
As part of Chevrolet’s global
growth strategy to ensure long-
term profitable expansion in the
markets where they operate, the
company confirmed that it will
make U.S. $1 billion (INR 6,400
crores) in new investment in In-
dia. The announcement was
made in Delhi during GM CEO
Mary Barra’s recent summer vis-
it, the second visit to the country
in 12 months, said GM
spokesman P Balendran.
Barra, GM executive vice presi-

dent and GM International presi-
dent Stefan Jacoby and GM India
president and managing director
Arvind Saxena met with India’s
Prime Minister Narendra Modi
today to brief him on Chevrolet’s
plans.
Chevrolet stated in early Au-

gust that it is making a U.S. $5 bil-
lion investment to strengthen its
business in global growth mar-
kets through the development of
an all-new vehicle family that will
meet the rapidly changing de-
mands of customers in Brazil,
China, Mexico and India. The
company has invested US $1 bil-
lion in India since 1996, Balen-
dran said.
“Chevrolet is committed to In-

dia for the long term,” said Barra.
“We are delivering on our prom-
ise and doubling our investment

in India. This will allow us to pro-
vide our Indian customers the
great vehicles they want and the
world-class customer experience
they deserve. It will also support
the government’s Make in India
program.”
The new investment is expect-

ed to create approximately
12,000 new jobs for GM India and
its suppliers, Balendran said. Be-
sides growing the use of the do-
mestic supply base to support
increased product localization,
Chevrolet will also expand its do-
mestic dealer network to sup-
port the greater availability of ve-
hicles and service for consumers
nationwide.
The majority of the new invest-

ment will support the strength-
ening of Chevrolet’s Talegaon
manufacturing base in the state
of Maharashtra, Balendran said.
It will enable the facility to local-
ize, industrialize and optimize its
footprint to accommodate addi-
tional products for the domestic
and export markets.
“The new global vehicle family

we just announced will have sev-
eral different body styles de-
signed to meet the expectations
of the Indian consumer,” said Ja-
coby. “The vehicles will be man-

CONTINUED ON PAGE 3
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The 2016 Jeep Compass

The 2016 Cadillac SRX

The 2016 Ford Explorer

While GM’s fleet sales were
down 24 percent, increases in
the more profitable retail sales
picked up the slack in August.
General Motor’s Chevrolet,

Buick, GMC and Cadillac brands
sold 270,480 vehicles in the Unit-
ed States in August 2015. Retail
deliveries climbed 6 percent
compared with a year ago, when
results included the Labor Day
holiday.
GM had the industry’s largest

retail sales increase and gained

more than 1 percentage point of
retail market share year over
year, based on J.D. Power PIN es-
timates. Fleet sales were down 24
percent on a 38 percent decline
in rental deliveries. Total sales
were in line with a year ago (a .7
percent decline), said GM
spokesman Jim Cain.
GM continues to have the high-

est average transaction prices
(ATPs) and had the lowest incen-

GM’s Retail Sales Up 6 Percent

Fiat Chrysler reported U.S.
sales of 201,672 units, a 2 percent
increase compared with sales in
August 2014 (198,379 units), and
the group’s best August sales
since 2002.
The Jeep and Ram Truck

brands each posted year-over-
year sales gains in August com-
pared with the same month a
year ago, said Chrysler
spokesman Nick Cappa. The Jeep
brand’s 18 percent increase was
the largest sales gain of any Fiat
Chrysler brand during the

month. The group extended its
streak of year-over-year sales
gains to 65-consecutive months.
“In spite of a tough 2014 com-

parison and extreme stock mar-
ket volatility, our dealer’s com-
petitive spirit kicked in and pro-
pelled us to our 65th-consecutive
month of year-over-year sales in-
creases,” said Reid Bigland, head
of U.S. Sales. “Our Jeep brand
turned in a double-digit increase
while eight individual models, in-

Jeep’s Sales Up 18 Percent

Ford Motor Company deliv-
ered its best August U.S. sales in
nine years on strong demand for
new cars, SUVs and trucks. Sales
totaled 234,237 vehicles, a 5 per-
cent increase.
“Customer demand for our

newest vehicles made August a
strong month for Ford,” said
Mark LaNeve, Ford vice presi-
dent, U.S. Marketing, Sales and
Service. “Improved availability
helped make August the
strongest sales month this year

for F-Series. We also had our best
month of Ford SUV sales in 12
years.”
F-Series delivered its best Au-

gust sales results since 2006, with
total sales of 71,332 – a 5 percent
increase in sales versus a year ago.
F-150 EcoBoost sales also have
been growing, representing 63 per-
cent of F-150 retail sales in August
and an 86 percent increase versus
EcoBoost sales a year ago.

Ford’s SUV, Truck Sales Up

by Jim Stickford

The annual Woodward Dream
Cruise presents the enterprising
businesses along Woodward Av-
enue with a real money-making
opportunity even if they aren’t
in the car industry.
U-D Mercy marketing profes-

sor Michael Bernacchi said that
for businesses along Woodward,
the Dream Cruise can be either a
real “win-win or win-lose” situa-
tion for Woodward businesses.
Bars and restaurants as well

as businesses that cater to the
car enthusiast do well. But there
are plenty of businesses along
Woodward that don’t cater to
car enthusiasts – nail salons,
services businesses such as in-
surance sellers or banks and the
like – and they might find their
business actually decline the
week of the cruise because cus-
tomers don’t want to hazard the
crowds.
Bernacchi said that he is

aware of a church on Woodward
that decided to raise funds for
its activities this year by doing
more than renting out parking
spaces.
“They decided to sell some re-

freshments,” Bernacchi said.
“From what I understand, they
did very well. They thought out-
side the box, and that’s what
other businesses have to do.”
Bernacchi said that the Dream

Cruise presents businesses all
kinds of opportunities to get
their names before the public.
He said that he’s aware of a piz-
za parlor that passed out
coupons that were good for

Woodward Dream
Cruise Presents
Business Chances

CONTINUED ON PAGE 5
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by Jim Stickford

Several members of the Michi-
gan Congressional Delegation
visited the Detroit Arsenal (home
to the Army’s TACOM and
TARDEC facilities) in Warren on
Sept. 2 as part of a larger tour of
Michigan’s military bases.
TACOM commander Maj. Gen.

Gwen Bingham said that she was
glad to bring members of the
Michigan Congressional Delega-
tion to Warren to see just what
they do there. She noted that
TACOM generates and provides
the tools of mobility, lethality
and survivability for America’s
war fighters.
“If soldiers eat it, wear it, shoot

it or drive it, it’s handled through
TACOM, it’s managed here, it
happens here,” said Michigan
Sen. Debbie Stabenow. “The mes-
sage we want to send the coun-
try is that kind of thing couldn’t
happen anywhere else in the
U.S., that we’re in a partnership

Arsenal Hosts Congressional Delegation

Chevrolet to Spend $1B in
India to Expand Operations

GM CEO Mary Barra unveils Chevrolet Trailblazer SUV for India.

CONTINUED ON PAGE 3
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times after the cruise was over.
“Let’s look at the situation this

way,” Bernacchi said. “Turning
your head away from the cruise
gets you nothing. But if you look
at the cruise as a way to connect
with a large crowd, there are op-
portunities. And when you look
at the businesses along Wood-
ward, a lot of them are about
connecting with people and oth-
er businesses.”
A study done by Crossbow

Research, Inc. & Opinion Re-
search on behalf of the Detroit
Metro Convention Visitors Bu-
reau (DMCVB) after the 2012
Dream Cruise backs up what
Bernacchi said.

The DMCVB study showed
that of the estimated 1.3 million
attendees, approximately 26 per-
cent of them came from outside
metro Detroit.
The study further showed that

5 percent came from outside the
United States.
And 36 percent of visitors rent-

ed “an average of 2.3 hotel rooms
at an average cost of $109 per
room per night and stayed” for
about three nights.
Other economic conclusions:
• Most visitors also planned to

dine and shop while in the local
area, and on average, they spent
$250 for their personal travel
group on a full day in the metro
Detroit area.
• 47 percent of attendees

were from Oakland County; 11
percent were from Wayne Coun-
ty; 11 percent were from Ma-
comb County; 5 percent from
Washtenaw, Monroe and Liv-
ingston Counties; 9 percent
from other parts of Michigan;
12 percent from other parts of
the country; and 5 percent from
outside the U.S.
This statistic alone, Bernacchi

said presents all kinds of opportu-

nities for businesses. Those who
wish to expand outside metro De-
troit have the chance to engage
with people from across the state,
the country and the world. And
for those who wish to build rela-
tionships with local residents,
that opportunity also exists.
The study showed that visitors

spent more than area residents.
Here are some stats:
• Visitors spent an average of

$87.15 per person in restaurants
and bars versus area residents,
who spent an average of $57.22.
• Visitors spent an average of

$41.38 on shopping and sou-
venirs versus the $18.15 spent by
residents.
• Groceries and takeout

spending was almost identical –
$25.39 for visitors and $25.74 for
residents.

• The casinos saw some busi-
ness. Visitors spent, on average,
$6.25 per person. The average
resident spent $4,83.
The study indicated that near-

ly all those visiting the cruise (93
percent) use their personal vehi-
cle as their primary mode of
transportation while in the area,
with another 4 percent renting
cars.
The rest walked or used other

forms of transportation.
The study also showed that 46

percent of Dream Cruise visitors
used the Internet to gather infor-
mation about their visit.
So, Bernacchi said, that pres-

ents the Net-savvy business op-
erator with an opportunity to
reach new customers via the In-
ternet.
And, Bernacchi said, the

Woodward Dream Cruise has
grown beyond officially-sanc-
tioned events along the route set
out by the original founders of
the event.
“I find it interesting that the

Dream Cruise has become a
part of the fabric of the Detroit
area,” Bernacchi said.
“Even cities that don’t inter-

sect with Woodward are making
that weekend special. For exam-
ple, there is the downriver
cruise that happens around the
time of the Dream Cruise. It’s
become more than a one-day
event.
“My point is there are all

kinds of opportunities for peo-
ple, businesses and entire
communities who want to
take advantage of the Dream
Cruise.”

Woodward Dream Cruise Presents Business Opportunities

The City of Warren is sponsor-
ing its third Back-To-School Sup-
plies Drive for Needy Students.
Needed are binders, note-

books, colored pencils, paper,
crayons, pencils (No.2), erasers,
pencil sharpeners, folders, pens,
glue sticks, rulers, highlighters,
scissors, and markers.
Donations can be dropped off

at the mayor’s office, One City
Square, Suite 215, (box in front of
office). Supplies will be collect-
ed through the month of Septem-
ber.
According to city records, last

year’s drive benefited students
at McKinley Elementary School
in Warren. For more information,
please contact the mayors office
at 586-574-4520.
Additionally, every summer

the Judson Center hosts a
School Supplies Drive for chil-
dren in foster care. Donations
can be dropped off at Judson
Center in Royal Oak all year
round at Judson Center, 4410 W.
13 Mile Road, Royal Oak, 48073
,Monday through Friday 9 a.m. –
5 p.m.
Needed items include back-

packs, highlighters, pens, pen-
cils, glue and glue sticks, pencil
boxes, rulers, scissors, colored
pencils, crayons, notebooks,
binders, folders and flash drives.

School Supply
Drives Provide
for Students

The popularity of the annual Woodward Dream Cruise presents opportunities for Detroit-area businesses.

CONTINUED FROM PAGE 1

The Warren Public Library will
be hosting a couple of events to
educate and inform area resi-
dents how to obtain college
grants and scholarships as well
as how to learn sign language.
“Did you know that American

Sign Language is the third most
used language in the United
States,” said Warren librarian
Jennifer Lund “Are you interest-
ed in learning?”
If so, Lund said, Lois

Sprengnether Keel will be con-
ducting classes twice a month,
beginning on Tuesday, Sept. 8.
The classes will be held in the
Warren Civic Center Library con-
ference room starting at 6:30
p.m. All ages are welcome, Lund
said, but she added that children
must be accompanied by an
adult and able to cooperate in a
classroom-stle environment.
Lund said that on Thursday,

Sept. 10, the library will be hold-
ing a discussion, beginning at 6
p.m. at the Civic Center Library,
on how parents and students
can get grants and scholarships.
“College costs continue to rise

and individuals and families
conitnue to wonder how they
will manage,” Lund said. “They
are there scholarships and
grants available. We will have an
expert from the Michigan De-
partment of the Treasury with us
to answer any questions.”
Space is limited for the sign

language classes and the schol-
arship discussion, Lundy said.
To reserve a spot, call 586-574-
4564.

Warren Library
Special Events
For September

http://www.techcenternews.com
mailto:info@techcenternews.com


with the auto industry. The
whole Michigan delegation be-
lieves this and fights for this.”
The tour was important, said

Candace Miller (R-10th District)
to a crowd of reporters and De-
troit Arsenal workers, because
of the state’s long history as the
arsenal of democracy and its
ability to use the resources of the
auto industry to innovate for the
future.
Congressman Sander Levin (D-

Ninth Congressional District)
said that given the challenges the
military will face in the time of
tight budgets, it’s important for
the Michigan Congressional Dele-
gation to know what’s at stake
for Michigan and for the defense
of the country.
He noted that 75 years ago, De-

troit became the arsenal of
democracy because of the ability
of the auto industry to shift to
defense manufacturing.
“Now there is a similar need,”

Levin said. “The synergy be-
tween the military and the auto
industry is so rich. There is no
place like here and we should
take our place as a center of in-
novation.”
Levin also said that southeast

Michigan has developed a de-
fense corridor that has created
the infrastructure needed to
keep America strong and it’s im-
portant that the state’s represen-
tatives understand that. Which is
why tours of places like the De-
troit Arsenal, Selfridge Air Na-
tional Guard Base and Camp
Grayling up north are so impor-
tant.
Miller said it’s always been her

understanding that the first job
of the federal government is to
provide for the common defense
of its citizens.
“We’re an arsenal of innova-

tion,” Miller said. “We do it to for
our citizens and to protect our
war fighters. That’s why the
Michigan delegation, both Demo-

crat and Republican, are working
together. We here have just seen
the partnership between
TACOM, TARDEC and GM in the
development of an electric bat-
tery. I’ve never seen anything like
this.”
Rep. Debbie Dingell (D-12th

Congressional District) said
that too many people don’t
know what goes on at places
like the Detroit Arsenal or Self-
ridge.
“We need to talk about the pos-

itives,” Dingell said, “of
public/private partnerships. We
have great resources here in
Michigan that can help keep the
United States number one. Michi-
gan is the place to power that
drive.”
Rep. Fred Upton, (R-Sixth Con-

gressional District) said promot-
ing Michigan’s military resources
is a priority for the state delega-
tion because it shows that they

are dedicated to making sure the
country’s troops get what they
need to protect us all.
“We’ve impressed with what

we’ve seen,” Upton said. “We’ve
had the chance to kick the tires
of the vehicles developed here
in Michigan. It’s something to
see.”
Miller spoke to several media

members after the formal presen-
tations. She said that there will
be another round of Base Re-

alignment And Closure (BRAC)
analysis performed by Congress
in the future.
“It might happen in a year or

five years, but BRAC is going to
happen again,” Miller said. “We
need to make sure that we have
all hands of deck and that the
delegation understands what is
done at places like TACOM and
TARDEC. They need to know that
there is an arsenal of innovation
here.”
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ufactured and sold in India and
feature striking styling that has
never been seen here before.
They will also be exported
worldwide. With this investment,
our aim is to double our market
share in India by 2020.”
There are no plans to export

the vehicles to mature markets
such as the United States, Jaco-
by said. GM India is expected to
roll out 10 new locally produced
Chevrolet models within the
space of five years. They include
the Trailblazer SUV, which will
go on sale in October of this
year, and the Spin MPV, which
will reach the market in early
2017.
Talegaon, which currently has

a production capacity of 130,000
vehicles, will increase its base
capacity to 220,000 vehicles by
2025. It will also become a glob-
al export hub for GM, with more
than 30 percent of its annual pro-
duction planned for markets out-
side India. To rationalize its do-
mestic manufacturing opera-
tions, Chevrolet will cease pro-
duction at its Halol facility in the
state of Gujarat by the second
half of 2016.
“Consolidating our manufac-

turing in a single location in In-
dia will support the long-term
sustainability of our business in
a challenging emerging market,”
said Saxena.

Chevrolet Invests
$1B in India to
Boost Operations
CONTINUED FROM PAGE 1

Detroit Arsenal Hosts Michigan Congressional Delegation
CONTINUED FROM PAGE 1

Gwen Bingham, commander of TACOM, met with members of the Michigan Congressional Delegation.

Michigan State University Ex-
tension (MSUE) is partnering
with Gerry Weinberg & Associ-
ates to provide training on how
to grow a business.
Participants will learn how to

separate suspects from
prospects, how product knowl-
edge can hurt business growth
and how to sell more by listening
to prospects’ needs.
The workshop will take place

from 6 p.m. to 8 p.m. on Wednes-

day, Sept. 16 at the Nino Salvag-
gio Community Banquet Hall,
17496 Hall Road, Clinton Town-
ship, 48038, said Macomb Coun-
ty spokeswoman Kathy
Jamieson.
The cost for the workshop is

$25 per person. Pre-register at
events.anr.msu.edu/7sins/.
If you have any questions,

please contact Kathy Jamieson
at jamies13@anr.msu.edu or
greg.coyne@sandler.com.

County Offering Business Seminar



DETROIT (AP) – U.S. auto sales
remain a bright spot in a global
car market encountering turbu-
lence in important countries
such as China.
It’s a complete reversal from

six years ago, when U.S. vehicle
sales plunged during the reces-
sion and China easily surpassed
the U.S. as the world’s largest car
market. China remains No. 1, but
sales there are slowing as the
economy cools and cities impose
car ownership limits to curb
smog and congestion. That
leaves automakers relying heavi-
ly on the U.S. and Western Eu-
rope, where a recovery in car
sales is finally underway.
Sales figures for August re-

leased Sept. 1 by Sweden’s Volvo
Cars tell the story: Volvo U.S. ve-
hicle sales jumped 18.3 percent
as the new XC90 SUV went on
sale, and they rose 6.5 percent in
Europe. But its sales in China
plunged 10 percent. One of every
five vehicles Volvo sells globally
is sold in China.
All major automakers were re-

leasing U.S. sales figures Sept. 1,
and early reports were mixed.
Analysts expect sales of new cars
and trucks to decline slightly
from last August, but primarily
because of a calendar quirk. La-
bor Day is typically a big sales
weekend as dealers hold model
year-end clearance sales. Last
year, Labor Day weekend was
counted as part of August sales.
With Labor Day this year on Sept.
7, those sales will be part of Sep-
tember results.
Global figures for August will

be released later this month.
U.S. sales remain on pace to

top 17 million this year for the
first time since 2001. Low inter-
est rates, low gas prices, high
consumer confidence and entic-
ing new small SUVs like the Jeep
Renegade and Honda HR-V are
drawing buyers to dealerships
despite some angst in the stock
market caused by fears of the
economic slowdown in China.
For August, Ford reported a 5-

percent gain as sales of its new F-
150 gained steam, and Fiat
Chrysler’s sales rose 2 percent
thanks to strong demand for
Jeep SUVs. General Motors said
its U.S. sales were flat last month,
as it saw strong demand for the
Chevrolet Silverado but Cadillac
sales declined.
Toyota’s U.S. sales fell 9 per-

cent, hurt by its car-heavy lineup
in a market where buyers want
SUVs. Volkswagen’s sales
dropped 8 percent.
Sales in Western Europe are

showing life after years in the

doldrums. Through July, sales
there gained 7 percent, accord-
ing to LMC Automotive, a data
firm. But sales in Eastern Europe
tumbled 11 percent because of
the deteriorating economy in
Russia.
Now the biggest concern for

automakers is China, where new
vehicle sales fell by unexpected-
ly wide margins of 3.3 percent in
June and 6.6 percent in July. Au-
gust sales figures should reflect
Chinese consumers’ reaction to a
further 12.5 percent drop in the
Shanghai Composite Index.
Chinese sales growth peaked

at 45 percent in 2009, the same
year U.S. sales hit a 30-year low
of 10.4 million vehicles. But
growth has steadily declined
since then. Forecasters who ex-
pected sales growth in China of
up to 8 percent this year have re-

cently slashed that to as low as
1.7 percent.
Slumping sales are likely to

force German automakers, which
are unusually dependent on sales
to China, to issue profit warn-
ings, said Bernstein analyst Max
Warburton in an Aug. 27 report.
If the sales slowdown in China

continues, U.S. buyers could
eventually see more vehicles im-
ported from China, as automak-
ers try to maximize production
at the plants they have built
there. Automakers could also
shift vehicles planned for China
to the U.S., but that could be a
challenge because vehicles pop-
ular there – like big sedans –
aren’t popular here.
“We’re in a wait and see mode

for China right now,’’ said Akshay
Anand, a market analyst with Kel-
ley Blue Book.

TOLEDO, Ohio (AP) – Fiat
Chrysler assembly plant man-
agers told workers Tuesday that
Jeep Wrangler production will
stay in the city where the vehi-
cle’s roots date to World War II,
but they also delivered a surpris-
ing announcement that the Jeep
Cherokee line would be sent out
of state, union leaders said.
It’s not clear how the moves

might affect job numbers at the
plant, which employs about
6,000.
But managers told workers

that employment levels would
not be affected, although they
didn’t provide details on how
that would happen, said Bruce
Baumhower, president of United
Auto Workers Local 12.
Over half of the plant’s em-

ployees work on the Cherokee.
Auto workers and city leaders

have been on edge for nearly a
year since Fiat revealed it was
considering moving the Wrangler
assembly line because of the
cost of reconfiguring its current
plant so that the vehicle could be
constructed with an aluminum
body to meet new government
gas-mileage standards.
Moving the Cherokee was nev-

er mentioned until Sept. 1 and
caught everyone off guard,
Baumhower said.

Automotive News first reported
the decision. Fiat Chrysler CEO
Sergio Marchionne told the publi-
cation that the company had
found a solution to expand Wran-
gler production. He told Automo-
tive News that the only way to
keep the Wrangler in Toledo
would be to move it into the

space now occupied by the
Cherokee. He did not say where
the Cherokee could be headed.
Fiat wouldn’t elaborate on his

comments.
Baumhower and Ken Lortz, re-

gional director of the UAW for
Ohio, both said they are not con-
vinced the Cherokee would be
moved, saying that the plan out-
lined by Marchionne could be a
trial balloon.
Fiat Chrysler, GM and Ford are

in the middle of contract talks
with the UAW. The union’s con-
tracts with the automakers ex-
pire Sept. 14.
Marchionne previously said he

hoped to decide by the end of
the summer on where the Wran-
gler would land.
Toledo and officials from the

state of Ohio have put together
incentives packages for Fiat
Chrysler executives as part of
their effort to hold onto the
Wrangler.
Jeep’s origins in Toledo go

back to 1941, when Willys-Over-
land Motors began mass produc-
tion of the vehicle for the mili-
tary. As the war neared its end,
the company began making the
Jeep CJ for the public.

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,
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St. John’s Windemere Park
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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

Arlington Manor Apartments
Welcomes GM Expansion to Warren.

Conveniently located 2 mile East of the GM Tech Center
Arlington Manor Apartments
31250 Schoenherr • Warren, MI

586-294-6220

• Spacious one & two bedroom
• Short & long term leases
• Kitchens including:
built-in microwave, dishwasher
& frost free refrigerators
• Central air and heating.
• Washers & dryers
in each building.
• 11x15 foot storage unit

Leasing Hours
M-F 9-5:30

Sat 10-4
Sun 12-4

Ask for
Chris or

Jody

6699 Chicago Road (between Mound & Van Dyke)

568.276.1700
www.fenkell.com!

Automotive/Truck
Glass Replacement
Repair Center

Windshild Replacement And Auto Glass Tinting.

FREE
Stone Chip Repair

with most
insurance companies

• Approved and accepted by all major insurance companies.
• Same day service • Free shuttle service

Auto Sales Climb in U.S. and Drop in China

Wrangler Stays in Toledo

On Constitution Day – Sept. 17
– the Macomb County Bar Foun-
dation and Macomb Community
College are co-hosting a debate
about the meaning and interpre-
tation of the Constitution.
The debate will be held at 1: 30

p.m. at the Lorenzo Cultural Cen-
ter, on Macomb’s Center Cam-
pus, 44575, Garfield Road, Clin-
ton Township, said MCC spokes-
woman Jeanne Nicol.
While the event is free, RSVP

to Tigersof68@aol.com to re-
serve a seat, because space is
limited, Nicol said.
Jocelyn Benson, dean of the

Wayne State University Law
School, will moderate the discus-
sion.
A graduate of Harvard Law

School, she became dean of
Wayne Law in June 2014 at age
36, she was the youngest woman
to ever be named to lead a U.S.
law school.
• Michael Warren, Oakland

County Circuit Court judge and
co-founder of Patriot Week, will
be representing the view that
“the Constitution should be in-
terpreted in light of its historical
meaning at the time of adop-
tion.”
• Robert Sedler, professor,

Wayne State University Law
School , and one of the attorneys
in DeBoer V. Snyder, will be rep-
resenting the view that the Con-
stitution “must be interpreted in
light of the conditions and val-
ues of contemporary American
society.”

MCC, Macomb
Bar Association
Host Law Debate
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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
without notice. GM Employee discount required unless otherwise noted. The Silverado lease includes GM Lease Loyalty or Lease Conquest.
The Malibu and Equinox leases assume that you qualify for lease conquest. To qualify for Lease Conquest you must have a NON-GM Lease
in the household that terminates within 365 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 expires 09/30/2015

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

Stk.# 60455

2016 EQUINOX 1LT

7” Touch Screen, OnStar/XM Satellite Radio
MYLink Touch Screen Radio, Remote Keyless Entry

Rear Vision Camera, Alum. Wheels & More…

24 Month Lease/10,000 Miles

NO SECURITY DEPOSIT REQUIRED

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

buff whelan
chevrolet

Guarantees
the Lowest Price or
IT’S FREE

Stk.# 60152

2016MALIBU 1LT

Power Locks, Windows, Mirrors
Touch Screen Radio, Blue Tooth, OnStar

XM Radio & More…

24 Month Lease/10,000 Miles

NO SECURITY DEPOSIT REQUIRED

Stk.# 54894

2015 SILVERADO4x4
ALL STAR

DOUBLE CAB

NO SECURITY
DEPOSIT
REQUIRED

NO FIRST
PAYMENT
REQUIRED

$194*+Tax with
$0 Down

NO SECURITY
DEPOSIT
REQUIRED

$182*+Tax with$0 Down

ALL STAR EDITION, Power Window & Locks
7” Touch Screen Radio, Trailer Tow, Remote Start

Alum. Wheels, Back Up Camera & More…

24 Month Lease/10,000 Miles

NO SECURITY DEPOSIT REQUIRED

$192*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIRED

LOCATED RIGHT OFF I-75 ON M-24

Wally Edgar
1-866-906-0279

*Lease payment examples for Impala and Trax at GM Employee Discount Price plus tax, title, plate, first month
payment and doc fees due at signing. Zero security deposit. All rebates including GM Competitive Lease Con-
quest private offer assigned to dealer. Lease payment for the Volt at GM Employee Discount Price plus tax, title,
plate, zero security deposit, first month payment and doc. fees due at signing with all rebates including Volt
Loyalty Private Offer assigned to dealer. Lessee responsible for excess wear and tear as well as exceeded con-
tracted mileage. Prices subject to change due to advertising deadlines. 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 TRAX

$88*PER MONTH
24MONTHS 10K LEASE
$999DOWN

38 MPG

2015 IMPALA

$177*PER MONTH
36MONTHS 10K LEASE
$999DOWN

38 MPG

2015 VOLT

$178*PER MONTH
36MONTHS 10K LEASE
$999DOWN

38 MPG

Correcting Your Smile
Has Finally

Become Affordable!
Call Today…

• Comprehensive Dentistry
• Care for Adults & Children

• Dental Implants
• Smile Makeovers

Invisalign
As Low As

$$114433
Per Month

Call for Details. Expires 9-30-15

$$110000 OOFFFF
TREATMENT PLAN

OVER $500
For New Patients Only.

Cannot be combined with any other offer.
Call for Details. Expires 9-30-15

DENTAL IMPLANTS
As Low As

$$110000
Per Month

MADISON HEIGHTS
255 W. 13 Mile Rd.

Madison Heights, MI 48071
(248) 583-9888

WARREN
13403 E 13 Mile Rd
Warren, MI 48088
(586) 979-2800 

ST. CLAIR SHORES
22646 Nine Mile Road

St. Clair Shores, MI 48080
(586) 778-4151 

SHELBY TOWNSHIP
45720 Schoenherr Rd.

Shelby Township, MI 48315
(586) 566-1600

TROY
111 East Long Lake Road

Troy, MI 48085
(248) 879-2300 

WESTLAND
37380 Glenwood Road
Westland, MI 48186
(734) 722-5130 

Visit our website redwooddental.com

– One Office For All Your Dental Needs! –

Redwood
Dental
Group

Redwood Dental
Offers Special Plans for 
Uninsured Patients!

cluding four Jeep brand vehicles,
set sales records. FCA US topped
the 200,000-unit threshold in Au-
gust for the second time this
year.”
Eight Fiat Chrysler vehicles set

records in the month of August,
including the Jeep Compass
which posted the largest per-
centage year-over-year increase
of any Jeep brand vehicle in the
month. Sales of the Compass
were up 58 percent, the compact
SUV’s best sales month ever. In
addition, the Jeep Wrangler, Jeep
Cherokee, Jeep Patriot, Dodge
Challenger, Dodge Journey, Ram
pickup truck and Ram ProMaster
van each recorded their best Au-
gust sales ever.
Fiat Chrysler finished the

month of August with a 74-day
supply of inventory (571,290
units). U.S. industry sales figures
for August are internally project-
ed at an estimated 17.8 million
units Seasonally Adjusted Annu-
al Rate (SAAR), Cappa said.
Jeep brand sales increased 18

percent, the brand’s best sales
month ever and its 23rd-consecu-
tive month of year-over-year
sales gains. The brand’s August
sales toppled the previous brand
record set in May of this year.
Ram Truck brand sales, which

include the Ram pickup truck,
ProMaster, Ram ProMaster City
and Ram Cargo Van, were up 6
percent in August, the brand’s
best August sales since 2005.
Sales of the pickup truck in-
creased 4 percent, the pickup’s
best August sales ever. ProMas-
ter sales were up 91 percent, the
full-size van’s best August sales
since it was launched in October
2013.
Sales of the all-new 2016 Fiat

500X, the newest addition to the
Fiat brand vehicle lineup, in-
creased 7 percent in August com-

pared with the previous month
of July. Fiat dealers sold 1,029
units of the new crossover last
month as greater numbers
reached Fiat studios across the
country.
Both the Challenger and Jour-

ney posted their best August
sales ever. Challenger sales were
up 25 percent as the muscle car
logged its seventh sales record
this year. Sales of the
Chrysler 200 were up 30 percent
in August, the mid-size sedan’s
best August sales since 2012,
Cappa said. Sales of the Chrysler
brand were down 14 percent
compared with the same month
a year ago.

Jeep Sales Jump 18 Percent
CONTINUED FROM PAGE 1

EAST LANSING, Mich. (AP) –
The Michigan State University
College of Engineering has more
than 1,000 female undergraduate
students for the first time as ad-
ministrators try to recruit more
women to the field.
College officials estimate that

more than 300 female students
are among the more than 1,400
freshmen starting the academic
year at MSU on Wednesday. The
College of Engineering currently
has roughly 5,000 undergraduate
students and more than 800
graduate students.
Women made up about 18 per-

cent of undergraduate enroll-
ment in the college last year. Col-
lege spokeswoman Teresa Isela
VanderSloot said it’s on track to
have a freshman class that’s
more than 20 percent female this
year.
The college aims to have

women make up 25 percent of its
undergraduate population by
2020.

MSU Engineering
College Attracts
Women Students
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Ford Motor Company held its
second annual Go Further Africa
event Aug. 11 at the Sandton
Convention Centre in Johannes-
burg.
The program revealed eight

new models designed and built
for African markets, as well as de-
tailing its new assembly plant in
Nigeria, and highlighted its wide
range of far-reaching corporate
social investment initiatives. said
Ford spokeswoman Alisea Chet-
ty.
“Go Further is Ford’s brand

promise, and the dazzling array
of new products, high-tech inno-
vations and solutions presented
at this amazing event are proof of
how Ford is indeed going further
and creating an exciting new
world,” said Jeff Nemeth, presi-
dent & CEO Ford Motor Company
of Sub-Saharan Africa region.
“As much as we are a car com-

pany, Ford is also a people com-
pany. Our investment in the com-
munity across Africa - through
various health, education and
mobility projects is as fundamen-
tal to our business as producing
vehicles, as this is key to un-
leashing the potential of the
African continent.”
The central theme for Go Fur-

ther Africa, Nemeth said, is “In-
novation and Mobility”, which
showcases Ford’s vision for the
future. Ford Smart Mobility is the
company’s plan to use innova-
tion to create the next level in
connectivity, mobility, au-
tonomous vehicles, big data and
an overall emphasis on improv-
ing the customer experience.
Nemeth said that Ford is also

expanding its multi-modal ap-
proach to urban mobility. One of
the innovations on show at Go
Further Africa was the Mode:Pro
eBike, a customizable electric
bike experiment making its debut
in Africa. The eBike is designed
for all types of commercial uses

and is aimed at reducing conges-
tion by allowing small businesses
and courier companies to deliver
goods without negatively impact-
ing on traffic. The Ford X-Car
supports public-private partner-
ships by using the vehicle as a
transportation backbone to de-
liver goods and services to un-
der-served communities.
Ford Mobility experiments will

provide significant insight
through data analytics that will
help to deliver advanced new
products, use technology to
change the way the world moves
and devise mobility solutions for
millions by working with various
partners.
Chetty said Ford is working

with World Vision in Africa to
build a learning community to
create value-added opportunities
including community health pro-
grams, medicine and vaccine de-
livery as well as economic em-
powerment of women.
Ford is also working with Rid-

ers for Health, an organization
that manages and maintains
fleets that transport healthcare
workers to patients who need
help, Chetty said.
The Data Driven Healthcare

project conducted in Gambia us-
es Ranger’s and Everest fitted
with Ford OpenXC technology to
assist with mobilizing rural out-
reach healthcare. Additionally,
Ford Motor Company Fund do-
nated $75,000 to Riders for
Health towards essential vehicle
support, training and mainte-
nance services to ensure that
health care services are deliv-
ered more efficiently to an in-
creased number of people across
the country.
Ford has also launched the

College Community Challenge
with the global non-profit organi-
sation Enactus. Ford and Enactus
are working with universities in
selected African markets includ-

ing South Africa, Kenya, Ghana
and Morocco, Chetty said. This
program empowers students to
make a difference by creating
sustainable projects that address
particular needs in their local
communities. The “Change the
World Innovation Challenge” was
announced and Ford South Africa
was the first country to issue a
grant of $25 000 towards the in-
novation challenge.
Ford Motor Company stated it

will assemble its popular Ford
Ranger pickup truck in Nigeria
starting in the fourth quarter of
2015 as part of its expansion in
Middle East and Africa. Nigeria
will be the first African country
outside of South Africa where
Ford vehicles are produced,
Nemeths aid.
Ranger assembly will begin in

Ikeja, in the Lagos State about
750 km southwest of Nigeria’s
capital city Abuja. Ford is part-
nering with Ford dealer group
Coscharis Motors Limited on the
project.
In addition, Ford is expanding

its footprint of Quick Lane Tyre
and Auto Centres across the re-
gion, and will have 22 facilities in
operation by the end of 2017,
Nemeth said.

Nemeth said the vehicles
Ford in introducing for the
African market include:
• Focus RS. It will make its

South Africa debut in 2016, and
was shown locally for the first
time Aug. 11.
• Ford’s Ranger was revealed

at Go Further Africa. Due to be
launched in Sub-Saharan Africa
in the fourth quarter of 2015, it
will once again be produced at
Ford’s Silverton Assembly Plant
in Pretoria and exported to 148
markets.
• The Ford Everest was shown

for the first time on African soil.
• The Mustang is also going to

be launched in right-hand drive

in the Sub-Saharan markets,
Nemeth said. The launch date
has not been given out.
• The all-new Ford Figo is due

in Southern Africa and Sub-Saha-
ran Africa markets in the fourth
quarter of 2015. Nemeth said it is
designed to be a compact car
that builds on the Figo’s estab-
lished reputation for superb fuel

efficiency and overall value.
• B-Max. The new Ford B-MAX

is to be launched in South Africa
imminently, Nemth said.
• The Edge. It will be available

in selected Sub-Saharan Africa
markets in 2016.
• Ford Explorer Police Inter-

ceptor is shown for the first time
at Go Further Africa 2015.

Ford Makes Major Investments in Africa

Ford Police Interceptor will be available in Africa in 2016.

To stay competitive in today’s
automotive world, OEMs have to
constantly improve. Which is
what Fiat Chrysler has done with
the company’s 3.6-liter Pentastar
V6 engine.
Already unique among V6 en-

gines for its refinement, power,
efficiency and adaptability, the
formidable 3.6-liter Pentastar is
remade for model-year 2016, said
Fiat Chrysler spokesman Dan
Reid. It was designed by Fiat
Chrysler engineers.
“The Pentastar engine is the

workhorse of the company,” Reid
said. “We will continue to refine
the engine so that it will help us
get to the federally-mandated fu-
el standards that are coming up.”
Depending on the application,

the redesigned V6 delivers fuel-
economy improvements of more
than 6 percent while increasing
torque more than 14.9 percent.
This occurs at engine speeds be-
low 3,000 rpm, where elevated
torque has its most profound im-
pact on the driving experience.
Enhancements such as two-

step variable valve lift (VVL),
cooled exhaust-gas recirculation
(EGR) and innovative weight-re-
duction strategies boost the en-
gine’s efficiency and perform-
ance, all while preserving the
smoothness that remains a hall-
mark of the Pentastar brand.
“With more than five million

Pentastars on the road, we have
clearly struck a chord in the mar-
ketplace,” says Bob Lee, FCANorth
America vice president — Engine,
Powertrain and Electrified Propul-
sion and Systems Engineering.
“Such success brings enormous re-
sponsibility. Accordingly, we fo-
cused our efforts on improving effi-
ciency and providing greater cus-
tomer satisfaction in a package
that delivers superior value.”
Increased fuel-efficiency was a

key impetus in the development
of the redesigned 3.6-liter Pentas-
tar V6 engine. Fiat Chrysler pow-
ertrain engineers evaluated mul-
tiple technologies, accumulating
more than 4.7 million customer-
equivalent miles using computer
simulation and physical tests.
Improvements were measured

right down to the component lev-
el. And no improvement was too
small to chase.
Ultimately, the team identified

the combination of features that
deliver the greatest benefits in
the widest operating range.
Arguably the most compelling

enhancement is two-step VVL,
Lee said.
The system is designed to re-

main mostly in low-lift mode un-
til the customer demands more
power; then it responds by
switching to high-lift mode for
improved combustion.

The result is less overall
pumping work, which on its own,
accounts for a fuel-economy im-
provement of up to 2.7 percent,
compared with the 3.6-liter Pen-
tastar’s previous iteration,
named three times to the presti-
gious annual list of Ward’s 10
Best Engines.
The addition of cooled EGR

firmly establishes the redesigned
Pentastar among the V6 elite, Lee
said. In addition to the obvious
emissions-reduction benefits, the
system further cuts pumping
losses and enables knock-free
operation at higher, real-world
loads.
This translates to a fuel-econo-

my improvement, on its own, of
up to 0.8 percent.
Pumping losses are again tar-

geted with the engine’s upgraded
Variable Valve Timing (VVT) sys-
tem. For 2016, it moves to
torque-driven cam-phasing,
which reduces oil demand.
The new VVT system also in-

creases its range of authority to
70 degrees, from 50 degrees. This
helps mitigate knock during hot
starts and expands the operating
envelope of Engine Stop Start
(ESS), a fuel-saving feature that is
carried over from the previous-
generation 3.6-liter Pentastar.
ESS is driven by a high-

speed/high-durability starter
that reduces crank time for
quicker restarts. The system is
regulated by algorithms, which
act on the vehicle’s powertrain
and chassis components.
As a result, acceleration is al-

ways aligned with driver inputs.
Passive accelerator application
is met with measured throttle re-
sponse; hard inputs trigger ag-
gressive starts. And there’s no
waiting for either.
The same can be said for

torque. More torque is delivered
more quickly by recalibrating the
VVT system to leverage the ben-
efits of the new intake manifold’s
longer runners.
The result is a torque boost of

more than 14.9 percent, depend-
ing on the vehicle application.
And this occurs between 1,000
and 3,000 rpm – engine speeds
most customers see very fre-
quently.
“We are particularly proud of

this achievement because our
engineering philosophy revolves
around knowing our customers
and anticipating their needs and
wants,” Lee said. “The new 3.6-
liter Pentastar delivers a driving
experience that is exhilarating.”
The redesigned 3.6-liter

Pentastar V6 engine benefits
from numerous upgrades which
better harness the combustion
event. The result is improved
efficiency.

3.6L Pentastar Engine Boost
Fuel Economy by 6 Percent
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#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

LLAASSTT
MMOONNTTHH WWAASS
FFAANNTTAASSTTIICC
TTHHIISS MMOONNTTHH
SSHHOOUULLDD BBEE

BBEETTTTEERR
CCAALLLL FFOORR NNEEWW

PPRROOGGRRAAMMSS

*Pictures may not represent actual sale vehicle. All applicable incentives 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. Silverado Down Payment assistance requires financing through ALLY,
GM Financial orWells Fargo. 0%APR offer is for qualified customers and excludes Corvette, Colorado, Tahoe and Suburban. Must have 1999 or newer non-GM lease for Competitive Brand Conquest offer. Amount
depends on model. $3500 Trade in guarantee is on 2005 or newer vehicles in drivable condition with under 150,000 actual miles. No branded titles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 9/4/2015 @ 6:00PM.

2016MALIBU “LT”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• 2.5L DOHC VVT Engine! • Remote Keyless Entry!
• Power Vertical Driver’s Seat Adjustment! • Aluminum Wheels!

• OnStar w/4G LTE w/built-in Wi-Fi hotspot!
• Tilt and Telescopic Steering Column!
• 7” Color Touch Screen MyLink Radio!

• Aluminum Wheels!
• 36 MPG on the Highway!

Stock# G25356
NO FIRST PAYMENT

OR 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 WiFi hotspot! • Power Driver’s Seat!

• 8” Color Touch Screen MyLink Radio!
• 18” Machined AluminumWheels!

• Remote Start and Entry!
• Rear Vision Camera!

Stock#2F9818
NO SECURITY

DEPOSIT REQUIRED.
TAX, TITLE AND

PLATE FEES EXTRA!

For a Limited Time…Get 0% APR Up to 72 Months on EVERY New Chevy in Stock!*

2016CRUZE “LT”
• 2 Yr/24,000 Scheduled Maintenance INCLUDED!

• ECOTEC “Turbo” 1.4L DOHC VVT Engine! • Automatic Transmission!
• OnStar with 4G LTE with Built-in WiFi hotspot!

• AM/FM/XM Radio w/CD!
• Rear Window Defogger!
• Remote Keyless Entry!
• Bluetooth for Phone!

• 38 MPG on the Highway!
Stock#G25100

NO FIRST PAYMENT
OR SECURITY

DEPOSIT REQUIRED.
TAX, TITLE AND

PLATE FEES EXTRA!

2016EQUINOX “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!
• Rear Vision Camera!

• 17” Aluminum Wheels!
• 32 MPG on the Highway!

Stock#G25507
NO SECURITY

DEPOSIT REQUIRED.
TAX, TITLE AND

PLATE FEES EXTRA!
24 MONTH LEASE:

4x4 • DBL CAB

$178*
$0DOWNW/LEASECONQUEST

Was $27,480 Sale Price $22,088*

$178*
$999DOWNW/LEASELOYALTY

OR

24 MONTH LEASE:

$188*
$0DOWNW/LEASECONQUEST

Was $24,660 Sale Price $19,888*

$188*
$999DOWNW/LEASELOYALTY

OR

24 MONTH LEASE:

$98*
$0DOWNW/LEASECONQUEST

Was $21,020 Sale Price $16,688*

$98*
$999DOWNW/LEASELOYALTY

OR
24 MONTH

LEASE:

Was $42,420 Sale Price $31,888*

$148*
$999DOWN

Now Thru September 10th

ALL STAR
EDITION

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

*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. Lacrosse stk 6898-15 lease 8gured with DBC certs. $1000.00 DBC credit is while supply last. Payment may be higher if dealer
DBC cert expire. See dealer for details. Expires 9/30/15.

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

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

2015 BUICK ENCLAVE FWD PREMIUM GROUP

LEASE CONQUEST IS BACK!
ProofofOwnershipofNon-GMLeaseReceiveanAdditional$150000 OnSelectModels

2015 GMC
YUKON 4WDSLE
27 MONTH

LEASE
FOR ONLY$439*

2015 GMC
TERRAINFWDSLE-1

Stock #8612-15 • Deal #52862
$1458 total due at signing.

GM price lease figured with Lease Conquest Rebate.
Must have Non GM in household set to expire 365 days from delivery.

NO SECURITY DEPOSIT REQUIRED!

2015 GMC
ACADIA FWDSLE-1

Stock #7686-15 • Deal #51286
$500 total due at signing.

GM pricing plus tax, title & lic.
Must have Non GM in household set to expire 365 days from delivery.

NO SECURITY DEPOSIT REQUIRED!

$159*24 MONTH
LEASE

FOR ONLY
10K PER

YEAR

$216*DEMO
SPECIAL
24 MONTH

LEASE
FOR ONLY

10K PER
YEAR

UPTO
20% OFF STICKER PRICE
OnSelectBuick&GMCModels

$aveOver$130000OFFMSRP

• SELLING BELOW GM PRICING FOR THE MONTH OF SEPTEMBER ON ALL 2015 GMC AND BUICK MODELS •

2015 BUICK
LACROSSE 1SL

LEATHER

Leather Heated Seats, Navigation, Rear Camera, Park Assist,
Bose Sound System, Push Start Technology & More!

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

Stock #6930-15 • Deal #52858
$1885 total due at signing. GM pricing plus tax, title & lic.

Must have Non GM in household set to expire 365 days from delivery.
NO SECURITY DEPOSIT REQUIRED!

$249*24 MONTH
LEASE

FOR ONLY
10K PER

YEAR

22” ChromeWheels,
Rear Camera, Power Liftgate,
Max Trailering & More!

4x4 • V8
Stock #8530-15 • Deal #55169

10k miles per year.
$2980 total due at signing.

GM price lease figured with Buick/GMC Loyality Rebate.
NO SECURITY DEPOSIT REQUIRED!

2015 GMC
SIERRA 1500
4WDDOUBLECAB

24 MONTH
LEASE

FOR ONLY$199*
ATTENTION
CURRENT
BUICK/GMC
LESSEE’S

LIMITED EDITION ELEVATION SERIES
Stock #8588-15 • Deal #52863

10k miles per year. $1812 total due at signing.
GM pricing plus tax, title & lic.

GM price lease figured with Buick/GMC Loyality Rebate.
NO SECURITY DEPOSIT REQUIRED!

LEASE
PULL AHEAD

IS BACK!
UpTo

$150000 inPaymentsWaived

• $1,995 DOWN •

$50000Additional
OnTrade-InValue

withWritten
Appraisal from

Competitor$42,870*
2015 BUICK
REGAL AWD

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

Stock #4140-15 • Deal #52861
$1595 total due at signing.

GM pricing plus tax, title & lic.
Must have Non GM in household set to expire 365 days from delivery.

NO SECURITY DEPOSIT REQUIRED!

$169*DEMO
SPECIAL
24 MONTH

LEASE
FOR ONLY

10K PER
YEAR

2015 BUICK
ENCORE FWD

BUICKLUXURYFORLESS

ONLY $400 DOWN
PLUS LEASE START UPS!

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

Stock #4481-15 • Deal #49782
$1690 total due at signing. GM pricing plus tax, title & lic.

Must have Non GM in household set to expire 365 days from delivery.
NO SECURITY DEPOSIT REQUIRED!

$139*24 MONTH
LEASE

FOR ONLY
10K PER

YEAR

YOU SAVE OVER
$10,250 OFF LIST

Stock #6885-15

PRICE

NOW
WAS

$53,120 15%OffMSRP

NEW 2016 BUICK
VERANO 1SG
FWDCONVENIENCE

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

Stock #4430-15 • Deal #53282
$1634 total due at signing.

GM pricing plus tax, title & lic.
Must have Non GM in household set to expire 365 days from delivery.

NO SECURITY DEPOSIT REQUIRED!

$179*24 MONTH
LEASE

FOR ONLY
10K PER

YEAR

• $995 DOWN •

The United States Advanced
Battery Consortium LLC (US-
ABC), a collaborative organiza-
tion of Fiat Chrysler, Ford Motor
Company and General Motors,
on Aug. 31 awarded a $6.13 mil-
lion 12-volt stop-start battery
technology development con-
tract to Saft America Inc. of Jack-
sonville, Fla.
The competitively bid contract

award is co-funded by the U.S.
Department of Energy (DOE) and
includes a 50 percent cost-share
by Saft, said US-ABC spokes-
woman Susan Bairley.
The 30-month contract will fo-

cus on the development and de-
livery of lithium-ion 12-volt mod-
ules for vehicle stop-start bat-
tery applications consistent with
USABC goals.

These goals, Bairley said in-
cluded among other specifica-
tions:
• A survival temperature range

over a 24-hour period of between
-46 degrees and 100 degrees
centigrade under the hood, and -
46 and 66 degrees not under the
hood.
• A maximum system weight

of 10 kilograms.
• A maximum system selling

price (at 250,000 units of year) of
between $220 and $180.
• A 95 percent minimum

round trip energy efficiency.
USABC is a subsidiary of the

United States Council for Auto-
motive Research LLC (USCAR).
Enabled by a cooperative agree-
ment with the U.S. DOE, USABC’s
mission is to develop electro-
chemical energy storage tech-
nologies that support commer-
cialization of hybrid, plug-in hy-
brid, electric and fuel cell vehi-
cles. In support of its mission,
USABC has developed mid- and
long-term goals to guide its proj-
ects and measure its progress.
For more information, visit the
USABC’s website at
http://www.uscar.org/usabc.
“We are pleased to announce

the award of this contract to Saft
America as part of USABC’s
broad battery technology re-
search and development pro-
grams,” said Steve Zimmer, exec-
utive director of USCAR. “These
programs are critical to advanc-
ing the technology needed to
meet both near- and long-term
goals that will enable broader
scale vehicle electrification.”
The new Saft contract, Bairley

said, follows research previously
conducted with USABC for 12-
volt stop-start battery technolo-
gy development and an earlier
contract to develop lithium-ion
battery systems for hybrid elec-
tric vehicle applications.
The overarching mission is to

advance the national, economic
and energy security of the United
States. DOE’s Vehicle Technolo-
gies Office works with industry,
academia and national laborato-
ries to develop advanced trans-
portation technologies that re-
duce the nation’s use of import-
ed oil.

US-ABC Awards Contract
For Battery Development

“These programs
enable . . . broader
scale vehicle
electrification.”
– Steve Zimmer,

Exec. Director,
USCARS



tives as a percentage of ATP in
the domestic industry, according
to J.D. Power’s Power Informa-
tion Network (PIN).
“GM’s retail sales increase far

outpaced the industry in Au-
gust, and we have grown our re-
tail share for five months in a
row compared to last year,” said
Kurt McNeil, GM’s U.S. vice
president of Sales Operations.
“We will continue this momen-
tum with the redesigned
Chevrolet Cruze and Malibu, the
launch of diesel engines for our
midsize pickups, a dramatic
restyling of the Chevrolet Silver-
ado and the aggressive rollout
of Apple CarPlay and Android
Auto.”
GM’s outperformance came in

a very strong month for the in-
dustry, Cain said. The estimated
seasonally adjusted annual sell-
ing rate (SAAR) for light vehicles
was 17.5 million units in August,
the fourth month in a row above
17 million units – a streak un-
matched since 2006.
“All of the economic funda-

mentals that we look at, includ-
ing job growth, disposable in-
come and fuel prices, are in good
shape and that should keep sales
strong,” McNeil said.
August Sales Highlights vs.

2014 (except as noted), Chevro-
let:
• Crossover deliveries have in-

creased year over year for nine
consecutive months, with the
highest August total and retail
sales ever.
• The Equinox was up 18 per-

cent and Trax deliveries totaled
5,985 units.
• Truck sales have increased

for 16 consecutive months.
• Pickup deliveries were up 26

percent. The Silverado was up 12
percent and Colorado sales were
7,114 units. The Colorado re-
mains America’s fastest-selling
pickup with “days to turn” at 19.
GMC:
• GMC has grown its retail

sales for 19 consecutive months,
and the brand delivered its best
August retail sales since 2003.
• GMC pickup deliveries were

up 21 percent, with the Sierra up
7 percent and Canyon deliveries
totaling 2,423 units.
• The Sierra and Canyon have

the highest ATPs in their respec-
tive segments, according to PIN.
The Sierra has the highest ATPs
of any pickup line in the industry.
• The Acadia had its best Au-

gust ever, with sales up 10 per-
cent.
Buick:
• Encore deliveries were up 29

percent for the small crossover’s
20th consecutive year-over-year
sales increase
• Sales of the Enclave were up

27 percent, for the vehicle’s best
August ever.
• LaCrosse deliveries were up

1 percent.
Cadillac:
• The SRX crossover was up

52 percent.
Fleet and Commercial:
• GM continues to execute its

plan to reduce sales to rental
customers. Rental deliveries in
August were down approximate-
ly 15,000 units, or 38 percent, and
they are expected to be down
again in September.
• Commercial deliveries were

up 2 percent year over year, the

22nd consecutive monthly sales
increase.
Average Transaction Prices

(PIN):
• GM’s August ATPs were

$34,000, up more than $300
month over month and about
$660 year over year.
• The ongoing success of the

Chevrolet Silverado and GMC
Sierra helped drive higher ATPs.
Combined ATPs were up $680
month over month driven by
lower incentive spending and im-
proved mix. ATPs are about
$1,400 year over year.
• Calendar year to date, GM’s in-

centive spending was 11.2 percent
of ATP, up 0.4 percentage points, in
line with the industry change.
• In August, GM incentive

spending was 12 percent of ATP,
down 0.8 percentage points from
July 2015. The industry was up
0.2 percentage points.

PAGE 8 SEPTEMBER 7, 2015TECH CENTER NEWS - WARREN

CHEVROLET, BUICK/GMC LEASE PULLAHEAD! 0% FINANCING FOR 72 MONTHS ON SELECT MODELS.

PURCHASE
FOR

$18,995*
LEASE FOR
24 MONTHS
$79*
$999DOWN

2015

SILVERADO

PURCHASE
FOR

$30,903*
LEASEFOR
24 MONTHS
$99*
$999DOWN

2015

PURCHASE A LS
FOR

$15,651*
LEASEALT
24 MONTHS
$69*
$999DOWN

2016

MALIBU

PURCHASE A LS
FOR

$19,929*
LEASE A 1LT
27 MONTHS
$169*

$999DOWN

2016

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

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 9-30-15.

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

VERANO

PURCHASE
FOR

$19,283*
LEASE FOR
24 MONTHS
$89*
$999DOWN

2015

LACROSSE

PURCHASE
FOR

$29,982*
LEASE FOR
24 MONTHS
$199*

$999DOWN

2015

ENCORE

PURCHASE
FOR

$19,895*
LEASE FOR
24 MONTHS
$79*
$999DOWN

2015

TERRAIN

PURCHASE
FOR

$23,238*
LEASE FOR
24 MONTHS
$109*

$999DOWN

2015
ENCLAVE

PURCHASE
FOR

$30,346*
LEASE FOR
24 MONTHS
$118*
$999DOWN

2015

PURCHASE
FOR

$25,872*
LEASE FOR
24 MONTHS
$159*

$999DOWN

2015

TRAVERSE

PURCHASE A 1LS
FOR

$26,584*
LEASE A 1LT
24 MONTHS
$219*

$999DOWN

2016

EQUINOX

PURCHASE A 1LS
FOR

$20,954*
LEASE A 1LT
24 MONTHS
$139*

$999DOWN

2016

CAMARO

PURCHASE
FOR

$20,995*
LEASE FOR
24 MONTHS
$169*

$999DOWN

2015

VOLT

LEASE FOR
36 MONTHS
$149*

$999DOWN

2015

PURCHASE
FOR

$24,658*

SIERRA

PURCHASE
FOR

$30,709*
LEASE FOR
24 MONTHS
$139*

$999DOWN

2015

DBL. CAB
4WD

ELEVATION
EDITION

CTSY

1LT COUPE

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 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 10,000miles per year with approved STier credit. Vehicles shown are $999
down.Musthave lease loyaltyand/orconquest.Musthaveclosingcompetitive lease.Pricesandpaymentsareplus tax,title,plate feew/acquisition feeup front,
refundable security deposit required on certain vehicles – to be determined by lender. GM employee discount to everyone valid on certain models. Must be
currently leasing or own aVolt.**$3,500 trade in is valid on 2003 or newer vehiclesw/ under 115kmiles in drivable condition, no branded titles, reconditioning
determined by appraiser. Certain restrictionsmay apply, see dealer for complete details.** Exp date:9/30/2015.

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

TRAX
LT

ED RINKE

DBL. CAB
4WD
LT

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 10,000miles per year with approved STier credit. Vehicles shown are $999
down.Musthave lease loyalty and/or conquest. Pricesandpaymentsareplus tax,title,plate feew/acquisition feeup front,refundable securitydeposit 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
vehiclesw/under115kmiles indrivablecondition,nobranded titles,reconditioningdeterminedbyappraiser. Certain restrictionsmayapply,seedealer for com-
plete details.** Exp date:9/30/2015.

REGAL

PURCHASE
FOR

$24,914*
LEASE FOR
24 MONTHS
$76*
$999DOWN

2015

YUKON

PURCHASE
FOR

$47,528*
LEASE FOR
27 MONTHS
$399*

$999DOWN

2015

XL 4WD
SLE

1SN
FWD

1SD 1SL

ACADIA
SLE-1

SPORTS
PACKAGENEWCRUZE

LIST PRICE
$25,550 LIST PRICE

$41,830

CTSY

SLE-2

CHROME
EDITION

LIST PRICE
$30,275

LIST PRICE
$39,675

CTSY

LIST PRICE
$57,710

EXCLUDES: COLORADO, CORVETTE, SUBURBAN & TAHOE
EXPIRATION FOR 0% IS SEPTEMBER 10TH

Stk. #450562

Stk. #460016

Order #SMTQ1V

Stk. #G551970

Stk. #450562

Stk. #560069

Stk. #B450977

Stk. #G550113

Stk. #460029

Stk. #B450305

Stk. #G553251

Stk. #551722

Stk. #450761

Stk. #B551270

Stk. #G552626

Stk. #552732 Stk. #460112

SOUND & SUN PACKAGE

SRWF4VStk. #460131 Stk. #560015 Stk. #SPTH3C

Stk. #B450420

BRAKE SPECIAL

$19995
Most F.W.D. U.S. Cars • In-store offer ends 9-30-15

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

9-30-15

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 9-30-15

GM Retail Sales Up 6 Percent in August
CONTINUED FROM PAGE 1

Ford van sales continued to
gain in August with 18,081 vehi-
cles sold, a 70 percent increase.
This represents Ford’s best Au-
gust van performance since 1994
– driven primarily by the all-new
Transit, which totaled 10,263 ve-
hicles sold, and a record August
Transit Connect sales month of
3,995 vehicles.
Ford’s newest SUVs also saw

sales gains, with Edge and Ex-
plorer up 36 percent and 22 per-
cent, respectively. This helped
drive a 12 percent increase in
Ford brand SUV sales, for a total
of 69,077 vehicles sold. This rep-
resents the best August sales
performance for the Ford brand
SUV lineup since 2003.
Mustang sales increased 70

percent compared with a year
ago, with sales of 9,997 vehicles,
marking its best August perform-
ance since 2007.
Lincoln sales increased 6 per-

cent versus a year ago – the lux-
ury brand’s best August results
in seven years. The new Naviga-
tor posted a 79 percent increase,
while Lincoln MKC sales in-
creased 37 percent.

Strong Demand
For Ford Trucks,
SUVs Push Sales

CONTINUED FROM PAGE 1
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