign called
Hidden Gems, created with help
from social media influencers.

Twenty social media influ-
encers created a “social swarm,”
using a mix of paid media, social
media and unique experiences –
conveying the versatile personal-
ity and capabilities of the new
Trax in Chicago and New York,
said GM spokesman Craig Daitch.

Following personalized itiner-
aries, each participant was
tasked with sharing their city dis-
coveries one may not otherwise
find, Daitch said, including ven-
ues and activities like live music
in a small club, trampoline train-
ing, a butchery demo and a dis-
tillery tour.

“Trax is the perfect small SUV
for urban discovery,” said Steve
Majoros, Chevrolet director of

marketing for cars and
crossovers. “With its car-like ma-
neuverability and SUV capability,
in addition to OnStar 4G LTE with
a built-in Wi-Fi hotspot, Trax
gives you the tools to discover
and share what the city has to
offer.”

Influencers posted live content
to their social networks on Insta-
gram and Twitter throughout the
one-night experience, Daitch
said. Beyond influencer follow-
ers, content will be aggregated to
a Hidden Gems in the City online
hub in partnership with Complex
Media.

In addition to live curated con-
tent from participating social in-
fluencers, a series of three long-
form videos focusing on secrets
in Los Angeles, New York and
Chicago will be created as well,
with in-depth looks into restau-
rants, cafés, nightlife, and experi-

ences of which even locals may
be unaware.

Lifestyle and fashion blogger
Megan Collins, known as the
Style Girlfriend, will host meet-
and-greets with top city influ-
encers, experiencing the city
through local eyes.

“GM has had a long-standing
relationship with social influ-
encers,” Daitch said. “But I would
say that this is pretty close to be-
ing a first for GM. We got to ex-
pose social influencers to new
things. We even took a group to a
trapeze location where they liter-
ally got to swing from the
rafters.”

Each social influencer, Daitch
said, got to invite two friends
along to the activities. They trav-
eled in a Trax and had the
chance to see how its 4G LTE sys-
tem provided wi-fi to their tablets
and smartphones.

And, Daitch said, they also had
the chance to see how the Trax,
despite its experience, didn’t
seem cramped.

“And it didn’t hurt that the par-
ticipants got to see how the Trax
performed on tight Chicago
streets during winter weather,”
Daitch said. “They saw firsthand
that the vehicle is maneuverable
and easy to park.”

The promotion was aimed at
“Millennials who are living in city
environments,” Daitch said.

The promotion was developed
by GM’s marketing department

with the help of Complex, a New
York-based lifestyle media com-
pany known for its lifestyle con-
tent aimed at people between 18
and 34, Daitch said.

“We just launched the Trax, so
this is a kind of coming-out par-
ty,” Daitch said. “This campaign
allowed us to show off just what
the Trax can do.

“The effort, according to our
tracking of social media, was suc-
cessful in Chicago. We did it for a
weekend. We will be doing some-
thing similar later this year in
New York City.”
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31315 VAN DYKE (Just North of Chicago Rd)

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

DELIVERY
TO LIMITED AREA

ORDER ONLINE AT
PIZZAHUT.COM

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 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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METRO PKWY.

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!

Social Media Swarm Boosts SUV as Trax Takes Tour of Toddlin’ Town

2015 Chevrolet Trax

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.

Fiat brand sales, which include
the Fiat 500 and 500L, were down
slightly in February compared
with the same month a year ago.

The Fiat brand is coming off of
a record year in 2014. The FIAT
brand’s full-year sales were up 7
percent in 2014, compared with
sales in 2013. It was the FIAT
brand’s best annual sales since
the brand was reintroduced in
the U.S. in 2011.

Sales of the Dart were up 52
percent, the largest percentage
sales gain of any Dodge brand ve-
hicle during the month.

No Chill to Chrysler Sales

2 Bedroom, 2 bath
Brick ranch condo
with attached garage...
Fresh paint and
new flooring!
Immediate possession.
Clubhouse & Pool.

$109,900. Close to Tech Center for easy commute.

Call Pam or Chris, Realty Tecs
586-929-1899 or 586-292-4229

COCONTINUED FROM PAGE 1
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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
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AARRRRIIVVEEDD
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PPAAYYMMEENNTTSS
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FFAABBUULLOOUUSS
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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



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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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 3/31/2015.

FREE
27 MULTI-POINT
INSPECTION

Expires 3-31-15

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 3-31-15

FREE
ALIGNMENT
INSPECTION/

CHECK
Expires 3-31-15

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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