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David Flynn and family picked up the first Cadillac CT6 off the line.

As they say, everything’s big-
ger in Texas, including the pick-
up truck market, which is the
largest in the country, said Fiat
Chrysler spokesman Nick Cappa.
To that end, Ram truck has un-

veiled Yellow Rose of Texas edi-
tion, a new, Texas-only addition
to its half-ton lineup, Cappa said.
The 2016 Ram 1500 Yellow

Rose of Texas edition, which is
distinguished by its Stinger Yel-
low paint package, will be offered
in half-ton 4x2 and 4x4 crew cab
versions of the Ram 1500 Lone
Star. Ram Lone Star models are
exclusive to the Texas retail sales
market.
“Texas is truck country – Ram

Truck country – and we’re com-
mitted to building products that
resonate with our customers,”
said Mike Manley, Head of Ram
Brand - FCA Global. “The impor-
tance of the Texas truck market
cannot be overstated. That’s why
the Ram Truck brand has worked
year after year to deliver hard-
working trucks that serve the
communities across the Lone
Star state.”
The new Ram 1500 Yellow

Rose of Texas will go on sale in
April 2016, Cappa said. The Yel-
low Rose of Texas name is de-
rived from a mid-19th century

Ram Builds Special Edition
‘Yellow Rose’ for Texans

This Yellow Rose Ram truck will be sold in Texas only.

The television show “Myth-
busters” has proven that car
doors aren’t bulletproof, a disad-
vantage for police vehicles. But
now Ford has done something
about this.
The automaker will offer ballis-

tic panels on their Police Inter-
ceptor sedan and utility with
protection from armor-piercing
rifle ammunition, said Ford
spokesman Chris Terry.
“Ford is well-known in the police

community for going further to en-
hance officer safety. It’s what our
product is all about, first and fore-
most,” said Raj Sarkar, general
marketing manager, Ford North
American Fleet, Lease and Re-
marketing operations.
The factory-equipped vehicles

are the first pursuit-rated police
vehicles in the United States to
offer ballistic protection up to
Department of Justice’s (DoJ) Na-
tional Institute of Justice stan-
dard Type IV, Terry said.
According to the Department

of Justice standard, the descrip-

tion of a Type IV ballistic panel
is:
“Type IV hard armor or plate

inserts shall be tested in a condi-
tioned state with .30 caliber ar-
mor piercing (AP) bullets (U.S.
Military designation M2 AP) with
a specified mass of 10.8 g (166
gr) and a velocity of 878 m/s ± 9.1
m/s (2880 ft/s ± 30 ft/s).”
While the number of shootouts

between police and criminals us-
ing high-powered, armor-pierc-
ing rifle ammunition is low, they
are unfortunately becoming
more common, Terry said.
“The fact that we design our

Police Interceptors around offi-
cer feedback is what has made
them number one. Officers glob-
ally told us they needed protec-
tion from armor piercing ammu-
nition and we added increased
ballistic protection to an already
great product – that’s continuous
innovation,” said Arie Groen-
eveld, chief engineer, Ford Police

Ford Now Offering a Bullet
Resistant Option for Police

Ford is now making bullet-proof doors for its police vehicles.

by Jim Stickford

Gen Z, aged from just born to
17, is a different kind of genera-
tion from not only Baby
Boomers, but from the Millennial
Generation that has come right
before them.
And that difference should

have a big impact on how au-
tomakers sell to Gen Z, said Is-
abelle Helms, vice president of
Research and Market Intelli-
gence, for Cox Automotive – par-
ent company of Autotrader and
Kelley Blue Book.
Helms talked about this new

generation at a special press
event held at the Detroit Athletic
Club on March 15 by the Automo-
tive Press Association.
The first thing people have to

understand, Helms said, is that
Gen Z is a big generation. It’s ap-
proximately 23 percent of the
population and its purchasing
power will align to the GDP of
some countries – $3.2 trillion by
the year 2020.
And the events that have

formed this generation – ISIS, 9-1-
1, the market crash of 2008 –
have had a profound impact on
them. They are realists com-
pared to Millennials who can be
called optimists. They are used
to Netflix, SnapChat, Uber and
the Cloud. They are always con-
nected and are multitaskers.
“This generation has grown up

connected and in dark times,”
Helms said. “Parents have been un-
able to shield them from the hor-
rors of life the way Millennials
were shielded by their parents.”
Helms said her survey of 1,200

Gen Zers revealed some interest-
ing information. First off, they
want to own and drive their own
cars. And alternatives to tradi-
tional car ownership don’t really
appeal to them.
Helms said that a full 92 per-

cent want to own their own car,
while only 15 percent want im-
proved public transportation to
replace car ownership and 8 per-
cent want car/ride sharing serv-
ices to replace car ownership.
They believe car ownership is
tailored to their needs and more
worry-free.
“They see the appeal of ride

sharing, but they don’t believe it
will replace traditional car own-
ership,” Helms said.
Helms said that her survey

showed that 97 percent of Gen
Zers have a driver’s license or in-
tend to get one when the time
comes.
When asked why they want a

car, 29 percent said for the sense
of freedom, 21 percent said it just
makes life easier and 6 percent
said because “a car will repre-
sent who I am.”
That last statistic is quite dif-

ferent from Millennials, who of-
ten choose a car as a way of mak-

ing a public statement them-
selves, Helms said.
“We asked Gen Zers what they

would be willing to give up to get
a car,” Helms said. “The respons-
es really surprised us. A full 72
percent said they would rather
have a car for a full year than use
social media. And 63 percent
said they would rather have a car
than buy new clothes for a year.
This last figure is a real shocker.
A full 33 percent said they would
have a car for a year than have a
cell phone for a year. That really
tells you something about how
this generation values cars.”
And, Helms said, this genera-

tion is not as environmentally

Newest Generation Has Own Car Thoughts

Isabelle Helms

CONTINUED ON PAGE 7
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The fight against cancer re-
cently got help to the tune of
$200,000 thanks to GM, said com-
pany spokesman David Caldwell.
In April 2015, Ohio dealer

David Flynn paid $200,000 for the
first retail production Cadillac
CT6 as top bidder at the Barrett-
Jackson Auction in Palm Beach,
Fla., Caldwell said. The auction
benefitted the Barbara Ann Kar-
manos Cancer Institute.
Flynn visited the Detroit-Ham-

tramck Assembly plant (D-Ham)
with his wife and three of his
children on Feb. 19, Caldwell
said. His CT6 rolled off the line to
a sea of proud engineers. Flynn
and his family toured the new
CT6 Body Shop and General As-
sembly before meeting several of
the D-Ham staff and CT6 launch
team.

Flynn owns several dealer-
ships near Columbiana, Ohio. His
children, Sam, Katie, Bonnie, and
Shannon will all enter the family
business one day, Caldwell said.
When asked if she was surprised
about her dad winning the CT6
auction, Katie replied, “Not at all,
my dad has to have the first of
everything.”
The 001 VIN was crucial to Fly-

nn, as that was the first thing he
looked at upon seeing his new
sedan, Caldwell said.
“It’s terrific,” Flynn said. “I told

my oldest daughter she could
have it, but I’m re-thinking that
decision now after seeing it.”
Flynn and his family had the

chance to experience a Dynamic
Vehicle Test before heading to
the Design Center, Caldwell said.
There, they met some of the CT6

designers, received a behind-the-
scenes facility tour, and took
home an original CT6 sketch, au-
tographed by the design team.
CT6 marks Cadillac’s long-

awaited return to the global pres-
tige luxury segment, Caldwell
said, and is one of eight all-new
vehicles the brand will launch by
the end of the decade as part of
its $12-billion product invest-
ment to expand and elevate.
“The CT6 is nothing less than

an entirely new approach to pre-
mium luxury – and an approach
only Cadillac can offer,” said Jo-
han de Nysschen, president of
Cadillac at the time of the CT6
launch. “It is a bold endeavor
with unmatched dynamism that
reignites a passion for driving in
large luxury vehicles. In short, it
is prestige luxury reimagined.”

First CT6 Off the Line Sold for Charity
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mailto:info@detroitautoscene.com


American folk song later popu-
larized in the 1955 Billboard
Number One hit by artist Mitch
Miller.
In addition to the new Yellow

Rose edition, Ram is involved in
Texas communities in a number
of ways, Cappa said. In 2014,
Ram Truck announced at the
State Fair of Texas that the brand
would partner with the Texas
Rangers to help the storied law
enforcement agency preserve
and promote its history and her-
itage.
The Texas Rangers, America’s

oldest state law enforcement
agency, are gearing up for the
landmark 200th anniversary of
their founding, which is traced
to 1823. The Texas Ranger Hall of
Fame and Museum in Waco,
Texas, is the official historical
center of the Rangers.
Subsequently the Ram brand,

in collaboration with the FCA
Foundation, doubled its commit-
ment to the Texas Ranger Hall of
Fame and Museum and unveiled
a Texas Ranger concept truck,
Cappa said.
The Ram Texas Rangers con-

cept truck is designed to com-
memorate and promote the
brand’s partnership with the
Texas Rangers by bringing the
legendary spirit of the Rangers
to the road. Iconic silver Lone
Star Texas Ranger badges accent
the Ram 1500-based concept’s
exterior.

Röchling Automotive, a global
provider of acoustic, aerodynam-
ic and fluid management solu-
tions for the automotive indus-
try, has celebrated the grand
opening of its North American
Customer Center in Troy during a
ceremony with Röchling execu-
tives, customers and community
dignitaries on March 9.
The 22,500 square-foot facility –

three times larger than the com-
pany’s previous facility in Troy – is
designed to connect Röchling cus-
tomers with its global automotive
network, offering localized sup-
port and access to the company’s
extensive resources and expertise,
said Röchling spokeswoman An-
gela Jeruzal.
“At Röchling we are planning

long term,” said Jeruzal. “An in-
tegral part of our annual strategy
reviews is to determine the rev-
enue growth targets over a long
term period and along with that
assess the structural growth re-
quired to support our customers.
As such we decided to search for
a new facility for two reasons.
One, to have more space for our
staff and, two, to install the labo-
ratory locally in our customer
center. From the initial planning
until we found the best suitable
location and finally moved in it
took us about a year.”
The facility was placed in an

existing building that was refur-
bished specifically for to be the
company’s North American Cus-
tomer Center, Jeruzal said.

“Röchling sells to parts to just
about all the automotive OEMs,
including the Big Three,” Jeruzal
said. “So having a center like this
where they can communicate
with their Detroit customers is
an important thing.”
“Röchling’s investment in this

new facility expands our capabili-
ties in multiple areas, from de-
sign, simulation and testing to
customer service. This location
is ideal to support not only the
needs of customers here in
Michigan, but those abroad as
well,” said Juergen Peters, vice
president and general manager
of the North American Customer
Center. “We are proud to truly
drive efficiency home in Troy
and continue to bring next gener-
ation automotive solutions right
next door to our customers.”
The North American Customer

Center expands Röchling’s re-
gional footprint, positioning the
company ahead of the curve
through a larger location that is
better suited to developing ad-
vanced technologies customized
for specific market needs of cus-
tomers, Peters said.
While providing local and per-

sonalized support to North
American customers, the facility
also optimizes Röchling’s inter-
national capabilities and meets
market needs in each region
through cross-cultural and cross-
divisional collaboration – all
within the global Röchling
Group.

In addition to enabling quick
and efficient customer service,
50 percent of the new facility
space is equipped for in-house
benchmarking, rapid prototyping
and testing of systems and mate-
rials, environmental simulations
and more.
Employees have a comfortable

and inspiring working environ-
ment and, together with easy ac-
cess to the global Röchling net-

work and support, can fully uti-
lize state-of-the-art product de-
velopment resources.
Looking forward, Röchling an-

ticipates increasing the current
number of employees based in
Troy from 45 to 70 over the next
two years.
This will allow Röchling to fur-

ther align its capabilities with
customer requirements, Jeruzal
said.
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Automotive Supplier Builds New Customer Center in Troy

Troy is home to a new automotive supplier customer center.

Expanding Alfa Romeo’s lineup
beyond the ultra-high perform-
ance Giulia Quadrifoglio, the all-
new 2017 Giulia and Giulia Ti
models will make their North
American debut at the 2016 New
York International Auto Show,
further highlighting the first of a
new-generation of vehicles “em-
bodying Alfa Romeo’s La mecca-
nica delle emozioni (the mechan-
ics of emotion) spirit, world-class
performance, advanced tech-
nologies, seductive Italian style
and an exhilarating driving expe-
rience to the premium mid-size
sedan segment.” said Fiat
Chrysler spokesman Jiyan Cadiz.
“All-new from the ground up,

the 2017 Giulia lineup marks Alfa
Romeo’s return to the heart of
the premium sedan segment and
the next chapter of the brand’s
rich 105-year heritage,” said Reid
Bigland, head of Alfa Romeo –
North America. “From the new
Giulia and Giulia Ti models, to
the ultra-high performance
Quadrifoglio model, each of our
Alfa Romeo sedans deliver class-
leading power and handling, the
pedigree of incredible technolo-
gy and race-inspired perform-
ance, plus design and style that
could only be crafted in Italy.”
Building on the excitement of

the ultra-high-performance 505-
horsepower Giulia Quadrifoglio
model that debuted at the Los
Angeles Auto Show in November,
Bigland said the new Giulia and
Giulia Ti (Turismo Inter-
nazionale) models continue to
expand Alfa Romeo’s “perfect

balance of engineering and emo-
tion to the heart of the premium
sedan segment with an Italian de-
signed and crafted sport sedan
that is driver focused.”
The new 2017 Alfa Romeo Giu-

lia and Giulia Ti models are de-
signed to deliver a comprehen-
sive list of standard features, in-
cluding an all-new, all-aluminum,
2.0-liter, direct-injection turbo en-
gine with eight-speed automatic
transmission delivering a class-
leading, standard 276 horsepow-
er, class-exclusive carbon fiber
driveshaft, dual exhaust system
with bright tips, leather seating,
7-inch full-color driver informa-
tion display (DID), Alfa-tainment
featuring a 6.5-inch or 8.8-inch in-
dustry-first hidden widescreen
display, Bigland said.
For more capability, Bigland

said the innovative Alfa Q4 all-
wheel-drive (AWD) system is also
available on Giulia and Giulia Ti
models, while available Sport,

Luxury and Performance pack-
ages will add to this Alfa Romeo
model’s performance and style.
As the “halo” model in the line-

up, Giulia Quadrifoglio highlights
Alfa Romeo’s performance and
motorsport knowhow with a
record-setting 7:39 Nürburgring
lap time – the fastest ever by a
four-door production sedan,
Bigland said. The heart of this ul-
tra-high performance sedan is an
all-aluminum, direct-injection,
2.9-liter V6 bi-turbo engine, deliv-
ering a best-in-class 505 horse-
power, as well as earning the title
of the most powerful Alfa Romeo
production car engine ever, with
a class-leading 0-60 mph acceler-
ation in 3.8 seconds..
The Giulia Quadrifoglio also

features exclusive enhancements
for maximum performance, in-
cluding high-performance front
and rear fascias and carbon fiber
lightweight materials, including
hood, active aero front splitter,

rocker panel moldings and rear
deck-lid spoiler. Additionally, the
Alfa Romeo Giulia Quadrifoglio
offers staggered fitting 19 x 8.5-
inch (front) and 19 x 10-inch
(rear) forged alloy wheels
wrapped with Pirelli P Zero Cor-
sa three-season high-perfor-
mance tires, Bigland said.
The history of the Quadrifoglio

dates back to the 1923 Targa Flo-
rio, one of the oldest and most fa-
mous racing events of all time – a
dangerous and thrilling open
road endurance race held in the
mountains of Sicily, Cadiz said.
Leading up to the 1923 racing

season, Ugo Sivocci – an incredi-
bly superstitious driver – was a
perennial second-place finisher,
more often than not behind one
of his Alfa teammates. So, going
into the Targa Florio race and in
an effort to banish his bad luck,
the superstitious Sivocci decided
to paint a four-leaf clover on the
side of his 1923 Targa Florio RL.
In his first race with the green
four-leaf clover, or Quadrifoglio,
on his car, Sivocci won.
However, a few weeks after the

Targa Florio victory, Sivocci was
testing a new Alfa car at the Mon-
za racetrack. There had been no
time to paint Sivocci's good luck
symbol on the car and tragically
he crashed and ldied ,and a leg-
end was born.
The four-leaf clover on Sivoc-

ci’s car was encased in a square
box, while all future clovers were
encased in a triangle, with the
missing point symbolizing the
loss of Ugo Sivocci, Cadiz said.

Alfa Romeo to Show Vehicles for U.S. Market in New York

Yellow Rose Ram
Truck Just for
Texas Market

MILAN (AP) – Volkswagen, pe-
nalized down by its emissions
scandal, continues to miss out
on the booming European car
market.
The European carmakers asso-

ciation, ACEA, said March 16
that February sales in Europe ac-
celerated by 14.3 percent, but
VW brand deliveries nudged up
just 4.4 percent.
VW group sales, boosted by

Audi and Skoda, grew by 8 per-
cent, as market share eroded to
23.9 percent.
That compares with double-

digit expansion by mass-market
and premium competitors alike,
with Fiat Chrysler showing the
strongest growth at 23 percent.
Overall, carmakers sold 1.05

million units, with double-digit
growth in Italy, France, Spain and
Germany. The results reflect an
extra working day for leap year.

Volkswagen Sales
Don’t Keep Up

2017 Alfa Romeo Giulia (European spec)
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General Motors recognized 110
of its best global suppliers during
its 24th annual Supplier of the
Year awards ceremony held at
Cobo Center onMarch 10. The an-
nouncement represents the most
suppliers GM has recognized since
debuting the Supplier of the Year
event in 1992, said GM spokesman
Nick Richards.
Automotive suppliers from 17

countries received GM’s coveted
Supplier of the Year award for go-
ing above and beyond GM’s re-
quirements, designed to provide
customers with the most innova-
tive technologies that benefit
customers and the industry’s
highest quality vehicles.
GM’s 2015 recognition repre-

sents a nearly 40 percent in-
crease in the number of suppliers
recognized compared to 79 recip-
ients in 2014. More than half of
the suppliers are repeat winners
from 2014.
“Our priorities are focused on

building positive supplier rela-
tionships, bringing new, cus-
tomer-centric innovations to GM,
and being the OEM of choice
among suppliers,” said Steve
Kiefer, GM vice president, Global
Purchasing and Supply Chain.
“The companies we recognize
tonight not only have brought in-
novation, they delivered it with
the quality our customers de-
serve.”
During the event, GM debuted

an Innovation award to recognize
five suppliers who brought new
innovations that benefit cus-
tomers. Inaugural winners in-
clude Autoneum Holding AG; Del-

phi Automotive; Delta Electron-
ics; Gentex Corporation; and
FANUC Corporation.
• Autoneum – provided new

lightweight acoustic material in
the 2016 GMC Acadia that re-
duces mass by 20 percent while
improving acoustic performance.
• Delphi – provided industry-

first vehicle-to-vehicle wireless
communication technology to
provide 360-degree object detec-
tion, which can see beyond the
line of sight and around large ob-
structions. GM will be the first to
market with this technology
available on the 2017 CTS.
• Delta Electronics – supplied

an on-board charger module in
the 2016 Chevrolet Volt that con-
verts AC power into DC power
with the purpose of recharging
the battery pack of electric cars.
• FANUC – developed an as-

sembly plant paint robot applica-
tion designed to prevent unex-
pected downtime while enhanc-
ing overall robot performance.
• Gentex of Zeeland – intro-

duced industry-first rear camera
mirror on the 2016 Cadillac CT6
that eliminates C-pillar obstacles
and increases field of vision up to
300 percent.
“We’re incredibly honored to

receive one of the first-ever GM
Innovation awards,” said Gen-
tex Senior Vice President
and CFO Steve Downing. “Our
FDM is the first commercially
viable, NHTSA-approved
display mirror. It’s quickly be-
coming the industry benchmark
for enhanced rear vision, and
we’re proud to have worked

with GM to bring it to market.”
During the event, Gentex was

also named a 2015 GM Supplier
of the Year, said Gentex
spokesman Craig Piersma. GM
recognized 110 of its best suppli-
ers from 17 countries that have
consistently exceeded GM’s ex-
pectations, created outstanding
value, or introduced new innova-
tions to the company.
GM also honored three compa-

nies – LGE/LG Chem., Brake Parts
Incorporated, and repeat winner
Lear – with its Overdrive Award.
The honor, first debuted in 2012,
recognizes supply partners for
extraordinary leadership in cul-
tural change and commitment
initiatives that drove exceptional
business results for GM.
GM spokesman Nick Richards

said that other Michigan-based
award winners include Gallagher-
Kaiser Corp., Ideal Contracting
LLC., Dakkot, Integrated Systems,

NNYX Inc., Superior Industries In-
ternational, US Farathane Corp.,
Summit Polymers, Gentex Corp.,
MNP Corp. and Lear.

®Detroit AutoScene®

MARCH 21, 2016 PAGE 3“FIRST IN THE HEART OF DETROIT SINCE 1933”

WE DO HOUSE CALLS OR COME SEE US…
Before You Trade-In or Sell Your Car

Buyer & Seller of Clean Vehicles Since 1975!

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

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

GM’s Steve Kiefer congratulates the company’s top suppliers.

GM Awards Company’s Best Suppliers

Auburn Hills-based Hydra-
Zorb Co., a maker of cushion
clamp products that can easily
be affixed to hydraulic or
HVAC/R lines to limit vibration,
shock or corrosion, celebrated
its 50th anniversary in 2015 with
another record sales year, said
company spokesman Pat Liebler.
Hydra-Zorb cushion clamps

and Klo-Shure insulation cou-
plings, the company’s primary
products, are simple but essen-
tial components in projects rang-
ing from small power units for
hydraulics to refrigerant lines for
grocery stores.
Hydra-Zorb had growth of 35

percent in the past two years,
setting sales records along the
way.
The company employs 26,

several of whom have been
with Hydra-Zorb for more than

two decades, Liebler said.
“We’re extraordinarily proud

of our heritage of innovation,
customer service, and employee
involvement,” says Robert
Dodge, president of Hydra-Zorb.
“Yet, after 50 years we know that
we need to continue to find new
and better ways of doing busi-
ness.”
In 1965, Hydra-Zorb founder

Orval Opperthauser was a young
engineer working for a major
supplier of automotive machine
tools, Liebler said.
When Pontiac Motor Division

needed a way to absorb vibra-
tional shock in hydraulic lines,
Opperthauser designed a cush-
ioned shock-absorbing clamp
that could be installed directly
on to the hydraulic lines, saving
a month of costly tear down and
lost production time.

Hydra-Zorb Sees Growth
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“Plum Crazy” purple, “B5
Blue” and “Sublime” green
Dodge Charger and Challenger
muscle cars have recently been
streaming out of the FCA US
Brampton Assembly Plant, bring-
ing a sense of nostalgia and pow-
erful bursts of high-impact paint
color to highways and dragstrips
across the country.
Now, new for spring 2016 and

shown for the first time this past
weekend at the 11th annual
Spring Festival in Irvine, Calif.,
Dodge is expanding its color
palette with a new, modernized
version of Go Mango exterior
paint on 2016 Dodge Challenger
and Charger SRT models. Deal-
ers can begin ordering Go Mango
immediately.
Go Mango was first introduced

by Dodge on the iconic 1970
Challenger. Following a limited
production run in 2006 on specif-
ic Charger R/T Daytona models,
and more recently featured on
the 2016 Dodge Dart, the next
generation of the legendary and
limited-edition exterior hue com-
bines orange and red tones into
a high-impact color that show-
cases the legendary Dodge per-
formance attitude.
“Powerful performance cars

like our Dodge Charger and Chal-
lenger demand high-impact col-
ors,” said Tim Kuniskis, Head of
Passenger Car Brands – Dodge,
SRT, Chrysler and Fiat – North
America. “Dodge muscle cars
have a long history of unique
paint colors with iconic names,
and we’ll continue to reach back
into our paint code archive to
give our enthusiast customers
what they want.”
Go Mango is now available ex-

clusively on the following 2016
Dodge Challenger and Charger
models:
• Challenger SRT 392 and SRT

Hellcat – dealers orders open im-
mediately

Charger SRT 392 and SRT Hell-
cat – dealers orders open imme-
diately.

Chrysler Offering
Colorful Choices
On Muscle Cars

DETROIT (AP) – A family car
owned by the nation’s top auto
safety regulator’s family has
been recalled to fix a faulty Taka-
ta air bag, but like millions of
others, he’s waiting for parts to
make the repair.
National Highway Traffic Safe-

ty Administration chief Mark
Rosekind said March 16 that a
car normally driven by his wife
was recalled to fix an air bag in-
flator. When she checked the ve-
hicle identification number in a
recall database, she found there
were no replacement inflators
available, Rosekind said after an
autonomous-car conference in
Dearborn.
Takata inflators can explode

with too much force and spew
shrapnel at drivers and passen-
gers. They’re responsible for at
least 10 deaths worldwide and
more than 100 injuries. So far 14
automakers have recalled 24 mil-
lion U.S. vehicles with Takata in-
flators in what is now the largest
auto recall in the country’s histo-
ry.
About 7.1 million inflators

have been replaced, and NHTSA
has said the recalls almost cer-
tainly will grow larger.
Rosekind wouldn’t identify the

type of car, but he said the family
is fortunate to have another ve-
hicle for his wife to drive in Cali-
fornia, where she lives. The
agency has taken over manage-
ment of the recalls and is send-
ing replacement parts to older
vehicles and to those in high-hu-
midity areas along the Gulf
Coast.

Fed Regulator’s
Family Car Has
Takata Recall



The U.S. Department of Trans-
portation’s National Highway
Traffic Safety Administration
and the Insurance Institute for
Highway Safety announced
March 17 a historic commit-
ment by 20 automakers repre-
senting more than 99 percent of
the U.S. auto market to make
automatic emergency braking a
standard feature on virtually all
new cars no later than NHTSA’s
2022 reporting year, which be-
gins Sept 1, 2022.

Automakers making the com-
mitment are Audi, BMW, FCA US
LLC, Ford, General Motors, Hon-
da, Hyundai, Jaguar Land Rover,
Kia, Maserati, Mazda, Mercedes-
Benz, Mitsubishi Motors, Nissan,
Porsche, Subaru, Tesla Motors
Inc., Toyota, Volkswagen and Vol-
vo Car USA, said NHTSA
spokesman Gordon Trowbridge.
The unprecedented commitment
means that this important safety
technology will be available to
more consumers more quickly
than would be possible through
the regulatory process.

“This decision aligns with our
mission to assist drivers and
help mitigate crashes,” says Mike
Dahl, head of Vehicle Safety and
Regulatory Compliance – FCA
North America. “We will prolifer-
ate AEB through our vehicle line-
up based on this robust, state-of-
the-art technology.”

GM spokesman Tom Wilkinson
said that people should feel good
about what the auto industry’s
done.

“We in the car business should
feel proud,” Wilkinson said. “We
have been able to come together
and reach an agreement that has
the potential to save the lives of
thousands of people and avoid
millions of dollars in property
damage.”

AEB systems help prevent
crashes or reduce their severity
by applying the brakes for the
driver, Trowbridge said. The sys-
tems use on-vehicle sensors such

as radar, cameras or lasers to de-
tect an imminent crash, warn the
driver and apply the brakes if the
driver does not take sufficient ac-
tion quickly enough.

NHTSA estimates that the
agreement will make AEB stan-
dard on new cars three years
faster than could be achieved
through the formal regulatory
process, Trowbridge said. During
those three years, according to
IIHS estimates, the commitment
will prevent 28,000 crashes and
12,000 injuries.

“It’s an exciting time for vehi-
cle safety. By proactively making
emergency braking systems stan-
dard equipment on their vehi-
cles, these 20 automakers will
help prevent thousands of crash-
es and save lives,” said U.S.
Transportation Secretary Antho-
ny Foxx. “It’s a win for safety and
a win for consumers.”

Based on mounting evidence
that AEB effectively reduced
crashes and injuries in the U.S.
and around the world, NHTSA
and IIHS issued a challenge to in-
dustry in September 2015 to en-
courage automakers to voluntari-
ly make AEB a standard feature,
Trowbridge said.

A series of meetings followed
to establish details of the com-
mitment.

“IIHS member companies
strongly support the adoption of
effective safety technologies,”
said IIHS Board Chairman and
CEO of American Family Insur-
ance, Jack Salzwedel. “Deploying
AEB on a wide scale will allow us
to further evaluate the technolo-
gy’s effectiveness and its impact
on insurance losses, so that
more insurers can explore offer-
ing discounts or lower premiums
to consumers who choose AEB-
equipped vehicles.”

“We’re getting these safety sys-
tems into vehicles much faster
than what would have been oth-
erwise possible,” said NHTSA Ad-
ministrator, Dr. Mark Rosekind.

“A commitment of this magni-
tude is unprecedented, and it will
bring more safety to more Ameri-
cans sooner.”

“The benefits of this commit-
ment are far reaching,” said IIHS
Executive Vice President and
Chief Research Officer David Zu-
by. “From injuries and deaths
averted to the recovery of pro-
ductivity that would otherwise
be lost in traffic jams caused by
the crashes prevented. It also as-
sures that all Americans will ben-
efit from this technology.”

“With roadway fatalities on the
rise, the commitment made to-
day has the potential to save
more lives than almost anything
else we can accomplish in the
next six years," said Deborah A.P.
Hersman, president and CEO of
the National Safety Council, who
attended today’s announcement.
“Including all models in the
agreement ensures that safety is-
n’t for just those who can afford
it.”

This commitment, Trowbridge
said, will make AEB standard on
virtually all light-duty cars and
trucks with a gross vehicle
weight of 8,500 lbs. or less begin-
ning no later than Sept. 1, 2022.
AEB will be standard on virtually

all trucks with a gross vehicle
weight between 8,501 lbs. and
10,000 lbs. beginning no later
than Sept. 1, 2025.

As NHTSA continues its regula-
tory work in this area, NHTSA
will track the progress industry
is making towards its commit-
ment.

Feds, Automakers Agree on AEB Technology Requirements

Buick has unveiled the 2017
Enclave Sport Touring Edition
just in time for the New York Au-
to Show.

It is the latest addition to the
brand’s design-focused Sport
Touring Edition lineup and an ex-
pressive and athletic appearance
for the popular Enclave mid-size
luxury SUV, said Buick
spokesman Stuart Fowle. The
Sport Touring is highlighted by a
Satin Black Ice-toned grille and
20-inch chrome-clad wheels with
Satin Black Ice accents.

The Sport Touring Edition
brings the brand’s newest design
theme, Fowle said, to a vehicle
with Buick’s most loyal customer
base.

In 2015, 33.4 percent of Enclave
sales came from returning cus-
tomers. That’s the highest loyal-
ty rate among all Buick models
and one of the top model-to-
model loyalty rates in the
crossover SUV segment, topping
key competitors such as Audi Q7
and Acura MDX, as well as vehi-
cles like the Jeep Grand Chero-
kee and Toyota Highlander.

“With timeless exterior design,
Buick’s signature QuietTuning,
and three rows of premium, first-
class seating designed to com-
fortably hold adult passengers,
Enclave has helped make Buick
one of the industry’s most suc-
cessful SUV brands,” said Dun-
can Aldred, vi.p. of Global Buick.

Since Enclave’s introduction in
2007, SUVs have jumped from 31
percent of Buick brand sales to
61 percent in 2015, Fowle said. It
has remained a consistent seller
through eight years of sales and
since 2013 has been paired with
Buick’s small SUV, the Encore,
which has since become the
brand’s best-seller. The Envision
SUV also joins Buick’s SUV lineup
in North America this summer.

“The industry doesn’t have
many success stories better than
the Buick Enclave,” said Aldred.
“It has created a new generation
of Buick customers and delivered
on their expectations again and
again. The Sport Touring Edition
is a great update for our flagship
crossover SUV as the Buick fami-
ly continues to grow this year.”

The new Buick Enclave Sport
Touring Edition will be on dis-
play at the 2016 New York Inter-
national Auto Show and goes on
sale this summer, available on
the Leather (1SL) and Premium

(1SN) trims, Fowle said. It is of-
fered in three premium exterior
colors: White Frost Tricoat, Crim-
son Red Metallic and Ebony Twi-
light Metallic.

Additional standard equip-
ment on the Leather and Premi-
um trims includes:

• Heated, wood-trimmed
steering wheel;

• Ice-blue LED ambient light-
ing around the instrument panel;

• Eight-way power front driver
and passenger seats with power
recline, lumbar support and driv-
er memory.
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WARREN URGENTCARE

“We Care”
URGENT CARE FOR ACCIDENTS AND INJURY

ADULT & PEDIATRIC ILLNESS
Digital X-Rays, EKG and Lab Work, On-Site Lab Service, Strep, Mono,
Pregnancy & Urine Testing, Vaccinations, Sports & School Physicals,

Occupational Medicine, Work-Related Injuries,
Pre-Hire Physicals (BAT & Urine Screening)

SPECIAL ON SPORTS PHYSICAL $25.00 State-of-the-Art Facility

8am-10pm • 7 Days a week • 365 Days a Year
“Bringing Quality Urgent Care To Your Neighborhood”

586-276-8200
31700 Van Dyke • Warren, MI 48093

On Van Dyke Rd., between 13 & 14 Mile in
St. John’s Windemere Park

OTHER CONVENIENT LOCATIONS:

ATTENTION
Chrysler, GM, Ford

Employees, we’re within
2 miles of your plants

HAP & BCN
NO Referrals Needed!
www.warrenurgentcare.com

FLU SHOTS

Woodland Urgent Care
22341 W. 8 Mile Road

Detroit

313-387-8700

N. East Macomb Urgent Care
43900 Garfield, Suite 121

Clinton Township

586-868-2600

DETROIT (AP) – DTE Energy
Co. says $1.4 billion in invest-
ment is planned in Michigan nat-
ural gas pipeline infrastructure
over the next five years.

The Detroit-based utility says
March 16 investments by DTE
Gas will help maintain the natu-
ral gas system’s safety and relia-
bility while keeping prices down.

Plans call for modernizing cast
iron and steel main pipelines
with newer, more-durable mate-
rial. New service lines to homes
and businesses will be installed.
Crews this year are on track to
replace more than 100 miles of
gas main lines, up from 80 miles
in 2015.

Natural gas meters will be
moved from inside homes and
businesses and replaced with
advanced meters on the outside
as part of the gas main modern-
ization work. Upgrades also will
be made at compressor stations
to ensure reliable and delivery.

DTE Investing
$1.4 Billion in
Infrastructure

Buick Has New Enclave for New York Show

Chrysler’s AEB system

Macomb Community College is offering the following courses free of charge:
Aluminum and its Alloys – March 28 – 30, 2016
Upon completion of this course, you should be able to: Identify aluminum alloys suited to spe-
cific applications; describe key processing parameters that influence structure - property rela-
tionships; identify composition and processing interactions that result in final material properties;
solve routine processing and heat-treating issues; and identify cost-reduction opportunities that
do not negatively impact material and product performance.

Introduction of Additive Manufacturing – March 23, 24, & 26, 2016
Upon completion of this course, you should be able to describe: the background and mecha-
nism of 3D printing; the current types of 3D printers and the corresponding printing materials;
CAD software and graphical design; and 3D printing software and file formats.

– Class size is limited and will be filled on a first come, first served basis. –

Please contact Charles Cammarata at (586)445-7425 or
cammaratac00@macomb.edu for more information or to register.

Funding comes from the Department of Labor/Employment and Training Administration.
Eligibility and paperwork requirements must be completed prior to attending.

A private-public partnership administered locally by
the Macomb/St. Clair Workforce Development Board
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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
Jeff Caul

586-274-0396
PEP QUOTES BY PHONE OR EMAIL: JEFF CAUL AT JCAUL@BUFFWHELAN.COM

☺ 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 Traverse 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 unless otherwise noted. All deals expire 03/31/2016.
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18 MILE RD.

SINCE
1989

Stk.# 62754

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

Stk.# 62808

2016 TRAVERSE 1LT

Power Locks, Power Windows, Power Mirrors
Keyless Entry, Remote Start, Captain Seats, Heated
Seats, Back-Up Camera Onstar, XM Radio, & More…

24 Month Lease/10,000 Miles

NO SECURITY DEPOSIT REQUIRED

Stk.# 61865

2016 SILVERADO 1LT
DOUBLE CAB

ALLSTAR
4X4

NO SECURITY
DEPOSIT
REQUIRED

$245*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIRED

$164*+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

$234*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIRED

CONVENIENT HOURS: MON. & THURS. 8:30AM-9PM / TUES., WED. & FRI. 8:30AM-6:30PM /
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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

BRING SPRING IN
WITH A

NEWCHEVROLET

#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

MMAARRCCHH
IISS HHEERREE……
SSPPRRIINNGG
IINNTTOO AA NNEEWW
CCAARR,,

SSUUVV OORR
TTRRUUCCKK
AASS TTHHEE PPRROOGGRRAAMMSS

RREEMMAAIINN GGRREEAATT..
Please call with the vehicle you desire 

and you will be delighted with the payment.

2016 CHRYSLER
300 Limited Anniversary Edition

LEASE FOR
$1999 DOWN

MSRP 36,005
$87*

24 MO.
10K

2015 DODGE
CHARGER SXT AWD

LEASE FOR
$1999 DOWN

MSRP 33,990
$195*

27 MO.
10K

2016 JEEP
CHEROKEE Limited

LEASE FOR
$1999 DOWN

MSRP 30,510
$133*

24 MO.
10K

2016 RAM
1500 SLT Crew Cab 4x4 Outdoorsman

LEASE FOR
$1999 DOWN

MSRP 44,325
$136*

24 MO.
10K

Must qualify for Chrysler Employee Advantage discount for all sale prices and lease payments. *Plus tax, title, license, CVR and doc fee and destination charge. **All leases based on 10,000 miles per year.
Plus tax, title, license and doc fee and destination charge. No security deposit required. Must qualify for preferred credit rating, not everyone will qualify. All rebates assigned to dealer. Save even more with military
rebate. Sale prices and lease payments include consumer cash rebate, lease cash, and Chrysler Capital Bonus Cash. Must finance through Chrysler Capital. Not everyone will qualify subject to credit approval.
Pictures may not represent actual vehicles. Must take delivery from dealer inventory by 3/31/2016. **For Renegade sale price, must qualify for Chrysler Employee Advantage, Military, and returning Lease Loyalty.

2016 Ram Heavy Duty truck

The Fast Lane Truck (TFLtruck)
has named the 2016 Ram Power
Wagon the winner of its inaugural
Gold Hitch Award for “Best Off-
road Truck.”

TFLtruck is the most popular
online video reviews, news and
views publication. Nearly 2.5 mil-
lion truck buyers watch
TFLtruck video reviews and tests
every month. This includes the
signature “TFL Ike Gauntlet” ex-
treme towing test, which chal-
lenges the trucks to the absolute
maximum of their performance
capability. Simply put – TFLtruck
is All Trucks All The Time, said
Fiat Chrysler spokesman Nick
Cappa.

The Ram Power Wagon took
first for outstanding capability
and handling under aggressive
off-road conditions, said Cappa.

“Ram holds titles in fuel econo-
my, towing capacity and torque,
but the Power Wagon earns the
distinction of ultimate off-road
truck. Recognition from TFLtruck
cements its position at the top of
the hill,” said Jim Morrison, head
of Ram Truck – FCA North Ameri-
ca. “The 2015 Ram Power Wagon
is designed for the individual
who travels into extreme terrain
for rescue or recreation, while

delivering on-road comfort and
the towing capability expected
from a heavy-duty truck.”

To score the trucks, TFLtruck
editors ran narrow goat trails in
the Colorado mountains, Cappa
said. The grueling paths reach
high elevations with terrain that
varies from loose gravel to rock
to snow covered. At the end of
the run, the Ram Power Wagon
was king of the hill.

“The Ram Power Wagon
clawed up TFLtruck's real world
Gold Mine Hill off-road test like a
natural-born athlete, showing ex-
treme poise and grace that belies
the truck's Heavy Duty chassis,”
said Roman Mica, Chief Editor at
TFLtruck. “The Ram Power Wag-
on is this year's ultimate king of
the Colorado Mountains.”

The off-road drive is not the
sole criteria. The Ram Power
Wagon also was judged for its
overall performance on road,
Cappa said.

Gold Hitch Award-eligible
trucks include 2016 model-year
pickups (or trucks from previous
model years that have not signif-
icantly changed for 2016), Cappa
said. Trucks are only eligible for
the award if they were tested be-
fore March 31, 2016.

Rams Good Off the Road
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LOCATED RIGHT OFF I-75 ON M-24

Wally Edgar
1-866-906-0279

*Corvette and Spark sale prices at GM Employee Discount Price plus tax, title, plate and doc. fees due at sign-
ing with all rebates assigned to dealer. **Tahoe sale price at GM Employee Discount Price plus tax, title, plate
and doc. fees due at signing with all rebates including Chevrolet Loyalty Private Offer (only current 1999 or
newer Chevrolet passenger car or light duty truck owners/lessees are eligible) assigned to dealer. Due to ad-
vertising 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
45 MPG2015 TAHOE 4WD LTZ

MSRP $68,595
SALE PRICE

$48,985**

45 MPG 2016 SPARK
MSRP $14,635
SALE PRICE

$13,888*

45 MPG 2015 CORVETTE
STINGRAY COUPE Z51

MSRP $71,850
SALE PRICE

$58,982*

VYLETEL
JUST ANNOUNCED...

Additional $2,000 off in stock select Denali Yukon's.

*GM Employee Pricing Plus Tax, Title, Lic. and Doc. No Security Deposit Required. Programs subject to change. Photos may not repre
Price is subject to change without notice. See dealer for details. Expires 3/31/16.

VISIT OURWEBSITE TO SEARCH FORMORE VEHICLE SELECTIONS 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

ALL NEW 2016
BUICK ENCLAVE
FWD • CONVENIENCE

2244 MMOONNTTHH BBUUIICCKK EEXXPPEERRIIEENNCCEE LLEEAASSEE
FREE Maintenance • FREE XM Radio • FREE OnStar

Stock #4769-16 • Deal #58594 
GM pricing plus tax, title & lic. 

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

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$259*
$1,975 DUE AT SIGNING

ALL NEW 2016
BUICK REGAL

FWD • PREMIUM II GROUP

2244 MMOONNTTHH BBUUIICCKK EEXXPPEERRIIEENNCCEE LLEEAASSEE
FREE Maintenance • FREE XM Radio • FREE OnStar

Stock #4712-16 • Deal #59036 
GM pricing plus tax, title & lic.

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

24 MONTH/
11K PER YEAR

LEASE
FOR ONLY

$159*
MANAGER DEMO SPECIAL

MADNESS IN MARCH
IS HERE…

2015 MODEL CLEARANCE

Stk. #4434-16 • Deal# 58593. 
8,702 Total miles allowed for lease term.

GM pricing plus tax, title & lic. 
GM pricing must have Non GM in household 

set to expire 365 days from delivery.
NO SECURITY DEPOSIT REQUIRED!

ALL NEW 2016 BUICK VERANO
1SG • FWD • CONVENIENCE• LOADED

ATTENTION LEASE CONQUEST CUSTOMERS

2016 GMC

ACADIA
FWD • SLE-2

Stock #9041-16 • Deal #58510
$1742 total due at signing. 

GM pricing plus tax, title & lic. 
GM price figured with a Non-GM Lease in household 

set to expire within 365 days.
NO SECURITY DEPOSIT REQUIRED!

$269*36
MONTH
LEASE 

FOR ONLY

10K PER YEAR

2016 GMC

SIERRA
1500 • 4WD • DOUBLE CAB

Stock #8933-16 • Deal #52863
$2119 total due at signing. 

GM pricing plus tax, title & lic. 
Must qualify lease loyality.

NO SECURITY DEPOSIT REQUIRED!

$239*24
MONTH
LEASE 

FOR ONLY

10K PER YEAR
ALL NEW ELEVATION

2244 MMOONNTTHH BBUUIICCKK EEXXPPEERRIIEENNCCEE LLEEAASSEE
FREE Maintenance • FREE XM Radio • FREE OnStar

24 MONTH/
8,702* 

Total miles
LEASE FOR

$129*
$1004 DUE AT SIGNING

ALL NEW 2016
BUICK ENCORE

FWD

2244 MMOONNTTHH BBUUIICCKK EEXXPPEERRIIEENNCCEE LLEEAASSEE
FREE Maintenance • FREE XM Radio • FREE OnStar

Stock #4717-16 • Deal #57906 
GM pricing plus tax, title & lic. 

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

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$129*
$62870 DUE AT SIGNING

ALL NEW 2016
BUICK LACROSSE

1SH • SPORT TOURING

2244 MMOONNTTHH BBUUIICCKK EEXXPPEERRIIEENNCCEE LLEEAASSEE
FREE Maintenance • FREE XM Radio • FREE OnStar

Stock #4687-16 • Deal #58498 
GM pricing plus tax, title & lic. 

GM price must own 99 or new Buick Lucern, 
Verano, Regal, LaCrosse. 

NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$239*
$1,690 DUE AT SIGNING

2016 GMC

SIERRA
DEANALI • 1500 • 4WD • CREW CAB

Stock #8943-16 • Deal #59971
$2809 total due at signing. 
GM pricing plus tax, title & lic. 

GM price figured with lease loyalty  or
lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$415*
W/$1995 DOWN

24
MONTH
LEASE 

FOR ONLY

10K PER YEAR

2015 GMC

CANYON
4WD • SLE • EXT CAB

Stock #8323-15

GM employee price plus tax of $174408, plus title, lic.

$27,568*
WAS
$33,045

SAVE OVER
$5,400 OFF MSRP

2016 GMC

YUKON
4WD • SLT • LOADED

Stock #8999-16 • Deal #59972
$3205 total due at signing. 
GM pricing plus tax, title & lic. 

GM price figured with lease loyality 
or lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$675*27
MONTH*
LEASE 

FOR ONLY

10K PER YEAR
W/$1995 DOWN

*GM EMPLOYEE/FAMILY LEASE

*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, plate and CVR fees and were valid at time of printing. GM Employee discount is required expect where noted.
Leases are 10,000 miles per year and a disposition fee may be required at lease turn in. Must have 1999 or newer non-GM lease for Competitive Brand offer. Amount depends
on model. Trade-in guarantee of $3500 (When you lease or purchase new Silverado) $2500 (all others) is for 2004 newer vehicles with under 150,000 actual miles. No bad Carfax or branded titles. Certain restrictions apply,
see dealer for complete details on all incentives/offers. Sale ends 3/31/2016 @ 6:00PM.

2016MALIBU “LT”
• Chevrolet Complete Care INCLUDED!
• 1.5L Turbo DOHC Engine! • Ambient Interior Lighting!

• OnStar w/4G LTE w/built-in Wi-Fi hotspot! • 17” Aluminum Wheels!
• 7” Color Touch Screen MyLink Radio!

• 8 Way Power Driver’s Seat!
• Rear Vision Camera

Stock#G28636

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

2016SILVERADO “LT”
• Chevrolet Complete Care INCLUDED!
• Ecotec3 4.3L V6! • Automatic Transmission! • GM Bedliner Included!

• Color Screen Mylink Radio with USB Ports! • AluminumWheels!
• OnStar w/4G LTE w/Built in Wi-Fi Hotspot!

• SteeringWheel Radio Controls!
• Remote Keyless Entry!

Stock#G27019

For 3 Days Only!…NO Employee Discount is REQUIRED On Our Most Popular Models!*

2016CRUZE “LT”
• Chevrolet Complete Care INCLUDED!
• 1.4L Turbo DOHC Engine! • Automatic Transmission!

• OnStar with 4G LTE with built-in Wi-Fi hotspot!
• 7” Color Touch Screen MyLink Radio!

• Remote Keyless Entry!
• Bluetooth for Phone!

Stock#G29005

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

2016EQUINOX “LT”
• Chevrolet Complete Care INCLUDED!

• 2.4L DOHC VVT Engine! • Rear Vision Camera!
• 7” Color Touch Screen MyLink Radio! • Bluetooth for Phone!

• OnStar with 4G LTE with built-in Wi-Fi hotspot!
• Remote Keyless Entry!

• Aluminum Wheels
Stock#G28653

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 MONTH LEASE:

4X4 DBL CAB

$164*
$0DOWNW/LEASECONQUEST

Was $27,680 Sale Price $21,517

$164*
$999DOWNW/LEASELOYALTY

OR

24 MONTH LEASE:

$159*
$0DOWNW/LEASECONQUEST

Was $25,895 Sale Price $22,633

$159*
$999DOWNW/LEASELOYALTY

OR

Was $21,995 Sale Price $20,039 Was $39,975 Sale Price $32,017
24 MONTH LEASE:

$140
$999DOWN

24 MONTH LEASE:

$154*
$999DOWNW/LEASECONQUEST

$154*
$999DOWNW/LEASELOYALTY

OR

ALL NEW

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

Monday, Tuesday andWednesday

ALL NEW

friendly as people think. For
them going green means having
more green in their wallets. So
any environmental technology
will have to save Gen Zers mon-
ey. Whether it’s at the gas pump
or in repair costs. They are more
concerned with saving money
than with saving the planet.
“Prices are more important to

Gen Z than it is to Millennials,”
Helms said. “But this generation
is not as materialistic as the Mil-
lennials. Only 49 percent said
style is important in the survey
compared to 57 percent of Mil-
lennials.
And, Helms said, Gen Zers are

less concerned with brand pres-
tige. They like brands such as
Chevrolet, Ford, Jeep, and Hon-
da, because they’ve been around
a while and they see these
brands as dependable.
Millennials go for flashier

brands like Audi. And because
no one brand stands out as over-
whelmingly “highly relatable”
with Gen Zers, OEMs have a real
opportunity to reach out and get
this generation while they’re
young.
Gen Zers, Helms said, really like

safety. A full 43 percent said safety
is important to them. That com-
pares with 25 percent of Millenni-
als, 11 percent of Gen X and 9 per-
cent of Baby Boomers. In fact 43
percent of Gen Zers said safety
features are important compared
to 35 percent who said infotain-
ment features are important.
Something for OEMs to think

about in future marketing and
content decisions, Helms said.
Gen Zers like the idea of self-

driving cars, Helms said, be-
cause they think it will make
roads safer.

But Gen Zers also question the
efficacy of autonomous vehicles.
A full 65 percent said this lack of
faith is a real barrier to them
buying such a vehicle.
And finally, Helms said, there

is also good news for traditional
car dealers. Gen Zers put a great
deal of value on face-to-face vehi-
cle sales. That was somewhat
surprising to her, given the fact
this generation has grown up
with Amazon.
Only 26 percent of Gen Zers

want to buy a car online, sight
unseen.
What they really want, Helms

said, is a positive buying
experience, convenience and a
great price for the vehicle that
they’ve picked out for them-
selves.
While they will use the Internet

to check on things like price,
they will, on average, test drive a
car twice before deciding to buy,
according to the survey, Helms
said.
That means, Helms said, that

the dealerships that provide a
positive face-to-face experience
will do well.
But only as long as they under-

stand that they must sell to the
Gen Zers’ needs and not just try
to move inventory that’s been on
the lot for a while.
“Get ready for Gen Z,” Helms

said, “because they are coming.
What works for Millennials won’t
necessarily work for this genera-
tion. Auto sales aren’t going to
take a hit with them because
they want to own cars.”
Helms said key areas of focus

needed to be considered when
selling to Gen Z include highlight-
ing the cost of savings with green
vehicles, safety features and
proving the effectiveness of new
technologies.

Gen Z Has Its Own Ideas On
What Car Ownership Means
CONTINUED FROM PAGE 1
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SERVICE HOURS: Monday & Thursday 6:30am-9:00pm; Tuesday, Wednesday & Friday 6:30am-6:00pm • Shuttle at 6:30am - Pick-up Both Ways • All Day starting at 6:30am.

$2395
Fluid Level,

Brake & Alignment Check Included.

Open Mondays & Thursdays until 8:30pm

We use Genuine GM Oil & Filter
No additional or hidden charges.
Out the door pricing.

Quick Oil Change EXPRESS
LANELUBE OIL FILTER

Excludes synthetic, Diesel & Med. Duty Trucks.
Most GM cars & trucks. One coupon per customer. Must
present coupon with order. Plus tax. Expires 3-31-16.

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

Jim
Pfeifle

jpfeifle@edrinke.com

See us for your GM employee purchases.

1-877-451-7707
26125 VAN DYKE AT 10 1/2 MILE ROAD

Now looking for experienced salespeople to join our team!

ED RINKE

2

Dennis
Thacker

dthacker@edrinke.com

Paul
Makowski

pmakowski@edrinke.com

SHOWROOM HOURS: MON. & THURS. 8:30AM-9PM / TUES., WED. & FRI. 8:30AM-6PM /

*All applicable rebates including lease/conquest offers have been deducted from sale price/payment. Pictures may not represent actual vehicle. Prices subject to change per GM incentives. Prices and payments are
inclusive of active GM Employee Discount (Unless otherwise stated). Equinox, Malibu, Trax, Traverse, Silverado, and Camaro are 24 month leases. Volt and Impala are 36 month 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. Deposition Fee may be required at vehicle turn in. Refundable security deposit required
on certain vehicles –to be determined by lender. **$3500 trade-in is valid on 2003 or newer vehicles with under 115k miles in drivable condition, no branded titles, less reconditioning determined by appraiser. Certain restrictions may apply, see dealer for complete details.
** Expiration Date – 3/31/16.

NO DOC FEES
Find Us on
FACEBOOK

Nicole
Dodge

nhuminski@edrinke.com

VISIT OURWEBSITE:
edrinke.com

*All prices and payments include GM rebates. Pictures may 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. All leases are 24
months except for theGMCYukon,Lacrosse,Enclave,which are 36month leases andCascadawhich is a 39month lease.AllVehicles shownare $999down. Deposition Feemaybe required at vehicle turn in.Must have lease loyalty and/or conquest.Must have closing competitive lease. Prices andpayments are
plus tax, title,plate feew/ acquisition fee up front, refundable security deposit required on certain vehicles – to be determined by lender. For Sierra,Acadia,Terrainmust be trading in a non gmvehicle. **$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:3/31/2016

We’ll give you a $3,500 minimum for your 2003 or newer trade in.
See us for your GM employee purchases.

1-866-452-1300
26125 VAN DYKE AT 10 1/2 MILE ROAD

Now looking for experienced salespeople to join our team!

SHOWROOM HOURS:
MON. & THURS.
8:30AM-9PM

TUES., WED. & FRI.
8:30AM-6PM

VISIT OURWEBSITE: edrinke.com

Stk. #SXHDF6 Stk. #SXHDF6

2016 BUICK ENCORE

PURCHASE
FOR

$21,197*24
MO.

LEASE FOR

$119*
$999 DOWN

Stk. #SSTXM6 Stk. #SSTXM6

2016 BUICK VERANO

PURCHASE
FOR

$19,749*24
MO.

LEASE FOR

$129*
$999 DOWN

1SD

Stk. #TBMWW1 Stk. #TBMWW1

2016 BUICK LACROSSE

PURCHASE
FOR

$29,189*36
MO.

LEASE FOR

$199*
$999 DOWN

1SH

Stk. #SXNT39 Stk. #SXNT39

2016 BUICK CASCADA

PURCHASE
FOR

$32,879*39
MO.

LEASE FOR

$329*
$999 DOWN

Stk. #B460850 Stk. #B460850

2016 BUICK REGAL

PURCHASE
FOR

$26,519*
24
MO.

LEASE FOR

$139*
$999 DOWN

Stk. #SZWNBK Stk. #SZWNBK

LEASE FOR

$999 DOWN

24
MONTHS

$199* PURCHASE FOR

$28,549*

2016 GMC ACADIA
SLE-1

LEASE FOR

$999 DOWN

24
MONTHS

$199*
PURCHASE A 2015 1500
4WD • DBL CAB • SLE

$31,129*

2016 GMC SIERRA
4WD • DBL. CAB
1500 • SLE

Stk. #TDJD1F Stk. #TDJD1F

LEASE FOR

$999 DOWN

24
MONTHS

$129* PURCHASE FOR

$22,999*

2016 GMC TERRAIN
SLE-1

Stk. #G561776 Stk. #G561776

2016 GMC YUKON
SLE • 4WD

PURCHASE FOR
$16,150*

LEASE FOR
24 MONTHS
$59*

$999DOWN

2016

CRUZE2016

TRAVERSE

PURCHASE FOR
$28,106*

LEASE FOR
24 MONTHS
$179*

$999DOWN

2016

EQUINOX

PURCHASE FOR
$20,386*

LEASE FOR
24 MONTHS
$99*

$999DOWN

2016

CAMARO2016

LT1LT
TRAX

LS

LS
VOLT

Stk. #TCHKOP

Stk. #561325

Stk. #561956Stk. #470003

Stk. #460564

Stk. #470003

2017

Stk. #561749Stk. #TBWVF3

Stk. #561960

LEASE A LT
36 MONTHS
$265*

$999DOWN

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

– NO APPOINTMENTS NECESSARY FOR OIL CHANGES –

1SP

Stk. #G560599 Stk. #G553845

LEASE FOR

$1,999 DOWN

36
MONTHS

$349* PURCHASE FOR

$46,499*

PREMIUM II

Stk. #561960Stk. #561325

PURCHASE FOR
$31,644*

PURCHASE FOR
$25,992*

LEASE FOR
24 MONTHS
$279*

$999DOWN

Stk. #460564

SILVERADO2016

1500 •4WD
DBL
LT

Stk. #561220

PURCHASE FOR
$35,932*

LEASE FOR
24 MONTHS
$169*

$999DOWN

Stk. #561220

MALIBU2016

Stk. #TDRNB7

PURCHASE A LS
$20,882*

LEASE A LT
24 MONTHS
$149*

$0DOWN

Stk. #GZPJ07

NO EMPLOYEE
DISCOUNT
REQUIRED

PURCHASE A LS
$17,999*

LEASE FOR
24 MONTHS
$129*

$699DOWN

Automotive supplier Faurecia,
which has its North American
headquarters in Auburn Hills,
has been recognized as a Top
Employer in the U.S. by the Top
Employers Institute, an inde-
pendent organization that certi-
fies employers around the world
for excellence in the work envi-
ronment they create for employ-
ees, said Faurecia spokesman
Tony Sapienza.

As part of the Top Employers
certification process, Faurecia
participated in a rigorous, multi-
faceted research evaluation as-
sessing employers in areas such
as company culture, talent strat-
egy, workforce planning, on-
boarding, learning and develop-
ment, performance manage-
ment, leadership development,
career and succession manage-
ment, compensation and bene-
fits.

To further reinforce the validi-
ty of the process, all answers
were independently audited,
meaning this research has veri-
fied Faurecia’s outstanding em-
ployee conditions and earned
them a coveted spot among a
choice group of certified Top
Employers in the United States,
Sapienza said.

Faurecia was most noted for
its commitment to learning and
development via programs of-
fered at Faurecia University
North America, its dedicated on-
boarding process for acclimating
new employees, and the oppor-
tunities it provides employees to
gain international experiences
through employee exchange and
travel, Sapienza said.

Through its “Being Faurecia”
worldwide company culture ini-
tiative, Faurecia has also defined
a culture of accountability, con-
tinuous improvement and work-
force development, Sapienza
said.

Faurecia Named
Top Employer in

United States

Interceptor pursuit vehicles.
The Type IV panels are an ad-

ditional option above and be-
yond existing ballistic panel pro-
tection offered by Ford, Terry
said.

Optional Type III ballistic pan-
els are already on duty in agen-
cies around the United States
and are rated to protect against
all handgun and non-armor
piercing bullets up to .30 caliber
(specifically up to 7.62mm x
51mm NATO M80 ball ammuni-
tion) as well as special threat
rounds identified by the Los An-
geles Police Department.

The optional ballistic panels
are in addition to a long list of ex-
isting features aimed at protect-
ing officers, including Ford Po-
lice Interceptor safety cell con-
struction to aid structural in-
tegrity.

In the event of a crash, ad-
vanced safety technology helps
to absorb the energy of the colli-
sion and to direct the impact
forces away from the occupants,
Terry said. Additionally, crumple
zones are strategically placed in
the frame or body of the vehicle,
further absorbing and dissipat-
ing the energy of a crash to re-
duce intrusion into the occupant
compartment.

Innovative materials – such as
aluminum, advanced plastics
and boron steel – also contribute
to vehicle strength, Terry said.

Other examples of Ford’s com-
mitment to officer safety include
a 75-mph rear crash test rating,
police-tuned suspensions, police
brakes, steel wheels, unique po-
lice interiors as well as a range of
upfit options.

Ford Develops
Cop Doors to
Stop Bullets

CONTINUED FROM PAGE 1
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