
Baseball, hot dogs, apple pie
and Chevrolet. At least three of
those things will be in play at
Comerica Park this week as the
Tigers’ home opener takes place
April 8.

“With spring in the air and
Opening Day upon us, a Chevro-

let tradition is about to com-
mence, signifying the beginning
of the 2016 baseball season.”
said GM spokesman Craig Daitch.

To that end, a Hyper Blue
Metallic Camaro SS and an Infer-
no Orange Metallic Colorado –
the 2016 Motor Trend Car and

Truck of the Year – settled into
their home for the year high atop
the Chevrolet Fountain behind
center field in Comerica Park last
week.

Both the Chevy Camaro and
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Singer Ciara stands by Camp Jeep at the New York Auto Show.

A Chevrolet Camaro RS is loaded by crane onto the top of the Chevrolet Fountain inside Comerica Park.

Chevrolet Ready for Opening Day

Think of what Jeep is doing as
the ultimate word-of-mouth cam-
paign.

On the heels of its breakout Su-
per Bowl campaign marking its
75th anniversary, the Jeep brand
is kicking off a year-long cam-
paign with a global footprint to
include both digital and social el-
ements, said Fiat Chrysler
spokeswoman Diane Morgan.

“My Jeep Story” will provide a
platform for the brand’s passion-
ate community and the wider
world to join the 75th anniver-
sary celebrations, Morgan said,

by sharing their own, authentic
and inspiring Jeep brand stories.

“My Jeep Story” will live on the
Jeep brand's microsite,
www.jeep.com/myjeepstory, and
across social media through
Facebook, Twitter and Instagram
using #myjeepstory, Morgan
said.

The year will culminate with a
digital compilation of “75” sto-
ries that speak authentically to
the spirit of the brand.

“As we mark the 75-year mile-

Jeep Celebrating 75 Years;
Ciara Sings Its Praises
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Matthew McConaughey and Mark Fields reveal Navigator Concept car.

DETROIT (AP) – A spacious
lounge on wheels.

That’s Ford Motor Co.’s vision
for the Lincoln Navigator SUV,
due for its first major redesign in
a decade. With help from actor
and spokesman Matthew Mc-
Conaughey, the brand unveiled a
concept version of the vehicle
March 23 at the New York Inter-
national Auto Show.

The Navigator will drop some
weight, helping fuel economy,
but will still be a behemoth at
more than 17 feet long. Execu-
tives say engineers took steps to
erase what Navigator customers
didn’t like and accentuate what
they did.

By watching customers, engi-
neers found that people wanted
to relax in their SUVs with less
complexity. So they tried to cre-
ate a “personal sanctuary’’ with
large but supportive seats and a
spacious feel. They made the
dashboard less cluttered with
only essential information such
as vehicle speed on the display.

Other information, such as the
identity of a phone caller or a
song on the radio, fades away af-
ter the first showing.

David Woodhouse, design di-
rector for the Lincoln brand, said
they went for “a beautiful lounge-
like space for the occupants.’’

Lincoln has largely missed the
luxury big SUV boom that hap-
pened in part because of cheap
gasoline. The brand sold only
about 12,000 Navigators last year
while its main competitor, Gener-
al Motors’ Cadillac brand, sold
almost 36,000 Escalades. The
Navigator, based on truck under-
pinnings, has been updated but
not completely revamped since
2006.

Kumar Galhotra, president of
the Lincoln brand, expects the
new vehicle to capture a bigger
chunk of the market now domi-
nated by GM.

Galhotra wouldn’t comment
on expectations that the new

Ford Shows Off Navigator
Concept Car in NYC Show
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The March sales news was
good for Detroit automakers as
all three companies reported
sales increases of 6 percent or
better.

Malibu at 65 percent improve-
ment, Edge up 49 percent and
Jeep’s 15 percent boost topped
the sales charts for the three De-
troit car firms.

Overall, GM was up 6 percent,
with Ford and Fiat Chrysler 8
percent higher than last March.

Fiat Chrysler reported U.S.
sales of 213,187 units, an 8 per-
cent increase compared with
March 2015 sales (197,261 units),
and the group’s best March sales
in a decade, said Fiat Chrysler
spokesman Berj Alexanian.

The Jeep, Dodge and Ram
Truck brands each posted year-
over-year sales gains in March
compared with the same month
a year ago, Alexanian said. The
Jeep brand’s 15 percent increase
was the largest sales gain of any
Fiat Chrysler brand during the
month.

“Strong Jeep and Ram brand
sales gave us a fast start to the
important spring selling season
and extended our year-over-year
monthly sales gains to six full
years,” said Reid Bigland, FCA –
North America’s senior vice pres-
ident of Sales.

“As consumers continue to

shift their buying preference to-
ward utility vehicles and trucks,
they are walking directly into the
FCA wheelhouse.”

Eight Fiat Chrysler vehicles set
records in the month of March,
including the Jeep Compass,
which posted its best March
sales ever, Bigland said.

In addition, Dodge Journey, the
Ram pickup truck, Ram ProMas-
ter Van, Ram ProMaster City,
Jeep Wrangler, Jeep Cherokee
and Jeep Renegade each posted
their best March sales ever.

On the brand side, the Jeep
brand recorded its best March
sales ever.

Fiat Chrysler finished the

month of March with an 82-day
supply of inventory (644,474
units). U.S. industry sales figures
for March are internally project-
ed at an estimated 17.1 million
units Seasonally Adjusted Annual
Rate (SAAR).

Ford Motor Company sold
254,711 vehicles in the U.S. in
March – an 8 percent gain versus
a year ago – while first quarter
sales of 645,626 vehicles were up
9 percent, said Ford spokesman
Erich Merkle. This represents the
company’s best sales perform-
ance for March and first quarter
since 2006.

Sales Strong in March for Detroit OEMs

The Federal Trade Commis-
sion has charged that Volkswa-
gen Group of America, Inc. de-
ceived consumers with the ad-
vertising campaign it used to
promote its supposedly “clean
diesel” VWs and Audis, which
Volkswagen fitted with illegal
emission defeat devices de-

signed to mask high emissions
during government tests.

The FTC is seeking a court or-
der requiring Volkswagen to
compensate American con-
sumers who bought or leased an
affected vehicle between late
2008 and late 2015, as well as an
injunction to prevent Volkswagen

from engaging in this type of con-
duct again, said FTC spokesman
Peter Kaplan.

In a complaint filed in federal
court on March 29, the FTC al-
leges that during this seven-year
period Volkswagen deceived

FTC Slams VW Over Emissions Cheating
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2016 Jeep Compass
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consumers by selling or leasing
more than 550,000 diesel cars
based on false claims that the
cars were low-emission, environ-
mentally friendly, met emissions
standards and would maintain a
high resale value, Kaplan said.
The cars sold for an average
price of approximately $28,000.
“For years Volkswagen’s ads

touted the company’s ‘Clean
Diesel’ cars even though it now
appears Volkswagen rigged the
cars with devices designed to
defeat emissions tests,” said FTC
Chairwoman Edith Ramirez.
“Our lawsuit seeks compensa-
tion for the consumers who
bought affected cars based on
Volkswagen’s deceptive and un-
fair practices.”
Kaplan said that according to

the FTC’s complaint, Volkswagen
promoted its supposedly “clean”
cars through a high-profile
marketing campaign that in-
cluded Super Bowl ads, online
social media campaigns, and
print advertising, often target-
ing “environmentally-con-
scious” consumers.
For example, Volkswagen pro-

motional materials repeatedly
claimed that its “Clean Diesel”
vehicles have low emissions, in-
cluding that they reduce nitro-
gen oxides (NOx) emissions by
90 percent and have fewer such
emissions than gasoline cars. In
fact, the FTC’s complaint states
that they emit up to 4,000 per-
cent more than the legal limit of
NOx – a dangerous pollutant that
contributes to environmental
harms and respiratory ailments.
The complaint alleges, Kaplan

said, that Volkswagen also
claimed that “Clean Diesel” vehi-
cles met “stringent emission re-
quirements,” were “50-state com-
pliant,” and would maintain a
high resale value. Yet, according
to the FTC’s complaint, these
claims were also false because
without the illegally installed
software, the “Clean Diesel” vehi-
cles would not have passed fed-
eral emissions standards and the
hidden defeat devices will signifi-
cantly reduce the vehicles’ re-
sale value.
The FTC also charged that

Volkswagen provided the means
and instrumentalities for others
to deceive consumers, and that
installing the emissions defeat
devices was an unfair practice.
The affected vehicles include

2009 through 2015 Volkswagen
TDI diesel models of Jettas, Pas-
sats, and Touareg SUVs, as well
as TDI Audi models. The suggest-
ed sale prices for the affected ve-
hicles ranged from approximate-
ly $22,000 for the least-expensive
Volkswagen model with a 2.0-
liter engine to approximately
$125,000 for the most-expensive
Audi model with 3.0-liter engine.
The Commission vote author-

izing the staff to file the com-
plaint was 4-0. The complaint
was filed in the U.S. District
Court for the Northern District
of California, San Francisco Divi-
sion.

VW Scandal May
Cost Company
Big Bucks
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When driving, keeping your
eyes on the road ahead is a giv-
en. But there are also times when
being able to see what’s behind
you is equally important.
Which is why Chevrolet has

added a new trailering camera
system that will be available for
2014-16 model year Silverados.
It joins a new factory-installed,

fifth-wheel prep package, com-
patible with either gooseneck or
fifth-wheel hitches available from
Chevrolet Accessories.
“These are great examples of

our commitment to provide
truck customers with the most
confident towing experience in
the industry,” said Jeff Luke,
Chevrolet truck executive chief
engineer.
“The fifth-wheel prep package

has been designed by our struc-
tural engineers to make the most
of Silverado’s fully-boxed, high-
strength steel frame.

The trailering camera system
was designed in partnership with
our Chevrolet MyLink team to
seamlessly integrate views from

trailering cameras into the exist-
ing radio display.”
As with all offerings from

Chevrolet Accessories, these
packages are warranted and in-
tegrated to work with the cus-
tomer’s vehicle and are avail-
able through Chevrolet dealers,
said GM spokesman Monte Do-
ran.
Chevrolet partnered with

Echomaster to develop the
blind-spot-assist towing pack-
age system, which includes
three cameras: two side-view
cameras, and one for mounting
on the rear of the customer’s
trailer. It is compatible with all
2014-2016 model year Silverado
HD trucks, and Silverado 1500
trucks with the available trailer-
towing mirrors.
The two side cameras are

seamlessly integrated into the
housing for the side-view mir-
rors, for improved vision along
the sides of the truck and trail-
er,
Doran said. When the driver

activates the turn signal, the sys-

tem automatically displays the
correlating side view in the cen-
ter screen.
The rear camera is designed to

be mounted to the top, rearmost
edge of the trailer, providing a
view of what’s behind the trailer
when reversing.
This camera is hardwired to

the trailer lights for electrical
power, and wirelessly transmits
images to the display using a
closed wireless network. It also
features infrared lighting, en-
abling enhanced images in low-
light settings.
The Silverado’s rear backup

camera is activated when reverse
is selected. Pressing and holding
the radio Home button for five
seconds brings up the camera
menu screen to select the trailer
camera image.
The system also supports the

use of an optional fourth camera.
This can include an additional
camera installed inside the trail-
er, transmitting video to monitor
horses, cattle, other livestock, or
content during transport.

Later this summer, Chevrolet
will introduce a camera integrat-
ed into the center brake light, to
show the contents of the bed or
to assist with connecting a fifth-
wheel or gooseneck trailer,
Doran said.
Any of the four camera views

can be activated at any time on
the radio screen to bring up the
camera menu screen.
The trailering camera system

will be available for purchase
through Chevrolet dealers in
April, and is warranted by
Echomaster (a division of AAMP
Global). Prices start at $999 (not
including tax, labor and installa-
tion).
Also new is a factory-installed,

fully-integrated fifth-wheel pack-
age, available on all 2016 model
Silverado 2500HD and 3500HD
trucks for $350, Doran said. It fea-
tures a frame-mounted hitch plat-
form and tray, concealed under
the truck bed.
A factory-installed 7-way trail-

er wiring connection in the pick-
up box is also available.

Silverado Technology Goes Forward by Looking Backward

Total Ford brand SUVs are off
to their best start in company
history, with first quarter total
sales of 188,100 – up 15 percent
versus a year ago, Merkle said.
March SUV sales also were up 13
percent with 72,872 SUVs sold,
marking the best March perform-
ance in 15 years. For the month,
Edge was up 49 percent, Escape
was up 8 percent and Explorer
was up 4 percent.
F-Series sales exceeded 70,000

in March, with 73,884 trucks sold.
2007 is the last time F-Series
broke the 70,000 mark this early
in the year. F-Series sales rose 9
percent versus last year, marking
their best March performance
since 2006. For the quarter, F-Se-
ries sales totaled 186,121 – up 5
percent.
"Customers continue buying

high-end SUVs and trucks, help-
ing the Ford brand increase its
average transaction prices by
more than $1,600 per vehicle in
March – nearly double the indus-
try average,” said Mark LaNeve,
Ford vice president, U.S. Market-
ing, Sales and Service. “We have
been seeing solid sales momen-
tum in the first quarter across
our entire portfolio, with car,
SUV and truck sales up across
the board."
Cars were up 1 percent, SUVs

grew 16 percent and trucks rose
9 percent to start the year,
LaNeve said.
Lincoln sales were up 11 per-

cent in March, while average

transaction prices for the brand
were up more than $2,100 – al-
most four times the rate of
growth of the overall luxury seg-
ment.
Much of the growth came from

6,428 Lincoln SUV sales – a 28
percent gain. First-quarter Lin-
coln SUV sales increased 27 per-
cent, marking Lincoln SUVs best
sales performance for March and
the first quarter since 2001.
General Motors delivered

193,524 vehicles in March to indi-
vidual or “retail” customers, up 6
percent year over year, driven by
a 7 percent increase at Chevrolet
and a 13 percent increase at
GMC. Overall, GM’s total sales,
both retail and commercial/fleet,
were up 0.9 percent compared to
the same time last year, said GM
spokesman Daniel Flores. GM to-
tal sales in March were 252,128.
GM’s focus on higher margin

retail and commercial sales is en-
abled by strategic reductions in

daily rental deliveries, which will
continue through 2016, Flores
said.
The strong performance of

these two brands has helped GM
grow retail deliveries every
month since April 2015. Despite
significant reductions in daily
rental units, total sales were up
one percent.
Chevrolet has been the main

engine of growth, Flores said.
The brand’s retail sales were up
10 percent in the first quarter
versus a year ago, and its retail
market share was up a full point
year over year to an estimated 11
percent.
This increase in March was led

by the Malibu, which saw a 65
percent increase in sales over
the same time last year, Flores
said. The Malibu had its best first
quarter since 1980, and approxi-
mately 85 percent of sales in
March were the new model,
which is the fastest-selling car in

its segment with a “days-to-turn”
of 24 days.
“The strong retail and commer-

cial sales GM has been delivering
are the result of a multi-year
strategy to strengthen our
brands, attract new customers
and grow profitably,” said Kurt
McNeil, U.S. vice president of
Sales Operations. “We are grow-
ing retail sales faster than the in-
dustry.”

Detroit’s Automakers Enjoy Strong March Vehicle Sales

the Colorado were lifted into
place by crane – a three-hour
process, Daitch said.
“Chevrolet continues to enjoy

a long-standing relationship with
the Detroit Tigers,” said Paul Ed-
wards, vice president, Chevrolet
Marketing. “By putting Chevrolet
power and performance on dis-
play in center field, we hope to
inspire our fans and our home
team with a winning season.”
Chevrolet has sponsored the

fountain, which features an array
of water displays and the sound
of a tiger growling with each De-
troit home run, for the last seven
seasons. The brand chooses se-
lect vehicles from its lineup to
display each year.
“Last year, we were able to

showcase our vehicles to nearly
3 million Tigers’ fans at Comeri-
ca Park and even more watching
from home,” Edwards said.

Camaro Drops In
To Comerica Park

2016 Chevrolet Malibu 2015 Ford Edge

DETROIT (AP) – Ford says it’s
recalling about 38,000 Transit
vans in the United States and
Canada because the side curtain
air bags may not protect people
properly in a crash.
The recall covers low-roof

Transit vans from the 2015 and
2016 model years.
The company says the reason

for the recall is that the bags on
either side of the vans in ques-
tion may have been folded incor-
rectly.

The air bags may not inflate at
the proper angles to protect driv-
ers or passengers when they are
deployed.
Ford says no crashes or in-

juries have been reported.
The affected vans were built

by Ford Motor Company from
March 12, 2014 through March
18, 2016.
Dealers will inspect the air

bags and adjust them if needed
at no cost to owners of the vehi-
cles.

Ford Issues Air Bag Recall for Vans
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Call it fishing where the fish
are. As the 21st century has pro-
gressed, social media has be-
came much more important in
the way people communicate
and the way companies reach
out to their customers.
The Dodge brand was named

the number one mass-market
auto brand on social media by
Shareablee Inc, a social media
analytics company, said Fiat
Chrysler spokeswoman Eileen
Wunderlich.
Shareablee announced in its

recent blog that it determined
the top 10 ranking brands by
measuring the total social ac-
tions captured on automakers'
posts across Facebook, Twitter
and Instagram, Wunderlich
said.
The Dodge brand held this

lead position throughout 2015
and is continuing this trend of
media promotion into the year
2016.
From Jan. 1 to March 15, 2016,

Dodge generated the most social
actions, 5.2 million, Wunderlich
said, of all mass-market automak-
ers, nearly double the actions re-
ceived by the second-ranked
automaker.
“It is great to see Dodge recog-

nized as a fast riser on social me-
dia,” said Olivier Francois, chief
Marketing Officer, FCA – Global.
“Having a strong social presence
is an important part of our mar-
keting strategy for all our
brands. We strive to deliver con-
tent that is true to each individ-
ual brand persona, is relevant
and evokes a reaction from our
followers.”
“Dodge and SRT vehicles have

passionate fans who are not just
customers, but real brand advo-
cates,” said Tim Kuniskis, head
of Passenger Car Brands –
Dodge, SRT, Chrysler and FIAT,
FCA – North America.
“The fact that Dodge generat-

ed 5.2 million social interactions
so far this year, nearly double
that of the second-ranked
automaker in the study, really
reinforces our belief that when
the information you share is
authentic and organic, people
engage and share the content.”
The Dodge brand’s success in

the social space is in part due to
a strong fostered community and
a strategy that leverages cultur-
ally relevant moments in time,
Kuniskis said.
Frequent calls to action to sub-

mit user-generated content via
the hashtag #ThatsMyDodge and
integrating holidays and current
events into social content pro-
vides fans authentic opportuni-
ties to engage with the brand.

Of the achievement, Founder
and CEO of Shareablee Tania
Yuki said, “Dodge has seen near-
ly five times the growth (373 per-
cent) in social engagement com-
pared to the mass-market auto-
motive industry (78 percent) so
far this year.
“Particularly on Instagram,

Dodge's creative use of user-gen-
erated content has given a plat-
form for its most loyal enthusi-
asts to contribute and engage
with the brand.”
Mediabrands Publishing is the

social media agency-of-record for
Dodge and Fiat Chrysler, Wun-
derlich said.
Those interested in seeing

more of these campaigns can fol-
low the Dodge brand on different
social media outlets like Face-
book, Twitter and Instagram,
Wunderlich said.

As motor vehicles add more
technology, it can become diffi-
cult for drivers to understand
and use all the options that come
with the car.
The 2017 Chrysler Pacifica, the

most technologically equipped
vehicle of its kind, now features
Uconnect Vehicle User Guide, a
pre-installed and complimentary
application that allows drivers to
easily view and explore their
owner’s vehicle information via
the Uconnect 8.4-inch touch
screen.
The Uconnect Vehicle User

Guide application debuted first
in the 2016 Dodge Charger, Chal-
lenger and Chrysler 300, said Fiat
Chrysler spokesperson Alyse
Tadajewski.
“The Vehicle User Guide appli-

cation is a great addition to the
array of comfort and conven-
ience technologies available in
the all-new Chrysler Pacifica,”
said Tricia Hecker, head of Con-
nected Services, FCA – Global.
“The Vehicle User Guide applica-
tion minimizes the everyday
stresses by providing drivers
with effortless accessibility of
their vehicle information.”
At a touch of a button, drivers

can access the Vehicle User
Guide application located in the
Uconnect apps manager menu
and use it as a quick reference
guide, Tadajewski said.
Owners find vehicle informa-

tion using various methods, in-
cluding browse by category, dis-
cover vehicle via visual search,
search by text keyword or search
via traditional index.
For the browse by category

feature, Tadajewski said the main
menu is comprised of four key
categories:
• Vehicle Operation – operat-

ing instructions for key func-

tions, such as driving controls,
comfort and convenience con-
trols, safety and security, utility
and reference essentials for new
owners.
• Uconnect Radio, Phone &

Navigation – operating instruc-
tions for key functions, such as
radio and audio controls, phone
pairing and usage, navigation
and map routing and voice com-
mands.
• Vehicle Maintenance – in-

spection and maintenance infor-
mation for key categories, such
as maintenance schedules, fluids
and capacities, tire pressures
and care recommendations.
• Emergency & Support –

emergency and reference infor-
mation for key categories, such
as customer and roadside assis-
tance, warning lights and indica-
tors, emergency procedures and
vehicle warranty coverage.
The Uconnect and Powertrain

portions of the application are
dynamic and will only present
VIN and vehicle-specific informa-
tion.
The content also can be updat-

ed over-the-air so the owner in-
formation will remain current,
Tadjewski said.
Launched in 2003, Uconnect

systems are FCA’s in-vehicle con-
nectivity center, all designed to
keep consumers connected, en-
tertained and, most importantly,
focused on the road.
Each Fiat Chrysler vehicle

comes equipped with a Uconnect
system that provides drivers
with a range of available commu-
nication, navigation, entertain-
ment features and connected
services, Tadajewski said, includ-
ing:
• Hands-free calling or texting

solutions that keep drivers pro-
ductive, talking and connected.

• Entertainment and audio op-
tions that include AM, FM, HD or
satellite radio, Bluetooth stream-
ing audio, CD Player, USB, SD
Card and AUX Port.
• Navigation options that help

provide a stress-free commute
with easy access to points of in-
terest, well-designed maps and
turn-by-turn directions that are
broadcast over the vehicle’s au-
dio system.
An included trial of Uconnect

Access services also is available
on properly equipped vehicles,
Tadajewski said.
These real-time services in-

clude a monthly vehicle health
report, vehicle health alert, a
smartphone app that enables
owners to remotely lock, unlock
or start their vehicle, locate their
vehicle and more; 9-1-1 and As-
sist Buttons on the rear-view mir-
ror that’ll connect vehicle own-
ers to help at the push of a but-
ton; Yelp Search, voice texting,
the ability to purchase a Wi-Fi
hotspot for a day, week or a
month.
Uconnect Access via Mobile

provides drivers with enhanced
Bluetooth Audio Streaming expe-
rience by providing access to fea-
tures like Pandora, iHeartRadio,
Slacker and Aha Internet radio
via the Uconnect system’s 8.4-
inch touch screen, Tadajewski
said.
Vehicle owners can access and

control their Uconnect system’s
features and services by using a
variety of different methods.
Which one they decide to use de-
pends on the driver’s personal
preference, Tadajewski said.
These different control meth-

ods include voice recognition
technology, steering wheel con-
trols, touch screens or tradition-
al knobs and buttons.
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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

One coupon per customer, per visit.
Not valid with any other offer.

Expires 4/30/16

One coupon per customer, per visit.
Not valid with any other offer.

Expires 4/30/16
One coupon per customer, per visit.

Not valid with any other offer. Expires 4/30/16
One coupon per customer, per visit.

Not valid with any other offer. Expires 4/30/16

Buy One Sundae
Get Same Size Sundae

For 99¢
Limit 4 - Any Size

Must present coupon at time of purchase.
Coupons may not be combined with other offers.

Expires 5/15/16.

$5 OFF
Any Cake

Must present coupon at time of purchase.
Coupons may not be combined

with other offers. Expires 5/15/16.

50¢ OFF
Any Size Cone

or Blizzard
Limit 4

Must present coupon at time of purchase.
Coupons may not be combined with other offers.

Expires 5/15/16.

New Pacifica Offers Latest Uconncet Tech

The Uconnect Pacifica display

Dodge Uses Social Media In
Latest Promotion Campaign
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stone of the Jeep brand, there is
no other brand that is able to
embrace its global community in
a way that invites these individ-
ual and compelling stories that
have also shaped their own, per-
sonal journeys,” said Olivier
Francois, chief marketing officer,
FCA Global.

“Our Super Bowl campaign
firmly acknowledged ‘We Don’t
Make Jeep, You Do,’ recognizing
that the rightful ownership of
the brand resides uniquely with-
in its fans, followers and owners.

“‘My Jeep Story’ will help
bring to life and pay tribute to
the true spirit and humanity
that has come to embody the
brand.”

“My love for the Jeep brand,”
said Ciara, “started in my early
days, when I would listen to my
father’s military stories, and re-
mained prevalent to the days
when I drove my Jeep Wrangler
to the studio at the start of my
dream career as a musical
artist.”

“I’m so proud to be celebrat-
ing the Jeep brand’s 75th
anniversary and helping to
launch their ‘My Jeep Story' cam-
paign.”

Fans can post their stories
now to their Instagram, Twitter
and Facebook channels with
#myjeepstory.

In addition, fans can go to
www.jeep.com/myjeepstory to
post videos of their own “My
Jeep Story” directly onto the
microsite beginning Thursday,
April 7, Morgan said.

Throughout the year, fans and
followers will be surprised by a
chance to create a new “MyJeep
Story” via Jeep-branded experi-
ences and adventures, Morgan
said.

Ciara, who appeared at Camp
Jeep during the New York Auto
Show (Wednesday, March 23),
celebrates the campaign in the
telling of her very own Jeep
Wrangler story on the brand’s
microsite.

Upcoming monthly “Story Ses-
sions” will celebrate Summer
Fun, favorite canines and mili-
tary appreciation, Morgan said.
As part of the Jeep brand’s
shared history with partner
USO, both marking 75 years in
2016, the brand is making a $1.4
million dollar donation to the or-
ganization.

The Jeep brand launched its
75th Anniversary with two spots
during this year’s Super Bowl 50,
“Portraits” and “4x4ever.”

Jeep Celebrates
75 Years as Ciara
Sings Its Praises
CONTINUED FROM PAGE 1

Navigator will have an aluminum
body like Ford F-150, which is
700 pounds lighter than the
model it replaced. The new mod-
el needs to be lighter to meet
federal fuel economy standards.
No gas mileage or weight figures
for the new vehicle were re-
leased March 23.

The new Navigator will be
smaller than the current extra-
length version, but bigger than
the standard model, which is
17.3 feet in length.

The current standard model
weighs 2.9 tons.

McConaughey made a short
appearance on stage with execu-
tives, walking next to the light-
blue Navigator and speaking
briefly about it. Ford CEO Mark
Fields attributed the brand’s re-
cent sales increases in part to
McConaughey.

The production version of the
Navigator will be out late next
year.

Ford Shows Off
Navigator Concept
At NYC Auto Show
CONTINUED FROM PAGE 1



Ford is saluting the Kansas
City Royals’ world championship
by building a limited run of 300
Ford F-150 MVP-edition trucks at
the Kansas City Assembly Plant.
Based on the F-150 XLT with

chrome package and available in
either OxfordWhite or Blue Flame,
the F-150 MVP edition includes
special MVP badging, unique pol-
ished stainless rocker panels and
a spray-in bedliner, said Ford
spokesman Mike Levine.
The 2016 Ford F-150MVP edition

started as an idea from Marc Las-
salle, a Kansas City Royals fan, to
celebrate his team’s second world
championship, Levine said. It fol-
lows the 1986 Ford Ranger MVP
edition, created and sold in 1985 to
celebrate Kansas City’s first time
as world champions.
“Like our manufacturing team

members at Kansas City Assem-
bly Plant, the Kansas City Royals
are a great example of what ter-
rific teamwork can accomplish,”
said Gary Johnson, Ford vice
president for North America
manufacturing.
F-150 MVP edition customiza-

tions are added at Kansas City’s
unique SubTropolis underground
business complex, where Ford
applies custom accessories to its
vehicles in the energy-efficient
cave system, Levine said.
Ford worked with former

Kansas City Royals star Bret
Saberhagen, from the 1985 team
roster, and Salvador Pérez, from
the 2015 Kansas City lineup, to
promote the F-150 MVP edition,
Levine said.
Saberhagen greeted Kansas

City Assembly Plant employees
last week.
Midwest Ford Dealers has also

renewed its sponsorship agree-
ment with the Kansas City Royals
for 2016. The F-150 MVP edition
is on sale now at Kansas City
area Ford dealers.
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BRAKE SPECIAL

$22995
Most F.W.D. U.S. Cars • In-store offer ends 4-30-16

Check Our Price on
Tune Ups, Water Pumps,

Heater Cores & Other Repairs

DELUXE OIL
CHANGE
SPECIAL

Up To 5 Qts. Of
Oil Lube & Filter

•
No Disposal Fee

Includes topping off fluids

4-30-16

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

• Front Premium Disc Brake Pads

• 2 New Front Rotors

• Labor Included

RRAADDIIAATTOORR PPOOWWEERR
FFLLUUSSHH && FFIILLLL CCOOOOLLAANNTT SSYYSSTTEEMM

$7995
Most F.W.D. U.S. Cars • In-store offer ends 4-30-16

Extended Life
Coolant 

& G05 Extra

Ford Motor Company Fund contributed $100,000 to Gleaners fund.

Ford Mobile Food Pantries
rolled through metro Detroit
March 16 delivering baby formu-
la and diapers to food banks and
other nonprofits.
Ford Motor Company Fund –

the philanthropic arm of Ford
Motor Company – donated
$100,000 to Gleaners Community
Food Bank to purchase enough
formula to feed 7,000 infants for
a month, said Ford spokesman
Eric Mitchell.
“Meeting the most basic needs

of families is the first step toward
building stronger communities,”
said Jim Vella, president, Ford
Motor Company Fund and Com-
munity Services. “Children need
nutritious meals to build a strong
foundation mentally and physi-
cally, and we hope this contribu-
tion will help give them a healthy
start on a promising future.”
With more than 200,000 chil-

dren in Southeast Michigan –
nearly 20 percent of the area’s
kids – not knowing where their
next meal will come from, addi-
tional support is always wel-
come, Mitchell said. A text-to-
give option for Ford employees
and the public has been set up to
donate money to Gleaners for
the purchase of more formula.
To contribute any amount by

credit or debit card to the Ford
Baby Formula Drive, text FORD
to 41444 and follow the link.
With help from The Kroger

Company, Gleaners was able to
stretch this year’s Ford donation
further and purchase more for-
mula than last year. Ford volun-
teers loaded cases of baby for-
mula onto Ford Mobile Food
Pantries, including hundreds of
additional pounds of formula and
more than 11,000 diapers collect-
ed in the company’s annual em-
ployee Diaper & Formula Drive.
“I’m so grateful to Ford and its

employees for launching this
tremendous effort to help strug-
gling families with young chil-
dren,” said Gerry Brisson, presi-

dent of Gleaners Community
Food Bank. “With these two very
essential needs covered, parents
can meet their children’s other
needs – like providing lots of love
and giving them a better oppor-
tunity to grow up healthy and
strong.”
Ford’s Diaper & Formula Drive

was organized by the Ford Volun-
teer Corps as part of early
March’s Accelerated Action Day
to help children and families.
Hundreds of Ford volunteers ren-
ovated care centers, painted
shelters, sorted food and packed
meals at food pantries.
Over the past six years, Ford

Motor Company Fund has con-
tributed nearly $2 million to
Gleaners Community Food Bank
as part of its commitment to
hunger relief in Southeast Michi-
gan. Gleaners operates four Ford
Mobile Food Pantries, and Ford
Resource and Engagement Cen-
ter in Southwest Detroit includes
a Gleaners client-choice food
service hub.
Over the years, Ford Volunteer

Corps has enlisted thousands of
Ford employees to sort, pack
and deliver meals at Gleaners lo-
cations.

Ford Employees Donating
Time, Money to Gleaners

Call the Ford Mustang kids’
stuff is no longer an insult.
The Mustang is Mr. Monop-

oly’s new ride in the new edition
of Monopoly Empire, said Ford
spokesman Sam Schembari.
This is something new for the

Mustang, Schembari said. While
the 2015’s best-selling sports car
in the U.S. has made thousands
of appearances on the silver
screen and in numerous songs,
and this is the first time it’s a
playable piece in the iconic
board game.
Mustang fans can rev their en-

gines and advance to go as they
take laps around the board and
build their empire of well-known
brands, including Ford, Schem-
bari said. The new version of the
Monopoly Empire game is avail-
able now.

Mustang Makes
Monopoly Board

One of the top-rated car collec-
tions in the world – the Lingenfel-
ter Collection – will be opening
its doors to the public for one
special day to raise money in the
fight against cancer.
The unique vehicles will be

available for viewing as money
and awareness is raised to sup-
port the programs of the Ameri-
can Cancer Society (ACS) during
an open house on Saturday, April
23, 10 a.m. to 5 p.m., said Lingen-
felter spokesman Chris Morris-
roe.
“We are thankful for the gen-

erosity the Lingenfelters and
their support of our mission,”
said Cheryl Donohoe, senior di-
rector of corporate relations for
the American Cancer Society.
“The donations raised at this
event will help the Society pro-
vide critical support to cancer
patients through the many pro-
grams and services we offer, fund
lifesaving research to save lives
from cancer and enable us to
prevent cancer in our communi-
ty and across the nation.”
The Lingenfelter Collection is a

private collection of Ken and
Kristen Lingenfelter, Morrisroe
said. Over 200 distinctive vehi-
cles, comprising Corvettes, Mus-

cle Cars and Exotics, fill the large
facility in Brighton.
Each spring and fall, the Lin-

genfelters open the Collection to
the public while raising support
for important nonprofit organiza-
tions. The American Cancer So-
ciety was chosen to be the recipi-
ent of the proceeds from this
spring’s event.
The American Cancer Society

relies on more than 100 years of
evidence and proven results to
prevent cancer, save lives, and
diminish suffering from cancer.
The organization, Morrisroe

said, provides the funds for cut-
ting-edge cancer research that
can lead to better treatments;
advocates for better laws to
help people locally and across
the nation who are threatened
by cancer; and helps patients
and their families with their
most pressing needs, including
rides to treatment, navigating
the health care system, and
dealing with the side effects of
treatment.
The Society, Morrisroe said,

has contributed to the 20 per-
cent decline in cancer mortality
in the past two decades, prevent-
ing more than 1.5 million cancer
deaths during that time.

Guests attending the open
house will be able to support the
ACS by making a monetary dona-
tion at the door, Morrisroe said.
There will also be a limited edi-
tion Lingenfelter Collection/ACS
T-shirt available for purchase for
$10.
Following the event, 100 per-

cent of the event proceeds will
be donated to ACS. Refresh-
ments will be available while
guests browse the many collect-
ible cars, and ACS representa-
tives will be present during the
event to answer questions.

Lingenfelter Collection Open for Charity

Ken and Kristen Lingenfelter

Ford Plays Hardball with F-150 Edition

DETROIT (AP) – A Wayne State
University program has received
a $400,000 grant to design an en-
vironmental project aimed at
boosting the health and quality
of life of Detroit residents.
The Detroit school announced

March 30 the Fred A. and Bar-
bara M. Erb Family Foundation is
giving the grant to the Detroit Re-
vitalization Fellows. Fellows rep-

resenting the Belle Isle Conser-
vancy, Detroit RiverFront Conser-
vancy and EcoWorks will tackle
the project.
Detroit Revitalization Fellows

consists of mid-career leaders
working on civic, community and
economic development endeav-
ors. It’s a program of Wayne
State’s Office of Economic Devel-
opment.

WSU Gets an Environmental Grant



“The 21st century will be char-
acterized by major changes in
the automotive environment.”
That’s how SAE spokesman

Shawn Andreassi described the
benefits engineers will get from
attending the Society of Auto-
motive Engineers (SAE) World
Congress and Exhibition April 12-
14.
The event, which brings auto-

motive engineers from all over
the world to Detroit, will be held
in the newly-refurbished Cobo
Center.
Andreassi said the keynote

speaker April 12 will be Shad
Khan – owner of Flex-N-Gate, a
company that operates on a
global level, with 54 integrated
manufacturing sites around the
world.
A panel discussion about the

future of mobility and trans-
portation in the 21st century will
be chaired by Charles Freese,
general director of Global Fuel
Cell Activities for GM.
His fellow panelists will in-

clude Justin Ward, general man-
ager of Powertrain Systems Con-
trols for Toyota Engineering and
Manufacturing North America;
Mike Ableson, vice president of
Strategy and Global Portfolio
Planning at GM; and Lawrence
Burns, professor of Engineering
Practice at the University of
Michigan.
“Most of us will not be here in

100 years,” Andreassi said.
“However, our children and
grandchildren will. What will
they find? What will we have left
behind? How does the future of
mobility unfold?
“We are on the cusp of self-dri-

ving and autonomous vehicles,
which will lead a whole new
transportation revolution.
“New models are challenging

conventional ownership at a
pace no one could have imag-
ined.

“In addition, the challenges
faced by transitioning from today’s
vehicles driven by fossil fuels to
alternate power sources will re-
quire time, effort, and money.”
Andreassi said the keynote

speaker April 13 will be Kirk
Steudle, director of the Mich-
igan Department of Transporta-
tion.
A panel discussion that day,

titled, “An Executive Overview of
Powertrain Powering the Possi-
bilities,” will feature some of the
key global powertrain executives
covering relevant topics such as
roadmaps and key technologies
to meet the global CO2 and emis-
sion challenges, and roadblocks
to implementation, Andreassi
said.
The session will be different in

that the audience will be leading
the discussions through an inter-
active Q&A process, Andreassi
said.
The moderator will be Jeff

Hemphill, chief technical officer
for Schaeffler Group USA. Sched-
uled panelists include Bob
Fascetti, vice president, Ford
Powertrain; Bob Lee, vice presi-
dent and head of Engine, Power-
train & Electric Propulsion at
GM; Dan Nicholson, vice presi-
dent, Powertrain Systems Busi-
ness Customers at GM; Ayumu
Matsuo, operating officer for
Honda R&D; and Uwe Grebe, ex-
ecutive vice president, Global
Business Development Sales and
International Operations, for AVL
List GmbH.
The April 14 keynote speaker,

Andreassi said, will be Gary Sil-
berg, author of “The Clockspeed
Dilemma – What it Means for Au-
tomotive Innovation.”
Silberg is also National Sector

Lead partner for the Automotive
Industry department at KPMG, as
well as Global Lead partner for
Delphi and Ford Motor Company.
Another panel discussion,

titled, “Collaborate. Create.
Commercialize. The Next Gen
Supplier Network” will be moder-
ated by Julie Fream, president
and CEO of OESA.

Panelists will include Robert
Young, vice president of Purchas-
ing for Toyota Engineering and
Manufacturing North America;
Anthony Cannestra, director of
Corporate Ventures – North
American Research & Engineer-
ing Center for Denso Internation-
al America; Dawn Agosta, global
director of Electronic Purchasing
at Ford; and Nakui Duggal, vice
president for Product Manage-
ment at Qualcomm.
Andreassi said that as the

automobile and its usage model
change dramatically, so will
the supplier network needed
to support the design, manufac-
ture and service of the next gen-
eration mobility, with the re-
quired parts, software, and
services.
Supply network collaboration

will be needed throughout the
entire value chain to bring every
new vision for the industry, he
said, from mass customization to
Advanced Driver Assisted Sys-
tems, to vehicle ownership mod-
els to market.
The panel will explore what’s

needed in the next generation
automotive supplier and the
commercial relationships be-
tween buyers and sellers to make
it happen.
Other events at the congress

include technical sessions on:
• Integrated design and manu-

facturing;
• Propulsion/Powertrains;
• Electronics;
• Management and market-

place;
• Materials;
• Body chassis safety and

structure;
• Emisions/Environmental/

Sustainability.
Andreassi said that experts

will discuss, during these panels,
such topics as accelerating con-
nected car software develop-
ment and how autonomous tech-
nology affects designs.
These are only a few of the

highlights of the congress, An-
dreassi said. To learn more, go to
http://www.sae.org/congress.
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WE DO HOUSE CALLS OR COME SEE US…
Before You Trade-In or Sell Your Car

Buyer & Seller of Clean Vehicles Since 1975!

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

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

**Pictures may not represent actual sale vehicle. All applicable incentives including competitive lease 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 on all
vehicles except Cruze and Malibu. Leases are 10,000 miles per year and a disposition fee may be required at lease turn in. Trade-in guarantee of $3500 when you
lease/purchase new Cruze, Equinox, Malibu or Silverado and $2500 on all others is for 2004 or 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 4/29/2016 @ 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#G28987

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#G27077

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

Get Great Deals on EVERY 2016 Chevy Car Truck & SUV in Stock!*

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!
• Rear Vision Camera!

Stock#G29006
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#G28965

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 MONTH LEASE:

4X4 DBL CAB

$164*
$0DOWNW/LEASECONQUEST

Was $27,680 Sale Price $21,017

$164*
$999DOWNW/LEASELOYALTY

OR

24 MONTH LEASE:
Was $25,895 Sale Price $21,633

Was $21,995 Sale Price $19,999 Was $39,975 Sale Price $31,254
24 MONTH LEASE:

$137
$999DOWN

24 MONTH LEASE:

ALL NEW

ALL NEW

$165
$999DOWN

$139
$999DOWN

HURRY…
Limited Supply!

#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

AAPPRRIILL
IISS HHEERREE……
AANNDD TTHHEE
DDEEAALLSS
RREEMMAAIINN
FFAABBUULLOOUUSS
CCAALLLL FFOORR
DDEETTAAIILLSS

Please call with the vehicle you desire 
and you will be delighted with the payment.

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

2016 SAE World Congress Coming to Cobo
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LOCATED RIGHT OFF I-75 ON M-24

Wally Edgar
1-866-906-0279

*Lease payment examples for Cruze, Malibu and Trax at GM Employee Discount Price plus tax, title, plate, zero
security deposit, first month payment (first payment waived for Cruze only) and doc. fees due at signing with
all rebates including GM Competitive Lease Conquest Private Offer (customer’s qualifying competitive lease
must have a scheduled end date within 365 days of the delivery date of the new vehicle) assigned to dealer.
Lessee responsible for excess wear and tear as well as exceeded contracted mileage. Due to advertising
deadlines, prices subject to change. See dealer for details.

JAY CHAISER x117
Fax: 248-391-0189
Cell: 248-821-8026

Email:
jchaiser@wallyedgar.com

Located right off I-75 on M-24, 2 minutes N. of the Palace of Auburn Hills

SALES HOURS:
MONDAY - THURSDAY 8 AM - 8 PM • FRIDAY 8 AM - 6 PM

SATURDAY 9 AM - 3 PM • SUNDAY CLOSED

3805 LAPEER RD., LAKE ORION

Wally Edgar

2016 MALIBU

$138*
PER MONTH

24MONTHS 10K LEASE
$999DOWN

2016 TRAX

$79*
PER MONTH

24MONTHS 10K LEASE
$999DOWN

2016 CRUZE
LIMITED

$64*
PER MONTH

24MONTHS 10K LEASE
$999DOWN

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. Due to advertising deadlines prices/programs are subject to change.
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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

2017 GMC Terrain Nightfall

Ahead of its debut at the re-
cent New York International Auto
Show, GMC introduced the 2017
GMC Terrain Nightfall Edition.
It’s a stylized special edition

combining blacked-out exterior
details and wheels, including
popular technologies such as
IntelliLink with available 4G LTE
connectivity and Wi-Fi hotspot,
said General Motors spokes-
woman Meg Soule.
It joins the Canyon Nightfall

Edition and the new Sierra All
Terrain X as the latest GMC vehi-
cle to offer an exclusive, person-
alized appearance with the Ter-
rain’s premium features and re-
finement, Soule said.
The Terrain Nightfall offers 18-

inch machine-faced aluminum
wheels and gloss black spokes, a
charcoal grill with a gloss black
surround and accents, gloss
black front and rear fascia ac-
cents, gloss black rear license
plate surround trim, gloss black
outside mirrors and black lug-
gage rails.
Terrain Nightfall Edition will be

offered on SLE-2 and SLT models
with four exterior color options:
Summit White, Onyx Black,
Graphite Gray Metallic and Crim-
son Red Metallic.

The Terrain Nightfall will go on
sale in the fall, said Soule.
“Building on its best year ever,

Terrain continues to attract new
and style-conscious customers
to GMC,” said Duncan Aldred,
vice president of GMC Sales and
Marketing.
“The new Terrain Nightfall Edi-

tion adds another great-looking
and well-equipped choice for this
popular SUV – one that will stand
out in a crowd.”
Coming off a record sales year

in 2015, the restyled 2016 Terrain
crossover has room for five, pre-
mium features and technologies
that allow passengers to stay
connected wherever the road or
trail takes them, Soule said.
It also offers an EPA-esti-
mated 32 mpg highway (FWD
models) with the standard 2.4L
engine.
GMC IntelliLink with a 7-inch-

diagonal color touchscreen is
standard on the Terrain Nightfall
Edition’s SLE-2 and SLT trims,
along with available 4G LTE
connectivity and Wi-Fi hotspot.
The standard, GM MultiFlex

rear seat can be moved fore or
aft nearly eight inches for in-
creased passenger comfort or
more cargo room.

2017 Terrain Makes Debut

General Motors has launched a
new platform specifically de-
signed for small businesses to ac-
cess key vehicle information
such as location, fuel level, miles
driven and maintenance needs at
any time.
The new vehicle management

service known as Commercial
Link uses data provided by the
embedded OnStar hardware and
aims to provide small business
owners with a detailed, near real-
time view of their vehicle opera-
tions to more efficiently manage
their fleet, said GM spokesman
Robert Wheeler.
Additionally, it saves owners

the cost of adding aftermarket
hardware to access their vehicle
data.
Available on most 2015 model

year and newer Chevrolet, Buick,
GMC and Cadillac vehicles, Com-
mercial Link will give customers
with an active OnStar account in-
stant access to vehicle informa-
tion through a website for $10
per vehicle per month, Wheeler
said.
A Commercial Link mobile app

will also be available this sum-
mer for both Android and Apple
devices.
With Commercial Link, users

can monitor the following:
• Location – View the current

location or route of any regis-
tered vehicle and access its loca-
tion history.
• Fuel – Monitor vehicle fuel

consumption rates and view fuel
efficiency reports to achieve cost
savings.
• Speed – Encourage safe driv-

ing behaviors and protect equip-
ment by monitoring vehicle
speeds and assigning speed
email and text message alerts.
• Maintenance – Receive serv-

ice and maintenance notifica-
tions to stay on top of needs and
reduce vehicle downtime.
• Reporting – View simple-to-

read charts and graphs, includ-
ing consolidated reporting for
year-end analysis and business
expense purposes.
“Our customers are always

looking for ways to increase the
productivity of their vehicles,
while at the same time saving
money to become a better busi-
ness,” said Ed Peper, U.S. vice
president, General Motors Fleet.
“Commercial Link is going to

give them an up-to-date compo-
nent they crave so that they are
always in touch with their vehi-
cles’ performance and location,
no matter where they are.”
Commercial Link can be cus-

tomized around the needs of
each user, Peper said, allowing
for personalization of account
dashboards and the ability to set
up text or email alerts around
sensitive items, such as if a driv-
er is low on fuel or requires vehi-
cle maintenance.
In addition to Commercial

Link, most 2015 model year and
newer Chevrolet, Buick, GMC and
Cadillac vehicles have recently
been equipped with OnStar 4G
LTE, which provides a built-in Wi-
Fi hotspot for up to seven mobile

devices to connect, Peper said.
TheWi-Fi hotspot works both in

and around the vehicle when the
vehicle is on or in accessorymode,
allowing drivers to utilize their
vehicle as a mobile office, and
allowing them to send and
receive emails while parked at job
sites.
Most GM vehicles come with a

three-month or three-gigabyte data
trial. After the trial ends, 12-giga-
byte and 24-gigabyte plans, specif-
ically designed for fleets, are both
available for purchase. One giga-
byte of data equates to approxi-
mately 10,000 emails or 70 hours
of surfing the Web.
With more in-vehicle technolo-

gies and connected services
appearing in the GM lineup, the
automaker has hired a team of
Fleet and Commercial Connected
Vehicle Specialists to assist
solely with this segment, Wheeler
said.
This team, modeled after GM’s

Connected Customer Specialists, is
up to date on the latest connected
vehicle technologies and is re-
sponsible for training dealership
employees and directly answering
customer questions.

OnStar Service Monitors Business Vehicles

OnStar 4G LTE allows workers to utilize their vehicle as a mobile office.
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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 4-30-16.

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, Cruze, Malibu, Trax, Traverse, Silverado, and Camaro are 24 month leases. Impala is a 39 month lease. 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 – 4/30/16.

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 changeper GM incentives. Prices andpayments are inclusive of activeGMemployee discount (unless otherwise stated).All leases are 10,000miles per yearwith approvedSTier credit.All leases
are 24months except for theGMCYukon,Enclave,which are 36month leases andCascada and Lacrosse is a 39month lease.AllVehicles shownare $999 down. Deposition Feemaybe required at vehicle turn in.Must have lease loyalty or Buick/GMC lease loyalty and/or conquest.Must have closing competitive
lease. Prices and payments are plus tax, title, plate feew/ acquisition fee up front, refundable security deposit required on certain vehicles – to be determined by lender. For Sierra,Acadia,Terrainmust be trading in a non gmvehicle. **$3,500 trade in is valid on 2003 or newer vehiclesw/ under 115kmiles in dri-
vable condition,no branded titles, reconditioning determined by appraiser. Certain restrictionsmay apply, see dealer for complete details. ** Exp date:4/30/2016.

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

$21,189*24
MO.

LEASE FOR

$129*
$999 DOWN

Stk. #B461051 Stk. #B461051

2016 BUICK VERANO

PURCHASE
FOR

$21,109*24
MO.

LEASE FOR

$129*
$999 DOWN

1SH – SPORT
TOURING

Stk. #TFDHHJ Stk. #TFDHHJ

2016 BUICK LACROSSE

PURCHASE
FOR

$28,779*39
MO.

LEASE FOR

$219*
$999 DOWN

1SH - SPORT
TOURING

Stk. #B461036 Stk. #B461036

2016 BUICK CASCADA

PURCHASE
FOR

$32,859*39
MO.

LEASE FOR

$349*
$999 DOWN

Stk. #B460785 Stk. #B460785

2016 BUICK REGAL

PURCHASE
FOR

$26,519*
24
MO.

LEASE FOR

$179*
$999 DOWN

Stk. #TFTJZ2 Stk. #SZWNBK

LEASE FOR

$999 DOWN

24
MONTHS

$239* PURCHASE FOR

$28,879*

2016 GMC ACADIA
SLE-1

LEASE FOR

$999 DOWN

24
MONTHS

$209*
PURCHASE A 2015 1500
4WD • DBL CAB • SLE

$35,639*

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

Stk. #TFCD0Z Stk. #TDJD1F

LEASE FOR

$999 DOWN

24
MONTHS

$149* PURCHASE FOR

$22,995*

2016 GMC TERRAIN
SLE-1

Stk. #G561721 Stk. #G561776

2016 GMC YUKON
SLE • 4WD

PURCHASE FOR
$19,639*

LEASE FOR
24 MONTHS
$119*

$999DOWN

2016

CRUZE2016

TRAVERSE

PURCHASE FOR
$29,319*

LEASE FOR
24 MONTHS
$219*

$999DOWN

2016

EQUINOX

PURCHASE A LS
$21,379*

LEASE A LT
24 MONTHS
$149*

$999DOWN

2016

CAMARO2016

LT1LT
TRAX

LT

VOLT

Stk. #TCHK0R

Stk. #562611

Stk. #561697Stk. #470003

Stk. #460564

Stk. #470003

2017

Stk. #561749Stk. #TDTCSW

Stk. #561823

LEASE A LT
24 MONTHS
$259*

$999DOWN

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

– NO APPOINTMENTS NECESSARY FOR OIL CHANGES –

PREMIUM 1SP

Stk. #G560599 Stk. #G560599

LEASE FOR

$999 DOWN

36
MONTHS

$449* PURCHASE FOR

$47,999*

PREMIUM II

Stk. #561823Stk. #562611

PURCHASE FOR
$31,639*

PURCHASE FOR
$26,899*

LEASE FOR
24 MONTHS
$299*

$999DOWN

Stk. #460564

SILVERADO2016

1500 •4WD
DBL
LT

Stk. #TBRSD4

PURCHASE FOR
$34,109*

LEASE FOR
24 MONTHS
$209*

$999DOWN

Stk. #TBRSD4

MALIBU2016

Stk. #SXBPSV

PURCHASE A LS
$20,879*

LEASE A LT
24 MONTHS
$169*

$999DOWN

Stk. #461044

PURCHASE A LS
$18,279*

LEASE A LT
24 MONTHS
$139*

$999DOWN

DETROIT (AP) – Tesla Motors
built its reputation making
sporty, very expensive electric
cars. It’s staking its future on
something more affordable.

Tesla unveiled its Model 3
electric car March 31 at its Los
Angeles design studio. At a start-
ing price of $35,000 – before fed-
eral and state government incen-
tives – the Model 3 is less than
half the cost of Tesla’s previous
models. The car is expected to
have a range of at least 200 miles
when fully charged, about dou-
ble what drivers get from com-
petitors in its price range, such
as the Nissan Leaf and BMW i3.

The Model 3 is the most seri-
ous test yet of 13-year-old Tesla’s
ability to go from a niche player
to a full-fledged automaker. It
could be the car that finally
makes electrics mainstream – or
customers could be scared off
by Tesla’s limited number of
stores and service centers. Ei-
ther way, the Model 3 is already
changing the industry, spurring
competitors to speed develop-
ment of electric cars and im-
prove their battery range.

“The Model 3 is going to be a
pivotal model for Tesla,” said
Patrick Min, a senior analyst
with the car-buying site True-
Car.com.

Right now, Tesla sells two ve-
hicles: The Model S sedan, which
starts at $71,000, and the Model
X SUV, which starts around
$80,000. But a lower-priced car
has been a longtime goal of Tesla
CEO Elon Musk. In a 2006 blog
post, Musk said Tesla planned to
build “a wide range of models,
including affordably priced fami-
ly cars.”

The Model 3 puts Tesla within
reach of millions more cus-
tomers. Last year, only 2.1 per-
cent of new cars purchased in
the U.S. cost $75,000 or more,
but 35 percent – or 5.5 million –
cost $35,000 or more, according
to TrueCar. The Model 3 is a crit-
ical part of the money-losing
automaker’s plan to increase
sales from around 85,000 this
year to 500,000 by 2020.

But Tesla faces several hur-
dles. U.S. buyers remain skepti-
cal of electric cars, and low gas
prices haven’t helped already
anemic sales. Sales of new elec-
tric vehicles grew 6 percent in
the U.S. last year, but they still
remain less than 1 percent of the
overall vehicle market, accord-
ing to IHS Automotive. Tesla also
faces competition from big,
deep-pocketed rivals like GM.

Tesla Unveils Its
Green Car of the

Future in L.A.

ANN ARBOR, Mich. (AP) – A
partnership involving the Uni-
versity of Michigan will allow
students to explore the world of
professional racing.

The Ann Arbor News reported
the partnership announced
March 30 by the university, Hen-
drick Motorsports and Axalta
Coating Systems will bring re-
search and development of coat-
ing technology to the universi-
ty’s campus. Retired NASCAR
driver Jeff Gordon was on hand
as part of the announcement.

The five-year partnership will
allow students to research chal-
lenges for the coating industry
while also giving opportunities
to explore racing. Brian Noble,
with the university’s College of
Engineering, said students will
get a chance to be up close with
professional driving teams at
Michigan International Speed-
way in August.

The partnership will officially
launch during the “Pure Michi-
gan” race weekend at the speed-
way in August.

U-M Enters New
Partnership on

Pro Racing
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