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Ralph Gilles

Fiat Chrysler has named Ralph
Gilles head of Design and a mem-
ber of the FCA Group Executive
Council (GEC). He currently
leads the FCA North American
Design Office as senior vice pres-
ident, a position he was named
to in June 2009. The GEC is the
highest management-level deci-

sion making body within the FCA
organization and is led by the
FCA CEO Sergio Marchionne.
Both appointments are effec-

tive immediately, said Fiat
Chrysler spokeswoman Shawn
Morgan.

Gilles Joins Executive Council
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Chevrolet’s new 2016 Malibu is
a completely restyled midsize
sedan that has been engineered
to offer more efficiency, connec-
tivity and advanced safety fea-
tures than ever, said GM
spokesman Chad Lyons.
The 2016 Malibu’s styling is in-

fluenced by the 2014 Impala,
Lyons said. This advances
Chevrolet’s global design lan-
guage with features such as slim,
sweeping headlamps and a pro-
gressive take on the brand’s
characteristic dual-port grille.
Three body-side creases also add
drama to the design and help dis-
tinguish the Malibu as a contem-
porary Chevy.
Improvements to the new Mal-

ibu, Lyons said, include a new
hybrid version which leverages
technology from the Chevrolet
Volt, will help offer a GM-estimat-
ed 48 mpg city, 45 mpg highway –
and 47 mpg combined, unsur-
passed in the segment. The Mal-
ibu’s standard 1.5L turbo power-
train is projected to offer 37 mpg
highway.
The 2016 Malibu is also longer

and lighter, with more interior
space and improved fuel efficien-
cy, Lyons said. Its wheelbase has
been stretched close to four
inches, and it is nearly 300
pounds lighter than the current
model.
“Midsize customers tell us they

want great fuel economy, con-

nected technologies, wrapped in a
gorgeous exterior. This is exactly
what the 2016 Malibu was engi-
neered to do,” said Jesse Ortega,
Malibu chief engineer.
The 2016 Malibu goes on sale

in the fourth quarter of 2015. Ad-
ditional vehicle highlights:
• Available segment-exclusive

OnStar 4G LTE in-vehicle connec-
tivity as well as available wire-
less phone charging.
• “Agile, sophisticated and

sleek” exterior design incorpo-
rating “sophisticated” details
that advance Chevrolet’s signa-
ture cues.
• Standard preventive safety

technologies include 10 standard
air bags, with available features
such as Forward Collision Alert

and Rear Cross Traffic Alert. Au-
tomatic Parking Assist is also
available.
• New Teen Driver feature,

which allows parents to view
their kids’ driving statistics, such
as maximum speed, warning
alerts and more.
• New power-dense Ecotec

1.5L turbo engine with fuel-sav-
ing stop/start technology is stan-
dard, offering a GM-estimated
160 hp.
• High-output 2.0L turbo en-

gine with GM-estimated 250 hp
is available and is mated with a
new eight-speed automatic trans-
mission.
The new Malibu will be offered

2016 Malibu Design Influenced by Impala

The 2016 Malibu
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2015 Dart

2015 Mustang

2015 Cadillac
Escalade

Chevrolet, GMC, Buick and
Cadillac dealers in the United
States delivered 249,875 vehicles
in March 2015, down 2 percent
year over year, said GM
spokesman Jim Cain.
Fleet deliveries were up 5 per-

cent and retail deliveries de-
clined 5 percent. Total sales of
trucks, including pickups, vans
and SUVs, were up 14 percent.

Crossover deliveries were up 6
percent and passenger car deliv-
eries were down 21 percent.
“As the economy gained steam

throughout 2014, we knew 2015
would be a strong year for
trucks,” said Kurt McNeil, Gener-
al Motors’ U.S. vice president of
Sales Operations. “Higher de-
mand dovetailed perfectly with
the launches of our new full-size

pickups and large SUVs. Low fuel
prices and the successful launch-
es of the Chevrolet Colorado and
Trax made us even more bullish.
“Our foresight and disciplined

approach to incentives is being
rewarded with very strong truck
sales and record average trans-
action prices.”

Cadillac Leads GM Sales Figures in March

Fiat Chrysler reported U.S.
sales of 197,261 units, a 2 percent
increase compared with sales in
March 2014 (193,915 units), and
the group’s best March sales
since 2007.
The Chrysler, Jeep and Ram

Truck brands each posted year-
over-year sales gains in March
compared with the same month
a year ago, said Fiat Chrysler
spokesman Ralph Kisiel. The
Jeep brand’s 23 percent increase
was the largest sales gain of any
Fiat Chrysler brand during the
month and its best monthly sales
ever. The group extended its

streak of year-over-year sales
gains to 60-consecutive months.
“March was a tough month, yet

we were able to extend our year-
over-year sales streak to an even
60-consecutive months,” said
Reid Bigland, head of U.S. Sales.
“Five years of consecutive
monthly year-over-year sales in-
creases is a great symbol of FCA’s
commitment to continuous im-
provement and a tremendous
source of pride for our entire or-
ganization.”
Eight Fiat Chrysler vehicles set

records in the month of March,
including five vehicles that post-

ed their best monthly sales ever.
The Chrysler 200, Dodge Dart,
Dodge Journey, Jeep Cherokee,
and Jeep Patriot each logged an
all-time sales record last month.
The 200 mid-size sedan achieved
its record with a 155 percent
year-over-year increase, the
largest percentage increase of
any Fiat Chrysler vehicle in
March. Also, the Jeep Wrangler,
Jeep Compass, and Ram ProMas-
ter van each recorded their best
ever sales in the month of March.
Chrysler finished the month of

Chrysler Sales Numbers Continue Streak

Ford Motor Company posted
its best U.S. retail sales in nine
years, driven by strong demand
for its new products, including F-
Series, Mustang and Transit, said
Ford spokesman Erich Merkle.
Ford continues prioritizing re-

tail sales to meet strong con-
sumer demand, resulting in low-
er fleet and overall sales for the
month, Merkle said. Ford’s
March retail sales were up 1 per-
cent, fleet sales were down 13
percent, and overall sales were
235,929 vehicles, down 3 percent.

Retail demand for F-Series was
strong, with March retail sales up
10 percent.
“Kansas City Assembly is back

up and building all-new regular
cab and extended-box F-150
trucks to fill our upcoming com-
mercial orders and further build
on F-150 momentum this year,”
Merkle said.
“Our retail performance was

driven by gains across our utility
van and truck lineups with
strong consumer acceptance of
the all-new F-150.” said Mark LaN-

eve, Ford vice president, U.S.
Marketing, Sales and Service.
“We are especially pleased to
post our best retail March sales
performance in nine years, de-
spite tight supply across our F-
Series lineup.”
Transit, along with Transit

Connect and E-Series provided a
42 percent increase in total Ford
van sales with 20,821 vehicles
sold in March. This is Ford’s best
March commercial van sales per-

Ford F-Series, Mustang Sales Up in March
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in L, LS, LT and Premier trims, as
well as the Hybrid model. The
Premier trim, Chevrolet’s new
uplevel designation, debuts in
the 2016 Malibu. Additional mod-
el and trim details will be an-
nounced closer to the start of
production, Lyons said.
An all-new, direct-injection 1.8L

four-cylinder engine mated to a
two-motor drive unit, slightly
modified from the 2016 Chevrolet
Volt drive unit, powers the Mal-
ibu Hybrid. The drive unit pro-
vides additional power to assist
the engine during acceleration,
for 182 horsepower of total sys-
tem power.
The engine also features

Chevrolet’s first application of
Exhaust Gas Heat Recovery, or
EGHR, technology, which uses
exhaust heat to warm the engine
and cabin. EGHR improves en-
gine warm up and ensures con-
sistent fuel economy perform-
ance in cold weather. Additional
fuel economy benefits come from
Exhaust Gas Recirculation, or
EGR.
The standard version of the

Malibu comes with an all-new,
Ecotec 1.5L turbo is the standard
engine in the 2016 Chevrolet Mal-
ibu, offering a GM-estimated 37
mpg on the highway.
It is part of a new global family

of small-displacement gas en-
gines designed with greater pow-
er density to deliver confident
performance with excellent effi-
ciency, Lyons said.
The new 1.5L turbo employs

the stop/start technology intro-
duced on the 2014 Malibu, which
enhances efficiency in stop-and-
go driving, contributing to a GM-
estimated 27 mpg in city driving
– an 8-percent increase over the
current model.
On the highway, the Malibu’s

1.5L-equipped models also fea-
ture active grille shutters that re-
duce aerodynamic drag to opti-
mize efficiency.
The Malibu’s more-efficient

standard engine delivers a GM-
estimated 160 horsepower and
184 lb-ft of torque. The torque is
comparable to the current mod-
el’s standard 2.5L naturally aspi-
rated engine in a vehicle package
that’s nearly 300 pounds lighter.

A higher-output 2.0L tur-
bocharged engine is available, of-
fering a GM-estimated 250 horse-
power and 258 lb-ft of torque, for
a higher degree of performance –
but not at the expense of good ef-
ficiency.
Malibu 2.0T models are GM-es-

timated at 22 mpg in the city and
32 on the highway.
A new GM-developed eight-

speed automatic transmission –
the first eight-speed automatic in
a GM front-wheel-drive vehicle –
contributes to the 2.0T’s balance
of performance and efficiency,
Lyons said.
The 1.5L turbo engine is

matched with a six-speed auto-
matic. Ten air bags, including
front-seat knee air bags, head-
curtain side-impact air bags and
seat-mounted side air bags, are
also standard.
Rear-view camera system is

standard on LS, LT, Hybrid and
Premier models.
Available active safety features

include:
• Front Pedestrian Alert that

uses a forward-looking camera to
help avoid or reduce the harm
caused by crashes with pedestri-
ans ahead of the vehicle. The
system can apply automatic last-
second braking.
• New Lane Keep Assist with

Lane Departure Warning.
• Side Blind Zone Alert with

Lane Change Alert.
• New Forward Collision Alert

with Following Distance Indica-
tor.
• Rear Cross Traffic Alert.
• Front and Rear Park Assist.
• Intellibeam, which automati-

cally switches the headlamps to
high beam for better road illumi-
nation and improved visibility.
• Adaptive Cruise Control with

Front Automatic Braking.
• Automatic Parking Assist.
With a wheelbase stretching

3.6 inches longer than the cur-
rent Malibu, along with a 2.3-inch
longer overall length and the
same overall width, the 2016 Mal-
ibu strikes a sleeker-looking pro-
portion. The added wheelbase
helps provide better in-cabin
comfort and functionality.

The hood and the cowl – the
area where the windshield meets

the hood – are lower than the
current model and contribute to
the Malibu’s greater aerodynam-
ic performance, as do active
grille shutters on LS and LT mod-
els.
The 2016 Malibu will be built

from globally sourced parts at
GM’s Fairfax Assembly Plant, in
Kansas City, Kansas. The plant
received a $600 million invest-
ment in paint shop and tooling
upgrades in 2013. The 2016 Mal-
ibu represents the ninth genera-
tion of Chevrolet’s signature mid-
size sedan. It was introduced in
1964.
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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

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

March with a 73-day supply of in-
ventory (578,648 units). U.S. in-
dustry sales figures for March
are internally projected at an es-
timated 17.1 million units Sea-
sonally Adjusted Annual Rate
(SAAR).
Jeep brand sales, Kisiel said,

were up 23 percent, the brand’s
best monthly sales performance
ever and its 18th-consecutive
month of year-over-year sales
gains. The Jeep brand has set a
sales record in each month dat-
ing back to November 2013. Four
of the six Jeep brand vehicles
turned in sales records during
the month.
The Cherokee and Patriot set

all-time sales records while the
Wrangler and Compass logged
their best ever sales in the
month of March. With its 41 per-
cent increase, the Patriot had
the largest sales percentage gain
of any Jeep model for the month.
Jeep Grand Cherokee sales were
up 5 percent in March compared
with the same month a year ago.
Sales of the all-new Jeep Rene-
gade began in mid March.
Chrysler brand sales in-

creased 15 percent, the brand’s
best March sales since 2013 and
its ninth-consecutive month of
year-over-year sales gains.
Sales of the Chrysler 200 were

up 155 percent in March, the
mid-size sedan’s best monthly
sales ever and the largest year-
over-year percentage gain of any
Fiat Chrysler vehicle in March,
Kisiel said.
Ram Truck brand sales, which

include the Ram pickup truck,
Ram ProMaster, Ram ProMaster
City, and Ram Cargo Van, were
up 1 percent, the brand’s best
March sales since 2007.
Sales of the Ram pickup truck

were down 2 percent in March,
compared with the same month
a year ago.

Chrysler March
Sales Continue
Growth Streak

CONTINUED FROM PAGE 1

formance since 1994, and its
best first-quarter sales perform-
ance since 1995.
Explorer sales were up 17 per-

cent, with sales of 20,765 vehi-
cles in March. This marks the
best March sales results for
America’s top-selling midsize
SUV since 2005, Merkle said.
Mustang sales of 12,663 cars

increased 36 percent – repre-
senting the pony car’s best
March performance since 2007
and further solidifying it as
America’s best-selling sports car
since launch of the all-new mod-
el last fall.
Lincoln retail sales rose 7 per-

cent versus a year ago, Merkle
said, as Lincoln MKC continues
to build momentum for the luxu-
ry brand with sales topping
2,000 vehicles in March. Naviga-
tor also contributed to the gains,
posting a 47 percent increase
compared to a year ago.

Ford Sees Strong
Pickup Numbers
CONTINUED FROM PAGE 1

2016 Chevrolet Malibu Makes it Debut in New York City
CONTINUED FROM PAGE 1

2106 Malibu interior
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Who is the Best of Detroit's Auto Industry?
You Are! ...and we are here for you!
Fun sports, creative, and tech camps

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

Oakland Yard Athletics
Waterford, MI

248.673.0100
www.oaklandyard.com

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

Call for

10% OFF
for first time campers

w/coupon code
DAS2015

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

Chrysler’s Indiana Transmission Plant 1 enjoys record safety.

by Jim Stickford

Spring is here and Chrysler Fi-
at decided to celebrate the sea-
son by showing off its new vehi-
cles a the 2015 New York Interna-
tional Auto Show at the Jacob K.
Javits Center in New York City.
Those attending got to see

everything from the world’s
fastest muscle cars to the most
fuel-efficient pickup trucks to se-
ductive Italian sports cars, said
Chrysler Fiat spokeswoman Lisa
Barrow. The company recreated
its Camp Jeep display, which
gave people an “unforgettable
off-road experience just outside
of the convention center.”
Among the vehicles on display

was the 2015 Ram Laramie Limit-
ed and Rebel, which were de-
signed to offer even higher levels
of refinement and attention to de-
tail than the standard Ram, Bar-
row said.
The upgraded interior and ex-

terior trim aligns with a long list
of best-in-class titles under the
Ram moniker, Barrow said, in-
cluding fuel economy, payload,
torque and towing capacity.
The 2015 Ram Rebel brings a

“one-of-a-kind,” off-road design to
the full-size truck segment, sport-
ing numerous off-road-ready fea-
tures, including a suspension lift,
33-inch tires and a custom interi-
or, Barrow said.
Attendees also had the chance

to get a close look at the 2015 Al-
fa Romeo 4C Spider.
“The all-new 2015 Alfa Romeo

4C Spider delivers race-inspired
performance, advanced tech-
nologies and seductive Italian
style now with the enhanced ex-
hilaration of open-air motoring,”
Barrow said.
The 4C Spider is handcrafted

in Modena, Italy, and features a
Formula 1 inspired carbon fiber
monocoque chassis for an in-
credible power-to-weight ratio,
plus an all-aluminum 1750 cc tur-
bocharged engine that delivers
supercar-level performance and
0-60 mph acceleration in 4.1 sec-
onds.
The 2016 Fiat 500X was also on

display. Barrow said the vehicle
combines “authentic Italian de-
sign and engaging driving dynam-
ics, together with an advanced
all-wheel-drive system, un-
matched functionality, and a full

array of safety, comfort and con-
venience features.”
2015 Jeep Renegade was also

at the show, Barrow said. It’s an
important vehicle to Fiat
Chrysler because it expands the
brand’s vehicle lineup, entering
the growing small sport-utility-
vehicle segment, while “staying
true to the Jeep brand’s adven-
turous lifestyle and 4x4 capabili-
ty.”
Fiat Chrysler also didn’t ignore

its muscle car heritage in New
York There were 2015 Dodge
Challenger Shaker Models at the
show.
These hemi-powered cars, Bar-

row said are designed to deliver
maximum performance and
Dodge muscle-car heritage to the
brand’s lineup,
Shaker models celebrate 45

years of the functional “cold-air
grabbing” hood scoop, Barrow
said, that "shakes" with the “leg-
endary hemi V8 engine’s move-
ment.”
Part of the muscle display in-

cluded Fiat Chrysler’s Ultimate
Performance Machines from
Dodge and SRT vehicles, Barrow
said. That meant that both the

707 horsepower Dodge Chal-
lenger SRT Hellcat – the world’s
quickest, fastest and most pow-
erful muscle car, and Charger
SRT Hellcat – the world’s quick-
est, fastest and most powerful
sedan, were there for New York-
ers to see.
And if that’s not enough excite-

ment from Dodge, the ultimate
American supercar, the 2015
Dodge Viper was on on hand was
well, Barrow said.
Fiat Chrysler also had Camp

Jeep return to New York, giving
auto show attendees the chance
to experience the extreme off-

road capabilities of Jeep vehi-
cles, Barrow said.
Highlights of this year’s Camp

Jeep include the “can’t miss” 18-
foot high Jeep Mountain and the
Trail Rated Pass three-wheeling
demo.
Other interactive rides, Barrow

said, included the 2015 Dodge
Charger racing simulator; 2015
Ram Truck off-road simulator
and the Chrysler brand’s “Be-
neath the Surface” 4-minute, 4D-
immersive experience using the
Oculus Rift DK2 headset show-
casing how the 2015 Chrysler 200
is made.

Chrysler Brings Out 4C Spider in New York

The 2015 Alfa Romeo Spider hits the U.S. market later this year.

For Fiat Chrysler, the phrase
“safety first” isn’t just a hollow
boast.
Indiana Transmission Plant I

(ITPI) employees have achieved
something few in the manufac-
turing industry can claim –
10,000,000 hours, or a span of
more than three years, without a
lost time injury.
To achieve this milestone, the

nearly 2,700 employees – includ-
ing about 1,100 new hires – at the
FCA US facility in Kokomo, Ind.,
have made safety a priority, said
Fiat Chrysler spokeswoman Jodi
Tinson.
With a commitment driven by

plant management and the UAW,
employees proactively ad-
dressed potential hazards, im-
proved the working conditions
and focused on training to elimi-
nate work-related injuries or ill-
nesses that cause time from
work beyond the day or shift
when the incident occurred.
“This is something that’s never

been done before,” said Brian
Harlow, vice president – Manu-
facturing, Fiat Chrysler North
America, during a special em-
ployee town hall in March. “The
most important asset of any
company is the people who per-
form the work.
“This record is a result of the

commitment of the ITPI team to
doing the right thing to help con-
trol and eliminate safety hazards
identified in the workplace. It is
this teamwork that helped

achieve the seemingly impossi-
ble.”
The focus on World Class Man-

ufacturing (WCM), which in-
cludes safety as one of its 10
foundational principles, has
been a main contributor to
achieving the milestone, Tinson
said.
WCM is a methodology that fo-

cuses on reducing waste, in-
creasing productivity, and im-
proving quality and safety in a
systematic and organized way.
It engages the workforce to

provide and implement sugges-
tions on how to improve their
jobs and their plants, Tinson
said.
WCM was first implemented

by Fiat in 2006 and introduced to
Chrysler Group as part of the al-
liance between the two compa-
nies in June 2009.
Through the implementation

of WCM and employee sugges-
tions, ITPI identified more than
5,000 opportunities to drive a
culture of safety by identifying
potential safety hazards and be-
haviors, and implementing cor-
rective actions, Tinson said.
This included conducting er-

gonomic assessments to analyze
each job for hazards and deliv-
ery of parts to the “golden zone,”
the area immediately in front of
the operator, as well as designing
machines with “dry floor guard-
ing” to eliminate fluids from es-
caping from the equipment and
creating a slip hazard.

Chrysler Site Proves Safe

Gilles succeeds Lorenzo Rama-
ciotti, who is retiring after sever-
al years of dedicated service
with the Company. Ramaciotti
will continue to lend his expert-
ise to the group serving as a Spe-
cial Advisor to the CEO.
“We extend our sincere appre-

ciation to Lorenzo for his unwa-
vering dedication, service, lead-
ership and many contributions
to the organization,” said Sergio
Marchionne, chief executive offi-
cer, Fiat Chrysler.
Gilles previously served as

CEO – Motorsports; president
and CEO – SRT Brand and CEO –
Dodge Brand for FCA US in addi-
tion to his leadership role in De-
sign. He joined the company in
1992 and holds a Master of Busi-
ness Administration from Michi-
gan State University and a Bach-
elor of Fine Arts in Industrial De-
sign from the College for Cre-
ative Studies in Detroit.
In addition, Fiat Chrysler an-

nounced that Mauro Fenzi is ap-
pointed Chief Operating Officer
(COO) Systems and CEO of Co-
mau. He also joins the FCA
Group Product Committee.
Fenzi joined Comau in 2001

and has held a variety positions
with increasing responsibility,
most recently as Systems – Co-
mau COO and Head of NAFTA Re-
gion.

Ralph Gilles Joins
Ranks of Group

Exec Council
CONTINUED FROM PAGE 1



In 1935, the Hoover Dam was
completed, Elvis Presley was
born, and canned beer first
graced backyard barbeques
across America. It was also the
year the Chevrolet Suburban
was introduced.
No other vehicle has been in

continuous production as long as
the Suburban. A black 2015 Sub-
urban was the 10 millionth vehi-
cle built at GM’s Arlington As-
sembly Center, in Texas, which
has been the home of the Subur-
ban and other General Motors’
full-size SUVs since 1997, said GM
spokeswoman Michelle Malcho.
The new Suburban that de-

buted for 2015 also marked the
original SUV’s 80th anniversary
and its 12th generation, with
technology, refinement and effi-
ciency that would have amazed
engineers and customers in 1935.
“Times have changed and

America has grown beyond all
imagination, but the Suburban
remains a fixture for those who
need the capability of a truck
with maximum passenger and
cargo space,” said Sandor Piszar,
Chevy Trucks marketing director.
The original 1935 Suburban

could seat eight, while easily re-
movable seats provided a large,
75-inch-long by 77-inch-high car-
go area. It was powered by an in-
line-six-cylinder engine that pro-
duced 60 horsepower.
The new 2015 Suburban seats

up to nine and offers up to 121.1
cubic feet of maximum cargo
space. Power comes from a 5.3L
V8 delivering 355 horses – almost
six times the power of the 1935
model – with up to 23 mpg EPA
highway.
Through the early 1930s, most

manufacturers offered car-based
wagons for professional use, but
the Suburban was born of a need
for a heavier-duty, truck-based
wagon for commercial cus-
tomers, Malcho said.
Prior to the Suburban, most

car-based professional vehicles
featured wood sides and canvas
tops; and while they were versa-
tile, their car-based chassis and
damage-prone bodies were com-
promises. Chevrolet began ex-
perimenting with an all-steel wag-
on body mounted on a commer-
cial chassis in the mid-1930s, re-
sulting in the launch of the Sub-
urban Carryall in 1935.
Car-based commercial vehi-

cles, including sedan-based deliv-
ery vehicles, remained in produc-
tion, but the heavy-duty truck-
based chassis of the Suburban in-
creasingly found favor with com-
mercial customers, Malcho said.
In the post-World War II years, its
popularity steadily increased

with private customers who ap-
preciated its uncompromising ca-
pabilities.
The Suburban hit the main-

stream in the early 1990s as part
of the SUV boom, Malcho said.
While many customers were new
to the Suburban, it had a legion
of longtime owners of multiple
examples over the years.
• Generation 1 – 1935-36: The

Suburban Carryall is introduced
on a half-ton chassis, with a sig-
nature two-door body style that
would be produced through
1967.
• Generation 2 – 1937-40: New,

streamlined exterior styling car-
ried Art Deco cues, and horse-
power from the Stovebolt six in-
creased to 79.
• Generation 3 – 1941-46: Pro-

duction of almost all civilian cars
and trucks halted during Ameri-
ca’s involvement in World War II.
• Generation 4 – 1947-55: Rep-

resenting the first significant re-
design of Chevrolet’s truck line
since before the war, the Subur-
ban was welcomed by profes-
sionals in need of an all-new
workhorse.
• Generation 5 – 1955-59: Rev-

olutionary new styling is intro-
duced midway through the mod-
el year. Known as the “second se-
ries” design, it introduces the leg-
endary Small Block V8. In 1957,
factory-installed four-wheel drive
is offered for the first time, with
the famous NAPCO-supplied

“Powr-Pak” system.
• Generation 6 – 1960-66: All-

new styling greets the 1960s and
Chevrolet institutes the C/K des-
ignations to denote models with
2WD and 4WD. During the sixth
generation, engine choices
ranged from a 230-cubic-inch in-
line-six to the 283- and 327-inch
versions of the Small Block V8.
• Generation 7 – 1967-72: A re-

design of Chevy’s half-ton trucks
is introduced, including Subur-
ban, which carries a unique
three-door arrangement – with a
single door on the driver’s side
and front and rear doors on the
passenger side. The configura-
tion, with easier access to cargo
area, was popular with ambu-
lance companies.
• Generation 8 – 1973-91: The

Suburban is offered in a conven-
tional four-door body style for
the first time. By the late-1980s,
electronically controlled fuel in-
jection and a four-speed over-
drive transmission bring greater
efficiency.
• Generation 9 – 1992-1999: An

all-new Suburban features sleek
styling with flush glass and com-
posite headlamps. Other updates
include four-wheel antilock
brakes, Insta-Trac on four-wheel-
drive models and a suspension
system designed to provide a
more carlike ride. In 1998, OnStar
and the full-time AutoTrac all-
wheel-drive system are added. .
• Generation 10 – 2000-2006:

Launched in 1999 as a 2000 mod-
el, the 10th-generation Suburban
brings new styling, new interiors
and new powertrains. The en-
gines include the Vortec 5.3L and
6.0L V8s from the same Gen III
Small Block family introduced a
couple of years earlier in the
Corvette.
Generation 11 – 2007-14: The

Suburban features a wind tunnel-
shaped exterior and elimination
of traditional chrome front and
rear bumpers.
• Generation 12 – 2015+: De-

signed to be more functional and

refined, while offering more safe-
ty features and a greater range of
advanced technologies.
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GM employees at Arlington Assembly with the 10 millionth vehicle, a 2015 Suburban

Arlington Produces 10 Millionth Vehicle – 2015 Suburban

1935 Suburban

As part of its series on “101
People, Places and Things that
Made Michigan,” Macomb Com-
munity College (MCC) will be
holding a lecture titled “The
Toledo War: The Origin of the
Michigan-Ohio Rivalry” on Sun-
day, April 12, beginning at 2 p.m.
at the school’s Lorenzo Cultural
Center, located at 44575 Garfield
Road in Clinton Township.
Alan Naldrett, author and

archivist and librarian at Baker
College will recount the story and
aftermath of the “war” that helped
propel Michigan to statehood.
On Thursday, April 16, Roger L.

Rosentreter will talk about the
experiences of Michigan’s settlers
in the 1830s as they prepared to
make the territory a state.
This lecture will also be held

in the Lorenzo Cultural Center,
and starts at 1 p.m.
On Friday, April 17, at 1 p.m.

filmmakers Al Profit and Scott
Burnstein will present a 52
minute cut of their documentary
“Killing Jimmy Hoffa,” telling the
story of one of Michigan’s most
famous crimes.
The film details Hoffa’s disap-

pearance and probable murder,
which remains to this day one of
the great unsolved crimes of the
20th century.
Pre-registration is required to

anyone who wishes to attend
any of these events.
To sign up and learn more call

586-445-7348 or visit MCC’s Web
site lorenzoculturalcenter.com.

Learn About
Michigan’s Rich
History at MCC
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Fast Jack Beckman lived up to
his moniker by on March 29 win-
ning the National Hot Rod Asso-
ciation (NHRA) Drag Racing Se-
ries’ Four-Wide Nationals and
posting the event’s first sub-four
second run aboard his Infinite
Hero sponsored 2015 Dodge
Charger R/T to give the new
Mopar and Don Schumacher
Racing (DSR) a fourth consecu-
tive title win this season.
It is Beckman’s second Four-

Wide Nationals title since the
format was introduced in 2010
and the 16th of his Funny Car ca-
reer. It is also the fifth time in his
career that he has run a sub-four
second lap, raising the perform-
ance bar by posting his career-
best elapsed time run at 3.983
seconds (308.78 mile per hour)
with the race winning effort.
Beckman’s three-second pass is
also the 15th posted by a Dodge
Charger, the most by any manu-
facturer.
With the win, Beckman finally

saw a 54-race winless streak (St.
Louis 2012) come to an end and
jumps from 14th to seventh in
the points standings. He adds his
Wally to those won by his DSR
teammates Matt Hagan, earned
with back-to-back titles in
Pomona and Phoenix, and Ron
Capps at the Gatornationals in
the new Mopar body.
“If there was a track and a for-

mat where the new 2015 Mopar
Dodge Charger was perfect for
us this was it,” said Beckman
who has been very pleased with
the increased visibility and per-
formance of his new race car.
“This new cockpit configuration
was perfect for the Four-Wide
format where it is difficult to
stage. I’m just so elated. Every
nitro win I have ever had has
been in a Dodge Charger and this
is my first in the new Mopar and
I don’t think it will be the last
this year.”

Dodge Charger
Earns Success on
Hot Rod Track

Vincentric has named the 2015
Jeep Wrangler and 2015 Ram
1500 winners of its 2015 Vincen-
tric Best Value in America
Awards, said Fiat Chrysler
spokesman Nick Cappa.
For a fourth consecutive year,

Jeep Wrangler has been named
the winner of the Vincentric Best
Value in America award for the
Compact/Mid-size SUV segment,
Cappa said, while the Ram 1500
received the Vincentric Best Val-
ue in America award for the Full-
size 1/2-ton Pickup segment.
“The Ram 1500 and the Jeep

Wrangler earned Vincentric Best
Value in America awards by de-
livering best-in-class perform-
ances when we measured total
cost of ownership and compared
it to expected results for the
competitors in each vehicle’s
segment,” said David Wurster,
Vincentric president. “Contribut-
ing to their success was that
both vehicles had the lowest to-
tal cost of ownership over five
years in their classes.”
Vincentric provides data,

knowledge, and insight to the au-
tomotive industry by identifying
and applying the many aspects
of automotive ownership costs.
Using its database, the company
measures and analyzes the over-
all cost of owning and operating
vehicles.
The Vincentric Best Value in

America awards are model-spe-
cific honors that determine the
best value in each segment, Cap-
pa said. Value is determined us-
ing a statistical analysis that us-
es the total cost of ownership of
all vehicles for the 2015 model
year along with the current mar-
ket price of those vehicles.

Jeep Wrangler,
Ram 1500 Prove
Affordable to Own



2015 Corvette being raised atop Chevrolet Fountain.
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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 4/30/2015

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

3.6L, SIDI V-6, 6-Speed Automatic,
Captain Seats, Driver & Passenger Heated Seats,

OnStar & More…

36 Month Lease/10,000 Miles

Stk.#53273

2015 TRAVERSE 1LT

NO SECURITY DEPOSIT

Stk.# 43758D

2015 EQUINOX 1LT
NO SECURITY
DEPOSIT
REQUIRED

NO SECURITY
DEPOSIT
REQUIRED

2.4L DOHC w/VVT, 6-Speed Automactic, 8-Way Pwr
Seat Adjust-Driver, Remote Start, Onstar,

4G LTE Wi-Fi Hotspot & 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.#51589

2015MALIBU 1LT

Ecotech 2.5L DOHC w/Autostop & Start, 6-Speed
Automactic, Onstar, 4G LTE Wi-Fi Hotspot & More…

36 Month Lease/10,000 Miles

$177*+Tax with$0 Down

NO SECURITY DEPOSIT

$227*+Tax with$0 Down

$155*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIREDbuff whelan

chevrolet

Spring into

for a great deal!

BRAKE SPECIAL

$19995
Most F.W.D. U.S. Cars • In-store offer ends 4-30-15

Check Our Price on
Tune Ups, Water Pumps,

Heater Cores & Other Repairs

DELUXE OIL
CHANGE
SPECIAL

Up To 5 Qts. Of
Oil Lube & Filter

•
No Disposal Fee

Includes topping off fluids

4-30-15

MMMMAAAAKKKKEEEE UUUUSSSS YYYYOOOOUUUURRRR FFFFIIII RRRRSSSSTTTT CCCCHHHHOOOOIIIICCCCEEEE

WARREN • 586-757-7203

$2336

MUFFLER & BRAKE SERVICE
23252 VAN DYKE
3 Blocks North of 9 Mile

HOURS: Mon.-Fri. 7:30am-5pm; Sat.-Closed

Most FWD Cars  

• Front Metallic Disc Brake Pads

• 2 New Front Rotors

• Labor Included

MMUUFFFFLLEERR,, EEXXTTEENNSSIIOONN PPIIPPEE && TTAAIILL PPIIPPEE

10%Off
In-store offer ends 4-30-15

As the old jingle goes “baseball,
hot dogs, apple pie andChevrolet.”
That song came to life on April

2, when a Velocity Yellow
Corvette Z06 and a special Mid-
night Edition Silverado were
eased into their parking spaces
high atop the Chevrolet Fountain
behind centerfield in Comerica
Park.
It is an annual rite of spring

that means Opening Day is just
around the corner, said GM
spokeswoman Cristi Vazquez. Each
vehicle was lifted into place by
crane – a three-hour process.
“As the Official Vehicle of Ma-

jor League Baseball, what better

way could Chevrolet show our
love of the game than by giving
our vehicles a bird’s eye view of
our hometown team?” asked
Paul Edwards, vice president,
Chevrolet marketing.
Chevrolet has sponsored the

fountain, which features an array
of water displays and the sound
of a tiger growling with each De-
troit home run, Vazquez said, for
the last six seasons. The brand
chooses select vehicles from its
lineup to display each year.

“We like to think of these vehi-
cles as the Chevrolet cheering
section to drive those centerfield
home runs,” Edwards said.

Corvette and Silverado Get
The Best Seat at Comerica

Troy-based Tebis America, a
software company specializing in
CAD/CAM systems for design
and manufacturing servicing
tool, die, mold, automotive and
aerospace manufacturing indus-
tries has named Mike Arndt as its
Business Development manager
and Matt O’Donnell as applica-
tions specialist.
Arndt has a strong background

in the tool and die industry, and
will focus on business develop-
ment but will also manage specif-
ic accounts, said Tebis spokesman
Ed Szykula.
Arndt was most recently was

chief operating officer for C2 Ma-

chining, LLC, in Kentwood. Prior
to that he was with Autodie, as
well as SMIRTware, in Wixom.
Matt O’Donnell joins Tebis as

an Applications specialist and
his duties include serving a vari-
ety of customers. He has nearly
30 years experience in CNC pro-
gramming, CAD surfacing and
FEA analysis of stamping dies.
Most recently O’Donnell was
Simulation Engineer at Vicount
Industries, Farmington Hills.
“Mike and Matt bring a wealth

of knowledge to Tebis. Their expe-
rience in the industry is second to
none,” said David Klotz, CEO and
president, Tebis America.

Arndt, O’Donnell Join Troy Supplier

In the days of wearable tech-
nology that connects you to the
world around you, the automo-
tive head-up display, or HUD, is a
seasoned veteran.
General Motors pioneered the

system decades ago, yet its de-
sign teams continue to refine
both appearance and functionali-
ty to help reduce driver distrac-
tion, said Jeff Boyer, vice presi-
dent of GM Global Vehicle Safety.
“We know that keeping eyes on

the road is critical to safe driving
– and recent studies back this
up,” Boyer said. “Head-up dis-
plays can play an important role
in maximizing ‘eyes-on-the-road’
time, and that’s what we’re striv-
ing for.”
The Virginia Tech Transporta-

tion Institute’s 100-car Naturalist
study showed that the odds of a
crash or near-crash more than
doubled when a driver’s eyes
were off the road ahead for more
than two seconds, said General
Motors spokeswoman Rebecca
White.
In 2013, the National Highway

Traffic Safety Administration re-
leased a study that concluded
that visual and manual distrac-
tions – such as dialing or texting
on a handheld phone – increased
between two and three times the
risk of getting into a crash.
By projecting pertinent infor-

mation onto the windshield and
into the driver’s line of sight, head-
up display systems allow drivers
to keep their eyes on the road
ahead instead of glancing at gauge
clusters, infotainment screens and
other devices, Boyer said.
General Motors research shows

drivers can spend 134 millisec-
onds shifting their gaze to a gauge
cluster and back to the road. At 70
mph, a vehicle can travel 13 feet in
that time, roughly the average
length of a passenger car.
There’s far more work involved

with developing HUD systems

than just creating hardware, Boy-
er said. There’s careful attention
paid to how the display looks
and how it interacts with both
the driver and other systems
within the car.
“We have to make smart deci-

sions about what content goes
into the HUD,” said John Weiss,
an interaction designer for HUD
systems, “and how we can then
present it to the driver in a man-
ner that’s easy to read and intu-
itive to use.”
Today’s head-up displays, of-

fered on more than 30 percent of
GM vehicles sold in North Ameri-
ca, Weiss said, can provide far
more information than the first
production system introduced
on the 1988 Oldsmobile Cutlass
Supreme. To reduce clutter, driv-
ers can select from screens that
focus on navigation, audio infor-
mation, a tachometer, or simply a
speedometer.
“The HUD screens are tailored

to the driver,” said graphic de-
signer William Thompson. “We
do lots of prototyping, where we
mock up different arrangements
or graphics and get feedback
from users.”
Compared to a gauge cluster

or infotainment touchscreen,
Thompson said the head-up dis-
play space is constrained, forc-
ing designers to work within a

limited space.
Designers inherently “think

small,” he said, but legibility re-
stricts how far elements can be
downsized. Icons are simplified,
and lines must be at least four
pixels wide. Fonts typically con-
sidered as “grotesque,” – mean-
ing letters are distinct and dis-
crete from one another – are
used.
The use of a full-color screen

allows designers more flexibility
in selecting what colors to pro-
ject, Thompson said. Each hue in
the display is carefully selected
to ensure it projects well and ap-
peals to the driver.
Real-world testing helped the

design team finalize color selec-
tions. White – the brightest color
in the liquid crystal display, or
LCD – is used for most fonts and
displays, Thompson said.
Winter testing helped find a

hue that didn’t disappear against
a snowy background.
“We’ve done quite a bit of leg-

work to see what colors work
best on the road,” said Weiss.
“Some colors might look good
when viewed on a computer
screen but appear quite different
when projected on a windshield.”
Although the head-up display

duplicates information shown
elsewhere on the instrument
panel, it doesn’t require a second
set of controls.
“You might have an incoming

call notification pop up on both
the gauge cluster’s driver infor-
mation center and the head-up
display,” says Weiss, “but you
don’t have to dismiss each one
separately. We make sure the
control interface on the steering
wheel can interact with both dis-
plays.”
In order to further reduce com-

plication, HUD-specific controls
largely focus on adjusting the
screen’s height and brightness to
the driver’s liking, Weiss said.

GM Researches Best Colors, Fonts for HUD

A GM HUD in action.



Looking over your car in the
spring is a lot like facing the mir-
ror after a night of insomnia.
Thanks to the winter of 2014-

15, when few parts of the country
were spared the snow, ice, frigid
temps and, now potholes, have
sapped strength from batteries
and chewed up suspensions.
This makes April, – spring car

care month – is a good time to
give your car a thorough vehicle
checkup before the summer driv-
ing season, said Greg St. Aubin,
who leads technician training for
ACDelco, General Motors’ origi-
nal equipment and independent
aftermarket parts brand.
“Many services are best left to

the pros, while customers can do
others themselves,” St. Aubin
said.
Before you do anything, give

your car a good spring bath, said
Rich White, executive director of
the nonprofit Car Care Council of
Bethesda, Md.
“Regular car washes and wax-

es protect your car from corro-
sive debris. In parts of the coun-
try where salt is used on the
roads, regular washing of the un-
dercarriage is especially impor-
tant,” said White.
Along with routine services

like an oil and filter change,
brake check and fresh wiper
blades, ACDelco experts recom-
mend a thorough spring mainte-
nance, said GM spokesman
Robert Wheeler. Some things a
driver can do for him or herself,
and some things should be left to
the pros. Here are some recom-
mendations.
Go with the pros:
• Oil change – Having the oil

and oil filter changed, at least as
often as recommended by the
manufacturer, is likely to gener-
ate the single biggest return on
your investment in routine auto

service and maintenance. Re-
placing the dirty oil and filter will
help protect the internal parts of
the engine from premature wear.
It’s important to use the recom-
mended grade of oil for your ve-
hicle for the best protection and
fuel mileage. See your vehicle
owner’s manual for the recom-
mended oil change interval, or
follow the oil-life monitoring sys-
tem, if equipped.
• Spark plugs – Many are de-

signed to last 100,000 miles, but
they can get dirty or fail prema-
turely. Ignition wires lose insulat-
ing ability over time, and the con-
nection to the plug or ignition
coil can degrade. Having plugs
checked and, if necessary, re-
placed, can improve vehicle per-
formance and fuel economy.
• Examine belts, clamps and

hoses – Tighten or replace as
necessary.

• Replace worn or damaged
suspension components like
struts, shocks, tie rods and bush-
ings, which take the brunt of
spring potholes and bumpy grav-
el roads.
• Test the battery – Heat can

tax a battery as much as cold.
Modern batteries are about more
than cold cranking amps.
Do it yourself:
• Sunroof – Before opening it

for the season, inspect weather
strips and remove debris from
drains before they leak into vehi-
cle. Wipe the sunroof seal and
roof sealing area with a clean
cloth, mild soap and water
• Cabin air filter – Replace this

filter to improve airflow through
the interior climate control sys-
tem and help remove pollen, al-
lergens and stale odors.
• Radiator and condenser –

Sand and salt can corrode and

damage these elements, which
are what you see through your
vehicle’s grille. With the engine
off, use a garden hose (do NOT
power wash) with medium spray
or open flow to wash away dirt
and salt. This simple step can im-

prove engine cooling and air con-
ditioning performance.
• Spare tire – Make sure it’s

properly inflated and that you
have a portable compressor, a
jack and a tire iron in the event of
a flat.
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“WE’LL GIVE YOU A $3,500 MINIMUM FOR YOUR 2003 OR NEWER TRADE-IN”

SPRING PULL AHEAD IS BACK- SEE DEALER FOR DETAILS

PURCHASE
FOR

$18,997*
LEASE FOR
24 MONTHS
$113*
$999DOWN

2015

NEWSILVERADO

PURCHASE A
FOR

$26,997*
LEASEFOR
39 MONTHS
$189*

$999DOWN

2015

NEWCRUZE

PURCHASE A 1LS
FOR

$15,514*
LEASE 1LT
39 MONTHS
$106*

$999DOWN

2015

NEWMALIBU

PURCHASE A
FOR

$18,657*
LEASE

39 MONTHS
$140*

$999DOWN

2015

––––––––––– BUICK SIGN & DRIVE EVENT –––––––––––

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 4-30-15.

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

$19,897*
LEASE FOR
24 MONTHS
$137*

$999DOWN

2015

NEWLACROSSE

PURCHASE A
FOR

$28,997*
LEASE FOR
39 MONTHS
$304*

$999DOWN

2015

NEWENCORE

PURCHASE A
FOR

$20,997*
LEASE FOR
24 MONTHS
$117*
$999DOWN

2015

NEWTERRAIN

PURCHASE
FOR

$22,797*
LEASE FOR
24 MONTHS
$109*

$999DOWN

2015

NEWENCLAVE

PURCHASE A
FOR

$33,597*
LEASE FOR
36 MONTHS
$254*

$999DOWN

2015

NEWACADIA

PURCHASE
FOR

$28,597*
LEASE FOR
24 MONTHS
$199*

$999DOWN

2015

NEWTRAVERSE

PURCHASE
FOR

$26,584*
LEASE FOR
24 MONTHS
$131*
$999DOWN

2015

NEWEQUINOX

PURCHASE A
FOR

$19,676*
LEASE

24 MONTHS
$76*
$999DOWN

2015

NEWCAMARO

PURCHASE
FOR

$20,297*
LEASE FOR
39 MONTHS
$189*

$999DOWN

2015

NEWVOLT

LEASE FOR
36 MONTHS
$289*

$999DOWN

2015

PURCHASE A 2014
FOR

$27,305*

Must
Terminate
Non-GM Lease

NEWSIERRA

PURCHASE A 2WD
REGULAR CAB FOR
$23,997*

LEASE FOR
24 MONTHS
$159*

$999DOWN

2015

DBL. CAB
2WD

LS 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 GM Employee Discount (Unless otherwise stated). Below GM Pricing only valid on
certian models. Equinox,Trax andTraverse are 24month leases.Volt is a 36month lease. Silverado,Malibu,Cruze andCamaro are 39month leases.All leases
are 10k miles per year w/ approved S Tier credit w/ $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 determined by lender. For Silverado,must trade in ’99 or newer model vehicle. GM Employee
discount to everyone valid on certainmodels. **$3500 trade-in is valid on2003or newer vehicleswith under 115kmiles in drivable condition,nobranded titles,
less reconditioning determined by appraiser. Certain restrictionsmay apply, see dealer for complete details.** Expiration Date – 4/30/15

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 active GM employee discount (unless otherwise stated). All leases are 10,000 miles per year with approved S Tier credit w/ $999 down (unless
otherwise noted). Must have lease loyalty and/or conquest. Must have closing competitive lease. For Sierra,must trade in ’99 or newer model 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. GM
employee discount to everyone valid on certain models. **$3,500 trade in is valid on 2003 or newer vehicles w/ under 115k miles in drivable condition,
no branded titles, reconditioning determined by appraiser. Certain restrictionsmay apply, see dealer for complete details.** Exp date:4/30/2015.

NEWYUKON

PURCHASE A
FOR

$44,497*
LEASE FOR
36 MONTHS
$374*

$999DOWN

2015

4WD
SLE

1LT LT

Cars Should be Checked after Harsh Winters

Looking for faults this April can save small problems from growing.

NEW YORK (AP) – The New
York International Auto Show
opened last week with a mix of
mainstream sedans and glitzier
models from automakers across
the globe.
Lovers of luxury and perform-

ance won’t be disappointed.
Among the introductions are a
big Cadillac and the return of the
Lincoln Continental. Here are
highlights of these models:
• Cadillac CT6 – GM’s latest

entry in the big rear-drive luxury
sedan category competes with
the BMW 7-Series and the Mer-
cedes S-Class. Caddy’s previous
full-size model, the DTS, embod-
ied old Detroit luxury – a spongy
boat built for straight-line free-
way driving. The CT6 has an alu-
minum-intensive body with 11
different materials for strength,
performance and efficiency.
GM says the car is lighter than

the smaller BMW 5-Series. Con-
sumers can choose from a new 3-
Liter twin-turbo V6 with 400
horsepower, plus two less-pow-
erful engines from the previous
generation. Night vision that
helps identify people and large
animals with heat signatures on
a dashboard display. Pricing and
gas mileage weren’t announced.
• Lincoln Continental – The

return of the Continental name
after a 13-year hiatus signals Lin-
coln’s renewed confidence in the
U.S. and a fondness in China for
big cars with well-known names.
The concept car being shown

in New York is painted a deep
Prussian blue, an homage to
Continentals of the 1950s. But
there are few other references to
its history. Lincoln’s split-wing
grille, dating back to the 1940s,
was replaced by a tight, rectan-
gular mesh grille. The sides are
smooth; even the door handles
are hidden within a narrow strip
of chrome at the beltline.

Cadillac, Lincoln
Luxury Vehicles
Make NYC Debut



by Jim Stickford

True to its promise, Lincoln
will be introducing its fourth car
in four years. The new Lincoln
Continental will make its debut
next year, said Deborah Chen-
nells, Lincoln Global Communica-
tions assistant manager.
To that end, Lincoln unveiled

its Continental concept car on
March 30.
“This concept car, which had

its public debut at the New York
auto show, gives a strong indica-
tion of what the new Continental
will look like next year when it
comes out,” Chennells said.
“When Lincoln relaunched a few
years ago, we promised we’d
have four new vehicles in four
years. This is the fourth car in
the fourth year.”
The concept Continental,

Chennells said, was designed to
be “elegant, effortlessly powerful
and serene.” It also “blends
meticulous craftsmanship and
technologies designed to create
better drivers and provide pas-
sengers with a more relaxing and
entertaining environment in-
spired by first-class travel.”
“Luxury at its best is about

simplifying and quietly exceeding
expectations, rather than being
the loudest statement on the
road,” said Mark Fields, Ford Mo-
tor Company president and CEO.
“The Continental Concept show-
cases the promise of quiet luxury
from Lincoln going forward. It al-
so is a strong indication of what’s
to come next year as we intro-
duce our new Lincoln Continen-
tal full-size luxury sedan.”
With a sleek silhouette and a

new centered chrome grille, the
Continental Concept signals the
arrival of a new face for Lincoln,
Fields said. A raised Lincoln
badge is surrounded by a span of
repeating polished aluminum
Lincoln Star emblems.
E-Latch door handles tuck dis-

creetly in the clean vehicle belt-
line, Fields said. The door handle
technology also provides for ele-
gant entry. The doors open ef-
fortlessly with the touch of a but-
ton positioned on the underside
of the door handle wings and
close quietly.
“Some brands talk about ‘the

machine,’” said Kumar Galhotra,
Lincoln president. “Lincoln is dif-

ferent. For us, it is about more
than the machine. It is about
what our vehicles do for our
clients.”
New technology is a hallmark

of the vehicle. Galhotra said. It
starts with the vehicle sensing
your approach and lighting up to
greet you inside and out.
Outside, signature full-width

tail lamps feature advanced light-
through-chrome technology. Pow-
erful LED matrix head lamps with
laser-assist high beams reduce
glare and improve visibility, Gal-
hotra said. Rhapsody Blue metal-
lic paint calls back Lincoln Conti-
nental’s signature color.
Inside are the brand’s most

sensual materials ever, Chennells
said, including Venetian leather
seat and door panels, Alcantara
seat inserts and armrests, and
shearling wool carpet. Rose Gold
trim around the instrument clus-
ter provides warmth. Bright
chrome trim on the instrument
panel adds contrast.
Chennells said that initial reac-

tions from the public and the au-
tomotive press has been strong.
“We’ve only just unveiled the

Continental Concept, but the
comments on styling have shown
that people paticularly like that
element. And people like the cen-
tral grill, which is reminiscent of
Continentals of the past. We’ve
received a lot of positive com-
ments.”
Ambient lighting enhances the

interior, creating a serene envi-
ronment. Soft-gold LED lights
glow from the center console and
from the halo light overhead.
Patented 30-way Lincoln-de-

signed seats use a new-to-market
design that conforms to passen-
gers’ sizes and shapes. The pas-

senger-side rear seat can fully re-
cline by moving the front passen-
ger seat forward with the touch
of a button.
From a panel mounted on the

through-center console, rear pas-
sengers also can control climate
settings and the Revel Ultima au-
dio system, which allows passen-
gers to select from three sur-
round-sound modes: Stereo, Au-
dience and On-Stage.
Rear-seat comfort is further

highlighted by an SPD Smart-
Glass tinting sunroof, Chennells
said, which allows passengers to
control heat from direct sunlight.
With the touch of a button, the
glass can cool the vehicle interi-
or by as much as 18 degrees
Fahrenheit, while blocking 99
percent of UV rays.
Rear-seat passengers also en-

joy the convenience of a tablet-
supporting lap tray that deploys
from the through-center console.
It also features a champagne
storage compartment. Detach-
able, hand-crafted Venetian
leather travel cases are mounted
to the backside of the front seats.
Under the skin, the Continental

Concept is powered by a Lincoln-
exclusive 3.0-liter V6 EcoBoost
engine. It also features Lincoln
Drive Control ride-enhancing
technologies and Adaptive Steer-
ing.
The car rides on polished-alu-

minum, painted-pocket 21-inch
wheels. Driver assist technolo-
gies include Pre-Collision Assist
with Pedestrian Detection, En-
hanced Park Assist and a 360-de-
gree camera that displays on the
MyLincoln Touch screen.
“The Lincoln Continental name

is associated with iconic beauty
and elegance,” said David Wood-

house, Lincoln design director.
“Capturing those qualities and
building upon them drove us as
we crafted this thoroughly mod-
ern sedan concept.”

The Lincoln Continental Con-
cept was shown at the New York
International Auto Show, which
opened April 1 for members of
the news media.

The Continental concept car paid attention to the vehicle’s interior.
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The Lincoln concept car points to the Continental’s future.This 1980 Lincoln Continental shows off the brand’s great past.

On March 27, in Southfield ap-
proximately 300 employee volun-
teers of International Automotive
Components (IAC), an automo-
tive interior components suppli-
er, stepped away from their usual
vehicle interior design and pro-
duction activities to package
50,000 meals for Detroit and
Africa’s homeless and hungry.
This is the sixth year that IAC

has partnered with Kids Against
Hunger (KAH), a charity devoted
to producing and supplying
nourishing meals for global and
local organizations that feed the
hungry, said IAC spokeswoman
Amanda Dunford. Since its incep-
tion, the partnership between
IAC and KAH has generated

300,000 meals.
Meal packages include high-

quality white rice, fortified,
crushed soy (52 percent pro-
tein), a blend of six dehydrated
vegetables, and 21 vitamins and
minerals, Dunford said. KAH dis-
tributes meal packages through
Forgotten Harvest to various lo-
cal soup kitchens, while IAC
sponsors the shipment of a large
portion of the meals being air
freighted to Africa.
“Kids Against Hunger gives IAC

employees an opportunity to
make an immediate difference
here in Detroit and around the
world,” said Dave Ladd, IAC
group senior director of Market-
ing and Communications.

IAC Helps Kids Against Hunger Feed
Hungry Across Detroit and the World

Lincoln Continental ‘Returns’ as Concept in New York

Matthew McMahon with Fred the Red of Manchester United

by Jim Stickford

Chevrolet’s #BestDayEver pro-
motion on April Fool’s Day 2015
was no joke.
Chevrolet new promotion –

#BestDayEver – started off by
surprising more than 12,000 peo-
ple with a multimedia event that
broke new ground to share the
brand’s lineup of cars and
crossovers, said GM spokes-
woman Cristi Vazquez.
Some of the surprises that

started off the day included an
impromptu Kelly Clarkson con-
cert for pregnant women and
new moms, opening day tickets
to Major League Baseball games
across the country, gas cards
from NASCAR driver Danica
Patrick and more were part of
Chevrolet’s Best Day Ever on
April 1.
In an email, Vazquez said that

the promotion came together
quickly – in about a month – and
was developed by Chevrolet and
its ad agencies Common-
wealth//McCann; Carat; and
Fleishman Hillard.
Vazquez said that Chevrolet re-

cruited partners in sports, enter-
tainment and philanthropy to
surprise people across the coun-
try with meaningful gestures
large and small.
“We worked with partners like

WhoSay, who brought on both
Baldwin and Wilde, iHeartMedia
and long time Chevrolet partners

like our drivers, MLB and others
to get people who would help us
reach beyond our typical cus-
tomer base,” Vazquez said.
The day began with the intro-

duction of the new 2016 Chevro-
let Malibu. That and other #Best-
DayEver events were streamed
on Chevrolet’s YouTube channel.
Chevrolet, Vazquez said, was the
first brand to use the YouTube
Spaces LA for a broadcast and
first to stream for eight hours on
the YouTube platform.
“Chevrolet took a vanguard po-

sition in creating a real-time mar-
keting program that reached di-
verse audiences and brought
about a new level of conversa-
tion about the brand,” said Paul
Edwards, U.S. vice president,
Chevrolet marketing. “The brand
engaged millions of people today
and if we got just a fraction of
those folks to take another look
at our cars, trucks and
crossovers, we accomplished
our goals.”
The #BestDayEver generated

1.5 billion social media impres-
sion with 98 percent positive sen-
timent and 3 million people
viewed the live stream content.
At peak times, the broadcast re-
ceived 600 comments per
minute.
“The 3 million views of the re-

lated content by the end of the day
on April 1 andmore than 1.5 billion
online impressions far exceeded
our expectations,” Vazquez said.

Highlights included:
• Alec Baldwin surprised stu-

dents in a history class at Occi-
dental College by dressing up as
Abraham Lincoln.
• Manchester United Mascot

Fred the Red presented Make-A-
Wish Foundation wish recipient
Matthew McMahon with tickets
to an upcoming match in Mach-
ester on May 16. Three Manches-
ter United players recorded a
personalized video inviting
Matthew to the match.
• Norman Reedus shared his

passion for photography and
production with students at St.
John’s University.
• Nikki Reed and Ian Somer-

halder crashed a class at Emory
University.
• Olivia Wilde shocked Made

in NY at Brooklyn Navy Yard stu-
dents when she was introduced
as the substitute instructor.
• Spike Lee joined students at

Harlem Children Zone for a dis-
cussion on achieving their
dreams and following their pas-
sions.
• Pregnant women and new

mothers attended a luncheon
and during dessert, Kelly Clark-
son – a new mom herself – sur-
prised them with a private con-
cert with iHeartRadio at The
Grove Los Angeles.
• Unassuming drivers in Con-

cord, N.C. stopping to refuel their
cars were surprised with free gas
cards.

Chevy Gives Best Day Ever for Lucky Few
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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
GMVehicle In Household. Programs subject to change. Photos may not represent actual vehicle. Price is subject to change without notice. See dealer for details. Expires 4/30/15.

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

2015GMCCANYON4X4SLE EXTCAB

LEASE THE NEWEST
FOR LESS!

$248*
/MO

36MO. LEASE • 10K MILES PER YEAR

$279*
/MO

24MO. LEASE • 10K MILES PER YEAR
STK #8323-15 • DEAL #53281

YOU SAVE
$10,000

NEW
2015BUICKENCORE FWD
LEASE FOR ONLY

$139*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #4263-15 • DEAL #49782
* GM Pricing plus tax, title, lic. Lease figured with Buick/GMC Lease
Loyalty Rebate. $1416 Total Due at Signing.

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

2015 BUICKLACROSSE
BASE 1SB

LEASE FOR ONLY

$259*
/MO

39 MO. LEASE
10K MILES PER YEAR

STK #4160-15 • DEAL #52858
* GM Pricing plus tax, title, lic.
Must have Buick/GMC Lease In Household to qualify for lowest payment.
$2167 Total Due at Signing.

NO SECURITY
DEPOSIT REQUIRED

2015BUICKVERANOFWD
1SD

LEASE FOR ONLY

$159*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #6989-15 • DEAL #53282
* GM Pricing plus tax, title, lic. Lease figured with Buick/GMC
Lease Loyalty Rebate. Must have Buick/GMC Lease In Household.
$1626.75 Total Due at Signing.

2014GMCSIERRA
15004X4DOUBLECABSLE

NOW
$34,980*

WAS $44,980
STK #7508-14

*GM Pricing Plus Tax, Title, Lic.

2015GMCACADIA FWD
SLE-1

2015 BUICKREGAL FWD
LEASE FOR ONLY

$229*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #6961-15 • DEAL #52861
* GM Pricing plus tax, title, lic. Lease example is Vin/Stk. specific.
Lease figured with Buick/GMC Lease Loyalty Rebate.
$1888 Total Due at Signing.

WOW!
HUGE DISCOUNT

NO SECURITY
DEPOSIT REQUIRED

–DEMO SPECIAL–

$169*
/MO

24 MO. LEASE
10K MILES PER YEAR

STK #7730-15
DEAL #51286

* GM Pricing plus tax, title, lic.
Must have Buick/GMC Lease In Household to qualify for lowest payment. $1798 Total Due at Signing.

BUICK’S NEWEST
FOR LESS!

2015GMCSIERRASLE
4X4DBL. CABZ71 4X4

FOR ONLY

$239*
/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. $1943 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 power outlet,
Universal home remote, Dual Climate Control A/C, Z71 Off Road Pkg.

LOADED
WITH

OPTIONS

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!

* GM Pricing plus tax, title, lic.
Lease figured with Buick/GMC Lease Loyalty Rebate.

$2797 Total Due at Signing.

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

*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. See dealer for eligibility requirements. GM Employee discount is required expect where noted. Leases
are 10,000 miles per year. Equinox and Traverse requires competitive lease in household. $1500 over Kelley Book offer is based on “Good” trade-in condition for 2000-12 model year vehicles minus reasonable reconditioning costs. No Branded titles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 4/30/2015 @ 6:00PM.

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!
• Rear Window Defogger!
• Remote Keyless Entry!

• 38 MPG on the Highway!
Stock#F22017
Was $20,920

NO 1ST PAYMENT OR
SECURITY DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

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

• 3.6 SIDI V6 Engine! • 6.5” Color Touch Screen Radio!
• 8 Passenger Seating! • Tilt and Telescopic Steering Column!

• Bluetooth for Phone! • 17”Wheels!
• Remote Keyless Entry

• 24 MPG on the Highway!
Stock#F23209
Was $31,870

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:

$119*
$999DOWN!

Sale
Price $16,990*

24 Month
Lease:

$166*
$999DOWN!

Sale
Price $26,590*

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!

• Tilt and Telescopic Steering Column! • Cruise Control!
• Remote Keyless Entry!

• Aluminum Wheels!
• 36 MPG on the Highway!
Stock#F23137Was $24,560

NO 1ST PAYMENT OR
SECURITY DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

39 Month
Lease:

$139*
$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#F22470Was $27,180

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 Month
Lease:

$108*
$999DOWN!

Sale
Price $22,490*

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. First
payment, except where noted, and doc fees due at signing with all rebates including USAA private
offer assigned to dealer. Lessee responsible for excessware and tear aswell as exceeded contracted
mileage. 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 CRUZE LT
$116*

PER MONTH
36MONTHS $999DOWN
10K LEASE

FIRST PAYMENTWAIVED!

38 MPG

2015 MALIBU
$129*

PER MONTH
36MONTHS $999DOWN
10K LEASE

FIRST PAYMENTWAIVED!

38 MPG

2015 IMPALA
$186*

PER MONTH
36MONTHS $999DOWN
10K LEASE

38 MPG

Chevrolet reported its best-
ever March for crossover sales
and it was an exceptionally
strong month for pickup trucks,
Cain said. Chevrolet had its best
March pickup sales since 2007,
with Silverado up 7 percent and
the new Colorado repeating as
the industry’s fastest-selling
pickup for the second month in a
row, taking only 17 “days to
turn.”
GMC had its best first quarter

sales since 2005 and its best
March pickup sales since 2006,
with Canyon deliveries reaching
2,434 units and Sierra up 3 per-
cent.
Strong pickup sales also

helped drive robust gains with
commercial customers. Through
March, commercial deliveries
have grown year over year for 17
consecutive months. Commer-
cial deliveries were up 39 per-
cent in March, and full-size pick-
ups were up 41 percent.
To increase overall truck pro-

duction and meet demand for
the Colorado and Canyon, GM’s
Wentzville (Mo.) Assembly plant
added a third production shift in
March, Cain said.
“Dealers have customers lining

up for the GMC Canyon and
Chevrolet Colorado, so the addi-
tional supply couldn’t come at a
better time,” McNeil said.
Additional March Highlights

(vs. 2014 except as noted).
• Chevrolet: The new Trax

small crossover, which began ar-
riving in U.S. showrooms in De-
cember 2014, saw deliveries of
4,026 units. Equinox sales were
up 22 percent and Traverse was
up 18 percent.
• GMC: The Sierra, combined

with a 16 percent increase in

Yukon XL deliveries, helped GMC
increase its sales by 1 percent.
GMC has now delivered 14 con-
secutive months of year-over-
year retail sales increases.
• Buick: Buick deliveries in-

creased year over year, driven by
a 25 percent increase in LaCrosse
deliveries and the best month
ever for the Encore, the vehicle
that ignited growth in the small
crossover segment.
• Cadillac: Demand for the

new Escalade continues to grow.
Sales were up 119 percent for the
vehicle’s best March since 2008.
Cadillac XTS deliveries increased
11 percent.
Cadillac continues to evolve its

business with new products and
brand positioning in the luxury
market. Through the end of the
first quarter, nearly 60 percent of
customers were new to the
brand.
According to PIN estimates,

GM’s incentive spending as a per-
centage of ATPs was 9.2 percent
in March, down 1.6 percentage
points month over month due in
part to successful new product
launches. Industry average
spending was 10.0 percent of
ATPs, up 0.4 percentage points.
Cain said trucks, including

pickups, SUVs and vans, ac-
counted for about 17 percent of
the industry, according to PIN es-
timates, up 2 percentage points.
Large pickups alone represented
more than 12 percent of the in-
dustry, up 1 percentage point.
Crossovers represented ap-

proximately 39 percent of the
market, up 2 percentage points.
Cars represented about 44 per-

cent of the industry, down 4 per-
centage points. Total fleet sales
were up 5 percent during the
month and they were up 15 per-
cent in the first quarter.

GM Sales Show Truck, SUV
Strength in Month of March
CONTINUED FROM PAGE 1
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2015 CTS 2.0L TURBO
STANDARD COLLECTION

51 AVAILABLE

2015 ATS 2.0L TURBO AWD
SEDAN - STANDARD COLLECTION

42 AVAILABLE

2015 SRX FWD
STANDARD COLLECTION

83 AVAILABLE

2015 ESCALADE AWD
LUXURY COLLECTION

16 AVAILABLE

$299EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$399EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

$299EMPLOYEE
PRICE
24 MONTH/10K PER YEAR

$699EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

2015 XTS FWD
STANDARD COLLECTION

38 AVAILABLE

$419EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

2015 ATS 2.0L TURBO AWD
COUPE – STANDARD COLLECTION

$319EMPLOYEE
PRICE
36 MONTH/10K PER YEAR

11 AVAILABLE

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 Coupe/Sedan, SRX & XTS must show
proof of current GM Lease. CTS must show proof of ownership or lease of 2003 or newer Cadillac CTX. 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 $1,809, ATS Coupe $2,219, CTS $3,119, XTS $2,679, Escalade $4,869, SRX $739. See dealer for
details. Take delivery by 4/30/2015.

FREE
27 MULTI-POINT
INSPECTION

Expires 4-30-15

OIL CHANGE
$24.95*

FREE 27 multi-point inspection
Most GM cars & light trucks. Includes 5 Qts

of Dexos 1 oil & AC Delco oil filter.
*Plus Tax. Expires 4-30-15

MAIL-IN REBATE (DEBIT CARD)**

$100
ON A SET OF FOURTIRES

From these select brands:
BRIDGESTONE • CONTINENTAL • GOODYEAR

HANKOOK • PIRELLI
Expires 5-31-15

• 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

OPEN 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

CCOOMMIINNGG SSOOOONN
ACROSS FROM THE GM TECH CENTER

Reward Yourself

Reward Yourself 0% APR on Select Cadillacs*

**See dealer for details and rebate form, which must be postmarked by 6/30/15. Allow 6 to 8 weeks for delivery of debit card.

#42333 #21552#44296

475 SUMMIT DRIVE • 248-292-2502 • 5825 HIGHLAND RD. (M59) • WATERFORD

CALL
BRUCE LITVIN
– 24/7 & 365 –

40 YEARS
OF QUALITY SERVICE

CELL # 1-586-405-5175
blitvin@lunghamer.com

1-888-665-5438

TTHHEE NNEEWW
PPRROOGGRRAAMMSS

HHAAVVEE
AARRRRIIVVEEDD
AANNDD TTHHEE

LLEEAASSEE
PPAAYYMMEENNTTSS

AARREE
FFAABBUULLOOUUSS
OOHH MMYY GGOOSSHH
TTHHEE LLEEAASSEESS AARREE

GGRREEAATT TTHHIISS MMOONNTTHH!!
CCAALLLL FFOORR DDEETTAAIILLSS

DETROIT (AP) – A Detroit-
based automotive financial serv-
ices company announced March
31 its headquarters will remain
in the city’s resurgent downtown
rather than move to the suburbs.
Ally Financial Inc. signed a 12-

year lease to move its headquar-
ters and 700 employees a few
blocks from the Renaissance
Center to the One Detroit Center
on Woodward Avenue.
The company also said it will

consolidate its southeastern
Michigan operations and move
600 workers from other offices to
downtown. Another 200 contrac-
tors and vendors also will work
in the building which will be re-
named Ally Detroit Center.

The move comes about three
months after the city of Detroit
restructured or erased $7 billion
in debt through the largest mu-
nicipal bankruptcy in U.S. histo-
ry. But the city’s downtown con-
tinued to improve and attract
business even during Detroit’s fi-
nancial crisis.
“In Detroit, we need to start

getting use to success, because
this is going to keep happening,
“Mayor Mike Duggan said at the
Ally announcement. “There’s a
different attitude and different
level of cooperation.”
Ally will occupy 13 floors and

321,000 square feet in the 43-story
One Detroit Center. Its lease comes
with 2,000 parking spaces in an at-
tached garage and another 550
spaces through Detroit’s Down-
town Development Authority.
“Like the city of Detroit, Ally is

continuing to evolve and build
upon a strong heritage, “ said Jef-
frey Brown, the company’s chief
executive. “This is an exciting
time for our company, and bring-
ing all of our southeast Michigan-
based associates together in one
impressive building in the heart
of the city sets the stage for our
next chapter, which will be root-
ed in innovation, creativity and a
strong and vibrant culture.”
Ally’s automotive services in-

clude new and used vehicle in-
ventory, consumer financing,
leasing, vehicle service con-
tracts, and commercial loans. Al-
ly Bank, the company’s direct
banking subsidiary, offers certifi-
cates of deposit, savings ac-
counts, money market accounts,
IRA deposit products and inter-
est checking.
The company was all but set

on leaving Detroit for more space
when Duggan convinced its lead-
ers to allow the city to put to-
gether a proposal to stay down-
town.
Duggan said he contacted Dan

Gilbert, founder and chair of De-
troit-based online mortgage
lender Quicken Loans to help.
The lease was put together
through Bedrock Real Estate
Services, part of Gilbert’s Rock
Ventures and Quicken Loans fam-
ily of companies.
Bedrock owns more than 70

properties in downtown Detroit
and announced March 31 that it
had purchased One Detroit Cen-
ter.
“This is another exciting day

here in Detroit, Gilbert said. “As
days go on things will continue
to get more and more exciting.

Ally Financial Stays in Detroit

“... we need to start
getting use
to success,

because this is
going to keep
happening.”
– Mike Duggan,

Detroit Mayor
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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

EMPLOYEE PRICING FOR EVERYONE!*

SCAN
ME

CHECK YOUR
TRADE IN
VALUE HERE

*We make car buying fun at Milosch’s Palace. Please call to schedule an appointment for a demonstration drive. All rebates to dealer. Deals apply to stock
units only. Must be a Chrysler employee. $1995 down, plus destination, taxes, title, plates. Must be Chrysler Employee. $500 Military and TDM included.
Lease calculated at 10,000 miles per year. Vehicle shown not actual vehicle. WAC. See dealer for details. **Lease and prepay examples are plus destina-
tion, taxes, title, plates, $0 sec. deposit required. Includes Conquest Trade-in and must be Chrysler Employee. Programs subject to change. +On select mod-
els. See dealer for details. Expiration date is 4/30/15.

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
RT

2014 DODGE
CHARGER R/T
AWD

EMPLOYEE 1 PAY 27 MONTH
LEASE STARTING FROM
$4188*

27 MO. LEASE ONLY
$189mo.

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
$99*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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