
As the percentage of all dealer
service visits related to automo-
tive recalls reaches 16 percent –
surpassing the recent peak of 15
percent in 2011 – satisfaction
among recall customers contin-
ues to improve, according to the
J.D. Power 2015 U.S. Customer
Service Index (CSI) StudySM re-
leased last week.

The study measures customer
satisfaction with service at a
franchised dealer facility for
maintenance or repair work
among owners and lessees of 1-
to 5-year-old vehicles, said J.D.
Power spokesman John Tews.

The study finds that the over-
all CSI among customers who
take their vehicle to a dealer for
recall-related work improved to
789 on a 1,000-point scale, up
from 777 in 2014.

This increase, combined with a
slight decline in overall satisfac-
tion, reduced the negative satis-
faction gap between recall visits
and overall CSI, Tews said.

There is an 11-point gap in sat-
isfaction between customers
with a recall visit and those with
a non-recall visit, compared with
a gap of 27 points in 2014 and 21
points in 2013.

Furthermore, satisfaction is 8
points higher among customers
with a recall visit than among
those with a repair visit (781).

“Even though recalls can cre-
ate a large influx of customers in-
to the service department and
really strain capacity, automak-
ers are better prepared to handle
recalls than they were a few
years ago,” said Chris Sutton,
vice president, U.S. automotive
retail practice at J.D. Power.

“Manufacturers have shown
that it is possible to turn a poten-
tial negative into a positive when
it comes to recalls if they’re done

in a way that doesn't inconven-
ience the customer.”

Jaguar ranks highest in satis-
faction with dealer service
among luxury brands, with a
score of 877. Following Jaguar in
the luxury ranking are Lexus
(870), Audi (865), Lincoln (861)
and Cadillac (858).

With a CSI score of 836, Buick
ranks highest among mass mar-
ket brands for a second consecu-
tive year, Tews said.

“Superior reliability, quality
and customer service is core to

Buick Ranks Tops in Satisfaction Survey

by Jim Stickford

It’s a good problem to have.
Fiat Chrysler’s new Hellcat ver-

sions of the Dodge Charger and
the Dodge Challenger have
proved to be so popular with the
buying public that the company
has stopped taking new orders
for the vehicles until it can fill the
orders that are already on
record.

This information first hit the
public on March 13. In a state-
ment to the media issued on
March 16, Chrysler declared,
“Due to unprecedented demand
for the 2015 Dodge Charger and
Challenger SRT Hellcats, we are
temporarily restricting orders
while we validate current orders
that are in the system.”

Dan Reid, manager of SRT,
Powertrain and Engineering
Communications for Fiat
Chrysler, said that indeed de-
mand for both the Charger and
Challenger Hellcats has been
very strong.

“There’s not much to say
about this situation,” Reid said.
“There is a lot of demand for
Hellcats. We’ve received a lot of
orders for them. The Challenger
version went on sale in the
fourth quarter of last year and
the Charger went on sale the first
quarter of this year.

“About 2,200 Hellcats have
been delivered to customers

with 9,000 orders taken.”
Reid said that they thought the

Hellcat would prove to be a hit
with customers, but not this big
of a hit.

Jessica Story, Business Devel-
opment manager for Milosch’s
Chrysler Dodge Jeep Ram in Lake
Orion, said that what she’s read
in the newspapers matches what
she’s seen at the dealership.

“Every day we take multiple
requests from people asking if we
have a Hellcat to sell them,”
Story said. “The requests include
both the Hellcat Charger and

Challenger. The requests come
from people in the area and from
dealers and fans from all over the
country.”

Because of the Hellcat’s popu-
larity, Story said, people have
been checking around beyond
their local dealers to see if they
can get one.

“There is a mad dash to try
and snag a Hellcat,” Story said.
“There is more demand for the
vehicle than there are Hellcats
out there.

CONTINUED ON PAGE 7

®Detroit AutoScene®

VOL. 83 NO. 11 MARCH 23, 2015ESTABLISHED 1933 AS NEW CENTER NEWS AND 1983 AS OAKLAND TECH NEWS

View This Week’s Edition at http://DetroitAutoScene.com

“F IRST IN THE HEAR T OF DETROIT”

info@detroitautoscene.com

Trostle with 2015 SRT Hellcat Charger

Dodge Can’t Keep Up with Hellcat Orders

CONTINUED ON PAGE 5

When it comes to the Cadillac
CT6, quality is more than skin
deep.

That’s how Cadillac spokes-
man David Caldwell describes
the results of the brand’s ad-
vanced mixed-material approach
for the lightweight body struc-
ture of the upcoming CT6 “range-
topping” sedan.

The structure is aluminum-in-
tensive, he said, but the new
Cadillac also includes 13 differ-
ent materials customized for
each area of the car to simultane-
ously advance driving dynamics,
fuel economy and cabin quiet-
ness.

The CT6 will debut March 31 at
the New York International Auto
Show and go into production late
this year at General Motors’ De-
troit-Hamtramck assembly plant.

“This is the rocket science
of automobile construction and
manufacturing today,” said
Cadillac president Johan de
Nysschen.

“With the CT6, we used high-
strength aluminum and high-
strength steels, lightweight chas-
sis components. We integrate
aluminum and steel where it
makes sense. We eliminate every

New Cadillac CT6 Built with
‘Rocket Science’ Techniques

CONTINUED ON PAGE 5

2015 Mustang in its most popular color in China and Europe – red

Cars like this 2015 LaCrosse put Buick at the top of the J.D. Power list.

MOSCOW (AP) – General
Motors will slash production in
Russia and pull its mass-market
Opel brand completely in the
face of plummeting sales in the
economically troubled country.

Mainstream GM brands have
been among the biggest losers as
Russia’s auto market shrinks,
with sales of Chevrolet down 74
percent year-on-year in February
and those of Opel plunging 86
percent.

Opel will leave the Russian
market by December, with
Chevrolet production cut back
significantly to focus on top-end
products such as the Corvette
sports car and Tahoe SUV, which
are imported into Russia from
the U.S.

The move is likely to result in
around $600 million in one-off
losses, around a third of which
will be non-cash expenses, GM
said last week.

“This change in our business
model in Russia is part of our
global strategy to ensure long-
term sustainability in markets
where we operate,” GM presi-

dent Dan Ammann said in a state-
ment.

“This decision avoids signifi-
cant investment into a market
that has very challenging long-
term prospects.”

GM’s factory in St. Petersburg
will halt production by the mid-
dle of 2015.

“There may be severance” for
the 1,000 employees, and there is
no current plan to restart pro-
duction in the future, GM
spokesman Dave Roman said.

The St. Petersburg assembly
plant is GM’s only fully owned
production facility in Russia and
opened in late 2008 amid much
fanfare at a time when foreign
automakers were crowding into a
booming market. The plant cost
$300 million and has a capacity
of 70,000 cars a year.

Production of Chevrolets
under license by Russian firm
GAZ will also end this year, while
GM’s joint venture with Russia’s
Avtovaz producing the Chevrolet
Niva basic SUV will continue.

GM Says ‘Nyet’ to Russia,
Will Opt Out by December

The new Mustang is an interna-
tional vehicle, but color tastes
vary according to the part of the
world where it’s purchased.

Red and black clinch the top
spots as the most popular exteri-
or paint colors for the first global
Mustang, according to initial con-
sumer data.

Mustang demand has been
high, with the car reaching deal-
er lots in the United States late
last year and China in early 2015.

It’s set to go on sale in Europe
midyear, with nearly 1.1 million
pony cars configured on Ford’s
European websites just a month
after ordering banks opened.

Passion for the car is univer-
sal, said Ford spokeswoman
Kristina Adamski, but trends are
beginning to surface based on
customer data that provide an
early glimpse into regional simi-
larities and differences among
Mustang enthusiasts worldwide.

In China and Europe, Race Red
clinches the top spot for exterior
paint color choice, with Absolute
Black in a tie for first in Europe,
according to customer data.
Nearly 35 percent of Mustang or-
ders in China are for Race Red,
while black is the No. 1 color in
the United States.

Some regional highlights to
note:

Red, Black Most Popular for ’Stang Owners
CONTINUED ON PAGE 10
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GM will give a clearer view of the 2016 CT6 at the New York auto show.
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The 2015 Chrysler 300 took the
highest award as the Car of Texas
at the Texas Auto Roundup host-
ed by the Texas Auto Writers As-
sociation (TAWA).

In addition to Chrysler, Dodge,
Jeep and Alfa Romeo brands also
won accolades at this year’s
awards ceremony.

After a day of demanding driv-
ing at the Texas Motor Speedway
in Fort Worth, Texas, journalists
then voted for their favorite vehi-
cles and Fiat Chrysler secured
eight of the possible 20 awards,
the most of any manufacturer
that had vehicles at the event,
said Fiat Chrysler spokesman
Rick Deneau.

“FCA US brought an amazing
array of vehicles this year,” said
Michael Marrs, President of
TAWA. It was truly an all-star line-
up.

“Our members were especially
impressed with the 2015
Chrysler 300 and the Dodge Hell-
cats. In fact, the 2015 Dodge Chal-
lenger SRT Hellcat was the most
driven car for the entire day.”

Besides the 300’s Car of Texas
award, these Fiat Chrysler vehi-
cles received awards:

• Mid-size Sedan of Texas:
2015 Chrysler 200;

• Full-size Sedan of Texas:
2015 Dodge Charger R/T Scat
Pack;

• Performance Coupe of
Texas: 2015 Dodge Challenger
SRT Hellcat;

• Performance Sedan of Texas:
2015 Dodge Charger SRT Hellcat;

• Best New Feature: Dodge
SRT Hellcat 6.2-liter Super-
charged Hemi V8 Engine;

• Performance Utility Vehicle
of Texas: 2015 Jeep Grand Chero-
kee SRT;

• Best Value: 2015 Alfa Romeo
4C Coupe.

TAWA members gather every
spring to evaluate all that’s new
in passenger cars, minivans and
performance SUVs, Deneau said.

The event gives 52 Texas auto-
motive journalists the opportuni-
ty to drive nearly every new car –
this year, 54 vehicles – on the
market, ranging from subcom-
pact vehicles to supercars (more
than 450 horsepower).

“It’s always nice to do well in
things like this,” Deneau said.
“But it’s especially nice to be

honored by the Texas Auto Writ-
ers Association.

“I wouldn’t say it was a sur-
prise that the Chrysler 300 won
the top car award, but it was spe-
cial. There were something like
55 vehicles that were judged, and
many of them were cars, so the
300 winning was great.”

Deneau said that Fiat Chrysler
has done well in the past at TAWA
contests with the performance its
SUVs and pickups, but not its
cars.

“It’s especially nice that the Al-
fa Romeo 4C Coupe won the ‘Best
Value’ award,” Deneau said. “It’s
just coming to the American mar-
ket and costs between $55,000
and $70,000.”

While that sounds like an ex-
pensive vehicle to win the best
value award, Deneau said, it’s a
performance car that makes great
use of carbon fiber in the chassis.

“Normally, when you talk about
a carbon fiber chassis in a per-

formance car, you’re talking
about a supercar that might cost
in the hundreds of thousands of
dollars,” Deneau said.

“But the Alfa Romeo 4C pro-
vides the tech and the perform-
ance at a fraction of that cost. It
was great to see that value hon-
ored.”

Deneau also said that TAWA al-
so recognized just what Fiat
Chrysler has done with its Hellcat
cars.

“We put a lot of new tech in the
Hellcat engines,” Deneau said.
“TAWA writers saw what we did
and honored it. That’s just excit-
ing.”
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White Top • White Interior • Red Carpets
One Owner • One Driver • Maintenance Records

22 Thousand Original Miles

248-613-7109

• WRECKER SERVICE •
– GLEAMING –

‘87 Red Mustang GTO Convertible

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

Detroit AutoScene
31201 Chicago Road South
Warren, Michigan 48093

586-939-6800

Contact us:
Info@DetroitAutoScene.com

Deadline: Thursday 5:00 p.m.
for the next edition of Monday

William Springer II, publisher
Lisa A. Torretta, operations
Jim Stickford, news

Detroit Auto Scene is a registered
trademark of Springer Publishing Co.

www.DetroitAutoScene.com

Texas Like What They See with Fiat Chrysler Cars, Trucks

2015 Chrysler 300

The Michigan Manufacturers
Association (MMA) is holding a
meeting on Wednesday, April 15,
in Sterling Heights to explore the
current state of manufacturing in
Michigan.

The event is being co-spon-
sored by the Sterling Heights Re-
gional Chamber of Commerce
and will be held in the Sterling
Inn located at 34911 Van Dyke in
Sterling Heights & Industry from
noon to 1 p.m.

The cost is $25 for MMA mem-
bers and $50 for non-members.

Those attending will receive in-
formation and learn about:

• Legislative advocacy for a
competitive advantage around
the world;

• Opportunities to connect
with legislators, agency repre-
sentatives, issue experts, local

leaders and manufacturing
peers;

• Significant cost-savings on
the issues affecting the bottom
line of manufacturing businesses.

In addition to networking with
manufacturing peers, getting an-
swers to pressing questions and
building connections for contin-
ued success, MMA will share in-
formation with attendees on the
following:

• An analysis on the current
state of manufacturing in Michi-
gan from MMA’s Executive and
Government Affairs team;

• Results from the 2015 Annual
Michigan Manufacturing Survey
including manufacturers’ top pri-
ority issues and projections for
the future of manufacturing;

• A breakdown of MMA’s Com-
petitiveness Plan for Michigan

Manufacturing, a two-year agen-
da for improving the state’s leg-
islative and regulatory land-
scape.

“Michigan is as strong as its
manufacturing industry and,
with key local and statewide as-
sociations at your side, you can
lead it forward,” said Chuck Had-
den president and CEO of MMA.

Speakers include Hadden and
Bill Griffith, Business Resource
Alliance Group administrator
(BRAG) for the Sterling Heighs
Regional Chamber of Commerce
& Industry.

For registration assistance,
contact MMA’s Sarah Pytel at py-
tel@mimfg.org, by phone at 517-
487-8521. Online registration is at
mimfg.org. For more information
contact LeAnn Hicks at
hicks@mimfg.org.

Manufacturing Group to Gather Locally

U.S. total new-vehicle sales in
March 2015 are bouncing back
from last month and are expect-
ed to reach their highest levels
for the month in a decade, ac-
cording to a monthly sales fore-
cast from J.D. Power and LMC
Automotive.

After winter storms stymied
sales in February, total new light-
vehicle sales in March 2015 are
expected to reach 1,539,600
units, a 4 percent increase on a
selling-day adjusted basis com-
pared with March 2014 and their
highest levels for the month
since March 2005 when 1,572,909
new vehicles were sold, J.D.
Power reported.

New-vehicle retail sales in
March 2015 are projected to
reach 1,234,700 units, a 4 percent
increase on a selling-day adjust-
ed basis compared with March
2014 and the highest retail sales
volume for the month since
March 2007 when sales hit
1,244,656.

The retail seasonally adjusted
annualized selling rate (SAAR) in
March is expected to be 13.6 mil-
lion units, 449,000 units stronger
than in March 2014 and the high-
est retail SAAR for the month
since March 2002 (14.8 million).

“Inclement weather in February
caused many consumers to delay
their new-vehicle purchase until
March,” said John Humphrey, sen-
ior v.p. of the global automotive
practice, J.D. Power.

Car Sales Should
Rebound in March
Due to Weather

http://www.detroitautoscene.com
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*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.

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

2014BUICKREGAL GS
HUGE SAVINGS!

NOW
$30,995*

WAS $41,415
STK#6709-14

*GM Pricing Plus tax, title, lic. Must qualify for Buick GMC Lease Loyalty rebate.

DEMO SPECIAL
DON’T WAIT
TIL SPRING!!!

0%
UP TO 60 MO.
AVAILABLE

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
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General Motors CEO Mary Bar-
ra says the automotive industry
will experience more dramatic
change in the next decade than it
has in the past 50 years.

In a male-dominated industry,
women engineers are leading the
way in some of the techno-
logical advances that could make
Barra’s prediction true, said GM
spokeswoman Rebecca White.

“Electrified vehicles, infotain-
ment and software development,
and vehicle-to-vehicle communi-
cation are critical to changing the
way we drive,” White said.

Three of the women driving
those advances are Trista Schief-
fer, Lead Development engineer for
GM Battery Electric Vehicles; Re-
becca Roth, GM Infotainment Prod-
uct Owner; and Jessica Moreno,
Program manager, GM V2V Secu-
rity Credential Management.

“While gasoline-powered cars
remain the top sellers, electric
vehicles are becoming main-
stream,” Schieffer said. “At GM,
the Chevrolet Volt, Spark EV,
Cadillac ELR and the forthcom-
ing battery-powered car based
on the Chevy Bolt concept are
part of GM’s commitment to
manufacture 500,000 vehicles a
year globally with some form of
electrification in 2017. In addition
to extended-range electric and
pure EV, technologies include
start-stop, eAssist and hybrid.”

Schieffer is responsible for
making sure everything works to-
gether to meet the customer ex-
pectations of an electric vehicle.

“I love problem-solving,” said

Schieffer. “I collaborate with peo-
ple to deliver efficient solutions to
solve ride, handling, noise, vibra-
tion, comfort, storage, heating,
cooling, safety, energy efficiency –
all aspects of a vehicle. Together,
we make sure the parts and sys-
tems are integrated so the vehicle
performs in the manner our cus-
tomers anticipate. As vehicles rely
less and less on traditional fuel sys-
tems – or, in certain cases, not at
all – we face new challenges.”

A key part of the connected
car is infotainment that allows
occupants to do practically any-
thing on wheels they can do on
solid ground. Roth helps develop
the software to safely integrate
drivers’ lives into the ride.

Part of this work includes help-
ing develop software for the
Smart Grid, an intelligent system
that allows two-way communica-
tion between the electric compa-
ny and the homeowner for their
electric vehicles – picking charg-
ing times from right now to off-
hours when electricity use is low-

er and costs less.
“We’re developing software to

make everything simpler and
greener,” said Roth. “As a coder, I
love it when software can make a
person’s life easier and make the
world a better place.”

Moreno, in talking about her
role, said, “In the not-too-distant
future, our cars will be able to
talk to each other, helping to
avoid crashes and traffic jams.

“The 2017 Cadillac CTS is ex-
pected to be the first vehicle in
the U.S. to implement vehicle-to-
vehicle, or V2V, technology.”

Moreno and her team are
working so that, when that day
arrives, only the necessary infor-
mation is shared.

“The software that we’re devel-
oping helps certify that a vehicle
is a trusted and reliable source of
information, thereby allowing it
to communicate with other vehi-
cles on the road,” she said.

“I have two small children and
vehicle safety is extremely impor-
tant to me.”

Leading Ladies Talk About GM’s Future

Jessica Moreno with son Mateo, 1, and daughter Gabriela, 6

AUBURN HILLS, Mich. (AP) – A
new era of performance cars
from Cadillac, Chevrolet, Ford
and others has one of the world’s
top performance-seat manufac-
turers turning out more seats
than ever in Michigan.

Recaro North America, head-
quartered in Auburn Hills, has
grown exponentially in recent
years, as its specialty seats be-
come must-have options – some-
times adding thousands to the
sticker prices – for many Ameri-
can performance cars.

Recaro – a name synonymous
with racing seats – works with
each automaker to make unique
seats. But the company says it
makes sure all have the “Recaro
DNA’’ of quality, styling and per-
formance.

“This is going to be a growing
market for us,’’ Recaro North
America general manager Emil
Kreycik told The Detroit News.
“It’s a growing market for the (au-
tomakers).’’

The company is expected to
continue growing as automakers
like General Motors Co. and Ford
Motor Co. bring more new per-
formance cars to market.

Business from automakers rep-
resents roughly 60 percent of Re-
caro North America’s seating
business. The other 40 percent is
for aftermarket sales to racers

and customizers, and seats for
commercial and military vehi-
cles.

The company produced about
68,000 seats in 2014, Kreycik
said, but it would not provide an
outlook for 2015. Globally, Re-
caro Automotive Seating record-
ed sales of $207 million in 2014.

Its Auburn Hills facility has
grown from producing seats for
just one vehicle in 2009 – the
Cadillac CTS-V – to a handful this
year, including seats for Ford’s
new lineup of Mustangs and GM’s
Camaros and Cadillac V-Series
ATS and CTS.

The increase is pushing the
Metro Detroit facility to produce
the most products since the
more than 100,000-square-foot fa-
cility opened in 2007.

“We’re looking to
optimize,”Michael Murto, Recaro
North America engineering direc-
tor, said during a tour of the facil-
ity. “We can add lines very easily
and increase capacity.”

The facility isn't an average
manufacturing plant: Seats are
made primarily by human hands,
not automated machines. And
production lines don’t use tradi-
tional conveyer belts; instead,
employees move seats on rolling
stands from station to station.
During production, every seat is
carefully sewn and examined.

Auburn Hills Company Sees
Seat Business Expanding
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Ron Capps proved it again: his
2015 Mopar Dodge Charger R/T
NHRA Funny Car is a winning
machine.

Capps raced the new body to
its third consecutive victory dur-
ing eliminations on March 15 at
the 46th Annual NHRA Gatorna-
tionals, marking the Don Schu-
macher Racing (DSR) driver’s
third career win at Gainesville
Raceway.

Mopar also scored in the
Sportsman ranks, with Kevin
Helms seizing the overall Stock
Eliminator Wally in his 426 Race
HEMI Mopar Dodge Challenger
Drag Pak. Including Matt Hagan’s
victories at the NHRA Pomona
and Phoenix events, the new
2015 Mopar Dodge Charger R/T
is three-for-three in competition
this season.

Counting Hagan’s 2014 NHRA
Finals win, Mopar-powered
Dodge Funny Car drivers have
also won the last four events,
and the final marks the second
all-Mopar Dodge money round
matchup this season (Hagan de-
feated Capps at Pomona).

Five Mopar Dodge Charger R/T
Funny Cars advanced to the
quarterfinals at Gainesville Race-
way, with a trio earning three of
four spots in the semifinals.

“All of us at Mopar are very
proud to see the new 2015
Mopar Dodge Charger R/T Funny
Car in the winner’s circle for a
third consecutive event with this
big win by Ron Capps at the
Gatornationals,” said Pietro Gor-
lier, president and CEO of Mopar
Brand Service, Parts and Cus-
tomer Care. “The new Mopar-
powered Funny Car package
looks strong this year, and we
look forward to seeing the Don
Schumacher Racing drivers con-
tend for more wins and another
championship this season.”

“The Dodge people worked
real hard on this new car.” Capps
said, “and I was happy for my
teammate Matt (Hagan) when he
won at Pomona and Phoenix.”

Capps Steers R/T
Funny Car to 3rd
Straight Victory

Mopar fans will see another
Dodge Dart hit the drag strip this
season in the National Hot Rod
Association (NHRA) Pro Stock
class, as driver Ritchie Stevens
Jr. prepares to take the wheel of
his Mopar for at least 10 events
as a teammate to 2012 NHRA Pro
Stock World Champion Allen
Johnson.

The New Orleans native will
field a new Dodge Dart chassis
prepared by Jerry Haas and a
Hemi engine tuned by Roy John-
son of Johnson & Johnson Rac-
ing, to mark his return to Pro
Stock competition this April at
the NHRA SpringNationals in
Houston.

“I’m really excited and just
can’t wait because my best times
on track were racing with Allen
as a teammate, and I’m really
happy to get back to that,” said
Stevens, whose last full season
of NHRA competition was with
Don Schumacher Racing in 2007
aboard a Dodge Stratus with
Johnson as his Mopar teammate.

Johnson & Johnson Racing’s
Adam Hornberger will perform
double-duty as crew chief for
both Johnson and Stevens, while
Tom Pierson will take on duties
as car chief for the additional
Dodge Dart entry.

“The last couple of years have
been up and down racing-wise
but I’m really looking forward to
working with Allen again and
with (crew chief) Adam, who is
talented and just as laid back as I
am,” Stevens said.

“The cars will be the same, but
we’ll try different things.”

Stevens Anxious
To Partner Up with

Johnson Again



gram of mass possible, while
achieving world-class perform-
ance.”

Weight reduction helps im-
prove fuel efficiency, contributes
to desirable vehicle dynamics
and aids in creating a more re-
silient passenger cell, said Travis
Hester, Cadillac CT6 executive
chief engineer.

Sixty-four percent of the CT6
body structure is aluminum, in-
cluding all exterior body panels –
and the mixed material approach
saved 198 pounds compared
with a predominantly steel con-
struction.

Thirteen complex high-pres-
sure die cast components make
up the lower structure of the CT6
body, along with aluminum
sheets and extrusions, Hester
said.

The vehicle underbody uses
steel close-out panels on the low-
er structure to create a bank
vault-quiet cabin without the

added weight of extensive sound-
deadening material, often used
to compensate for alumi-num
panels in the occupant compart-
ment.

“The structure of the CT6 is
one of the most-advanced body
systems we’ve ever produced,”
said Hester. “The innovation sur-
rounding our joining techniques
have enabled us to create a ve-
hicle structure with the highest
torsional rigidity of any Cadillac
while achieving one of the most
mass-efficient vehicles in the seg-
ment.”

Cadillac in January revealed a se-
ries of high-technology material-
joining techniques that create a
new methodology for assembling
the CT6.

These enabled engineers to de-
sign a completely new structure for
which 21 patents are pending,
Caldwell said.

“This new construction ap-
proach,” said Hester, “has en-
abled us to produce a world-
class vehicle that is larger in size

and includes more standard
equipment while achieving lower
overall mass.”

High-strength steel is used strate-
gically to reinforce the body struc-
ture, and is also used in conjunction
with high-strength aluminum to cre-
ate a safety cage surrounding the oc-
cupants, Hester said.

The structural portion of the B-
pillar is constructed completely
of high-strength steel, which was
chosen to aid vehicle ingress,
egress and visibility, in addition
to mass savings and added cabin
quietness.

A high-strength aluminum im-
pact bar was added to the rear of
the vehicle, and a combination of
high-strength aluminum and
steel was used for front and side
impact zones to further increase
passenger safety in the event of
collisions, Hester said.

A combination of aluminum
spot welds, steel spot welds, flow
drill screws, self-piercing rivets,
laser welding, aluminum arc
welding and hundreds of feet of
structural adhesive are all used
in assembling the body of the
CT6.

CONTINUED FROM PAGE 1
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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

Gray is aluminun and orange is steel in this CT6 Cadillac frame.

New Cadillac CT6 Built with
‘Rocket Science’ Techniques

“The orders just can’t be filled
right now.”

Reid said the Hellcats are
made at Fiat Chrysler’s Bramp-
ton, Ontario, facility. The Chal-
lenger and Charger are built on
Fiat Chrysler’s LC platform. Both
versions of the Hellcat have 707
horsepower.

At the time of the Hellcat Charg-
er’s introduction last December,
Tim Kiniskis, president and CEO –
Dodge and SRT Brands said, “The
new 2015 Dodge Charger SRT Hell-
cat is a multidimensional phe-
nomenon. It is the quickest,
fastest, most-powerful sedan ever
produced – the world’s only four-
door muscle car.

“Factor in its affordable price
and 22-mpg highway fuel-econo-
my rating and it’s clear that the
Charger SRT Hellcat competes in
a class all by itself.”

He said the 2015 Dodge Charg-
er Hellcat has posted an 11-sec-
ond quarter-mile on street tires.

Dodge Can’t Keep
Up With Demand

For Hellcats
CONTINUED FROM PAGE 1

In addition to the two plug-in
electric vehicle (PEV) charging
stations already located at its
headquarters, Freudenberg-NOK
Sealing Technologies will be in-
stalling four more as part of the
Workplace Charging Challenge
Pledge created by the U.S. De-
partment of Energy (DOE).

The Pledge, which employers
can join as Partners, signals a
company’s commitment to pro-
vide PEV charging access for its
employees, but Freudenberg-
NOK will also make the stations
available to the public, said
Freudenberg spokeswoman
Cheryl Eberwein.

“We’re proud to support the de-
velopment of electric vehicles, and
it’s something important to many of
our employees,” said Ted Duclos,
president, Freudenberg-NOK.

“Partnering with the DOE
aligns with our company’s and
customers’ sustainability goals.
We produce seals that are de-
signed to reduce friction, which
ultimately reduces emissions.”

With long-term orientation be-
ing one its guiding principles, the
Pledge is a natural fit for the
company, Eberwein said.

Freudenberg-NOK has devel-
oped a variety of emission-reduc-
ing seals, which include its Low-

Emission Sealing Solutions
(LESS) portfolio of products.

In addition, the company de-
veloped the Levitex crankshaft
seal, which creates an air cush-
ion that seals the engine com-
partment with virtually no fric-
tion. Levitex can thus reduce the
CO2 emissions of vehicles by 0.5
to 1 gram per kilometer.

On the first generation Chevro-
let Volt alone, more than 600 of
the company’s seals are used, in-
cluding many gaskets for the ve-
hicle’s battery case.

“Our company is fully commit-
ted to making electric vehicles a
more practical option,” said Duc-
los. “By taking these steps, we
hope to increase public aware-
ness of the benefits and capabili-
ties of electric vehicles. The
technology is here, but there is
an opportunity for infrastructure
development to expand the use
of PEVs.”

The additional charging sta-
tions, which will now allow for a
total of six vehicles to be
charged at one time, will be in-
stalled in April.

As part of the Challenge, the
DOE says it hopes to increase
the number of U.S. employers of-
fering workplace charging by ten-
fold in the next five years.

Supplier Working to Expand
Number of Plug-in Chargers

What if we could redirect plas-
tics from landfill and use them to
create innovative materials, and
then put them in the all-new Ford
F-150, part of Ford F-Series?

Since 2012, Ford Motor Compa-
ny has worked with Unifi to
bring, high-performance, recy-
cled REPREVE fiber to many Ford
vehicles. Now, this innovative
fiber is available in the in the
new F-150. By substituting with
this recycled material, Ford will
divert more than five million
plastic bottles from landfills this
year.

Ford is the only automaker to
use REPREVE, made from 100
percent recycled materials in-
cluding plastic bottles, in its ve-
hicles. Ford now uses REPREVE
in five vehicles around the world,
making it a global material, and it
represents Ford's commitment to
reduce and recycle as part of the
company’s global sustainability
strategy to lessen its environ-
mental footprint.

“By using REPREVE in the all-
new Ford F-150, we are recon-
firming our commitment to using
renewable and recyclable materi-
als in our vehicles,” said Carol
Kordich, lead designer, global

sustainability materials strategy
development. “We are always
looking for ways to incorporate
more innovative and sustainable
materials into our vehicles.”

Ford Goes Green with Recycled Parts



by Jim Stickford

When it comes to proving
grounds, Ford Motor Company
was “late” to the game.

Ford’s Michigan Proving
Ground near Romeo wasn’t built
until 1954, company historian
Robert Kreipke said. But that
wasn’t Ford’s first test location.

The first site was the Ford
Dearborn Proving Grounds (now
known as the Dearborn Develop-
ment Center) on Oakwood
Boulevard.

Since then, of course, the
Dearborn automaker has operat-
ed several proving grounds
worldwide, including ones in Ari-
zona, Minnesota, Florida, Brazil,
England, Belgium, Australia,
Manitoba and Mexico.

The facility in Dearborn, Kreip-
ke said, got its start in the 1940s,
just after the end of World War II.

“The Ford airport in Dearborn
ceased operation in 1947,” Kreip-
ke said. “At that point, Ford engi-
neers tested vehicles on local
roads.

“Because styling was becom-
ing so important, it was decided
that more security was needed
and demand for a closed test
facility was warranted.

“The old airport was selected
as a location for a test track. The
runways became test roads and
the hangar became a service
garage.”

In 1951, a serpentine wall was
erected around a large portion of
the track, Kreipke said. The wall
was believed to be the largest
serpentine wall in the world –
only one brick thick.

“The wall has strength but it
crumbles if hit by a vehicle,”
Kreipke said. “The track has a
low-speed track and a high-
speed track, plus miles of special
surface roads.

“Two hills are also utilized,
plus a wind tunnel, cold room
and a product review center.
Competitive vehicles are tested
extensively along with Ford
products.

“In any given year, the test
drivers will travel more than six
million miles. Dearborn track is
on a 360-acre piece of property.”

According to Kreipke, Ford
began construction of its Michi-
gan Proving Ground on what was
considered a cattle ranch.

“In 1928, automotive executive
at GM, Edward F. Fisher estab-
lished a farm near Romeo, which
he called Hi-Point, because the
largest point of land in southeast
Michigan was there,” Kreipke
said.

“Mr. Fisher built a large man-
sion and raised one of the
world’s most famous herds of
Hereford Cattle. The estate was
sold in 1954 and Ford began con-
struction on the largest privately
financed earth-moving project in
Michigan history.”

Kreipke said four million cubic
yards of earth were rearranged
on the 3,880-acre site to build
the Michigan Proving Ground
near Romeo. By 1956, the
grounds were ready. The high-
speed track required 200,000
square yards of nine-inch-thick
concrete, which is 60 feet wide
by five miles long.

He said the curves are banked
to a maximum of 60 percent
grade with a rise up to more than
11-1/2 feet on the outside from
the inside.

Durability roads were also in-
stalled. Buildings were con-
structed for operation and
garages were built, Kreipke said.

The curves on the high-speed
track were designed to handle
140 mph to 180 mph, unlike pub-
lic road testing.

Another important point, said
Kreipke, is that the Michigan
Proving Ground is able to give
engineers the same surface road
conditions each time a test is
made.

Gasoline supply stations also
are on the premises, he said, and
the track has the latest safety
equipment available. The project
was completed in 1957.

In 1964, Ford began construc-
tion of what would become
known as the Lommel Proving
Ground in Lommel, Belgium.

According to the official Ford
history of the site, “The main
purpose of a proving ground is
to move the vehicle testing from
the public roads to a controlled
and safe testing environment. In
that respect, the proving ground
needs to simulate a wide range
of road types and events, all cor-
related with the customers’ us-
age of the vehicle.

“From 1965 to date, all vehi-
cles developed by Ford of Eu-
rope have been tested and vali-
dated at Ford Lommel Proving
Ground (LPG).”

Construction of Ford Lommel
Proving Ground (LPG) started in
1964. In September 1965, the site
became operational. In 1970, the
start signal was given for the
construction of the second
phase of Ford LPG. More land
was bought to extend the site
and new major tracks were built.

From 1975 till 1998, gradually
more facilities were added, driv-

en by changing traffic and road
conditions, the introduction of
new vehicle technologies trig-
gers and new market and legal
requirements.

Since the year 1999, 23 million
Euro were invested in additional
state-of-the-art testing facilities
for the Lommel facility. A lot of
focus was put on the priorities of

the Ford brand.
Currently, Ford LPG contains

80 kilometers of test tracks sup-
plemented by additional modern
test rigs.

DETROIT (AP) – Despite the
settlement of one high-profile
case against General Motors,
other cases are moving forward
and company executives could
still be questioned about their
role in the deadly ignition switch
recall, a plaintiffs’ attorney said
last week.

The parents of crash victim
Brooke Melton, whose 2011 law-
suit in Georgia helped expose
the ignition switch defect,
reached a second settlement
with GM in early March. Attor-
ney Lance Cooper wouldn’t say
how much GM paid Melton’s

family, but said “you could as-
sume” it was more than the $5
million the family won in its first
settlement in 2013. Melton’s fam-
ily returned the $5 million and
refiled its lawsuit last May after
new documents indicated the
company might have covered up
evidence. That case was sched-
uled to go to trial early next year.
But on March 10 – the fifth an-
niversary of their daughter’s
death – the Meltons settled with
GM.

“They were emotionally ex-
hausted,” Cooper said.

Cooper praised Melton’s fami-

ly, saying their lawsuits helped
attorneys get access to millions
of documents from GM. Planned
depositions of GM executives, in-
cluding the 15 people the com-
pany let go as a result of an inter-
nal investigation, will proceed as
part of other lawsuits against the
company in state and federal
courts, he said.

A GM spokesman said the
company doesn’t comment on
settlements or pending litiga-
tion.

Melton, a 29-year-old pediatric
nurse, is one of at least 67 peo-
ple killed in crashes caused by
defective ignition switches
whose survivors will get com-
pensation from the company. At-
torney Kenneth Feinberg, who
was hired by GM to compensate
victims and reached the settle-
ment with the Meltons, updated
the total March 16. It was up
from 64 the prior week. An addi-
tional 113 injured people also
are eligible for compensation.
The fund received 4,342 claims
by the Jan. 31 deadline. Of those,
1,492 are under review and 820
were deemed ineligible. Feinberg
says the rest lacked documenta-
tion or were deficient.

GM knew about problem
switches in Chevrolet Cobalts
and other small cars for more
than a decade but recalled them
only last year. They can slip out
of the “on” position, which cuts
off the engine, knocks out power
steering and turns off air bags.

The National Highway Traffic
Safety Administration fined GM
$35 million for failing to disclose
the problem, and the U.S. Justice
Department is investigating the
case for possible criminal
charges. GM’s internal investiga-
tion blamed the debacle on engi-
neering ignorance and bureau-
cratic dithering, not a deliberate
cover-up.
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This Ford 1955 Test Track Thunderbird Mercury photograph was taken at the Dearborn Proving Grounds.

Ford’s Test Tracks Stretch
Back More than 60 Years

This overhead view of Ford Michigan Proving Ground was taken in 1957.

GM Settles Lawsuit in Nurse’s 2010 Death
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WE DO HOUSE CALLS OR COME SEE US…
Before You Trade-In or Sell Your Car

Buyer & Seller of Clean Vehicles Since 1975!

248.332.8326
1153 Baldwin Rd • Pontiac • www.jimdouglasautosales.com

You’ll Get Your Tax Break
Plus 100’s if not 1,000’s More

“WE’LL GIVE YOU A $3,500 MINIMUM FOR YOUR 2003 OR NEWER TRADE-IN”

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
$89*
$999DOWN

2015

NEWMALIBU

PURCHASE A LS
FOR

$17,996*
LEASE 1LT
39 MONTHS
$119*
$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
$109*

$999DOWN

2015

NEWREGAL

PURCHASE A
FOR

$25,363*
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

$25,969*
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
$158*

$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

Paul
Makowski

pmakowski@edrinke.comNO DOC FEES
Find Us on
FACEBOOK

All applicable rebates including lease/conquest offers have been deducted from sale price/payment. Picturesmay not represent actual vehicle. Prices subject to change per
GM incentives. Prices and payments are inclusive of active GMEmployeeDiscount (Unless otherwise stated). BelowGMPricing only valid on certian models. Equinox and
Traverse are 24month leases. Cruze is a 36month lease. Silverado, Impala,Trax,Malibu and Camaro are 39month leases.All leases are 10kmiles per yearw/ approved S
Tier credit w/ $999 due at signing. Prices& payments are plus tax, title,and plate feeswith acquisition fee up front. Refundable security deposit required on certain vehicles –
to be determined by lender. For Silverado,must trade in ’99 or newermodel vehicle. GMEmployee discount to everyone valid on certainmodels. **$3500 trade-in is valid on
2003 or newer vehicleswith under 115kmiles in drivable condition,no branded titles, less reconditioning determined by appraiser. 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

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 ac-
tive GMemployee discount (unless otherwise stated).All leases are 10,000miles per yearwith approved STier credit w/ $999 down (unless otherwise noted).Must have
lease loyalty and/or conquest.Must have closing competitive lease. For Sierra,must trade in ’99 or newermodel vehicle. Prices and payments are plus tax, title,plate feew/
acquisition fee up front, refundable security deposit required on certain vehicles – to be determined by lender. GMemployee discount to everyone valid on certainmodels.
**$3,500 trade in is valid on 2003 or newer vehiclesw/ under 115kmiles in drivable condition,no branded titles, reconditioning determined by appraiser. Certain restrictions-
may apply, see dealer for complete details.** Exp date:3/31/2015.

every model we bring to market,”
said Duncan Aldred, vice presi-
dent of Buick.

“Leading the market in service
satisfaction demonstrates that
we and our dealers continue to
deliver on that commitment.”

Rounding out the top five mass
market brands in the ranking are
MINI (834), Volkswagen (818),
GMC (811) and Chevrolet (807).

Overall customer satisfaction
with dealer service averages 852
among luxury brands and 792
among mass market brands.

Dealers that offer some type of
express lane for customers who
do not schedule service appoint-
ments substantially outperform
those that do not offer this op-
tion (819 vs. 764, respectively),
Tews said.

Among customers servicing at

a dealership with an express
lane, 52 percent indicate speak-
ing to a service advisor immedi-
ately, compared with 38 percent
of those servicing at a non-ex-
press lane dealer.

Despite widespread availability
of Internet service appointment
scheduling, only 9 percent of cus-
tomers book appointments via
the Internet, compared with 73
percent who call for an appoint-
ment.

Forty-five percent of cus-
tomers say they are unaware that
Internet scheduling is available
to them.

Satisfaction is substantially
higher among customers who
work with the same service advi-
sor they worked with in the past
than among those who work with
a new advisor – 824 vs. 769, re-
spectively. Nearly two-thirds – 63
percent – of customers indicate

having worked with the same
service advisor in the past.

While 29 percent of customers
say that the service advisor rec-
ommended additional work, the
success rate of those recommen-
dations – or the proportion of
customers who agree to have the
work performed – is at 47 per-
cent.

The average dollar total serv-
ice spend for customers who
have the additional recommend-
ed work done at the dealership is
$277, compared with $171 for
those who do not have the addi-
tional recommended work done.

The 2015 U.S. CSI Study is
based on responses from more
than 70,000 owners and lessees
of 2010 to 2014 model-year vehi-
cles.

The study was fielded between
November and December of last
year.

Buick Ranks Tops in Satisfaction Survey
CONTINUED FROM PAGE 1

CLAYCOMO, Mo. (AP) – After
years of preparation and more
than $1 billion in upgrades, Ford
Motor Co.’s plant in Claycomo
has begun producing the new F-
150 pickup truck.

The Kansas City Star reports
that production on the vehicle
began March 13. Joe Hinrichs,
Ford’s president of the Americas,
and Missouri Gov. Jay Nixon,
were on site to tour the plant
and ceremonially mark the first
F-150 to roll off the line.

“With production starting
(here), we are better poised to
start meeting growing customer
demand for our pickup,” Hin-
richs said in prepared remarks.

Jimmy Settles, a United Auto
Workers (UAW) vice president
and director of its national Ford
department, congratulated mem-
bers of the local chapter for
their contributions leading up to
the launch.

He also said that the plant
“provides tremendous stability
to the Kansas City community,
for which the entire UAW-Ford
family can be proud.”

Gov. Nixon said the ground-
work for investments at Clayco-
mo began during the recent re-
cession, when Missouri commit-
ted to helping the then-strug-
gling automaker.

According to Ford, the plant
has a total of 7,485 employees.
Officials added 900 workers ear-
lier this year to create a third
truck line shift for the new pro-
duction.

The plant in Claycomo, along
with the one in Dearborn, will
produce more than 700,000 F-
150s per year.

Ford Ratchets Up
Production of
F-150 Pickup

AUBURN HILLS (AP) – Call it a
preview of the cross-country
road trip of the future.

An autonomous car developed
by Michigan-based auto supplier
Delphi Automotive will make a
3,500-mile journey across the
U.S. The journey started March
22 in San Francisco and is sup-
posed to end in New York a little
more than a week later.

A person will sit behind the
wheel at all times but won’t
touch it unless there’s a situa-
tion the car can’t handle. The car
will mainly stick to highways.

Delphi showed off one of sev-
eral versions of the car – an Audi
Q5 crossover outfitted with laser
sensors, radar and multiple cam-
eras – on March 21 at the South
by Southwest festival in Austin,
Texas.

Most experts say a true driver-
less vehicle is at least a decade
away.

Delphi’s Car Driver
Says, ‘Look, Ma,

No Hands’
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Sam Miller-Christiansen with his 2014 Chevrolet Volt

To Sam Miller-Christiansen, his
2014 Chevrolet Volt is the best
car he has owned.

And he was willing to tell any-
one, including the team develop-
ing the next-generation Volt.

“I said that if they could im-
prove the overall EV range, it
would make one of my favorite
cars even better,” Miller-Chris-
tiansen said. “To my amazement,
they’ve done it.”

It is just one example of how
the 2016 Volt was engineered
with input from the collective
voices of loyal owners.

Shortly after launching the
first-generation Volt, Chevrolet
convened and met once a month
with a customer advisory board
of 12 owners from across the
country to understand how con-
sumers were operating their
Volts.

“The Volt represented a com-
pletely new classification of elec-
tric vehicles, and we were unsure
of how people would react or
how this vehicle would fit in
their daily lives,” said Darin
Gesse, product manager of Elec-
trified Vehicles.

“So, we began asking simple
questions like how and when the
owners plugged in their Volt,
which directly impacted the de-
velopment of the next genera-
tion.

“We talk about putting the cus-
tomer at the center of everything
we do, and we’ve literally done
that with the 2016 Volt.”

The Volt team also wanted to
know what Volt features owners
liked and what features might
need improvement. The team
talked with Volt owners through
social media, plug-in events and
Internet panels.

Chevrolet spokeswoman
Courtney Moats said that some
of the answers they received
from customers surprised them.

“What we found out was that
the most satisfying attribute of
the Volt, according to our custo-
ers, was how fun the vehicle is to
drive,” Moats said.

“They talked about the quiet
propulsion, the instant torque
and how it all combined to make
the Volt a very fun car to drive.”

The most surprising feedback
that GM received, said Gesse,
was that many Volt owners
would drive the Volt with the
transmission in “L” (or low gear)
rather than in “D” (drive).

Owners wanted to maximize
their regen braking efficiency by
shifting into “L” to engage in-
creased amount of regen braking
when coasting as they ap-
proached slower traffic, Gesse
said.

Consumers coined the term
“one-pedal driving” to express
how they could manipulate de-
celeration of the Volt without
having to put their foot on the
brake pedal.

“Both of these findings led the
engineering team to develop Re-
gen on Demand,” Gesse said.
“This feature allows the driver to

engage regen braking without
having to shift into ‘L’ or apply
the brake pedal.

“It not only provides the ability
to slow the vehicle down without
touching the brakes, but also
gives the driver more control,
which makes the driving experi-
ence more engaging. It provides
a more intuitive solution to what
current owners are doing by
shifting to ‘L’ while also making
the vehicle more fun to drive.”

The owners’ constructive and
candid feedback ultimately
helped the engineering team de-
cide in which direction to take
the next-generation Volt, Moats
said.

In addition to more EV range
and improved fuel economy in
extended range, customers also
expressed a strong desire for a
fifth seating position for short
trips. The new Volt offers those
features as well as increased
space and available rear heated
seats.

The 2016 Volt offers a GM-esti-
mated 50 miles of EV range, and
a total driving range of more
than 400 miles between fill-ups.
With regular charging, owners
are expected to travel, on aver-
age, more than 1,000 miles be-
tween gas fill-ups, Moats said.

That range is based on GM-es-
timated fuel efficiency of 41 MPG
and 102 MPGe, a measure of the
average distance traveled per
unit of energy consumed.

Chevrolet also learned cus-
tomers wanted a more intuitive
vehicle interface. So the 2016
Volt center stack is easier to use,
with fewer icons, separate cli-
mate control knobs, and buttons
below the center display de-
signed to provide clear and con-
venient operation.

Moats said customers also in-
fluenced these features:

• Quieter engine at lower
speeds;

• Light-emitting diode (LED)
headlamps, providing a more vis-
ible, higher efficiency light;

• Reduced air dam scraping
when entering or exiting drive-
ways;

• Heated steering wheel;
• Regen on Demand – giving

drivers more control over regen-
erative braking, which reclaims
energy while the car slows;

• Customization of vehicle in-
formation depending on driver’s
preference;

• Location-based charging se-
lection, making vehicle charging
at multiple locations easier to
manage;

• More discrete charging noti-
fications;

• Charge door open reminder;
• Illuminated charge port;
• Available spare tire.
The current Volt enjoys some

of the highest customer loyalty
and quality scores in the indus-
try, Moats said.

In just four years, he said, Volt
has earned more accolades and
more “best buy” awards than any
other electric vehicle.

Whatever Volt Owners Want,
Volt Owners Get, Say Execs

GENEVA (AP) – Top automak-
ers are vowing not to give up on
weak-selling electric vehicles –
even as they unveil an array of
powerful luxury cars with con-
ventional engines aimed at a
growing global automarket.

BMW AG CEO Norbert Reit-
hofer said March 3 at the Geneva
International Motor Show that
his company cannot do without
battery-powered vehicles such
as its i3 urban compact.

“In the future, electric-drive ve-
hicles will be in demand,” he
said, adding that the Munich-
based automaker could not meet
its targets to reduce emissions
without them.

Only about 75,000 of the 12.5
million vehicles sold last year in
Europe were electrics or hybrids.

Still, auto companies have
sunk billions into developing
alternative propulsion vehicles
over the long term due to
government requirements to
limit vehicle emissions and
with an eye to restrictions on
autos in China due to heavy air
pollution.

Daimler CEO Dieter Zetsche
said hybrids combining internal
combustion and batteries were
“truly attractive cars that repre-
sent the best of both worlds” and
serve as a bridge to future no-
emissions vehicles.

He cautions that the long-life
batteries needed for electrics to

conquer the market are at least
five years off.

Daimler introduced a recharge-
able plug-in hybrid of its C-class
sedan.

The calls to keep developing
alternative-drive cars come even
as high-end sports cars take
pride of place at this year’s
Geneva show.

Lamborghini, Ferrari, Audi and
McLaren all are unveiling high-
speed machines costing hun-
dreds of thousands of dollars,
while Daimler has the Maybach
Pullman stretch limousine, which
will go on sale for north of
500,000 euros ($561,000).

Volkswagen CEO Martin Win-
terkorn emphasized his compa-
ny’s commitment to new tech-
nologies even as the company’s
Lamborghini brand showed off its
Aventador LP 750-4 Superveloce, a
sleek beast of a sports car with an
enormous 750 horsepower and a
top speed of more than 217 mph.

Volkswagen also unveiled a con-
cept sport coupe that’s hybrid-dri-
ven and can reach 150 mph.

Auto executives were cautious-
ly optimistic for sales this year
in China, the United States and
Europe – three sales pillars for
export-oriented German carmak-
ers.

Expectations are tempered by
worries over Russia’s conflict with
Ukraine and economic difficulties
in Brazil, another key market.

Analysts at IHS Automotive
foresee global car market growth
of 2.4 percent, held back by
shrinking demand in Russia,
which appears headed for reces-
sion after a plunge in the value of
the ruble.

BMW’s Reithofer reported the
company’s sales slid 17 percent
there last year.

Auto sales grew last year in Eu-
rope by 5.6 percent, the first
growth since 2007.

The emphasis at the show on
luxury vehicles highlighted the
split in the market between steady
sales to the wealthy and shakier
demand for moderately priced ve-
hicles.

Fiat Chrysler Automobiles CEO
Sergio Marchionne, whose vehi-
cles are more in the mass-market
end of the market, said that “we
were scraping the bottom of the
barrel, but now we’re seeing the
beginning of recovery. It’s not phe-
nomenal, but I’ll take it.”

Auto Chiefs Still Devoted to EV Production

“Electric-drive
vehicles will be

in demand.”
– N. Reithofer,
BMW AG CEO
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Jeff Caul
586-274-0396
PEP QUOTES BY PHONE OR EMAIL:
JEFF CAUL AT JCAUL@BUFFWHELAN.COM

Free shuttle service to home, office or shopping.

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

Van Dyke • South of 18 Mile • Sterling Heights

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

☺ We guarantee the lowest price or it’s free! ☺ We guarantee the lowest price or it’s free!
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*See dealer for details. All Rebates/Incentives have been deducted from sale price/payment and are subject to change by manufacturer with-
out notice. GM Employee discount required unless otherwise noted. All leases include GM 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!

*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. GM Employee discount is required expect where noted. Leases are 10,000 miles per year. Equinox re-
quires competitive lease in household. Courtesy have under 3500 miles. GM Loyalty requires 1999 or newer vehicle. $3500 trade-in guarantee is on 2005 or newer vehicles with under 150,000 actual miles in drivable condition. No Branded titles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 3/28/2015 @ 3:00PM.

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

• ECOTEC 1.4L “Turbo” DOHC VVT Engine! • Automatic Transmission!
• OnStar with 4G LTE with built-in Wi-Fi hotspot!• Power Driver’s Seat!

• AM/FM/XM Radio w/CD! • 16” AluminumWheels!
• Previous Dealership Courtesy Car!
• Remote Vehicle Start and Entry!

• 38 MPG on the Highway!
Stock#Q4748
Was $21,600

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

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

• ECOTEC3 4.3L V6 Engine! • Automatic Transmission!
• OnStar w/4G LTE w/built-in Wi-Fi hotspot! • GM Bedliner!

• Color Touch Screen MyLink Radio! • Cruise and Tilt!
• Power Locks & Windows!

• Remote Keyless Entry!
• Aluminum Wheels!

Order #SJFWMC
Was $38,925

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

We’ll Give You a Minimum of $3500 for Your Trade-In…GUARANTEED!*

36 Month
Lease:

$99*
$999DOWN!

Sale
Price $17,490*

24 Month
Lease:

$199*
$999DOWN!

Sale
Price $30,990*

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

• 2.5L DOHC VVT Engine! • 7” Color Touch Screen MyLink Radio!
• OnStar with 4G LTE with Built-in Wi-Fi hotspot!

• Previous Dealership Courtesy Car! • Aluminum Wheels!
• Power Driver’s Seat! • Rear Vision Camera!

• Remote Vehicle Start and Entry!
• 36 MPG on the Highway!
Stock#Q4592Was $25,860

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

36 Month
Lease:

$129*
$999DOWN!

Sale
Price $19,990*

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#F22275Was $27,180

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 Month
Lease:

$115*
$999DOWN!

Sale
Price $21,056*

4x4 DBL. CAB

#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
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CCAALLLL FFOORR DDEETTAAIILLSS

It’s been said that the muscle
car was born in Detroit, so it only
makes sense that the latest itera-
tion of the Chevrolet Camaro
makes its debut in this city.

Introduction of the sixth-gen-
eration – the 2016 – Camaro will
cap a day-long celebration on
Saturday, May 16, on Detroit’s
Belle Isle, the 982-acre island
park that’s home to the Chevro-
let Detroit Belle Isle Grand Prix.

“This will be an event Camaro
fans will not want to miss,” said
Todd Christensen, Camaro mar-
keting manager.

“This is only the sixth time
we have introduced an all-new
Camaro.

“We wanted to share the mo-
ment with the customers and
fans who have helped make
Camaro both America’s favorite
performance car for the past five

years and a cultural icon since
1967.”

Doran said that Chevrolet ex-
pects approximately 1,000 peo-
ple to attend the Camaro reveal,
which will also include:

• A “Camaro Museum” display
of the most significant vehicles
from the brand’s history;

• Hot-lap rides in the 2015 Ca-
maro Z/28 around the Belle Isle
Grand Prix course;

• Meet-and-greet opportuni-
ties with Camaro designers and
engineers;

• Camaro-only parking.
The event is free, but space is

limited and registration is re-
quired. Attendance will be allo-
cated with priority given to
fans who agree to bring their
Camaros to Belle Isle.

Go to thecamarosix.com to
learn more.

Camaro to Introduce Sixth
Generation on Belle Isle

• United States – With white
the top color choice in the Unit-
ed States overall, Mustang bucks
the trend; black remains the top
Mustang color, followed by Mag-
netic Metallic and Ruby Red.

Mustang sales were up 32 per-
cent in February, making it the
best-selling sports car in Ameri-
ca with the launch of the new
model last fall.

• China – With Mustang now
on sale, 35 percent of orders
specify Race Red; Oxford White
is the second-most popular color
at 20 percent, followed by black
at just under 20 percent.

More than 5 million consumers
visited the Ford site to learn
more about Mustang; more than
18,000 requests for Mustang test

drives were logged in China.
Awareness of Mustang is grow-

ing, said Adamski, and this has
resulted in a powerful ripple ef-
fect on consumers’ perception of
Ford; one in 12 Chinese con-
sumers are aware of Mustang,
and of those who not yet are,
nearly 40 percent are registering
a more favorable opinion of Ford.

• Europe – One month after
being made available to order, al-
most 1.1 million Mustangs have
been configured on Ford’s Euro-
pean websites.

The top colors are Race Red
and Absolute Black – each ac-
counting for 20 percent of mod-
els configured across Europe.

Red and Black occupy the No.
1 and No. 2 spots in each of the
five biggest markets in Europe
except for the United Kingdom.

U.S. Mustang: Color Me Black
CONTINUED FROM PAGE 1
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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

The Russian pullback is de-
signed to preserve GM’s strong
cash position by avoiding anoth-
er drain on its capital. The com-
pany made a $2.8 billion net prof-
it last year despite an expensive
string of recalls and $1.4 billion
in pretax losses in its European
unit.

At the end of the year, GM was
sitting on $25.2 billion in cash,
but earlier this month the com-
pany agreed to a $5 billion stock
buyback.

It faces cash drains later this
year, including a potential civil
penalty from the U.S. Justice De-
partment for concealing a deadly
ignition switch problem and
what could be an expensive con-
tract settlement with the United
Auto Workers union.

With Russia predicted to slide
into recession this year on the
back of low oil prices and inter-
national sanctions, the luxury
car market has held up better
than mass-market sales.

GM said it would focus on
growing the Cadillac brand in
Russia, whose sales are currently
far behind those of premium
European rivals such as BMW
and Audi.

Just 72 Cadillacs were sold in
Russia in January and February
this year, according to Russia’s
Association of European Busi-
nesses. That is less than half as
many as a year before, and below
1 percent of the sales reported
for Mercedes-Benz.

Russia’s central bank predicts
the economy will contract by be-
tween 3.5 and 4 percent this year.

Car sales were down 38 per-
cent in February year-on-year as
Russian consumers shied away
from regular price rises caused

by the weak ruble, which has lost
almost half of its value against
the dollar since the start of last
year.

The weak ruble affects not
only cars imported into Russia,
but also those made there, since
most use a large number of im-
ported components.

GM’s American rival Ford has
also seen Russian sales plummet,
down 78 percent annually in Feb-
ruary.

By contrast, Korean sister
brands Hyundai and Kia have
kept prices mostly stable, as a re-
sult avoiding large drops in sales
and vastly increasing their share
of the shrinking Russian market.

GM Says ‘Nyet’ to Russia,
Will Opt Out by December

CONTINUED FROM PAGE 1

MILAN (AP) – Double-digit car
sales growth in Spain, Italy and
Britain helped auto registrations
rise in Europe for the 18th
straight month.

Europe’s carmakers’ associa-
tion, ACEA, said March 17 that
car sales grew 7.3 percent annu-
ally in February to 924,440 units.
Registrations rose by 26 percent
in Spain, 13 percent in Italy and
12 percent in Britain, supporting
smaller gains in the region’s two
biggest markets, Germany and
France.

Despite the European car mar-
ket’s steady recovery, registra-
tions have not yet returned to
pre-crisis levels. By brand, Volk-
swagen saw sales rise 11 percent
for a leading 25 percent market
share. Mass-market competitors
Fiat Chrysler and Renault also
saw double-digit increases, while
PSA Peugeot was flat.

European Car
Sales Continue
Upward Trend
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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
destination, taxes, title, plates, $0 sec. deposit required. Includes Conquest Trade-in and must be Chrysler Employee. Programs subject to change.
†On select models. 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 24 MONTH
LEASE STARTING FROM
$4987*

24 MO. LEASE ONLY
$109*mo.

2015 JEEP RENEGADE

SALE PRICE
$29,388*

MSRP $42,760

EMPLOYEE 1 PAY 24 MONTH
LEASE STARTING FROM
$3827*

24 MO. LEASE ONLY
$149*mo.

MSRP $26,565

ALL
NEW

STARTING AT
$19,981*

NOW AVAILABLE
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