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The Chevrolet Silverado was GM’s top seller for the first half of 2016.

DETROIT (AP) – General Mo-
tors’ second-quarter profit more
than doubled to a post-bankrupt-
cy record $2.87 billion on a
strong performance in the U.S.,
where the company saw sales fall
after it cut low-profit sales to
rental car companies. It raised its
earnings guidance for the year.
The company earned a record

$3.6 billion pretax profit in North
America, made $500 million on
its joint venture in China and
even eked out a $137 million
profit in Europe, its first five
years. But it lost money in South
America due to economic woes
and profits were nearly halved in

international operations due to
struggles in the Middle East.
Yet GM sees the good times

continuing in the U.S., its main
profit center, even though sales
fell 4.4 percent during the first
half of the year and its market
share dropped a full percentage
point to 16.6 percent, the lowest
level since at least 1980.
Chief Financial Officer Chuck

Stevens said the company’s retail
sales to individual buyers were
up due to strong demand for
high-profit pickup trucks and SU-
Vs, plus the impact of redesigned

GM Soars to $2.9 Billion
Second Quarter Profit

Sometimes to celebrate 75
years of something, you go back
to the beginning. And that’s ex-
actly what Fiat Chrysler has
done with the Jeep.
Since 1941, the Jeep name has

symbolized a unique family of go-
anywhere, do-anything vehicles –
first developed for military use,
and after 1945, continually adapt-
ed for a wide variety of civilian
applications, said Fiat Chrysler
spokesman Todd Goyer.
The Jeep brand is celebrating

its 75th anniversary in 2016, and
to mark the occasion, a com-
memorative one-of-a-kind Wran-
gler 75th Salute concept vehicle
is being created as a tribute to
the brand’s legendary history
and military heritage,
“We are creating this unique

Jeep Wrangler 75th Salute con-
cept vehicle in celebration of
the brand’s legendary history,
and to demonstrate that 75
years later, today’s iconic Jeep
Wrangler is instantly recogniza-
ble and clearly connected to the
original Willys MB,” said Mike
Manley, head of Jeep Brand –
FCA Global. “Since they were
first produced in 1941, Jeep ve-
hicles have been the authentic
benchmark for off-road capabili-
ty, having mastered more ter-
rain, led more adventures and
provided drivers more freedom

Jeep Makes Unique 75th Edition Vehicle

This special Jeep model is based on the original 1941 Willys version.CONTINUED ON PAGE 3 CONTINUED ON PAGE 2

Ford’s SYNC 3 AppLink Emulator develops apps for the car company.

With more than 15 million
SYNC-equipped vehicles on
roads around the world today
and 43 million expected by 2020,
Ford is introducing a free tool for
smartphone app developers
aimed at making it easy and cost-
efficient to develop in-car apps
compatible with the company’s
SYNC 3 communications and en-
tertainment system.
Downloadable from the Ford

Developer Program website,
Ford spokesman Alan Hall said
the SYNC 3 AppLink Emulator is
a software program that helps
developers create AppLink-en-

abled apps by allowing them to
test how their app will look and
work on a SYNC 3 interface –
without access to an actual vehi-
cle.
“The SYNC 3 AppLink Emula-

tor makes app development far
more accessible to the developer
community,” says Dave Hatton,
manager of mobile app develop-
ment, Ford Connected Vehicle
and Services. “We expect this
tool to open the door to a host of
new and exciting car-friendly
apps from developers, both big
and small, around the world.”
The emulator allows a smart-

phone to connect to the develop-
er’s computer – just like it would
normally connect to SYNC 3. The
software platform then mimics
SYNC 3 by connecting to the app
running from the developer’s
phone. The user fine-tunes the
look and functionality of the app,
then can instantly see how the
created features would appear
on the in-vehicle touch screen.
The software allows develop-

ers to set certain conditions –
such as vehicle speed, location,
temperature and mileage – to

Ford Moves Forward in Developing Apps

Buick’s move to build SUVs
has paid off. Small SUVs repre-
sent one of the fastest growing
segments in the industry. U.S.
sales of small SUVs have tripled
since 2011, according to Polk reg-
istration data.
Buick Encore sales have accel-

erated this growth by nearly 30
percent since 2013, said GM
spokeswoman Jennifer Korail,
despite entries in the segment
having more than doubled since
the Encore hit showrooms in
2013. Today, one quarter of small
SUVs on the road are Buicks.
“The Encore is a pioneering

force in a segment hugely popu-
lar with customers, with one in
four Small SUV owners in the U.S.
today driving a Buick,” said Dun-
can Aldred, vice president of
Buick Sales, Service and Market-
ing. “The upcoming 2017 model
doubles down on what’s made it
successful, like extensive soft-
touch interior materials not of-
fered by the competition.”
Through the first six months of

2016, the U.S. has become En-

core’s top market, with more
than half of all sales coming from
that market. In June, it reached
30 straight months of year-over-
year sales growth, with more
than half of new owners coming
from outside GM brands.
When Buick announced it was

discontinuing the Verano, IHS an-

alyst Tom Libby said that made
sense because of the trend of the
public preferring SUVs and CUVs.
“This trend has been going on

since the turn of the century,”
Libby said.
In July, Encore is on pace for

Buick’s Betting on SUV Models Pays Off

The Automotive Industry Ac-
tion Group (AIAG) has appointed
Courtney W. Harvath, senior di-
rector, supply chain, Ryder Sys-
tem, Inc., and Jeffrey S. Wagner,
corporate quality director, pow-
ertrain, and global quality direc-
tor, Sealing & Gaskets Business
Unit, Federal-Mogul Corporation,
to its board of directors.
More than 20 executives from

the automotive and transportation
OEM and supplier community cur-
rently serve on the AIAG board,
representing a cross-section of its
member companies, said AIAG
spokesman Greg Creason.
AIAG’s board of directors is re-

sponsible for maintaining the or-
ganization’s commitment to a
seamless, efficient, and responsi-
ble supply chain by providing
strategic direction and oversee-
ing the organization’s collabora-
tive effort to build and enhance
the industry’s competitiveness,
Creason said.

“AIAG is in a unique position to
drive sustainable improvements
within the automotive industry,”
said Harvath. “AIAG provides a
robust platform for supply chain
stakeholders of all sizes to effec-
tively collaborate and ultimately
drive change within the indus-
try.”
Harvath said that AIAG’s abili-

ty to facilitate action-oriented
work groups that develop new
supply chain standards and best
practices is paramount to evolv-
ing higher quality, stronger cor-
porate responsibility, and more
efficient supply chains.
“The AIAG leadership team

and its network of industry vol-
unteers are reshaping the auto-
motive supply chain,” Harvath
said.
“AIAG is in a one-of-a-kind posi-

tion in the transportation indus-
try because it provides the only

AIAG Adds Harvath, Wagner
To Board of Directors

CONTINUED ON PAGE 7

The 2017 Buick Encore has proven to be a great sales success.

CONTINUED ON PAGE 12

CONTINUED ON PAGE 9
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An inaugural group of 124
Chrysler, Jeep, Dodge, Ram and
FIAT dealerships have earned the
2016 Customer First Award for
Excellence, with two metro De-
troit dealerships being among
the award recipients.
The two dealerships are

Rochester Hills Chrysler Dodge
Jeep in Rochester Hills, and
Golling Chrysler Dodge Jeep Ram
in Bloomfield Hills.
“It’s always great to win

awards,” said Michelle Yurek, a
sales manager at Rochester Hills
Chrysler Dodge Jeep. “We’ve
worked very hard to provide ex-
cellent customer service. And
we’re able to do that because we
have the best team with all the
right people. Our tagline is ‘Tak-
ing Care of You is what we do. We
are that dealer.’”
Yurek said that some of the

things the dealership does to
provide that excellent service in-
cludes having a fleet of courtesy
transportation vehicles, also
known as loaners. She said they
don’t consider themselves a
“high-pressue” dealership.
“We are right between Oakland

and Macomb counties,” Yureks
aid. “We pride ourselves on being
a small dealership that has the
staff that can take care of cus-
tomer needs so that buyers don’t
get lost in shuffle. At the same
time, we see ourselves as being
large enough to be able to pro-
vide large store discounts.”
By achieving this elite status,

these Fiat Chrysler dealerships
will be recognized by consumers
as leaders in customer sales and
service experience.
Fiat Chrysler created the Cus-

tomer First Award for Excellence
with its dealer partners and J.D.
Power to elevate customer satis-
faction with the dealerships with
a specific focus on the sales and
service experience, employee

training and facility condition,
Alexanian said.
Dealers in this initial group

completed all of the required
program goals from Jan. 1 to
June 30. A second group of award
winners will be announced in
early 2017 when they complete
their certification requirements.
“We are extremely impressed

with the accomplishments these
124 dealerships have been able
to achieve in a short amount of
time,” said Al Gardner, head of
Network Development, FCA –
North America. “We gave our
dealer body the challenge to join
us in focusing on increasing our
customer satisfaction, loyalty
and service retention and
through the core pillars of this
initiative, these dealers have
shown that it’s achievable. These
dealerships will be able to proud-
ly differentiate themselves as
elite stores by being winners of
the inaugural Customer First
Award for Excellence.”
The Customer First Award for

Excellence initiative was rolled
out to dealerships in October
2015.
Dealers participated in cross-

country workshops where they
learned of award requirements
and dealership best practices.
Some have worked with inde-
pendently contracted Customer
Experience Specialists in order
to seek the highest levels of
process and procedure improve-
ments to ensure an increase in
customer satisfaction.
All 2,600 Fiat Chrysler dealer-

ships were eligible to pursue and
earn the inaugural award certifi-
cation. Dealers must achieve goals
in five core “pillars” to earn the

Customer First Award for Excel-
lence designation:
• Facility – Customers consis-

tently find dealerships to be
clean, convenient and comfort-
able. Facilities are certified every
six months.
• Customer Processes – Deal-

er consistently executes process-
es for key customer interaction
points, such as sales negotiation,
delivery and follow up.
• Performance – Dealer

achieves required high level of
satisfaction in customer sales
and service satisfaction surveys.
• Employee Survey – Survey

employees annually, share find-
ings with employees, and act on
the feedback and results.
• Training Certification – Deal-

ership personnel meet minimum
training requirements for sales,
service, parts and technical staff.
Since program rollout, national

Sales Advocacy scores, Fixed

First Visit scores and Service Ad-
vocacy scores have all risen to
the highest level in our history.
All of the tools and goals within
the program are designed to fo-
cus on building a relationship
with the customers.
Head of Parts and Service

(Mopar), FCA – Global Pietro Gor-
lier explains, “the Customer First
program has enabled our dealers'
focus to be drawn to the cus-
tomer experience. The program
sheds light on customer touch
points throughout the service ex-
perience at the dealerships and en-
ables dealers to exceed our cus-
tomers’ expectations.”
“Creating advocates for all of

our brands is the key to long-
term success,” said Reid Bigland,
Head of U.S. Sales. “These deal-
ers have shown leadership in
that effort and will benefit from
their customer-focused ap-
proach.”

Fiat Chrysler presented 23
awards to the Company’s North
American strategic supplier part-
ners at the sixth annual Qualitas
awards ceremony held at Sound
Board at Motor City Casino Hotel
in Detroit on July 15.
The awards recognize suppli-

ers that have shown extraordi-
nary commitment to innovation,
quality, continuous improvement
and the company’s Foundational
Principles, said Fiat Chrysler
spokeswoman Shawn Morgan.
Global Purchasing Officer for

FCA NV and Head of Purchasing
and Supplier Quality for FCA –
North America Scott Thiele led
the program addressing an audi-
ence of more than 1,000, outlin-
ing how the group is capitalizing
on the Company’s global foot-
print to support the five-year
business plan.
“Today, we honored those

companies that were dedicated
to helping us achieve success
through teamwork, innovation
and an intense focus on quality,”
said Thiele. “As FCA continues to
grow globally, we want to work

with our top supplier partners to
bring the highest quality vehicles
to drivers across the world.”
Qualitas recognizes both pro-

duction and non-production sup-
pliers that not only demonstrate
operational excellence, but that
also have strong corporate values
in areas such as diversity, innova-
tion and sustainability. The 2015
FCA US Qualitas recipients are:
• Body Quality Supplier of the

Year and Overall Supplier of the
Year – Brose;
• Capital Equipment Quality

Supplier of the Year – FANUC
America Corporation;
• Chassis Quality Supplier of

the Year – Piston Automotive;
• Electrical Quality Supplier of

the Year – SiriusXM;
• Engine Systems Quality Sup-

plier of the Year – MANN+HUM-
MEL;
• Interior Quality Supplier of

the Year – Summit Polymers Inc.
MOPAR Quality Supplier of the

Year – TRICO Products Corp.;
• Powertrain Quality Supplier

of the Year – Guangdong Jongtu
Technology Co. Ltd.;

• Raw Materials Quality Sup-
plier of the Year – PPG Industries
Inc.;
• Services Quality Supplier of

the Year – Xerox;
• Diversity Supplier Develop-

ment: Production – Henkel;
• Diversity Supplier Develop-

ment: Non-production – Wal-
bridge;
• Foundational Principles

Award: Logistics – Cassens
Transport Co.;
• Foundational Principles

Award: Production – Bridgestone
Corporation;
• Foundational Principles

Award: Non-production – Snap-
on Business Solutions;
• Innovation: Production –

Prime Wheel Corporation;
• Innovation: Logistics – Ann

Arbor Railroad;
• Logistics Supplier of the

Year – AMPORTS Inc.;
• Supply Chain Management

Supplier of the Year – FLEX-N-
GATE;
• Sustainability Supplier of the

Year – Metalsa, S.A. de C.V.;
• Technical Cost Reduction

Supplier of the Year – Iroquois In-
dustries Inc.;
• Tooling Analysis Group Sup-

plier of the Year – QCR Tech LLC;
• Overall Supplier of the Year.
Recipients were chosen based

on an evaluation of each compa-
ny’s External Balanced Scorecard
performance in 2015, a system
that evaluates performance in ar-
eas such as quality, delivery,
cost, warranty and partnership.
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586-264-7775
34701 Van Dyke, Sterling Hts.

Mon-Fri: 8AM-6PM
www.sterlingtireandauto.com

OR

FREE BRAKE
INSPECTION

$17995
Includes Front or Rear Pads, Rotors & Labor
Some Restrictions May Apply. Prices Subject To Change. Most Cars.

Call For Details, Must Present Ad At The Time Of Service.
Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.

Offer Expires 8-15-16.

FRONT END
ALIGNMENT
$3995

Most Cars. Must Present Ad At The Time Of Service.
Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.

Offer Expires 8-15-16.

Service Only.

SUMMER SPECIAL!
MAINTENANCE SPECIAL
Includes: • Full Service Oil Change & Filter

• Lube & Top Off All Fluids
• Semi Synthetic Blend (5W30) up to 5 qts.

$2295
FREE Tire Rotation • FREE 27 Pt. Inspection

FREE Brake Inspection (Drums Extra)

$3595 Full Service
Synthetic Oil Change
Shop Charges And Disposal Extra. Most Cars.

Must Present Ad At The Time Of Service. Cannot Be Combined With Any
Other Coupon Or Discounts. With MP Coupon. Offer Expires 8-15-16.

Get the repairs you need.
NO INTEREST FOR 6 MONTHS

With approved credit. See store for details.

If you currently have a CarCare One Credit Card
from any of the following, you can use it here!
We accept: AAMCO, Auto Value-Bumper to Bumper, Car Quest, Discount Tire,

Federated Auto Parts, Ford Motor Company, GE Capital Auto, Maaco & Meineke, Midas,
NAPA, Parts Plus, Pep Boys, Tuffy, Ziebart, Cooper Tire, Michelin and Yokohama Tire.

2 YEARS 24,000 MILE WARRANTY
On most repairs. See store for details.

OVER 75 YEARS OF EXPERIENCE
WE SELL TIRES
NATIONAL FLEET ACCOUNTS WELCOME

We Accept All Extended Warranties Including GM, Chrysler, Ford, Etc.

QUALITY SERVICE
YOU CAN TRUST!

YOUR
ONE STOP
REPAIR
SHOP

FREE
ALIGNMENT
WITH PURCHASE
OF 4 TIRES

Most Cars. Must Present Ad At The Time Of Service.
Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.

Offer Expires 8-15-16.

A/C RECHARGE
$4995

Includes: • Up To 1lb Freon • Check For Leaks
• Pressure Test System • Add Dye

Most Cars. Not Valid With Any Other Discount.
Offer Expires 8-15-16.

Reg. $99.95SAVE
$40

COOLING
SYSTEM FLUSH
$8995

Inspect and test radiator for leaks. Inspect hoses and belts,
flush radiator system. Install up to 2 gallons of coolant.

(Dex-Cool extra) Hazardous waste & disposal extra.
Most Cars. Must Present Ad At The Time Of Service.

Cannot Be Combined With Any Other Coupon Or Discounts. With MP Coupon.
Offer Expires 8-15-16.

Reg. $119.95
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Warren, Michigan 48093
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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

Chrysler Honors Company’s Top Suppliers for Excellence

Scott Thiele

FLAT ROCK, Mich. (AP) – A fire
burned part of a Ford Motor Co.
plant in southeastern Michigan,
prompting an evacuation of part
of the facility on July 20.
No injuries were reported after

the July 20 evening fire at the
Flat Rock Assembly Plant, which
makes the Mustang.
Ford spokeswoman Kelli Felker

tells The Detroit News a corner of
the building caught fire and em-
ployees in that area were quickly
evacuated. The fire was soon put
out and she says it didn’t halt
work in other areas of the plant.
Felker says the cause was under

investigation. Flat Rock police Lt.
Kevin Murphy tells the Detroit
Free Press the fire started in racks
outside. Fire Chief William Vack
tells the Monroe News the fire
was near truck docks, but smoke
was kept from inside the plant.

Flat Rock Ford
Plant Has Fire

Chrysler Praises Elite Dealers for Great Customer Service

than any other vehicle before or
since.”
The “function over form” of

the original Jeep military service
vehicles is evident in this unique
concept vehicle, Manley said.
The Wrangler 75th Salute con-
cept – a modern interpretation
of the Willys MB – is based on a
two-door Wrangler Sport and
highlights rugged functionality
with heritage design cues, in-
cluding the absence of B-pillars
and doors. The exterior features
an olive-drab color scheme that
was first seen on military vehi-
cles 75 years ago and is present
throughout the Wrangler 75th
Salute concept.
Features, including 16-inch

steel wheels wrapped in 32-inch
military non-directional tires,
hood latches, a rear-mounted
spare tire, steel front and rear
bumpers with tow hooks and
low back canvas seats, echo the
original military Jeep vehicles.
Other features include custom
wood hood blocks and side mir-
rors, as well as bronze commem-
orative fender badges.
The Jeep Wrangler 75th Salute

concept vehicle is built on the
same assembly line that has pro-
duced the Wrangler in Toledo.

Jeep Celebrates
First Version

CONTINUED FROM PAGE 1
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Brings 6 years of a solid reputation,
experience and success thru
the Clarkston Royal Diner

GM APPRECIATION
10% Discount with ID Badge

Now thru Sept. 1st

Breakfast – crepes, griddle style omlettes,
pancakes and more… from $3.99

Lunch & Dinner – House of high quality
corned beef, angus beef burgers, assorted
wraps and more… from $6.99

Hours:
Monday-Sunday 7am - 4pm

Full Service Carry-Out

940 Joslyn Road • Pontiac, MI

248-253-1112
fax 248-253-1115

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

by Jim Stickford

The Chevy Camaro has a sto-
ried past going back 50 years.
But Chevy isn’t content to rest on
that history.
The brand is spending 2016

honoring the Camaro’s past
while also celebrating its future.

Todd Christensen, head of
Marketing for the Camaro and
Corvette at GM, said that what’s
interesting about the Camaro is
that its fanbase is diverse.
“Our list of buyers include peo-

ple who were around in the 1960s
and 1970s, when the Camaro was
first introduced,” said Chris-
tensen. “But on the flip side, we
have a lot of fans of the Camaro
that became fans of the vehicle
after the 2010 edition came out.”
So while the Camaro has a

great history, Christensen said,
there is a whole generation of
buyers who know the vehicle
through the Transformers movie
series.
“When I go to car shows, I see

the new and younger Camaro
fans as well as the older fans who
first fell in love with the Camaro
in the 1960s and 1970s,” Chris-
tensen said. “I get the impres-
sion, at least anecdotally, that
the younger fans who might not
have known the history of the
Camaro have become exposed to
the older editions. As a result the
Camaro fandom is growing. I will
say that the first generation Ca-
maro has become very popular
at car shows.”
Christensen said that he in the

past GM has had a very strong re-
lationship with the makers of the

Transformer movies, but can’t
say how many GM cars will be in
the latest movie, which is cur-
rently being filmed in Detroit.
“I will say that the character

Bumblebee is a major Trans-
former, and Bumblebee is still a
Camaro,” Christensen said. “The
first Transformer movie really
put the new Camaro on the map.
It’s hard to believe that film came
out nine years ago.”
The upcoming Woodward

Dream Cruise provides GM with
the perfect venue to celebrate
both Camaro’s classic history
and the car’s bright future, Chris-
tensen said.
Special events for the Dream

Cruise Weekend (Aug. 18 -21) in-
clude:
• A celebration at and tours of

the Lansing Grand River plant,
where the Camaro is built, on
Aug. 18.
• “Camaros and Coffee” in De-

troit, on Aug. 19.
• A special Camaro heritage

display at Chevrolet’s site for the
Woodward Dream Cruise, on
Aug. 20.
“Coming up with this promo-

tion was a really a team effort,”
Christensen said. “But credit
where credit is due. We did a lot
of brainstorming, but the folks at
the Lansing Grand River plant
where the Camaro is made de-
serve extra praise.”
Over the years there have

been a lot of requests by people
to see the Camaro being made,
Christensen said. But the Lansing
plant isn’t a public viewing facili-
ty. But the folks at the plant
asked if it was possible for a one-

time public viewing of the manu-
facturing process.
“So they made it happen,”

Christensen said. “They are also
putting on a Camaro-themed car
show and have 650 vehicles reg-
istered. I am pleased to say that
all the viewing spots have been
taken.”
Camaro, Christensen said, also

has a lot of online things fans can
view and more is expected by the
end of the year.
To see what’s been prepared

people should go to the site ca-
marofifty.com

Camaro’s History Informs Present

The special Camaro 50th anniversary edition is on sale soon.

vehicles such as the Chevrolet
Malibu and Cruze sedans and the
Cadillac XT5 SUV.
“Our focus is to drive prof-

itable retail share,” Stevens said.
“I think the results speak for
themselves.”
The profit was so strong that

GM raised its full-year earnings
per share guidance by 25 cents
to $5.50 to $6. Investors agreed.
GM’s stock rose 47 cents, or 1.5
percent, to $31.96 in midday
trading July 21.
GM cautioned that the Euro-

pean profit probably wouldn’t
hold through the second half due
largely to Britain’s vote to exit
the European Union. The compa-
ny predicted that damage to the
British Pound and uncertainty in

Europe would cost GM up to
$400 million during the next six
months.
Stevens said the company

would take actions to mitigate
the impact, including a change in
GM’s European manufacturing
footprint.
The company also revealed

that it spent $581 million during
the quarter – half in cash and
half in GM stock – to buy Cruise
Automation, a 40-person soft-
ware company that is testing au-
tonomous vehicles on the streets
of San Francisco.
The Detroit automaker said it

earned $1.81 per share from April
through June.
Excluding special items, it

made $1.86, shattering Wall
Street forecasts. Analysts polled
by FactSet expected $1.52 per

share. Revenue rose 11 percent
to $42.4 billion.
GM was optimistic about the

second half of the year despite
troubles in Britain and increased
incentive spending in the United
States
Early in July, GM’s average

spending on rebates and other
discounts rose by about $1,800
to $6,125 per vehicle, according
to J.D. Power data obtained by
The Associated Press.
Incentives on the Chevrolet Sil-

verado pickup truck rose 37 per-
cent from July 2015 to nearly
$8,000.
But Stevens said the increase

was a temporary move to sell
down outgoing 2016 models to
prepare for 2017s. During the
first half, GM spent less than the
industry on discounts, he said.

GM Earns $2.9 Billion in Second Quarter
CONTINUED FROM PAGE 1

BorgWarner supplies its ad-
vanced exhaust gas recirculation
(EGR) valve for the new Hyundai
Ioniq sedan and the Kia Niro
crossover sport utility vehicle.
These gasoline and hybrid vehi-
cles are powered by the 1.6-liter
gasoline direct-injected (GDI)
Kappa engine, expected to drive
a growing line-up of hybrid mod-
els from the automakers. Borg-
Warner’s compact, optimized
EGR valve contributes to the ve-
hicles’ lower emissions and 3
percent increase in fuel econo-
my, said company spokeswoman
Katya Pruett.
“Our years of gasoline and

diesel EGR experience along with
our deep engine system knowl-
edge drove us to develop a new
EGR valve designed specifically

for the unique requirements of
today’s advanced gasoline en-
gines,” said Brady Ericson, Presi-
dent, BorgWarner Emissions Sys-
tems. “Our new low-pressure
EGR technology offers automak-
ers a compact, reliable and cost-
effective method for improving
fuel economy and reducing emis-
sions, and is fast becoming the
standard solution for gasoline
hybrid propulsion systems. We
are pleased to contribute our
EGR technology to a growing list
of Hyundai and Kia vehicles.”
Precisely regulating EGR

throughout a range of rpms and
loads reduces high temperatures
in the combustion chamber, en-
abling a variety of strategies
aimed at improving engine effi-
ciency and fuel economy.

BorgWarner’s EGR Valve
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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 7/31/16.

$5 OFF
Any Cake

Must present coupon at time of purchase.
Coupons may not be combined
with other offers. Expires 7/31/16.

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 7/31/16.

Available with:
• Hot Fudge
• Strawberry
• Caramel Funnel Cake

à la mode

In its ongoing efforts to sup-
port the fight against breast can-
cer, Ford Warriors in Pink recent-
ly commissioned a series of sur-
veys seeking to identify the top
concerns and day-to-day chal-
lenges of patients in treatment,
as well as to examine the state of
awareness of the disease among
American adults today.
The study was conducted as

part of the Warriors in Pink More
Good Days initiative, said Ford
spokeswoman Anika Salceda-
Wycoco.
Survey results indicate that

maintaining their daily routines
while going through treatment is
a top concern of those battling
breast cancer – second only to
life expectancy. Activities pa-
tients say they need the most lo-
gistical help with include com-
pleting household chores, run-
ning errands and preparing bal-
anced, healthful meals, Salceda-
Wycoco said.
The study also reveals that few

adults know how to provide the
support patients need. While 98
percent acknowledge the serious
health threat the disease pres-
ents, less than 60 percent are fa-
miliar with the day-to-day chal-
lenges those undergoing treat-
ment face. Only 28 percent say
they know how to best provide
the support needed.
“What the results of the sur-

veys tell us is that while most
adults aren’t sure how to support
these patients, the majority – 75
percent – want more information
on how to help,” says Tracy
Magee, Ford Warriors in Pink
brand manager. “The insights
give us an opportunity to build
upon the resources we offer to
ensure we respond to the needs
of those undergoing treatment.
“Through our More Good Days

initiative, we’re striving to equip
people with the knowledge and

resources they need to help,”
adds Magee. “Ultimately, we want
to give breast cancer patients
what they deserve – more good
days.”
To date, Ford Warriors in Pink

has granted more than 60,000
good day experiences – every-
thing from free rides to treatment
centers, to meal and errand
scheduling – as part of its More
Good Days initiative, Salceda-
Wycoco said. Year two of the pro-
gram aims to bring about even
more good days by adding two
new services in response to pa-
tients’ most pressing needs.
First, it’s working to help elimi-

nate the hassle of grocery shop-
ping and meal planning by col-
laborating with Green Chef – the
first and leading national USDA-
certified organic meal kit deliv-
ery service – to provide free or-
ganic meal kits to patients. To
help alleviate another pressing
daily concern patients have, War-
riors in Pink is also working with
the nonprofit Cleaning for a Rea-
son to provide free assistance
with household chores.
According to Michael Joseph,

founder and chief executive offi-
cer, Green Chef, food has the
power to nourish not just our
bodies, but also our souls. “We’re
looking forward to working with
Warriors in Pink to help friends,
family and caretakers provide
healthy meals to the breast can-
cer patients in their lives,” he
said. “Home-cooked, organic
meals make sense in terms of giv-
ing patients with a good day.”
Debbie Sardone, president and

founder, Cleaning for a Reason,
understands the importance of
having help around the house for
patients going through treat-
ment. “Cleaning for a Reason has
been providing home cleanings
to cancer patients for the last 10
years,” she says. “We’re so excit-
ed to work with Ford Warriors in
Pink to bring this service to even
more patients.”
Ford Warriors in Pink will also

offer free Jacki recovery gar-
ments to those who have recent-
ly undergone mastectomy sur-
gery through select treatment
centers and on the Warriors in
Pink website, Salceda-Wycoco
said. It will also continue working

with Meal Train – an online plat-
form for organizing family and
friends to provide meal deliver-
ies, errand services, childcare,
rides and more. More informa-
tion about these services, as well
as additional tips, tools and re-
sources for providing good days,
is available on fordcares.com.
Ford is building upon its long-

standing Models of Courage pro-
gram, inaugurating a new class of
warriors in six cities across the
country. These real-life role mod-
els – over 100 women and men
who have coped with breast can-
cer in inspiring ways – will help
create more good days by taking
direct action to support those
battling the disease in their com-
munities. 2016 Models of
Courage are based in Atlanta,
Seattle, Miami, New York, Denver
and Chicago.
To instill hope and help pa-

tients face their battles, these
Models of Courage will share
their stories throughout the year
at national and community
events, as well as in Warriors in
Pink communications. People are
encouraged to join the conversa-

tion and share their personal sto-
ries and insights on social media
using #MoreGoodDays.
This month, Ford is introduc-

ing the 2016 Warriors in Pink col-
lection of apparel and acces-
sories to raise funds for breast
cancer research and resources,
Salceda-Wycoco said. New items
include a vest, tunic, an adult col-
oring book and gold foil tattoos,
along with best-selling favorites
such as the annual women’s
scarf, warrior T-shirt and tote
bag. One hundred percent of net
proceeds benefit The Pink Fund,
Susan G. Komen, Dr. Susan Love
Research Foundation and Young
Survival Coalition.
For more than 20 years, Ford

Motor Company has worked to
advance the conversation
around breast cancer – fueling
the spirit of those living with the
disease while inspiring new gen-
erations of supporters. To date,
Ford has dedicated more than
$130 million to the cause.
For more on Ford Warriors in

Pink and to view the full 2016 ac-
cessories and apparel collection,
please visit www.fordcares.com.

Ford Continues its Efforts to Fight Against Breast Cancer

Ford Motor Company’s Warriors in Pink are continuing their work in helping those with breast cancer have more good days.

Cooper-Standard Holdings Inc.
has appointed of Christopher E.
Couch to the newly created posi-
tion of vice president, innovation
and product groups effective Ju-
ly 11. Couch reports to Keith
Stephenson, executive vice pres-
ident and chief operating officer,
said Cooper Standard spokes-
woman Sharon S. Wenzl.
With more than 20 years of

global automotive manufactur-
ing experience garnered through
technical, strategic and senior
executive roles at both automak-
ers and tier one suppliers, Couch
will lead Cooper Standard’s i3 In-
novation Process from idea in-
ception to commercialization.
Utilizing his expertise in busi-
ness development and advanced
engineering, he will work closely
with core product line leaders to
develop market strategies and
work in tandem with Cooper
Standard’s global regions to exe-
cute these strategies in support
of global customers.
“Our i3 Innovation Process has

already spawned several break-
through innovations, especially
in material science and light-
weighting,” said Stephenson.
“Chris joins Cooper Standard at
a pivotal time, as his extensive
experience in commercial devel-
opment and product innovation
will provide the technical leader-
ship required to realize the full
potential of the groundbreaking
innovations.”
Couch recently served as chief

technical officer and global man-
ufacturing v.p. at Lear Corp. in
Southfield, where he evolved the
company’s technical direction.
He joined Lear in 2013 as a sen-
ior executive responsible for ad-
vanced engineering, advanced
manufacturing, advanced sales
and cost optimization.

Cooper-Standard
Hires Couch in
New V.P. Job



JULY 25, 2016 PAGE 5DETROIT AUTO SCENE

The Chrysler brand launched
a new digital and online “Street
Smarts” campaign last week,
which puts a competitive focus
on the features and benefits of
the all-new 2017 Chrysler Pacifi-
ca. The campaign, a digital and
online extension of the brand’s
“Dad Brand” campaign starring
Jim Gaffigan, leverages the class-
leading features of the Chrysler
Pacifica against its key competi-
tors. The seven “Street Smarts”
videos can be viewed on
Chrysler YouTube page. The
videos will also be posted across
the brand’s social channels, in-
cluding Facebook, Twitter and
Instagram.
“Our new ‘Street Smarts’ web

series is a natural extension of
our ‘Dad Brand” marketing cam-
paign, and patently demon-
strates how the all-new 2017
Chrysler Pacifica outsmarts the
competition with its unprece-
dented total of 115 innovations
and class-exclusive features,”
said Tim Kuniskis, head of Pas-
senger Car Brands – Dodge, SRT,
Chrysler and FIAT, FCA – North
America. “With an unsurpassed
level of attention to detail, quali-
ty and family functionality, the
all-new 2017 Chrysler Pacifica is
a vehicle that provides owners
with endless possibilities for
days spent on the go, while se-
cretly enjoying the envy of your
neighbors as it holds court in
your driveway.”
The Chrysler brand campaign

was created in partnership with
SapientNitro.
The new 2017 Chrysler Pacifi-

ca, available in dealerships now,
has amassed multiple automo-
tive awards since its arrival, in-
cluding “Award for Design Excel-
lence – Production Truck” (Eyes
On Design).

Chrysler Extends
‘Dad Brand’

Gaffigan Promos

Mopar and Pennzoil began
sponsorship of the NHRA Top
Fuel Dragster driven by Leah
Pritchett in July, returning the
brand to the class in which
Mopar first established its repu-
tation for excellence at the
dragstrip. Don Schumacher Rac-
ing (DSR) driver Pritchett will
compete at select events in 2016
and debuted the blue Omega M
on her dragster at the 37th annu-
al Mopar Mile-High NHRA Na-
tionals, which ran July 22-24 at
Bandimere Speedway near Den-
ver.
The partnership brings the

Mopar brand back to winning
roots first fueled by drag racing
icon “Big Daddy” Don Garlits,
who captured the majority of his
Top Fuel championships and
event wins under Mopar Hemi
power. The new Top Fuel ma-
chine also expands the Mopar
presence in the NHRA Mello Yel-
lo Drag Racing Series. The brand
now serves as a sponsor in three
of the four NHRA Pro classes (in-
cluding Matt Hagan’s NHRA Fun-
ny Car and Pro Stock entries pi-
loted by Erica Enders and Jeg
Coughlin Jr.), and also remains
deeply involved in supporting
amateur NHRA Sportsman rac-
ers, introducing last year the
next generation of its modern-
day package car, the Mopar
Dodge Challenger Drag Pak.
“We are extremely excited to

team up with our partners at
Pennzoil in our return to compe-
tition in the Top Fuel class,” said
Pietro Gorlier, head of Parts and
Service (Mopar), FCA - Global. “A
key part of Mopar’s DNA has al-
ways been going fast at the
track. We welcome Leah Pritch-
ett to the Mopar team and will
cheer her on as she drives us
forward in Top Fuel.”

Mopar, Pennzoil
Sponsoring NHRA
Racer Pritchett



2016 RAM
PROMASTER CITY WAGON

SALE
PRICE

MSRP 25,160

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 8/1/2016.

USE YOUR UAW
RETIREES VOUCHER
FOR UP TO $1000

MMMMIIIIKKKKEEEE RRRRIIIIEEEEHHHHLLLL’’’’SSSS RRRROOOOSSSSEEEEVVVVIIIILLLLLLLLEEEE TTTTRRRRUUUUCCCCKKKK CCCCEEEENNNNTTTTEEEERRRR

$17,559*

2016 RAM
3500 ST CREW CAB 4X4

SALE 
PRICE 

MSRP 47,575

$33,799*

2016 RAM
2500 SLT CREW CAB 4X4

SALE 
PRICE

MSRP 50,750

$36,699*

2016 RAM
2500 LARAMIE CREW CAB 4X4

SALE 
PRICE

MSRP 56,295

$40,399*

INCLUDES
RETURNING 

LESSEE
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2016 CHRYSLER
PACIFICA LX

LEASE FOR
$1999 DOWN

MSRP 29,590
$129*

24 MO.
10K

2016 DODGE
CHALLENGER SXT

LEASE FOR
$1999 DOWN

MSRP 27,990
$74*

24 MO.
10K

2016 JEEP
PATRIOT High Altitude 4X4

LEASE FOR
$1999 DOWN

MSRP 28,330
$95*

36 MO.
10K

2016 RAM
1500 SLT Crew Cab 4x4 Big Horn

LEASE FOR
$1999 DOWN

MSRP 47,005
$126*

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 8/1/2016.

INCLUDES
RETURNING
LESSEE

USE YOUR UAW
RETIREES VOUCHER
FOR UP TO $1000

The California Highway Patrol
(CHP) has placed orders for
more than 580 Dodge Charger
Pursuit police sedans to replace
aging vehicles in its fleet.

The vehicles will be delivered
over the next two years with the
vast majority of the vehicles be-
ing delivered next year, said Fiat
Chrysler spokesman Berj Alex-
anian.

The California Department of
General Services conducted a
public, competitive bidding
process aimed at selecting a ve-
hicle based on price, perform-
ance, and payload capacity, the
Dodge Charger Pursuit sedan
was found to comply with en-
forcement vehicle specifications
for the CHP, the largest state po-
lice agency in the nation, Alexan-
ian said. The new rear-wheel-
drive sedans are replacing high-
mileage vehicles now in service.

“Our Charger Pursuit police
sedans meet CHP’s stringent
payload requirements, and in
particular, will accommodate
the agency’s radio systems,”
said Jeff Kommor, vice presi-
dent – U.S. Sales Operations,
Fleet and Small Business Sales,
FCA. “The Charger Pursuit also
meets CHP’s demand for ongo-
ing fuel-efficiency and its desire
to be a leader in fiscal responsi-

bility in California.”
The majority of the Charger

Pursuit sedans in this CHP order
are powered by the 3.6-liter Pen-
tastar V6 engine which delivers
292 horsepower and 260 lb.-ft. of
torque, Kommor said. The V6
Charger Pursuit delivers up to an
EPA estimated 26 miles per gal-
lon (mpg) highway.

The CHP’s order also includes
a small number of Charger Pur-
suit 5.7-liter Hemi V8 models
with Fuel Saver Technology to be
used by training instructors at
CHP’s Emergency Vehicle Opera-
tions Course in Sacramento. The
V8 model delivers 370 best-in-
class horsepower for best-in-
class acceleration performance.

“The CHP is ordering our
Charger Pursuit vehicle to rein-
troduce the sedan into their pa-
trol vehicle fleet,” said Bick Pratt,
head of Fiat Chrysler Govern-
ment Sales and Operations.
“That’s important to us because
it reflects a shift back to sedans
by a progressive agency like the
CHP. It is also important because
other agencies throughout Cali-
fornia rely on the CHP’s vast re-
sources and knowledge to test,
evaluate and determine what po-
lice vehicle meets the needs of
the CHP, and in many cases
meets their local needs as well.”

Dodge Charger a Hit With
California Highway Patrol

The automotive research
group AutoPacific has named
Jeep Grand Cherokee – the most
awarded SUV ever – and Dodge
Challenger “Most Ideal Mid-Size
SUV” and “Most Ideal Sporty
Car” in their respective seg-
ments.

Owners of the 2015 Jeep Grand
Cherokee and 2016 Dodge Chal-
lenger indicated they are driving
a vehicle that meets or exceeds
their expectations, said Fiat
Chrysler Claire Carroll. This is
the sixth consecutive year the
Jeep Grand Cherokee has won
AutoPacific’s Ideal Vehicle Award
for the Mid-Size SUV segment
and the fourth year the Dodge
Challenger has won the award in
the Sporty Car segment.

“The Jeep Grand Cherokee has
been a consistent winner in Au-
toPacific’s Ideal Vehicle Award
research. For the last six years,
Grand Cherokee owners have
rated the vehicle as the SUV best
targeted to its owners’ wants and
needs,” said George Peterson,
president of AutoPacific, Inc.
“Grand Cherokee owners want

very little changed. This is a tes-
tament to the excellence Jeep
planners, designers and engi-
neers have in understanding ex-
actly what their customers
want.”

Surveyed owners placed the
2016 Dodge Challenger at the top
of the Sporty Car segment for its
best-in-class ideal vehicle, Peter-
son said.

“The Dodge Challenger has a
wide product range that pro-
vides what Sporty Car drivers
want. Challenger has hit its tar-
get out-pointing Sporty Car com-
petitors in Ideal Vehicle attrib-
utes,” said Peterson.

The 2016 awards are based on
responses from over 65,000 own-
ers of new model year 2015 and
2016 vehicles across all major
manufacturers. Surveyed after 90
days of ownership, respondents
were asked what changes they
would make to their car or truck
in 15 key categories, including
ride and handling, interior stor-
age, safety features, power and
acceleration and technology,
Carroll said.

AutoPacific Likes Challenger
The 2016 Dodge Challenger has earned high ratings with customers.

California Highway Patrol is buying more than 500 Chargers.
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*Tax, title, license and dealer fees extra. No security deposit required. Excess mileage charge of $.25 per mile over 30,000 miles. Lessee pays for excess wear
and tear charges and a disposition fee of $595.00. All applicable rebates to dealer. Photo may not represent actual vehicle. MRSP’s: CT6 $61,390, ATS $38,240,
CTS $48,555, XTS Sedan $46,290, XT5 Crossover $45,890, Escalade $80,640. Due at signing: CT6 $4,239, ATS $2,939, CTS $3,779, XTS Sedan $3,719, XT5
Crossover $3,619, Escalade $4,179. See dealer for details. Take delivery by 7/31/2016.

DEXOS OIL CHANGE
$3995

Limited time only. Up to 5 quarts.
Expires 7-31-16 • CERTIFIED SERVICE

Prestige Cadillac
8333 E. 11 Mile Rd.
Warren, MI 48093
PrestigeCadillac.com

Sales - 586.782.4137
Mon. & Thurs. 8:30-8
Tues., Wed., & Fri 8:30-6,
Sat. 10-4

Service
586.782.4173
Mon. - Fri. 7:30-6
Sat. 9-2

PRESTIGE TECH CENTER CADILLAC
Coming Soon!
Downtown Warren across from the General Motors Tech Center.

Construction at
Prestige Cadillac
in Warren
is underway
and making great
progress!

CT6 2016
3.6L AWD LUXURY COLLECTION
Ultra Low mileage
Lease for
well qualified
GM employees

$499Employee
Pricing

/Month

36 MONTH/10K PER YEAR
$4,239 due at signing after all o1ers

Looking forward
to providing
customers
with exceptional
purchase experience
at the new facility.

ATS 2016
2.0 STANDARD COLLECTION
Ultra Low mileage
Lease for
well qualified
GM employees

$249Employee
Pricing

/Month

24 MONTH/10K PER YEAR
$2,939 due at signing after all o1ers

The new location
will make
it more convenient
for our
future clients.

CTS 2016
STANDARD COLLECTION
Ultra Low mileage
Lease for
well qualified
GM employees

$379Employee
Pricing

/Month

36 MONTH/10K PER YEAR
$3,779 due at signing after all o1ers

Customers will
enjoy an enhanced
shopping experience
along with a
state-of-the-art
Service Department.

XTS 2016
STANDARD COLLECTION
Ultra Low mileage
Lease for
well qualified
GM employees

$409Employee
Pricing

/Month

39 MONTH/10K PER YEAR
$3,719 due at signing after all o1ers

The new dealership
located on the
east side of Van Dyke
north of 12 Mile Road
is expected to
be completed
in late July or
early August.

XT5 2017
CROSSOVER
Ultra Low mileage
Lease for
well qualified
GM employees

$359Employee
Pricing

/Month

36 MONTH/10K PER YEAR
$3,619 due at signing after all o1ers

Tech Center Cadillac

CERTIFIED SERVICE

100% Customer
Satisfaction
Guarantee
OPEN SATURDAY 9AM-2PM
Complimentary Pickup and Delivery!

THE NEW CT6 AND THE NEW XT5 ARE AVAILABLE!

DETROIT (AP) – Electric car
maker Tesla Motors is working
on multiple new vehicles, includ-
ing heavy trucks and buses that
could be unveiled as early as
next year.
Tesla CEO Elon Musk said the

company also plans a compact
SUV and “a new kind of pickup
truck’’ to complement its exist-
ing fleet. Tesla currently makes a
luxury sedan, the Model S, and a
luxury crossover, the Model X. It
plans to release a lower-priced
car, the Model 3, next year.
Musk discussed the products

in his much-anticipated “master
plan’’ for the company, which
was posted on Tesla’s website
the evening of July 20. It was
Musk’s second such manifesto;
he released the first in 2006,
when Tesla was first starting out
and hadn’t yet sold its first car,
the Tesla Roadster.
Musk used a portion of the

plan to defend Tesla’s semi-au-
tonomous Autopilot system,
which can maintain a set speed
and keep the car within its lanes
and lets drivers take their hands
off the wheel for minutes at a
time. The government is investi-
gating the system after a Tesla
driving in Autopilot mode
crashed into a tractor-trailer in
Florida in May. The Tesla driver
died.
Musk says it’s important to de-

ploy partial autonomy now be-
cause, when used correctly, it “is
already significantly safer than a
person driving by themselves.’’
“It would therefore be morally

reprehensible to delay release
simply for fear of bad press or
some mercantile calculation of
legal liability,’’ Musk wrote.
He said Autopilot is still in “be-

ta’’ testing mode, a term the com-
pany uses to decrease compla-
cency for drivers and imply that
the system will continue to be re-
fined. But he said Autopilot went
through extensive internal test-
ing before it was introduced with
a software update last October.
Musk also predicted there will

be a “significant time gap’’ before
true self-driving cars are ap-
proved by regulators. But Tesla
is clearly preparing for that day.
Musk envisions small au-
tonomous buses that can accom-
modate strollers and bikes and a
shared fleet of Teslas that can
eventually be summoned by a
smartphone.
Musk also pushed for the com-

bination of Tesla and solar ener-

gy company SolarCity. Tesla pro-
posed buying SolarCity last
month for up to $2.5 billion.
Shareholders must still vote on
the proposal.
Musk, who is the chairman of

both companies, envisions be-
coming a seamless provider of
solar panels and Tesla Powerwall
backup systems to customers to
power their homes and electric
cars. “We can’t do well if Tesla
and SolarCity are different com-
panies, which is why we need to
combine,’’ he said.
But some investors and ana-

lysts have made clear that
they’re concerned about the
deal’s conflicts of interest. So-
larCity is run by Musk’s cousin
Lyndon Rive. SolarCity’s shares
have risen 27 percent since the
all-stock bid was made, to $26.95.
But Tesla’s shares are up just 4
percent.
Tesla’s shares rose 1 percent

to close at $228.36 July 20.
In his 2006 plan, Musk laid out

Tesla’s goal of using profits from
its first car – the sporty Roadster,
which went on sale in 2008 – to
fund the development of a wider
range of vehicles, including low-
er-priced family cars.
Tesla is meeting that goal. The

company stopped making the
$100,000 Roadster in 2012, the
same year it debuted its $70,000
Model S sedan. Last year, it intro-
duced the Model X SUV. And re-
cently it began taking orders for
the Model 3, a smaller sedan
which will sell for $35,000. Tesla
says the Model 3 will go on sale
at the end of 2017.
But there have been some

stumbles. All three of Tesla’s ve-
hicles have launched after re-
peated delays, and there have
been some early quality prob-
lems, like door handles that
don’t work.
Tesla also recently announced

that vehicle shipments didn’t
reach projected levels in the sec-
ond quarter. The company now
expects to deliver around 79,000
vehicles this year, lower than its
earlier forecast of 80,000 to
90,000. Tesla delivered 50,580 ve-
hicles last year.
Musk didn’t give a financial up-

date in his plan. Palo Alto, Cali-
fornia-based Tesla has never
made a full-year profit in its 13-
year history, and it lost $889 mil-
lion last year. Musk has said he
expects Tesla to make a profit in
2020, once the Model 3 is in full
production.

Tesla Announces Ambitious
Plans on Product Creation

test how the app responds to
each, Hatton. These customiz-
able settings empower develop-
ers to make apps that deliver
more personalized experiences
for customers.
The free software emulator,

with its ready accessibility, will
help speed development, espe-
cially in markets where develop-
ers have limited access to vehi-
cles or Ford’s current method of
SYNC-compatible app develop-
ment – tabletop hardware units
known as FordDev Technology
Development Kits, Hatton said.
Ford makes the kits, also

known as SYNC-in-a-box, avail-
able through a San Francisco lo-
cation.
Ford will host its third annual

SYNC AppLink Developer Confer-
ence in conjunction with CTIA
Super Mobility 2016, Sept. 7-9, in
Las Vegas. Ford engineers will be
on hand to explain the newest
software tools for developing
more personalized, vehicle-data-
driven apps.
In addition, the Ford developer

team will hold a hackathon,
where developers can put into
action what they have learned

for a chance to win prizes, Hall
said.
Past hackathons have attract-

ed developers from around the
world, including the United
States, Canada, the United King-
dom, as well as from counties as
far away as Brazil, Hong Kong
and Japan.
“For Ford, embracing the glob-

al developer community and
opening the door to innovation
are critical aspects of our mis-
sion,” said Hatton. “As a compa-
ny, we look forward to the wave
of innovation we expect to stem
from our growing efforts – all
part of the Ford Developer Pro-
gram.”
Launched in 2013, the Ford De-

veloper Program invites app de-
velopers from across the globe
to innovate along with the com-
pany in the automobile indus-
try’s first end-to-end developer
ecosystem.
The program now has more

than 15,000 registered users, Hat-
ton said, and more than 90 Ap-
pLink-compatible smartphone
apps globally. Spotify, Ac-
cuWeather, MLB.com At Bat and
iHeartAuto are a few popular
apps that now feature AppLink
capability.

Ford Developing New Apps
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 7-31-16.

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!

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 loyalty, equinox loyalty or lease conquest offers have been deducted from sale price/payment. Cruze, Equinox, Traverse, Malibu, Trax are 24 month leases. Volt, Impala, Silverado are 36
month leases. Camaro is a 39 month lease. Pricing is subject to select model vehicles, while supplies last. 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). Pricing is subjecto select model vehicles while supplies last. 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 – 8/01/16.

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. Pricing subject to change per GM incentives. Prices and payments are inclusive of active GM employee discount (unless otherwise stated). All leases are 10,000 miles per year with approved
S Tier credit. Terrain, Enclave, Encore, Regal, Sierra, Acadia, are 24 months leases. Verano, Envision, Yukon are 36 month leases. Cascada and Lacrosse are 39 month leases.All Vehicles shown are $999 down. Deposition Fee may be required at vehicle turn in. Must have lease loy-
alty and/or closing competitive lease. Prices and payments are plus tax, title, plate fee w/ acquisition fee up front, refundable security deposit required on certain vehicles – to be determined by lender. Pricing is subject to select model vehicles- while supplies last. **$3,500 trade
in is valid on 2003 or newer vehicles w/ under 115k miles in drivable condition, no branded titles, reconditioning determined by appraiser. Certain restrictions may apply, see dealer for complete details. ** Exp date: 8/01/2016

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. #B562427 Stk. #B562427

2016 BUICK ENCORE

PURCHASE
FOR

$19,679*36
MO.

LEASE FOR

$135*
$0 DOWN

Stk. #B461452 Stk. #B461452

2016 BUICK VERANO

PURCHASE
FOR

$20,995*36
MO.

LEASE FOR

$99*
$0 DOWN

1SH – SPORT
TOURING

Stk. #B460912 Stk. #B460912

2016 BUICK LACROSSE

PURCHASE
FOR

$27,995*36
MO.

LEASE FOR

$239*
$0 DOWN

1SH - SPORT
TOURING

Stk. #B461016 Stk. #B461016

2016 BUICK CASCADA

PURCHASE
FOR

$31,995*39
MO.

LEASE FOR

$299*
$999 DOWN

Stk. #B460954 Stk. #B460954

2016 BUICK REGAL

PURCHASE
FOR

$24,995*
24
MO.

LEASE FOR

$169*
$0 DOWN

Stk. #TFTJZ2 Stk. #TFTJZ2

LEASE FOR

$999 DOWN

24
MONTHS

$129*
PURCHASE FOR

$27,349*

2016 GMC ACADIA
SLE-1

LEASE FOR

$999 DOWN

24
MONTHS

$169*
PURCHASE A 2015 1500
4WD • DBL CAB • SLE

$27,795*

2016 GMC SIERRA
4WD • DBL. CAB
1500

Stk. #G562671 Stk. #G562671

LEASE FOR

$999 DOWN

24
MONTHS

$89*
PURCHASE FOR

$21,899*

2016 GMC TERRAIN
SLE-1

Stk. #G562974 Stk. #G562974

2016 GMC YUKON
SLE • 4WD

PURCHASE FOR
$15,679*

LEASE FOR
24 MONTHS
$89*
$999DOWN

2016

CRUZE2016

TRAVERSE

PURCHASE FOR
$26,599*

LEASE FOR
24 MONTHS
$129*

$999DOWN

2016

EQUINOX

PURCHASE A LS
$18,889*

LEASE A LT
24 MONTHS
$129*

$999DOWN

2016

CAMARO2016

LS1LT
TRAX

LS

VOLT

Stk. #461719

Stk. #563005

Stk. #562538Stk. #470017

Stk. #460564

Stk. #470017

2017

Stk. #562373Stk. #TCPPF3

Stk. #562554

LEASE A LT
36 MONTHS
$249*

$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. #TFTJZ2 Stk. #TFTJZ2

LEASE FOR

$999 DOWN

36
MONTHS

$289*
PURCHASE FOR

$45,869*

PREMIUM II

Stk. #562554Stk. #563005

PURCHASE FOR
$30,589*

LT

PURCHASE FOR
$25,989*

LEASE FOR
39 MONTHS
$289*

$999DOWN

Stk. #460564

SILVERADO2016

1500 • LT
4WD
DBL

Stk. #561995

PURCHASE FOR
$29,995*

LEASE FOR
24 MONTHS
$99*
$999DOWN

Stk. #561995

MALIBU2016

Stk. #460659

PURCHASE A LS
$20,379*

LEASE A LT
24 MONTHS
$129*

$999DOWN

Stk. #TBJJBK

PURCHASE A LS
$15,479*

LEASE A LT
24 MONTHS
$89*
$999DOWN

ED RINKE
BUICK/GMC LEASE PULL AHEAD IS BACK…

DETROIT (AP) – Automakers
are sharing information on cyber
security threats and working to-
gether on ways to respond when
hackers strike, under guidelines
being developed by the industry.
Nearly all companies that sell

cars and trucks in the U.S. have
joined the Automotive Informa-
tion Sharing and Analysis Center.
The group announced Thursday
that it’s working on best prac-
tices to combat cyber threats.
Vice Chairman Jeff Massimilla

of General Motors says the
group has a common Internet
portal and already is sharing in-
formation on threats. It’s now
working on guidelines that in-
clude developing secure hard-
ware and software and how to
respond to hacking incidents.
The group is holding a hacking

attack drill on Thursday. It in-
cludes 15 automakers and cov-
ers 98 percent of the cars on U.S.
roads. It began operating in Jan-
uary.

Automakers Are
Teaming Up on
Cyber Security

DETROIT (AP) – A ground-
breaking was held July 20 at
Wayne State University in Detroit
for a building that will be named
after one of the city’s top busi-
ness leaders.
The Mike Ilitch School of Busi-

ness is scheduled to open in
2018 to students and will be a
part of Detroit’s thriving Wood-
ward Avenue corridor that will
include a new professional hock-
ey arena, entertainment district
and light rail.
“Today’s events represent the

next important steps in bringing
to life one of the most substan-
tial demonstrations yet of my
parents’ love for Detroit and its
people, and their hope and belief
in its future,’’ Ilitch Holdings
President and Chief Executive
Christopher Ilitch said.
Mike and Marian Ilitch last

year announced a gift to help
build the school near the new
Red Wings arena and entertain-
ment district now under devel-
opment.
The donation included $35

million and the use of the land
for construction, as well as a $5
million endowment from the
family.
The family owns Little Caesars

Pizza, the Detroit Tigers and Red
Wings.
They founded the pizza chain

in 1959. Little Caesars’ headquar-
ters and Comerica Park, where
the Tigers play baseball, are
along Woodward between down-
town and Wayne State.
The new home of the Red

Wings is under construction and
will be called Little Caesars Are-
na. The 20,000-seat arena should
open in 2017 after the Red Wings
play a final season at Joe Louis
Arena.
Construction is to start later

this year on the business school,
which will feature a glass facade,
a cafe and indoor and outdoor
spaces.
It is expected to serve more

than 3,000 undergraduate and
graduate students at Wayne
State.
“This new home for our busi-

ness school will create a beauti-
ful and accessible gateway con-
necting Midtown and downtown
Detroit for students, faculty and
the community alike,’’ said M.
Roy Wilson, Wayne State presi-
dent.
“It’s a fitting and elegant de-

sign for a world-class business
school made possible by entre-
preneurs who throughout their
career have been dedicated to
opening up a world of opportuni-
ties for the people of Detroit.’’

Ilitch School of
Business Breaks
Ground at WSU



JULY 25, 2016 PAGE 9DETROIT AUTO SCENE

#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

EENNDD OOFF TTHHEE
MMOONNTTHH
RROOCCKK
BBOOTTTTOOMM
PPRRIICCEESS

AANNDD LLOOWWEESSTT
LLEEAASSEE PPAAYYMMEENNTTSS!!

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

VYLETEL

*GM Employee Pricing Plus Tax, Title, Lic. and Doc. Vyletel will waive up to an additional 2 payments; max amount of $400.00 total. No Security Deposit Required. Programs subject to change.
Photos may not represent actual vehicle. Price is subject to change without notice. See dealer for details. Expires 7/31/16.

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

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

GM pricing figured with lease conquest rebate.
*Price is stock specific.

NO SECURITY DEPOSIT REQUIRED!

36 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$259*
$1,960 DUE AT SIGNING

ALL NEW 2016
BUICK REGAL

FWD • PREMIUM II GROUP

Stock #4913-16 • Deal #59036
GM pricing plus tax, title lic. & doc fees.
Must qualify for lease conquest rebate.
NO SECURITY DEPOSIT REQUIRED!

39 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$169*
$1,883 DUE AT SIGNING

0% GMC ACADIA 2016 MODELS • 0% ON MOST 2016 BUICK MODELS

Stk. #4858-16 • Deal# 60590
GM pricing plus tax, title lic. & doc fees.

GM pricing must have Non GM in household
set to expire 365 days from delivery.

ALL NEW 2016 BUICK CASCADA
PREMIUM • 1SP

SUMMER FUN! ALL NEW BUICK CONVERTIBLE

2015 GMC

SIERRA
1500 • 4WD • DOUBLE CAB • SLE

Stock #8717-15
GM pricing plus tax, title, lic.& doc fees.

$34,795*
WAS
$46,465

FINAL SALE
15% OFF MSRP

SAVE OVER
$6,969 OFF LIST

39 MONTH/
10K PER YEAR

LEASE
SPECIAL

$335*
$1,817 DUE AT SIGNING

ALL NEW 2016
BUICK ENCORE
FWD • CONVENIENCE

Stock #4796-16 • Deal #57906
GM pricing plus tax, title lic. & doc fees.
Must qualify for lease conquest rebate

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

$149*
$1,685 DUE AT SIGNING

ALL NEW 2016
BUICK ENVISION

AWD • PREMIUM

Stock #5090-16 • Deal #62064
GM pricing plus tax, title lic. & doc fees.

GM pricing figured with lease conquest rebate.
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

$289*
$1,673 DUE AT SIGNING

2015 GMC

TERRAIN
DENALI • FWD

FINAL SALE 15% OFF LIST
THREE 2015 MODELS REMAINING

Stock #8402-15
.

$33,695*
WAS
$39,605

SAVE
$5,940 OFF MSRP

FREE 6”
CHROME
ASSIST
STEPS

NO SECURITY DEPOSIT REQUIRED!

2016 GMC

TERRAIN
FWD • SLE-1

Stock #9055-16 • Deal #58070
$1629 total due at signing.

GM pricing plus tax, title, lic. & doc fees.
Lease figured with lease conquest rebate
Must have a Non-GM Lease in household

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

$99*
ONLY A FEW LEFT…

HURRY WHILE THEY LAST

24
MONTH
LEASE

FOR ONLY

10K PER YEAR

2016 GMC

ACADIA
FWD • SLE-2

Stock #8989-16 • Deal #61398
$1730 total due at signing.

GM pricing plus tax, title, lic. & doc fees.
Must have lease conquest rebate

to qualify for lowest price.
NO SECURITY DEPOSIT REQUIRED

with tier 1 credit approval

$199*
DEMO SPECIAL

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

2017 GMC
ALL NEWACADIA

FWD • SLE-2

Stock #9357-17 • Deal #62061
$1978 total due at signing.

GM pricing plus tax, title, lic. & doc fees.
with lease conquest rebate.

NO SECURITY DEPOSIT REQUIRED!

$299*
NEW LOOK

NEW GENERATION

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

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 Equinox
loyalty. The Malibu and Equinox leases assume that you qualify for lease conquest. To qualify for Lease Conquest you must have a NON-GM Lease in the
household that terminates within 365 days. All lease payments are based on 10,000 miles per year. 1st payment, tax, title and plate fee due at signing on all leases
unless otherwise noted. All deals expire 08/01/16.
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METRO PKWY.

18 MILE RD.

SINCE
1989

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

2016MALIBU 1LT

7” Touch Screen Radio, Remote Start,
Wireless Charging, Power Locks, Power Windows,

Power Mirrors, Bluetooth, Onstar, XM Radio & More…

36 Month Lease/10,000 Miles

NO SECURITY DEPOSIT REQUIRED

2016 SILVERADO 1LT
DOUBLE CAB
ALLSTAR PKG

4X4

NO SECURITY
DEPOSIT
REQUIRED

$173*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIRED

$171*+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

$209*+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

The Summer Deals
are Sizzling at

real and effective connection
among all stakeholders in the
supply chain,” said Wagner.
“AIAG is a clearinghouse of infor-
mation and best practices and
has the experience on how to
share those across the industry.”
Both executives bring unique

interests, experiences, and
strengths to the AIAG board,
Creason said.
Harvath’s experience, which

spans 14 years, includes strate-
gic network optimization, opera-
tional implementation, transfor-
mational leadership, and LEAN
process integration. He is a
strong believer in developing effi-
cient, cost-effective, and trans-
parent inbound material flows
and is the first logistics provider
to have a seat on the AIAG board
of directors.
“I’m very excited to bring a lo-

gistics and transportation per-
spective to the board of direc-
tors,” Harvath said. “Logistics
providers play an integral role in
corporate responsibility, supply
chain risk management, and
overall quality, through the net-
works we design and manage,
materials and vehicles that we
transport, and stakeholders we
engage. My goal is to engage lo-
gistics thought leadership across
North America and evaluate how
logistics providers can play a
larger role in shaping our indus-
try. AIAG has the ability to pro-
vide that platform.”
Wagner’s experience includes

seven years headquartered in
China, Creason said, where he
led the growth of several product
line technologies for Federal-
Mogul, expanding his company’s
presence there from a virtual
start-up to an operation with

double-digit year-on-year growth
rates.
Through a diverse 30-year ca-

reer with Federal Mogul, he has
held positions from engineering
and sales to operations manage-
ment, product strategy, and now
quality. Wagner said he cares
about the role that processes
play in optimizing reliability.
“The transportation industry

is extremely complex, so it is
most important to identify the
correct processes and make rela-
tionships to them,” Wagner said.
“The common denominator is
that everything is connected to a
process. The simpler the
process, the more effective it is
and the more quickly you can get
to what’s really important.”
Through their service on the

AIAG board, Creason said Har-
vath and Wagner look forward to
impacting key industry initia-
tives like the structural changes
in the upcoming new ISO/TS
global quality standard and
working to improve U.S.-Mexico
border security and visibility.
“AIAG has the ability to pro-

vide the platform to address just
about any issue that challenges
our industry,” Harvath said, “and
it’s an honor to be nominated to
serve.”
“AIAG provides an overview at

the grassroots level of what the
industry requires and then com-
plements that need with excel-
lent training and events,” said
Wagner. “AIAG also plays a key
role in escalating any concerns
within the supply chain to the at-
tention of OEMs and the govern-
ing bodies. AIAG can bridge a lot
of gaps so that new standards
are effectively implemented, ad-
ministered, and executed, and
has a great vantage point from
which to do this.”

AIAG Adds Harvath, Wagner
To Board of Directors

CONTINUED FROM PAGE 1
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*Pictures may not represent actual sale vehicle. All applicable incentives including competitive lease, lease conquest, lease loyalty or Equinox 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 em-
ployee discount required except where noted. Must be current Equinox owner/lessee to qualify for Equinox loyalty. Leases are 10,000 miles per year and a disposition fee may be required at lease turn in. 0% APR is in lieu
of most incentives. $1000 over Kelly Blue Book trade-in guarantee is for 2002-2014 vehicles. No branded titles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 7/29/2016@ 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#G30286

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!
• 8” 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#G29436

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

Get OVER 20% OFF On Select Equinox, Traverse, Trax, Impala, Sonic, Spark, SS & Silverado Models*

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

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

• Remote Keyless Entry!
• Aluminum Wheels!

Stock#G30316
NO SECURITY

DEPOSIT REQUIRED.
TAX, TITLE AND

PLATE FEES EXTRA!

2016EQUINOX “LT”
• Chevrolet Complete Care INCLUDED!

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

• OnStar with 4G LTE with built-in Wi-Fi hotspot!
• Remote Start & Entry!
• Power Driver’s Seat!

Stock#G29150

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 MONTH LEASE:
Was $28,880 Sale Price $22,999

$139*
$999DOWN

24 MONTH LEASE:
Was $25,895 Sale Price $19,276

Was $21,995 Sale Price $15,941 Was $40,470 Sale Price $31,349
24 MONTH LEASE:

$99*
$999DOWN

24 MONTH LEASE:

ALL NEW

ALL NEW

$139*
$999DOWN

$149*
$999DOWN

4X4 DBL CAB

by Jim Stickford

As recent accidents have
proven, autonomous driving
technology isn’t here yet.

Over the past few weeks sever-
al accidents involving drivers us-
ing the latest driver-assist tech-
nology have been reported in the
media. One Florida accident in-
volving Tesla tech resulted in the
driver’s death.

The development of driver-as-
sisted technology is just one part
of the changing car business, said
Jeremy Carlson, principal analyst
and manager for IHS’ Autonomous
Driving & Mobility Department.
He said it’s important that the
public understand the different
levels of technology leading up to
the “autonomous” car.

“The industry as a whole
makes the distinction between
driver assist technology, auto-
mated driving tech and au-
tonomous tech,” Carlson said.

Examples of driver assistance
tech include features such as
adaptive cruise control, collision
avoidance systems and forward
collision warning.

Automated driving tech, ac-
cording to Wikipedia, assumes
all real-time driving functions
necessary to drive a ground-
based vehicle without real-time
input from a human operator.
The automated driving system is
generally an integrated package
of individual automated systems
operating in concert. A human
driver is functionally required to
initiate the automated driving
system, and may or may not do
so when driving conditions are
within the capability of the sys-
tem. A fully autonomous vehicle
is a vehicle that is capable of
sensing its environment and nav-
igating without human input.

“Where we are at, technology-
wise, the driver is still responsi-
ble for what happens in the vehi-
cle,” Carlson said. “That will con-
tinue to be the case.”

Serious questions of legal lia-
bility after an accident have not
been settled, Carlson said. The
government must have an ongo-
ing conversation with automak-
ers as technology advances,
Carlson said. The government
can’t just set standards and then
expect car companies to meet
them. The technology is evolving
fast and will continue to change.
That requires regulatory flexibili-
ty on both the government and
automakers.

And consumers need to trust
this advancing technology.

“There is a push-pull between
automakers and the public,”
Carlson said. “One of the big
roles everyone has – the govern-
ment, automakers, analysts –
have is educating the public on
the state of this technology. We
need to create a context where
we can talk about this tech intel-
ligently. It’s a challenge that’s
never finished.”

Driver Assist Technology –
Room for Improvement

LANSING, Mich. (AP) – Michi-
gan’s jobless rate dipped to 4.6
percent in June, a slight drop
from May but the lowest in 15
years.

The state says it was the sec-
ond consecutive monthly de-
cline and the fourth so far this
year. Jason Palmer, director of
the Bureau of Labor Market In-
formation and Strategic Initia-
tives, attributed the June decline
to fewer people active in the
workforce.

Unemployment
Dips in State
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$226*/MO

 
$400*

/ MO 

SAVE 43%RAY LAETHEM’S   
GM Employee Total 
Transparency Lease
including taxes
Total due at signing $573  
including tax,

GM Employee Factory Lease: 

2016 Buick Lacrosse Sport Touring

$123*/MO

 
$298*

/ MO 

SAVE 58%RAY LAETHEM’S   
GM Employee Total 
Transparency Lease
including taxes
Total due at signing $512.60  
including tax,

GM Employee Factory Lease: 

2016 Buick Regal Premium II

$124*/MO

 
$310*

/ MO 

SAVE 60%RAY LAETHEM’S   
GM Employee Total 
Transparency Lease
including taxes
Total due at signing $423  
including tax,

GM Employee Factory Lease: 

2016 Buick Verano Sport Touring

PLEASE READ THIS CAREFULLY:
* These prices can only be offered to GM employees (not contract  

employees). GM employee i.d. badge must be presented at the time  
of lease inception. Leases include 10,000 miles per year. Amount due at lease signing includes: 1st payment, title, license, taxes, 
CVR and doc fee. ALL PAYMENTS INCLUDE LOYALTY REBATE, DESTINATION, AND ACQUISITION. Pricing for Michigan  
residents only. Must currently lease a GM vehicle. Picture may not represent actual vehicle. Payments based on Tier 1credit  
approval. Subject to prior sale or changes in manufacturer programs. Prices good through 08/01/20.

17677 Mack Avenue,  
Grosse Pointe-Detroit, MI 48224
between Cadieux and Moross Roads
313 886 1700, www.laethemgm.com

RAY LAETHEM
M O T O R  V I L L A G E

Attention GM Employees

Ray Laethem Announces 
TOTAL TRANSPARENCY LEASES

No hidden charges or taxes.  
Conquest discount not required.

 Total Transparency lease costs are 45%–60% below  
GM employee lease prices There are no extras. No fine print.

 What you see is what you pay.
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LOUDON, N.H. (AP) – Matt
Kenseth pulled away down the
stretch to win the Sprint Cup
race July 17 at New Hampshire
Motor Speedway.

Martin Truex Jr. and Kyle
Busch each led more than 120
laps before fading late, paving
the way for Kenseth to win for
the second time this season.

Kenseth also won the New
Hampshire race last September.
He has 38th career victories.

“It was pretty much money all
day,’’ Kenseth said. “We just had
to get there.’’

NASCAR said Kenseth’s No. 20
Toyota failed the post-race laser
inspection system and will be
brought to the research and de-
velopment center in Concord,
North Carolina, for more evalua-
tion.

Tony Stewart, who drove a
Chevrolet SS, finished second
and strengthened his spot inside
the top 30 in the points stand-
ings. Stewart has a win this sea-
son and needs to secure a spot
in the top 30 in points to clinch a
spot in the Chase for the Sprint
Cup championship. He entered
the race in 30th in his final Cup
season.

Joey Logano was third, fol-
lowed by Kevin Harvick and
Greg Biffle.

Alex Bowman had a solid day
ruined when he hit the wall late
and finished 26th driving for
Dale Earnhardt Jr.

Earnhardt was sidelined be-
cause he suffered from symp-
toms of a concussion.

“A lot of attrition there got us
in the top five,’’ Biffle said.
“We’ve got just a little bit of work
to do to get our cars faster.’’

Truex tumbled to 16th when
his Toyota suffered a broken
shifter and Busch dropped the
eighth.

That allowed Kenseth, Busch’s
Joe Gibbs Racing teammate, to
cruise to the top and snatch the
lead with fellow JGR teammate
Denny Hamlin with 30 laps and
he drove away on the final
restart with 11 to go in the 301-
mile race.

But this race could be the one
remembered for truly solidifying
Stewart in Chase contention. He
snapped an 84-race losing streak
last month at Sonoma and was
fifth last week at Kentucky
Speedway.

Chevrolet Driver
Places Second
In N.H. Race

its best sales month ever, in one
of its last months before a fully
refreshed version comes out in
September, Korail said.

The Encore continues to gain
popularity against competitive
brands among key audiences in-
cluding women and profession-
als. Women represent nearly 60
percent of Encore buyers, which
is 16 percent higher than the in-
dustry.

“The Buick Encore provides
buyers with a luxury experience
in a nimble, compact, value-
packed vehicle,” said Rebecca
Lindland, senior director of com-
mercial insights for Kelley Blue
Book. “Not only is it chock-full of
the latest in safety technology, it
also is fun to drive and provides
a wonderful, quiet cabin experi-
ence. It seats five – or fits a full
day of shopping – comfortably,
and is the ideal ride height to
conquer snow without needing a
step ladder. There's really no
better small crossover, which is
why I own one!”

The 2016 Encore most recently
earned Kelley Blue Book’s 5-Year
Cost to Own Award in the luxury
compact SUV category.

Buick’s Encore
Proves Great
Sales Success

CONTINUED FROM PAGE 1
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