
General Motors sold 204,449
vehicles to individual or “retail”
customers in the U.S. in Septem-
ber. Combined with fleet sales of
45,346, GM sold a total of
249,795.
Chevrolet’s retail sales in Sep-

tember grew 1 percent, while
Buick and Cadillac retail sales
rose 7 percent and 5 percent, re-
spectively, said GM spokesman
Dan Flores. Fleet sales accounted
for 18.2 percent of GM’s Septem-
ber sales.
And based on initial estimates,

GM’s retail market share rose 0.3
percentage points in September
to 16.6 percent, the largest retail
share gain of any full-line manu-
facturer, Flores said. GM has
gained retail market share in 15
of the past 18 months, dating to
April 2015.
Chevrolet is the main driver of

GM’s sales. The brand gained 0.3
percentage points of retail share
in September to 11 percent,
Flores said, selling a total of

®TechCenterNews®

VOL. 41 NO. 5 OCTOBER 10, 2016Covers the Tech Center and the Immediate Area

WARREN, MICHIGAN

View This Week’s Edition at http://TechCenterNews.com

info@techcenternews.com

Fiat Chrysler has reported U.S.
September sales of 192,883 units,
a 1 percent decrease compared
with sales in September 2015
(194,666 units), said Fiat
Chrysler spokesman Ralph
Kisiel.
Broken down, Fiat Chrysler’s

retail sales were 146,453 units in
September, while fleet sales were
46,430 units, Kisiel said. Retail
sales represented 76 percent of
total sales, while fleet sales were
24 percent.

The big winner for the compa-
ny was the Ram Truck brand,
which posted a 27 percent sales
gain in September compared
with the same month a year ago,
as pickup truck sales increased
29 percent year over year, Kisiel
said.
And both the Dodge Charger

and Dodge Challenger turned in
double-digit percentage increas-
es in September while the Jeep

Ram Truck Posts Huge Gains

Ford Transit vans’ U.S. sales
grew 6 percent last month with
10,799 vans sold. Overall, Ford
U.S. September sales totaled
204,447 vehicles, an 8 percent de-
cline versus a year ago.
“So there were a couple factors

that really shaped September for
us,” said Ford spokesman Erich
Merkle.
“One of them is Ford had its

strongest year-over-year com-
parison of the year in September,
so we had an incredibly good

September a year ago where re-
tails sales and overall sales were
up 23 percent, so (this year) we
had a very difficult year-over-
year comparison. In addition to
that, and as we have been talking
about throughout the year, our
sales for the year would be more
front-end-loaded with fleet, but
the second half of the year, the
fleet sales would dissipate and
that’s exactly what we saw.”

Lincoln Sales See Big Jump

Three GM Brands’ Sales Up

by Jim Stickford

Auto dealers make the best ad-
vocates for the interests of auto
buyers.
At least, that was the message

of National Automobile Dealer
Association (NADA) Chairman
Jeff Carlson, who spoke to the
Automotive Press Association at
the Detroit Athletic Club on Oct.
5.
He began his talk by saying

that NADA got its start in 1917 to
oppose a movement by the fed-
eral government to tax automo-
biles as a luxury item.
“That might have made sense

10 years earlier, when cars were
still rare, but by 1915, Ford made
570,000 vehicles and GM made
216,000 vehicles,” Carlson said.
“The world had changed and

people had come to depend on
their motor vehicles and cars
had become affordable.”
As a result of this government

proposal, Carlson said, several
auto dealers got together to
lobby Congress against the pro-
posed luxury tax. Congress
listened, but the dealers decided
it made sense for them to stick
together as an organization that
could protect the interests of
both dealers and the public.
Thus, NADA was born. The or-

ganization continues the work to
this day.
“If Washington wanted to im-

plement a policy that would add
$600 to the cost of financing a
new car, what would you call
that?” Carlson said. “What about
a policy that would take any-
where from $1,200 to $6,000 out

NADA Head Says
Group a Major Aid
For Auto Buyers

CONTINUED ON PAGE 6

CONTINUED ON PAGE 9

CONTINUED ON PAGE 2

Buick customers soon will be
introduced to a new Avenir sub-
brand designed to grow with the
needs of future luxury buyers.
That, according to Duncan Al-

dred, vice president of Global
Buick Sales, Service and Market-
ing, is because “Buick is becom-
ing a world brand,” he said.
As a result, said Aldred,

around the world, a growing set
of new customers are discover-
ing unexpected and attainable
luxury experiences from Buick.
“These customers aren’t the

traditional Buick buyer,” he said,
“and Buick would like to offer
vehicles that match up with the
brand’s growing and shifting
demographics.”
The Avenir sub-brand is in-

spired by Buick’s evolving cus-
tomer base.
This makes sense, Aldred said,

because the brand has grown
quickly with female buyers, and
one in two Buick customers to-
day are coming from competitive
brands.
“They’re expecting a high-end

experience and premium quality.
For example, 90 percent of En-
clave buyers purchase one of the
top two trim levels,” Aldred said.
The name, “Avenir,” French for

Avenir Expected
To Attract Future
Luxury Buyers

CONTINUED ON PAGE 5

Talk about an extreme concept
vehicle.
The Chevrolet Colorado ZH2 is

the most extreme off-road-
capable fuel-cell-powered elec-
tric vehicle ever produced by
General Motors.

Standing more than 6½ feet
tall and more than seven feet
wide, the ZH2 was revealed Oct.
3 at the Washington, D.C. fall
meeting of the Association of the
United States Army (AUSA).
The Colorado ZH2 was built on

a stretched midsize pickup chas-
sis, said GM spokesman Alan
Adler.
Reinforced inside and out, the

ZH2 rides on 37-inch tires and a
specially modified suspension
that helps the vehicle climb over
and descend all manner of ter-
rain.
The U.S. Army will test the Col-

orado ZH2 in extreme field condi-
tions next year to determine the
viability of hydrogen-powered
vehicles on military missions,
said GM spokesman Alan Adler.
The ZH2 features an Export-

able Power Take-Off unit (EPTO)
that allows the fuel cell to power
activity away from the vehicle,
such as remote locations where
electric power may otherwise be
unavailable.
GM and the U.S. Army Tank

Automotive Research, Develop-
ment and Engineering Center
(TARDEC), Adler said, collaborat-

ed to develop the Colorado ZH2
from contract to concept in less
than a year.
GM is leveraging a range of ad-

vanced technologies for multiple
applications, including military.
“The speed with which innova-

tive ideas can be demonstrated
and assessed is why relation-
ships with industry are so impor-
tant to the Army,” said Paul
Rogers, director of TARDEC.
“Fuel cells have the potential

to expand the capabilities of
Army vehicles significantly
through quiet operation, ex-
portable power and solid torque
performance, all advances that
drove us to investigate this tech-
nology further.”
The Army will evaluate the ZH2

fuel cell for:
• Near-silent operation en-

abling silent watch capability;
• Reduced acoustic and ther-

mal signatures;
• High wheel torque at all

speeds via electric drive;
• Low fuel consumption

across operating range;
• Water by-product for field

uses.
GM and TARDEC have fuel cell

development laboratories locat-
ed 20 miles apart in southeast
Michigan, Adler said.
Most of the Colorado ZH2 was

assembled in GM’s Advanced
Vehicle Integration facility in
Warren. Calibration testing at

GM’s Milford Proving Ground will
continue into early 2017, when
the vehicle will be turned over to
the Army for a year of field test-
ing.
“The Colorado ZH2 is a terrific

example of GM’s engineering and
design skill in creating an off-
road vehicle relevant to a range
of potential users,” said Charlie
Freese, executive director of GM
Global Fuel Cell Activities.
“Over the next year, we expect

to learn from the Army the limits
of what a fuel cell propulsion sys-
tem can do when really put to
the test.”
The Colorado ZH2 contract is

GM’s second vehicle develop-

ment with a U.S military branch
announced this year. In June, the
U.S. Navy unveiled a GM fuel cell-
powered Unmanned Undersea
Vehicle (UUV) that is currently in
pool testing before eventual de-
ployment, Adler said.
The UUV leverages GM fuel cell

technology common with the
Colorado ZH2, demonstrating the
flexibility to power a range of mo-
bile and stationary devices.
General Motors has accumulat-

ed 3.1 million miles of hydrogen
fuel cell testing via Project Drive-
way, a 119-vehicle fleet driven by
more than 5,000 people in a mul-
ti-year fuel cell experience pro-
gram.

Army,GM Develop Special Off-Road-Capable Colorado ZH2

2016 Chevrolet Malibu

2017 Jeep Patriot

2016 Ford Expedition

Fuel-cell-powered electric Chevrolet Colorado ZH2 test vehicle
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DETROIT (AP) – Your car
knows more about you than you
think.
Newer cars that connect to the

internet can collect vast amounts
of data about drivers, such as
where you went to dinner, if you
broke the speed limit or if your
seat belt was buckled.
When you buy a car, you cede

data control to your car compa-
ny. Most automakers say they
won’t sell information without an
owner’s consent. But they’re not
legally required to inform you if
they do.
Car data is about to become

big business. A new report from
consulting firm McKinsey says
automotive data could be worth
$450 billion to $750 billion global-
ly by 2030. Automakers, insurers,
high-tech firms, city planners
and advertisers are among those
who could use data to refine
services. Drivers could share da-
ta in exchange for navigation sys-
tems, or they could pay extra for
perks like a parking spot finder.
Here’s a primer on the emerg-

ing issue of connected-car data:
Q: Which cars collect data?
A: Just under 20 percent of

new cars sold globally now can
be linked to the internet, accord-
ing to BI Intelligence. That figure
is expected to reach 75 percent
by 2020.
For example, General Motors

Co. will have 12 million connect-
ed vehicles by the end of this
year worldwide, which it says is
the most for any automaker.
Q: Do I own data that’s collect-

ed?
A: That’s unclear. Under feder-

al law, drivers own data stored in
event data recorders, or “black
boxes,’’ which monitor vehicles
in a crash. Police and insurers
need a driver’s consent – or a
court order – to get that data.
But there are no laws addressing
data collected by automakers
through vehicle internet connec-
tions.
Q: How do automakers use

the data?
A: It depends on the vehicle

and the manufacturer. Some turn
data into notifications. Cars can
automatically signal for help if an
air bag deploys, for example.
Some will send a message if oil
needs to be changed or a vehicle
is being recalled.
Tesla Motors has used data to

reveal – sometimes within hours
of a crash – how fast the driver
was going and whether or not the
company’s semi-autonomous Au-
topilot system was engaged.
Q: Can automakers sell data

without my knowledge?
A: They could, depending on

language in owners’ manuals. But
under voluntary principles estab-
lished by the Alliance of Automo-
bile Manufacturers in 2014, most
agreed to get permission before
sharing anything about a driver’s
location, health or behavior with
third parties.
Twenty companies – including

GM, Toyota, Ford, Hyundai and
Mercedes-Benz – signed that
agreement, which is effective by
the 2017 model year.
The policy doesn’t require con-

sent for automakers to share da-
ta with emergency workers or to
share it internally for research.

Q: Can I stop an automaker
from collecting my data?
A: Most automakers let owners

opt out, but that’s usually buried
in fine print, says Khaliah Barnes,
former associate director of the
nonprofit Electronic Privacy In-
formation Center, who now
works on privacy issues for the
federal government.
Under the 2014 agreement, au-

tomakers committed to provid-
ing clear notices about data, the
reasons for collecting it and
where it can be shared. But that’s
not always happening. For exam-
ple, some GM owners’ manuals
tell people about data storage,
but they must track down sepa-
rate policies to learn more,
Barnes says.
Q: Are there benefits to shar-

ing data?
A: Yes. Upon a driver’s request,

GM will send driving data to in-
surance companies like Progres-
sive and State Farm to see if the
driver qualifies for lower rates.
OnStar will send coupons to your
phone for businesses along your
route.
Tesla collects data in order to

improve cars via software up-
dates.
There is evidence people

aren’t fretting about data shar-
ing. McKinsey found 79 percent
of the 3,000 customers it inter-
viewed in the U.S., China and
Germany were willing to share.
More than 70 percent were will-
ing to pay for data-enabled serv-
ices that would save time, like a
parking spot finder.
Q: What’s the downside to

sharing data?
A: Insurance companies could

require drivers to let them moni-
tor driving before they grant a
policy. They could see if you go
fast around curves, accelerate
too quickly or if you don’t wear a
seat belt. That could raise rates.
You could also get overwhelmed
with unwanted coupons.

House
RoyaltyBanquet Facility

Seating Accommodations
for 80-1200

“Experience the Elegance with Royalty”
(586) 264-8400
www.royaltyhouse.com • royalty@royaltyhouse.com

Proudly
Family

Owned for
40 Years

of a customer’s pocket when
they went to trade in a used vehi-
cle in order to buy a new one?
How about a policy that would

add thousands of dollars to
every single new vehicle that
every manufacturer makes, up
and down their entire lineups,
right out of the gate?
Or, what if new-car buyers had

to pay hundreds of dollars more
at the retail level because Wash-
ington thought it was no longer
beneficial to consumers to have
multiple, independent retailers
competing with each other for
the same customers?
“Leaving aside what Washing-

ton calls it, what would that feel
like as a customer? Do you think
that customer feels like they just
got taxed? You’re darn right they
do.”
Carlson said that the govern-

ment has good intentions, that
safety regulations are important.
He said controllng greenhouse
emissions matters – and im-
proved vehicle mileage helps
everyone.
But, all too often, he said, the

proposals the government devel-
ops to achieve these goals have
the potential for unintended con-
sequences, including increasing
the cost of purchasing a new car.
And, when monthly payments
move from, say, $400 to $460, it
affects the ability of many to pur-
chase cars and that affects the
economy as a whole.
And, Carlson said, having

healthy dealership networks
competing for customers only
benefits the consumer.
Because, Carlson said, dealers

will give discounts and work with
customers to get them the best
deal. If they don’t, their competi-
tion will.
Carlson, when asked by mem-

bers of the media what he
thought of Elon Musk’s plan to
have no dealer network for
Teslas, said that every state has
to look to their residents and de-
cide what’s best for them.
“Either they can continue to

support the franchised dealers’
discount of up to $700, or the
choice for policy makers is they
can offer the consumer a verti-
cally integrated model that
prices vehicles at retail.”
Carlson quoted Musk, who

said that he expects to pay retail
for his purchases, and so should
Tesla buyers.
“We embrace the franchise

dealership network as the most
pro-consumer way to sell cars,”
Carlson said. “What we do at the
end of the day is stick up for con-
sumers, while helping Washing-
ton decide the most efficient
ways to achieve its goals. Dealers
are the solution and not the
problem. And I believe con-
sumers would also prefer the
ability to get discounts over ver-
tical integration models.”
Carlson was also asked about

the upcoming presidential elec-
tion.
“We at NADA don’t endorse

presidential candidates,” Carlson
said. “We will wait until after the
election is over before deciding

on future political actions. We do
this because it is difficult to form
public policy strategies before
knowing who will actually be
president of the United States.”
Carlson was also asked about

recalls and how they affect deal-
ers. He said recalls can actually
be good for dealerships because
when people bring their vehicles
in to be repaired, it gives dealer-
ship staff the opportunity to sit
down with that customer and
talk about what’s new in terms of
product.
But Carlson also said that re-

calls can also present automak-
ers and dealers with problems
because car owners have to be
notified when there is a recall,
even if the parts to fix the prob-
lem aren’t available as is the case
with Takata airbags.
Customers will be later noti-

fied that parts are available, but
the problem of recall notification
has kicked in.
That, Carlson said, is when a

driver is notified several times of
recalls with his or her car. The
first couple of recalls might be
over small things like the way a
floor mat fits.
After getting a couple of those,

Carlson said, consumers can be-
gin to tune out recall notices,
even ones for serious problems,
which can mean that important
recall notices are ignored.
He said it was a tricky issue

and input from NADA members
can only help the government de-
velop the best policies possible
concerning the issue.
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Our chefs create something exciting every day…

Best Corned Beef In Town • Full Line Deli
Fresh Baked Goods • We Deliver

View our complete menu at: www.cjscompanystore.com

6177 Chicago Road
(586) 825-0067
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Healthy Dealerships Are Best Advocates for the Public

NADA Chairman Jeff Carlson talking about the group’s history.

A Conundrum: Who Owns Data Your Smart Car Collects?

Grand Cherokee posted an 18
percent sales gain.
Sales of the new 2017 Chrysler

Pacifica minivan increased 23
percent in September, versus
sales in August of last year. Sales
of the new 2017 Fiat 124 Spider,
the latest addition to the Fiat
brand product lineup, were up 7
percent in September, compared
with August 2015.
Ram Truck brand sales, which

include the Ram pickup, Ram
ProMaster and Ram ProMaster
City, were driven by the strong
29 percent increase in Ram pick-
up truck sales, Kisiel said. In ad-
dition, Ram ProMaster sales are
up 17 percent year over year.
Ram Truck brand sales are up 11
percent calendar year to date,
compared with the same nine
months in 2015.
Jeep brand sales were down 3

percent in September compared
with the same month a year ago,
Kisiel said. The Jeep Grand
Cherokee posted an 18 percent
sales gain in September, com-
pared with the same month in
2015. In addition, Jeep Patriot
sales were up a strong 33 per-
cent versus September a year
ago.
On the other hand, Wrangler

sales went from 17,486 in Sep-
tember of 2015 to 14,255 in 2016
– a decline of 18 percent. Com-
pass sales declined 16 percent
from September to September,
going from 7,701 in 2015 to 6,482
in 2016. Cherokee sales declined
12 percent, going from 20,484 to
17,995, while Renegade sales de-
clined 13 percent, going from
7,774 to 6,776.
Overall, Kisiel said, the news

for the Jeep brand is good for
2016, with sales up 12 percent
calendar year to date, compared
with the first three quarters of
2015.
Dodge brand sales were down

6 percent in September com-
pared with the same month a
year ago, Kisiel said. But, the
Dodge Charger and Dodge Chal-
lenger each posted year-over-
year sales gains in September.
Charger sales were up 35 per-
cent, selling 10,056 compared
with 7,466, while the Challenger
turned in a 19 percent sales gain
in the month, going from 4,771 to
5,698.
In addition, the Dodge Journey

crossover recorded a 6 percent
year-over-year increase, Kisiel
said, selling 12,091 in 2016 ver-
sus 11,442 in 2015. Dodge brand
sales are up 2 percent calendar
year to date compared with the
first nine months in 2015.
Chrysler brand sales were

down 27 percent in September
versus the same month in 2015.
The 200’s sales in September
went from 9,944 in 2015 to 3,185,
Kisiel said. The 300 saw a 17 per-
cent decline in September.
Chrysler sold 6,606 in 2015 com-
pared with sales of 5,459 in 2016.
The 2017 Chrysler Pacifica

minivan posted 9,172 units in
September, up 23 percent com-
pared with August 2015.

Chrysler Sales
In September

Up Slightly
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PRESTIGE TECH CENTER CADILLAC
We Service All GMMakes & Models

COOLANT
SYSTEM SERVICE
– Pressure test system
– Inspect all belts & hoses
– Drain system & replace-
– ment coolant with 1 gallon
– of GM DEX-Cooltm coolant

$9995
Some vehicles higher. Plus tax & shop
supplies. Not valid with any other o2er.
Expires 10-31-16

CERTIFIED SERVICE

DEXOS
OIL CHANGE
$3995
Limited time only. Up to 5 quarts. Some
vehicles higher. Plus tax & shop supplies.
Valid on GM vehicles only. Not valid with
any other o2er. Expires 10-31-16

CERTIFIED SERVICE

BRAKE PADS
ACDelco
GM Original Equipment

$16995≠

≠Turning or replacing rotors.
All other services and tax extra.
Excludes Brembo and high performance
parts. Retail customers only.
See dealer for eligible vehicles and
details. Expires 10-31-16

CERTIFIED SERVICE

CERTIFIED SERVICE

Take Advantage
Of These Specials &
Save On Service!

Prestige Cadillac
29990 VanDyke Ave.
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. 9-2Tech Center Cadillac

– Convenient Customer Shuttle
– Early Bird Check-in
– Loaners Available
– Convenient Business Hours
– Same Day Service
– Factory Trained Service Advisors
– ASE Certified Technicians
– Online Express Checkout
– Mobile App Service
– GM Quality Parts

10% OFF
OFFANYMAJOR SERVICE
Not valid with any other o2er. Expires 10-31-16

CERTIFIED SERVICE

SAVE UP
TO $125

Grand Re-Opening
Service Specials

or less per axle
includes rotor inspection

RREEDD WWIINNGG SSHHOOEE SSTTOORREE
M-F 10-8; Sat. 10-5; Sun. 12-4

3333228899 MMoouunndd RRdd..
Just North of 14 Mile Rd. in Stover Plaza 

– on the west side of the street –

586-264-4500

The year 1966 brought the TV
debuts of “Batman” and “Star
Trek,” which both enjoy a cult-
like following 50 years later.
With less fanfare in the same

season, General Motors tested
the Electrovan, the world’s first
hydrogen-powered fuel cell vehi-
cle, said GM spokesman Alan
Adler.
Floyd Wyczalek, 91, was proj-

ect manager of Electrovan fuel
cell development and recalls the
200-person team working on the
first technology transfer of fuel
cells from President John F.
Kennedy’s 1962 challenge to
NASA to safely land a man on the
moon before the end of the
decade.
“We had three shifts of people

on this project starting in Janu-
ary 1966 and finishing 10 months
later,” Wyczalek said. “We had
one running demo for the
Progress of Power press confer-
ence in October that year.”
Fast-forwarding to 2016, Adler

said GM has invested more than
$2.5 billion in hydrogen fuel cell
technology and is among patent
leaders along with Honda, its col-
laborator since 2013 in develop-
ing a next-generation system that
will be much more powerful but
a fraction of the size of the equip-
ment-crammed Electrovan,
which had room for only a driver
and two passengers.
Several fuel cell demo pro-

grams have helped GM amass
more than 3.1 million miles of
real-world experience on modern
fuel cell systems. On Oct. 3 at the

Association of the U.S. Army
(AUSA) annual meeting and exhi-
bition in Washington, D.C., GM re-
vealed its latest fuel cell demo,
the Chevrolet Colorado ZH2, an
off-road midsize pickup that the
Army will test in extreme condi-
tions next year.
Coincidentally, Adler said, the

ZH2 went from contract to com-
pletion in about 10 months, the
same timing as the Electrovan. It
will be the first fuel cell vehicle
to wear the GM Hydrotec badge,
a familial tie to the Ecotec gaso-
line engines.
“We see broad potential for

fuel cell systems in military, aero-
space and other applications
while we continue on the path to
a commercial vehicle,” said Char-
lie Freese, executive director, GM

Global Fuel Cell Business. “It is
pretty special to celebrate the
Electrovan’s 50th anniversary.”
The Electrovan was strictly a

test vehicle to explore hydrogen
as an energy source for vehicle
propulsion, Freese said.
“Fuel cell durability was per-

formed over a period of several
months in a test cell,” Wyczalek
said. “Driving acceleration and
top speed tests were conducted
on a chassis dynamometer.”
Following the end of the proj-

ect, the Electrovan was stored in
a Pontiac warehouse for 31 years
before being rediscovered in
2001.
It is now assigned for use in

fuel cell displays and loaned to
museums when not at home in
the GM Heritage Center.

GM’s Hydrovan Celebrates Its 50th Year

GM’s original hydrogen-powered vehicle – the Electrovan is 50 years old.

The Motor City (Warren) Sym-
phony Orchestra (MCSO) has
been awarded a grant of $17,500
from the State of Michigan Coun-
cil for Arts and Cultural Affairs
(MCACA).
The grant was awarded

through the MCACA peer review
process and was one of nearly
559 applications to compete for
MCACA fiscal year 2016-17 fund-
ing, said MCACA spokeswoman
Jessica Trepton.
The grant will allow the

orchestra to present to the com-
munity two concerts this season,
Trepton said.
The first is a Holiday Concert

on Sunday, Dec. 11, at the Andi-
amo Celebrity Showroom
“We are presenting ‘A Holiday

Extravaganza with the Motor
City Symphony Orchestra,’”
Trepton said. “Our second con-
cert will take place on Sunday,
April 23, 2017, at 3 p.m., at the
Macomb Center for the Perform-
ing Arts, 44575 Garfield Road,
Clinton Township.
“Tickets for the Holiday Con-

cert may be purchased through
the Andiamo Celebrity Show
Room (586-268-3200). Tickets for
the April concert may be pur-
chased through the Macomb
Center Box Office (586-286-
2222).”
In addition, Trepton said, this

grant will provide funding for an-
nual Youth Concerts to be held
on Wednesday, March 29, 2017,
at 9:30 and 11 a.m. in the Warren

Woods Community Auditorium
at Warren Woods Middle School,
13400 E. Twelve Mile Road.
“These concerts are supported

by the Michigan Council for Arts
and Cultural Affairs and the Na-
tional Endowment for the Arts,”
Trepton said. “The MCACA peer
review process allows for each
grant application to be competi-
tively considered by a panel of
in-state and out-of-state arts and
culture professionals. This en-
sures the taxpayers, who sup-
port this project through legisla-
tive appropriations, and all other
visitors or residents in Michigan
will have access to the highest
quality arts and cultural experi-
ences.”
The Motor City Symphony Or-

cestra, originally named the War-
ren Symphony Orchestra, was
first conceived in 1971, Trepton
said. After two years of work, the
orchestra gave its first concert.
David Daniels was named its first
music director in 1974.
Daniels retired as music direc-

tor in 2009, Trepton said. After
an extensive search, he was re-
placed by Gregory Cunningham
in the year 2010.
MCSO is a nonprofit organiza-

tion dedicated to providing
cultural experiences and musical
education throughout the tri-
county area.
To learn more about the

MCSO, Trepton said people
should visit the group’s Web site
at motorcitysymphony.org.

Orchestra to Hold Concerts
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DELUXE OIL
CHANGE
SPECIAL

Up To 5 Qts. Of
Oil Lube & Filter

•
No Disposal Fee

Includes topping off fluids

10-31-16

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 10-31-16

Extended Life
Coolant 

& G05 Extra

Dundee high school students release a covey of quail from their pen at Fiat Chrysler’s Dundee engine plant.

As the saying goes, birds of a
feather flock together. But that
usually doesn’t apply to a major
manufacturing facility.
More than 400 pen-raised

northern bobwhite quail moved
to their new home, 132 acres of
authentic Michigan prairie grass-
land surrounding the Fiat
Chrysler Dundee Engine Plant in
Dundee on Oct. 5, said Fiat
Chrysler spokeswoman Kaileen
Connelly. The quail were re-
leased by approximately 115 stu-
dents from Dundee High School’s
Future Farmers of America (FFA)
chapter as part of an effort to in-
crease the birds’ population.
Planted in 2006, the native

Michigan prairie grass at the
Dundee Engine Plant has ma-
tured enough to be an ideal
wildlife habitat for the northern
bobwhite quail, Connelly said.
“When the company planted

the grassland on this property
nearly 10 years ago, they knew it
would take time for the natural
biodiversity to flourish,” said
Tania Pratnicki Young, plant
manager at Dundee Engine Plant.
“Now that the habitat is well es-
tablished, we are happy to wel-
come the 400 new members to
our family and to continue work-
ing with the local high school to
support the quail as they settle
in to their new home.”
The bobwhite is a small bird

that stands around 9-12 inches
tall and weighs an average of six
ounces. Known for its distinctive
“bob-white” whistle and ground-
dwelling behavior, the quail have
been in sharp decline since the
1970s – likely owing to habitat
loss and changes in agriculture.
The plant and FFA chapter will

let the quail adjust to native
seeds and insects on the proper-
ty for two to four weeks. Then,

volunteers from the plant will in-
stall feeders to supplement their
diet, Connelly said.
“When we embarked on this

project to help restore bob-
whites in Michigan, we wanted
to find a local property that
could offer them the best ecosys-
tem where they could thrive and
multiply,” said Tom Stahl,
agriculture teacher at Dundee
High School. “We approached
representatives at the Dundee
Engine Plant and they were quick
to support our students’ learning
opportunity and to offer the feed
and feeders to help condition
the birds to their new environ-
ments.”
Dundee High School students

and Fiat Chrysler employees will
monitor and support the four-
year project, Connelly said.
In May 2015, Dundee Engine

was awarded silver status for its
results in implementing World
Class Manufacturing (WCM).
WCM is a methodology that fo-
cuses on reducing waste, in-
creasing productivity, and im-
proving quality and safety in a
systematic and organized way,
Connelly said. The bobwhite
quail reintroduction supports
the “Environment” pillar, one of
10 technical pillars that form the
foundation of WCM.

Fiat Chrysler Unveils Covey
Of Quails at Dundee Plant

DETROIT (AP) – Another po-
tentially deadly problem has sur-
faced with Takata air bags, this
one forcing BMW to recall over
4,000 SUVs in the U.S. and Cana-
da.
The new problem was traced

to improper welds, and it’s sepa-
rate from the trouble that has
caused the largest automotive re-
call in U.S. history.
The latest recall, unveiled

Sept. 30 in documents posted by
the National Highway Traffic
Safety Administration, affects
certain BMW X3 and X4 SUVs
from the 2015 model year, and
X5s from 2014 and 2015. The dri-
ver’s front air bag inflator can
separate from a plate, shooting
out metal and other debris.
“This may result in injury or

death to vehicle occupants,”
BMW said in the documents.
No injuries have been report-

ed, and NHTSA says the problem
inflators from this manufacturing
lot were not installed in any
other vehicles made by BMW or
other automakers. The agency
says the inflators will be tested
as a precaution to make sure
there are no other problems.
BMW says the inflators were not
part of any earlier Takata recalls.
It’s a new problem for Takata

in addition to the one that
brought the recall of 69 million
vehicles in the U.S. and about 100
million worldwide. In those vehi-
cles, the ammonium nitrate used
by Takata to inflate air bags can
deteriorate when exposed to
high heat and humidity. That can

cause it to burn faster than de-
signed, blowing apart a metal in-
flator canister and sending
shrapnel into drivers and pas-
sengers. As many as 16 people,
including 11 in the U.S., have
been killed by exploding Takata
inflators, and more than 100 have
been hurt.
According to the documents,

Takata traced the new problem
to incorrect welds at a factory in
Mexico. The defect was discov-
ered after BMW was told of a July
22 crash in Georgia involving a
2014 X5 in which shrapnel from
the air bag caused “unusual dam-
age to the vehicle interior.”
Dealers will replace the air

bags at no cost, but parts aren’t
available yet. BMW plans to start
notifying owners on Nov. 11.

Takata Experiences New Air Bag Troubles

DETROIT (AP) – A charitable
foundation that was created af-
ter longtime Buffalo Bills owner
Ralph Wilson died will begin ac-
cepting applications for $1.2 bil-
lion it plans to give away over
the next 20 years in the upstate
New York city and his hometown
of Detroit.
The money comes from the

sale of the Bills following Wil-
son’s 2014 death at age 95 at his
home in in the Detroit suburb of
Grosse Pointe Shores.
David Egner, the president and

CEO of the Ralph C. Wilson Jr.
Foundation, said the organiza-
tion has been focused on plan-
ning, hiring, and developing its
operating policies that would
put Wilson’s plans into opera-
tion.
The 10-person staff is looking

for ways to have an impact. It be-
gan accepting applications for
grant propositions on Oct. 3, Eg-
ner said.
“We’re building strategy as we

go,” Egner told the Detroit Free
Press. “Early on, we’ll be doing a
lot of pilots and experiments and
trying to find things to educate
ourselves as well as things that
make a difference in the commu-
nity.”
The foundation will partner

with other organizations on proj-
ects of mutual interest, Egner
said.
“Those foundations have not

only found their mark and what
they want to do, but they’re act-
ing collaboratively,” Egner said.
“It leads to greater knowledge
but it also leads to a lot of activi-
ty that wouldn’t be in place if we
were just writing checks.”
Wilson directed the money go

to the two cities where he devot-
ed his energies and in four areas
of his particular interest: chil-
dren and youth; young adults
and working-class families; care-
givers who help others in need;
and what he called “healthy
communities,” as defined by eco-
nomic development and non-
profit productivity and innova-
tion.
The foundation staff is looking

ahead to moving to Detroit’s
New Center business district
next year from its tiny suite of of-
fices in Grosse Pointe, Egner
said.

Ralph Wilson’s
$1.2B to be

Given to Charity



by DAVID McHUGH
AP Business Writer

FRANKFURT, Germany (AP) –
Carmakers are finding the Paris
auto show, held in a city whose
mayor wants to ban diesels to re-
duce pollution, to be a fine place
to show off new zero-emission
electric vehicles.
Most prominently, Volkswagen

will unveil a small electric car as
part of its pivot from diesel to
more electric models as it strug-
gles to recover from its scandal
of rigging more than 11 million
cars to evade diesel emissions
tests.
And Daimler AG’s Mercedes-

Benz will unveil a luxury electric
SUV aimed at warding off compe-
tition from, among others, all-
electric upstart Tesla.
Showing electric cars will help

avoid a faux pas in a city where
the mayor, Anne Hidalgo, has
campaigned against pollution
from conventional autos. She re-
cently held a second “Day With-
out Cars.” About half the city was
off-limits to private cars for sev-
en hours.
Here’s what to expect at the

show, which will begin Oct. 16.
Volkswagen has vowed to

launch more than 30 fully electric
vehicle designs by 2025 and to
sell 2 million to 3 million of them
a year.
Its new electric car is billed as

a “design study” for future mod-
els.
Volkswagen has admitted

equipping diesel cars with soft-
ware that illegally helped them
pass lab tests of their emissions.
In normal driving, the cars emit-
ted as much as 40 times the U.S.
limit of nitrous oxides, pollutants
that can harm peoples’ health.
Separate reports have shown
that other automakers’ diesel
cars also exceed emission limits
in normal driving, although with-
out resorting to cheating.
Mercedes-Benz is expected to

show off an SUV that would com-
pete with other luxury carmak-
ers, in particular Tesla and its
Model X. Tesla loses money but
its buzz and rising sales to rich
customers appear to have been
noticed by German automakers.
General Motors Co.’s Opel divi-

sion has the Ampera-e, the Euro-
pean version of the Chevrolet
Bolt, which attracted attention
when U.S. regulators said it had a
range of 238 miles on a full
charge.
Now for the reality check: Not

many people buy electric cars,
due to limited range and higher
cost, and when they do, it’s often
with a fat tax break. And they’re
not really zero emission, either, if
coal or natural gas is burned to
generate the electricity to charge
them.
Only 4.2 percent of all passen-

ger car registrations in the Euro-
pean Union last year were alter-
native-fuel vehicles. Yet automak-

ers need to sell at least a few
electrics to help meet increasing-
ly tough government require-
ments. The EU is lowering its lim-
it on average carbon dioxide
emissions in 2021; the U.S. will re-
quire fleetwide average mileage
of 54.5 mpg by 2025.
Paris Mayor Hidalgo wants to

“eradicate” diesel in the city by
2020.
“You have to come with some-

thing new. With Dieselgate, the
world understood that diesel is
last year’s model, that the envi-
ronmental problems are too big
and that a change of direction is
needed,” said Ferdinand Duden-
hoeffer, director of the Center for
Automotive Research (CAR) at
the University of Duisburg-Essen.
“It makes little sense to make a

big deal about diesel in Paris.
You will only get disdainful
looks.”
Luxury and sports cars are a

regular feature of auto shows,
and this one is no exception.
One of the more breathtaking

examples is Ferrari’s limited edi-
tion, open-top hybrid LaFerrari
Aperta.

The company has shown pho-
tographs of a ferocious-looking,
low-slung two-seater in black
with red accents and big side air
scoops.
Porsche has the Panamera 4 E-

Hybrid, a four-door sedan with
sports car performance. Mer-
cedes-Benz will show off its Mer-
cedes-AMG GT Roadster and GT
C Roadster, two-seat sports cars
with fabric roofs that can open
or close in around 11 seconds.
The more-powerful GT C has

557 horsepower and goes from
zero to 62 mph in just 3.7 sec-
onds.
Carmakers just keep coming

out with new SUVs and
crossovers, which are basically
regular cars with SUV features
such as bigger wheel wells and
more ground clearance.
It’s a hot category. Analytical

firm IHS Markit says sales of
SUVs and crossovers in the mid-
size category grew over a decade
from 432,500 to just under 1.71
million in 2015.
The forecast is for more

growth in SUV and CUV sales in
the future.
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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

LET US CATER YOUR NEXT EVENT…
CALL 877-360-2283

FREE COOKIE PLATTER
WHEN YOU PURCHASE ANY GIANT SUB OR SUB PLATTER

Limited time. Only at participating restaurants. Void if transferred, sold, reproduced or auctioned. Additional charge for extras. Plus applicable tax. No cash value.
Not for sale. One coupon per customer, per visit. May not be combined with other offers, coupons or discount cards. Coupon must be surrendered with purchase.

©2016 Doctor’s Associates Inc. SUBWAY® is a registered trademark of Doctor’s Associates Inc.

Employment Line 586-904-1206

Buick’s Avenir concepts will become a reality in the future.

“future,” is taken from the award-
winning concept sedan from
2015, said GM spokeswoman
Arianna Kughn.
That concept and this year’s

Avista coupe concept – from
which the new sub-brand bor-
rows its grille pattern – have
served as guideposts for design-
ers sketching and modeling
Buick’s future.
This year, an unprecedented

number of new global products
such as the Envision compact
SUV and the 2017 LaCrosse
sedan offer an elevated luxury
experience that’s encouraging
new car buyers to reassess what
they know about Buick.
“Through the first half of 2016,

Buick has been the industry’s
fastest-growing major interna-
tional brand, and Avenir is key to
future growth and delivering on
the high expectations of new cus-
tomers coming to our show-
rooms,” said Aldred.
“Avenir will be Buick’s signa-

ture – the highest expression of
the luxury experiences we’re de-

livering now and in the future.”
Avenir vehicles will add dis-

tinct touches to Buick’s “time-
less, sculpted designs, including
a three-dimensional mesh grille,
large-diameter wheels, and
unique trim finishes,” Aldred
said. Inside, Avenir models will
enhance the brand’s quiet, invit-
ing environment with unique
seat details, modern trim materi-
als and Avenir script identifica-
tion.
“Stretching the Buick brand’s

international appeal and poten-
tial has been a major focus of ex-
ploration in our design studios,”
said Helen Emsley, executive di-
rector of Buick Global Design.
“Concept cars stretch the

boundaries of what is possible
and every new Buick is benefit-
ting from this vision work. As the
Avenir concept expressed the
prestige vision for the portfolio,
the addition of an Avenir sub-
brand illustrates an important
piece of future direction.”
Additional Avenir details and

product specifics will be an-
nounced sometime in the future,
said Kughn.

Avenir Key to Buick Growth
CONTINUED FROM PAGE 1

Electric Vehicles Stand Out at Paris Show

Thanks to a $200,000 grant
from the Bill Ford Better World
Challenge, University of Detroit
Mercy engineering professors,
students and alumni will team up
to develop an app that connects
nonprofit organizations with vol-
unteers who can move resources
and materials.
The new Bill Ford Better World

Challenge grant, said U-D Mercy
spokesman Ron Bernas, is an in-
novative global program in
which Ford employees work
through the Ford Volunteer
Corps on transformational com-
munity projects. The idea for the
nonprofit mobility app came
from Ford employees Robert Col-
lard, Cecil St. Pierre and Ashley
Levi who envisioned a way Ford
workers and others could assist
nonprofits by using the hauling
power of their vehicles.
“It might be an organization

like Habitat for Humanity that
needs large items moved to a job
site,” said Associate Dean for the

College of Engineering & Science
Katy Snyder.
Snyder said the grant is excit-

ing for many reasons. First, two
of the three people who came up
with the plan for the app – Col-
lard and St. Pierre – are alumni of
U-D Mercy. Also, she said it ap-
pears the app would be the first
of its kind. The grant gives the
school the ability to further de-
velop and expand the app, pro-
viding the potential for broader
impact in future releases.
The excitement generated by

the collaboration can be felt over
at Ford as well, Bernas said.
“This is a great opportunity to

put Ford’s commitment to smart
mobility to work for nonprofits
and people in need,” said Janet
Lawson, director, Ford Volunteer
Corps, Ford Motor Company
Fund, the philanthropic arm of
Ford Motor Company.
“Ford and U-D Mercy have a

long history of successful collab-
oration.”

Ford, U-D Mercy Join Forces

HIBACHI BUFFET
LUNCH
BUFFET
$8.29
MMoonn--FFrrii •• 1111aamm--33::3300ppmm

Price Excludes Beverages

33431 Van Dyke at 14 Mile (Same Shopping Center as Walmart)

586-264-7000
Fax: 586-264-8080

CCAALLLL FFOORR RREESSEERRVVAATTIIOONNSS
CCAATTEERRIINNGG •• CCAARRRRYY--OOUUTT

WWee SSeerrvvee AAssiiaann && AAmmeerriiccaann CCuuiissiinnee

SSTTEEAAKK •• PPRRIIMMEE RRIIBB
SSEEAAFFOOOODD •• CCRRAABB LLEEGGSS

HHIIBBAACCHHII GGRRIILLLL
FFUULLLL SSUUSSHHII BBAARR

��������
TTrryy OOuurr NNeeww BBuuffffeett RRAATTEEDD 44 SSTTAARR!!
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Knowledge is power, Sir Fran-
cis Bacon said. And the Ford
Motor Company Fund is helping
empower the youth of Detroit.
The fund is bringing the Ford

Driving Dreams initiative to stu-
dents in the Detroit area, said
Ford spokeswoman Maria
Ibañez.
Ford Fund, in collaboration

with First Book, is donating
10,000 new books to kinder-
garten through elementary
school students and will cele-
brate last week with a reading
party at the Ford Research and
Engagement Center (FREC) for 65
third graders from Amelia
Earhart Elementary School in De-
troit.
Former professional boxer Os-

car De La Hoya, along with Ford
representatives, will read to the
students.
“Education is central to our

mission of improving people’s
lives,” said Jim Vella, president of
the Ford Motor Company Fund,
the philanthropic arm of Ford
Motor Company.
“Encouraging our young peo-

ple to read and explore the world
through books is a tremendous
way to empower future genera-

tions and enable them to reach
their full potential.”
De La Hoya, known as the

“Golden Boy” and 10-time world
champion, will read to the stu-
dents from his children’s book,
“Super Oscar.”
Through his firm, Golden Boy

Productions, De La Hoya started
a charitable foundation to help
underprivileged youth find a
path in education, Ibañez said.
“Reading is a fundamental skill

that needs to begin at an early
age, but unfortunately, not all
children have access to books in
their community. I am honored
and excited to be a part of an ini-
tiative that educates and inspires
the kids of Detroit to get excited
about reading books every day,”
said De La Hoya.
Ford Driving Dreams is part of

Ford’s overall education efforts
in Detroit with a focus on keep-
ing students in school and pro-
moting reading at an early age,
Ibañez said. According to a 2015
report from The Nation’s Report
Card, only seven percent of De-
troit eighth graders were profi-
cient in reading.
Nationally, research shows

that in some low-income commu-

nities, there is only one book per
300 children, Ibañez said.
First Book is a nonprofit group

that provides new books and ed-
ucational resources to kids. Ford
Driving Dreams was designed by
Ford Motor Company Fund to
help youth stay in school and
pursue higher education.
Launched in 2012, the program

has reached more than 75,000
students in California, Illinois, In-
diana, Florida, Texas, and Pana-
ma. Ford and its philanthropic
arm have invested $161 million
over 10 years in southeast Michi-
gan.
In the past year, Ford has in-

vested $20 million in local educa-
tion, arts, cultural, diversity,
hunger relief, and social organi-
zations.
By the end of 2016, 50,000 new

books will have been delivered
to children in need in Detroit,
Houston, North Texas and Flori-
da.
In addition to Ford Driving

Dreams, Ford Fund educational
programs include Ford Blue Oval
Scholars Ford Blue Oval Scholar-
ships, Ford Freedom Award, Ford
STEAM Lab, hackathons and De-
troit career academies.

Ford Promotes Reading for Kids

Ford Motor Fund donates 10,000 books to Detroit Public Schools.

DETROIT (AP) – U.S. safety reg-
ulators have closed a yearlong
investigation into the Jeep Grand
Cherokee’s automatic braking
system without seeking a recall.
The National Highway Traffic

Safety Administration began the
probe in June of last year after
getting complaints that the sys-
tem braked for no reason, in-
creasing the risk of rear-end
crashes.
But investigators, in docu-

ments posted Sept. 30, found in
testing that there was no single
cause for unintended braking,
and that the brakes came on only
for short periods and didn’t
cause any crashes. The agency
says the Jeep system performs
as well or better than similar sys-
tems from other automakers. Its
tests found that the braking at
the root of the complaints re-
duced the SUV speeds by less
than 3 mph.
Forward collision alert and

automatic emergency braking
are available on many high-end
luxury vehicles and are moving
rapidly into more mainstream
cars. The systems are an impor-
tant step in the march toward
self-driving vehicles, and are be-
ing championed by safety advo-
cates and NHTSA as a break-
through in reducing crashes and
highway deaths.
Earlier this year, 20 auto manu-

facturers reached agreement
with NHTSA to make the braking
feature standard on most cars
and light trucks by 2022, and on
heavier SUVs and pickup trucks
within eight years.
If the Jeep investigation had

found fault with the new technol-
ogy, it could have slowed the
spread of the systems. NHTSA,
however, is still investigating
Tesla Motors Inc.’s Autopilot sys-

tem, which failed to spot and
brake for a crossing tractor-trail-
er in a May crash that killed a
man in Florida. Tesla has since
made changes to improve the
system.
The systems use cameras and

radar to spot cars and other
objects and a computer to auto-
matically brake to avoid a colli-
sion. Some systems will fully
stop vehicles, while others, like
the Jeep’s, will only slow vehicles
to reduce damage in a crash.
The Jeep investigation cov-

ered just over 95,000 SUVs from
the 2014 and 2015 model years. It
began after the agency received
nine complaints that the Grand
Cherokees braked on their own
without reason “with no pending
threats in the line of travel.” In-
vestigators eventually found 176
complaints to the agency and to
Fiat Chrysler, which makes
Jeeps.
Several of those who com-

plained to NHTSA said the
brakes came on and nearly
caused other cars to hit them
from behind. Many reported that
the malfunction happened multi-
ple times.
But NHTSA said in documents

that any unintended braking was
short and didn’t reduce the
speed of the vehicles by very
much.
The short braking in the Jeep

system is meant to act as a warn-
ing to drivers if they don’t take
action after getting audible and
visual alerts of a potential vehi-
cle crash.
“Analysis of field data found

that unintended braking events
occur randomly for a variety of
causes and are not driven by any
single environmental factor, traf-
fic condition or vehicle fault,”
NHTSA said in the documents.

Feds End Jeep Investigation

by TOM KRISHER
AP Auto Writer

DETROIT (AP) – U.S. safety reg-
ulators are investigating whether
a recall of Ford F-150 pickup
trucks for brake failures should
be expanded to more model
years.
The probe covers about

282,000 pickups with 3.5-liter six-
cylinder engines from 2015 and
2016. The National Highway Traf-
fic Safety Administration says it
has received 25 complaints alleg-
ing sudden brake loss in the
trucks. No crashes or injuries
were reported.
In May, Ford recalled about

271,000 six-cylinder F-150s from
2013 and 2014 because brake flu-
id could leak from the master
cylinder and cause brake failure.
The safety agency says it re-

ceived 10 complaints about 2015
brake failures and another 15
about the 2016 models. Investiga-
tors will decide if the 2015 and
2016 models should be added to
the recall. The F-series pickup is
the top-selling vehicle in the U.S.
Ford says it’s cooperating in

the investigation. “We continu-
ously evaluate our processes for
potential improvements and
when the data indicates a safety

recall is needed, we move quick-
ly on behalf of our customers,’’
the company said in a statement.
In one of the complaints, a

driver from Loxahatchee, Fla.,
told NHTSA that the brakes
failed July 22 while the truck was
on the Florida Turnpike. The per-
son, who was not identified in
the agency’s complaint database,
tried to slow for stopped traffic
and the pedal went all the way to
the floor, the complaint said.
“I put it in neutral and swerved

onto the side of the road to avoid
hitting traffic at 70 mph,” the
driver wrote. The truck was tak-
en to the nearest dealership,
where the owner was told that
the master brake cylinder was
failing and it was a known prob-
lem. “Why is there not a recall? I
could have killed somebody,” the
driver wrote.
In the recall of the 2013 and

2014 trucks, Ford said brake fluid
can leak from the master cylin-
der. Dealers were to replace the
master cylinder and also the
brake booster if they found leaks
from the master cylinder, the
company said.
The investigation is the third

probe of Ford vehicles an-
nounced by NHTSA in the past
week.

NHTSA Checking Ford Brakes

Ford Motor Company has ap-
pointed Rajendra “Raj” Rao as
chief executive officer of Ford
Smart Mobility LLC, Ford’s sub-
sidiary working to design, build,
grow and invest in emerging mo-
bility services. Rao will report to
Jim Hackett, Ford Smart Mobility
LLC chairman, and be based in
Palo Alto, Calif.
“Ford Smart Mobility is a sig-

nificant growth opportunity for
Ford,” said Hackett. “Raj has
deep experience in digital trans-
formation, new business model
cultivation and start-up partner-
ships. He is the right leader to
lead the delivery of mobility
services globally and bring to life
our vision to change the way the
world moves.”
As CEO, Hackett said Rao will

lead the creation and growth of
Ford Smart Mobility’s various
businesses, including the recent-
ly announced City Solutions busi-
ness, the Chariot shuttle busi-
ness and Greenfield Labs, Ford
Smart Mobility’s business model
incubator.
Rao has created, built and

transformed businesses for
iGATE Capital, Brunswick Corpo-
ration and, most recently, 3M,
Hackett said. As the vice presi-
dent of digital business model in-
novation at 3M, Rao led the com-
pany’s Silicon Valley digital hub
and Internet-of-Things projects,
based in Redwood City, Calif.
He was in charge of developing

new business models for the
commercialization of customer
solutions in the connectivity
space with a special focus on
smart cities, wearables and digi-
tal wellness. Rao also was re-
sponsible for championing
ecosystem partnerships in col-
laboration with Silicon Valley ac-
celerators and Internet-of-Things
labs.
Prior to 3M, Rao led the inter-

national operations of Life Fit-
ness as part of the Brunswick
Corporation leadership team. In
this role, Rao improved sales by
nearly 35 percent and drove prof-
it margins from five percent to 12
percent.
During his time at Brunswick,

Rao also co-created Redberri, an
open source XML-based middle-
ware system for connecting sys-
tems not originally designed to
talk to each other. In addition, he
secured several patents for Vivo,
a wireless fitness management
product used widely in the indus-
try.
“I am energized by the oppor-

tunity to develop and grow
Ford’s new mobility businesses,

leveraging the company’s inher-
ent strengths,” said Rao. “I have
spent the better part of my ca-
reer unleashing the power that
exists globally with ecommerce,
connected devices and digitiza-
tion.
“The opportunity now to apply

that experience and passion for
innovation to helping Ford
change the way the world moves
is the perfect culmination.”
A native of Bangalore, India,

Rao began his career as a finan-
cial analyst at Procter & Gamble.
He has significant global experi-
ence, having worked in and led
business operations in Asia, Eu-
rope, Middle East and North
America.
He has a bachelor’s degree in

economics from the Shri Ram
College of Commerce at Delhi
University and a master’s degree
in management from Boston Uni-
versity.
Ford Smart Mobility is part of

Ford’s expanded business model
to be both an auto and a mobility
company. Ford Smart Mobility is
working with Ford’s product de-

velopment, research and ad-
vanced engineering, marketing
and data analytics teams to de-
velop commercially ready mobili-
ty services and invest in promis-
ing mobility- related ventures.
Designed to compete like a

startup company, Ford Smart
Mobility is designing and build-
ing mobility services on its own
through its Greenfield Labs busi-
ness incubation team.

Rao Named as CEO of Ford Smart Mobility

Raj Rao

Retail sales declined 4 percent
in September, with 162,327 vehi-
cles sold for the month, Merkle
said. Fleet sales of 42,120 vehi-
cles, including daily rental, com-
mercial and government seg-
ments, were down 21 percent,
consistent with the company’s
plan to front-load fleet sales this
year.
The Expedition was the big

gainer for the month, Merkle
said. Sales were up 72.9 percent
over September of 2015. Ford
sold 6,033 in 2016 compared with
the same time in 2015 when the
company sold 3,489.
“We continue seeing strong

customer demand, especially for
vans and pickup trucks, includ-
ing our all-new Super Duty,” said
Mark LaNeve, Ford vice presi-
dent, U.S. Marketing, Sales and
Service.
“Demand for a rich mix of our

all-new Super Duty pickups
helped boost Ford’s average
transaction prices by $1,100 ver-
sus a year ago, outpacing the in-
dustry’s $400 average.”
September marked 2016’s best

month for F-Series’ retail sales.
Ford F-Series sales totaled 67,809
vehicles, a 3 percent decline.
“Since September, we had our

best retail sales performance for

F-Series for the year,” Merkle
said. “Now we are going up
against a really strong competi-
tion from a year ago, but even so
our retail share in September of
the full-size pickup truck market
was up.
Merkle said sales for the Lin-

coln brand are also good news.
“When you take a look at Sep-

tember, our retail sales results
for Lincoln were up 8 percent,”
Merkle said. “And if you look at
the overall strength of the brand
year-to-date, Lincoln sales are up
nine percent, and when you com-
pare that to the overall segment,
the premium segment is actually
down about 2 to 3 percent this
year, so we’re actually running
against the grain with Lincoln
and we are one of the few luxury
brands that are up this year.
“And what’s really driving that

has been things like MKX and the
MKC, which were up again last
month, but also last month we in-
troduced our new Lincoln Conti-
nental.”
“We sold 775 of them last

month and we continue to ex-
pand and getting more and more
of our inventory out to all of the
dealers across America.
“But right now, that car is real-

ly hot, turning just six days on
dealer lots. We’re very pleased
with Lincoln’s performance.”

Lincoln Sales See Big Jump
CONTINUED FROM PAGE 1



by Jim Stickford

The production line came to
the parking lot of the Walter P.
Chrysler Museum in Auburn Hills
Oct. 3 to help make the lives of
people in metro Detroit better.
A hundred and twenty-five Fiat

Chrysler employees through the
company’s Motor City volunteer
program worked together to cel-
ebrate World Habitat Day by
making sheds, wheelchair ramps
and picnic tables for Habitat for
Humanity. They were joined by
volunteers and representatives
from Detroit, Oakland and Ma-
comb Habitat affiliates.
“We’re doing this for the new

homeowners who gained their
houses by working with Habitat
for Humanity,” said Habitat
Spokeswoman Julie Nemeth. “It’s
nice to be able to help people
who use wheelchairs have ac-
cess to these homes. And it’s
nice to be able to have some nice
things for these new homes.”
Nemeth said Habitat for Hu-

manity offers homeownership
opportunities to families who are
unable to obtain conventional
house financing. Generally, this
includes those whose income is
30 to 50 percent of the area’s me-
dian income.
In most cases, prospective

Habitat homeowner families
make a $500 down payment. Ad-
ditionally, they contribute 300 to
500 hours of “sweat equity” on
the construction of their home or
someone else’s home.
Because Habitat houses are

built using donations of land, ma-
terial and labor, mortgage pay-
ments are kept affordable.
“We are so thankful to begin

the FCA US collaboration right
here in our southeast Michigan
region while bringing awareness
to world housing needs,” said
Sandy Pearson, president and

CEO of Habitat for Humanity of
Michigan.
“The Motor Citizens program

keeps employees connected to
the communities where they live
and work, and Habitat for Hu-
manity is proud to provide a plat-
form and partnership for Motor
Citizens in action.”
Lesley Slavitt, head of Civic En-

gagement and CEO for the FCA
Foundation, said the organiza-
tion decided to help Habitat be-
cause she had met Chrysler em-
ployees who volunteered their
time to Habitat all year long.
“I was moved by the work they

were doing and their ability to
help and serve others in south-
east Michigan,” Slavitt said. “To-
day is a moment where we can
highlight their work. This is the
first year we’ve done this and it’s
World Habitat Day, so why not
have our employees show their
support for the group by volun-
teering their time today.”
Kristie Pozzo is an administra-

tive assistant who works at

Chrysler’s headquarters.
“When I heard about this proj-

ect, I was pleased to sign up,”
Pozzo said. “It’s close to work,
and that’s nice. And I really enjoy
working with my hands and I
don’t mind getting them dirty.”
Pozzo worked with fellow

Chrysler employees Josie Steele,
an IT asset specialist; and Mike
Crowley, an engineer in the com-
pany’s Diesel Products Depart-
ment, making picnic tables.
“I also volunteered because

this is close to work,” Steele
said. “But it really is a great
cause. I believe that everyone
should have a place to live. I just
bought my first house myself and
I know how important that this
kind of thing is.”
“This really seems like a worth-

while event,” Crowley said. “And
it gives me a chance to use my
engineering skills in a new way
that directly helps people. I mean
I help design cars, but this has a
direct impact on people’s lives,
and that is a great feeling.”
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Newly Renovated Hotel
located across from the GM Tech Center

OVERALL RATING
�����

Choice Guest Rating 4.5 / 5

100% Smoke Free

Free Hot Breakfast

Business & Fitness Center

Free Shuttle Services • Free Parking & Local Calls

30900 Van Dyke Rd. Warren, MI 48093
PH 586-574-0550 • Fax 586-574-0750

We’re not the same old Quality Inn…
“Come see our Vision”

Room Rates
Starting At

$74
Per Night

Chevrolet Active in October’s Fight Against Breast Cancer
For the sixth consecutive

year, Chevrolet and General
Motors employees, dealers and
customers are banding together
to fight breast cancer this
October by supporting the Amer-
ican Cancer Society’s Making
Strides Against Breast Cancer
walks.
Additionally, Chevrolet and

participating dealers across the
country are supporting the Mak-
ing Strides Against Breast Cancer
program through event sponsor-
ships, team participation, cus-
tomer engagement and other ac-
tivities, said GM spokesman
Craig Daitch.
“All across Chevrolet, we

are proud to be part of the
fight against breast cancer,”
said Paul Edwards, U.S. vice
president, Chevrolet Marketing.
“Last year was a record year in

Chevrolet helping the American
Cancer Society sponsor 84 walks
and raising nearly $1.6 million

for its programs. We fully expect
to exceed last year’s contribu-
tions.”

Chevrolet plans to participate
in several events and activities
throughout October, including
social media campaigns, Daitch
said.
Chevrolet will support the

partnership through a social me-
dia engagement program in Octo-
ber that encourages people to
show their support by using the
hashtag, #IDriveFor.
Chevrolet will contribute $5 for

every social post (up to
$500,000) on Twitter or Insta-
gram using #IDriveFor, Edwards
said.
Team Chevy will commission a

pink Chevrolet SS Pace Car and
caution lap donations at two
NASCAR Sprint Cup Races at Tal-
ladega Superspeedway on Oct.
23 and Martinsville Speedway on
Oct. 30. The donations will con-
sist of $350 (up to $50,000) for
each caution lap taken in the
pink Chevy SS pace car at the
two events.
Furthermore, Edwards said,

the American Cancer Society
and Chevrolet will host breast
cancer survivor events where
survivors and caregivers will

be treated to once-in-a-lifetime
experiences on the tracks.
Daitch said Chevrolet’s efforts

to support the fight against
breast cancer go beyond big
events that might seem remote
to the average American. The
company is also sponsoring
local, more intimate efforts.
Employees across the country

are participating in local Making
Strides Against Breast Cancer
walks by gathering coworkers,
family and friends to show their
support.
A large contingent of employ-

ees participated in the Detroit
walk originating at Hart Plaza on
Oct. 8, Daitch said.
Hundreds of dealerships are

also sponsoring teams in com-
munity walks throughout Octo-
ber.
Those interested in participat-

ing in a Making Strides for Breast
Cancer walk in their community
can visit www.mak-
ingstrideswalk.org. Daitch said.
“The American Cancer Society

is grateful for the support of
corporate partners such as
Chevrolet, who have encouraged
their customers and communi-
ties to become involved in
raising awareness and funds to
end breast cancer through our
Making Strides Against Breast
Cancer walks and social media,”
said Sharon Byers, chief develop-
ment and marketing officer for
the American Cancer Society.
“We’re excited to collaborate

during October to increase
breast cancer awareness and
help end the pain and suffering
caused by this disease.
“Thanks in part to the progress

we’re making together against
breast cancer, death rates from
the disease dropped 36 percent
between 1989 and 2012, which
means 249,000 fewer breast can-
cer deaths.”

Chevrolet is holding events to support the fight against breast cancer all through the month of October.

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

Fiat Chrysler volunteers put their backs into building equipment for Habitat for Humanity.

Chrysler Helps Out Habitat for Humanity
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#42333 #21552#44296

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

CALL
BRUCE LITVIN
– 24/7 & 365 –

40 YEARS
OF QUALITY SERVICE

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

1-888-665-5438

OOCCTTOOBBEERR
IISS OOFFFF TTOO
SSUUCCHH AA FFAASSTT

SSTTAARRTT
IITT MMUUSSTT BBEE
BBEECCAAUUSSEE OOFF TTHHEE
LLOOWW,, LLOOWW
LLEEAASSEE PPRROOGGRRAAMMSS,,

PPLLEEAASSEE DDOONN’’TT MMIISSSS OOUUTT OONN
SSOOMMEE OOFF TTHHEE BBEESSTT PPRRIICCEESS OOFF YYEEAARR

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

VYLETEL

•*All lease/purchase examples are +gured with GM employee pricing. lease conquest rebate quali+es to customers who have a non GM lease in household set to expire within 365 days of new lease/
purchase delivery date. *Buick/GMC lease loyalty rebate applies to customers who have a current Buick/GMC lease in house hold. IVC certi+catesmay apply to lease/ purchase examples and are good
while dealer supply last. Expires 10/31/16

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 2017
BUICK ENCLAVE
FWD • CONVENIENCE

WOW! TOO LOW
Stock #5206-17 • Deal #62606

GM pricing plus tax, title lic. & doc fees.
Must qualify for Buick/GMC rebate
of lease conquest for lowest price.
NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

ATTENTION: Lease conquest Buick/GMC loyalty customers.
RECEIVE
$1500 Rebate!

$209*
$1,856 DUE AT SIGNING

ALL NEW 2016
BUICK LACROSSE

LEATHER • 1SL

Leather heated seats, Rear camera,
Remote start, Park assist & more!
Stock #5003-16 • Deal #62599

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!

39 MONTH/
10K PER YEAR

LEASE
FOR ONLY
WHAT A
DEAL!

$199*
$1,864 DUE AT SIGNING

UP TO 20% OFF MSRP ON SELECT VEHICLES*

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

2016 GMC

SAVANA
2500 WORK VAN • HD

Stock #9001-16
GM pricing plus tax, title, lic.& doc fees.

$24,995*
WAS
$33,185 ••• SAVE BIG! •••

39 MONTH/
10K PER YEAR

LEASE
SPECIAL

$289*
$1,817 DUE AT SIGNING

ALL NEW 2016
BUICK ENCORE

FWD

Stock #5214-16 • Deal #62599
GM pricing plus tax, title lic. & doc fees.
Must qualify for Buick/GMC lease loyalty.
NO SECURITY DEPOSIT REQUIRED!

24 MONTH/
10K PER YEAR

LEASE
FOR ONLY

$127*
$1,643 DUE AT SIGNING

NO SECURITY DEPOSIT REQUIRED!

2017 GMC

TERRAIN
FWD • SLE-1

Stock #9490-17 • Deal #63132
$1648 total due at signing.

GM pricing plus tax, title, lic. & doc fees.
Must have non-GM in household
to expire within 365 days.

NO SECURITY DEPOSIT REQUIRED!

$129*24
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2017 GMC

ACADIA
FWD • SLE-1

Stock #9507-17 • Deal #63133
$1062 total due at signing.

GM pricing plus tax, title, lic. & doc fees.
Must have GM lease conquest rebate.
NO SECURITY DEPOSIT REQUIRED

$259*36
MONTH
LEASE

FOR ONLY

10K PER YEAR

ALL NEW 2016
BUICK REGAL

FWD • PREMIUM II GROUP

Stock #5046 • Deal #62596
GM pricing plus tax, title lic. & doc fees.
Lease 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 YR
LEASE

FOR ONLY
DEMO
SPECIAL

$179*
$1,835 DUE AT SIGNING

2016 GMC

SIERRA
1500 • 4WD • DOUBLE CAB • SLE

Stock #9203-16 • Deal #62603
$1881 total due at signing.

GM pricing plus tax, title, lic. & doc fees.
Must qualify for GMC/Buick lease loyalty

or lease conquest.
NO SECURITY DEPOSIT REQUIRED!

$219*
LOADED!

36
MONTH
LEASE

FOR ONLY

10K PER YEAR

NEXT GENERATION!

2016 GMC

YUKON
4WD • SLE

Stock #9558-16 • Deal #63677
$1801 total due at signing.
GM pricing plus tax, title & lic.

Must qualify for GMC/Buick lease loyalty
or lease conquest.

NO SECURITY DEPOSIT REQUIRED!

$349*36
MONTH*
LEASE

FOR ONLY

10K PER YEAR
“YES, IT’S TRUE”

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 and Malibu leases include
Lease Loyalty. The Equinox lease assumes that you qualify for Lease Conquest or Chevy Lease Loyalty . 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 10/31/16.
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METRO PKWY.

18 MILE RD.

SINCE
1989

2017 EQUINOXLT

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

$168*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIRED

$155*+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

$218*+Tax with$0 Down

NO SECURITY
DEPOSIT
REQUIRED
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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

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

Fall into a
GREAT DEAL at

High school students who
have been asked to rank seven
careers, including manufactur-
ing, that they are most likely to
pursue always rank manufactur-
ing last.
That, according to Susan

Smyth, chief scientist for Global
Manufacturing at General Motors
and the director of the GM R&D
Manufacturing Systems Research
Lab.
“I am afraid that if there were

eight careers listed, it would fin-
ish eighth,” Smyth said.
Rather than wring her hands,

Smyth said she had decided to
help lead General Motors – and
the nation – in putting the spot-
light on manufacturing as a high-
tech career choice.
In addition to leading manufac-

turing R&D at GM, she chairs the
U.S. Manufacturing Council, help-
ing lead the Oct. 7 Manufactur-
ing Day open houses across the
nation.
A total of 18 GM operations in

eight states, including the GM-
UAW Center for Human Re-
sources, participated this year.
The number surpassed the total
of all other automakers, said
Tom Read, GM spokesman for
the Global Propulsion Systems,
Pontiac Engineering Center.
In Michigan, which led the na-

tion with 176 events last year,
Read said 203 activities were
scheduled. Nationally, at least
2,400 events were planned.
Manufacturing Day is more

than a sales pitch, Smyth said.
The outreach is critical to ad-
dressing millions of job openings
in U.S. manufacturing as today’s
workforce ages and retires.
Read said that according to

the 2015 Skills Gap Report issued
by the Manufacturing Institute
and Deloitte, at current trend, 2
million U.S. manufacturing jobs
will go unfilled by 2025 due to a
shortage of required skills. Man-

ufacturing contributed $2.17 tril-
lion to the U.S. economy in 2015.
Taken separately, that is equal to
the ninth-largest economy in the
world.
Smyth attributes the lack of in-

terest in manufacturing jobs to a
lack of exposure.
“Manufacturing has an image

problem in the U.S. with all age
groups and in all walks of socie-
ty,” Smyth said. “The average
person doesn’t visit a manufac-
turing plant, so people depend
on third-party information,
which is often out of date or mis-
information.”
But there is some good news,

Read said. In 2015, more than
400,000 students and teachers
participated in Manufacturing
Day across all 50 states, and
more than 80 percent of students
who attended said they were
persuaded that manufacturing
provides interesting and reward-
ing careers.
Read said the Global Propul-

sion Systems, Pontiac Engineer-
ing Center in Pontiac was just
one GM site participating in Man-
ufacturing Day.
Other facilities included De-

troit-Hamtramck Assembly,
which hosted more than 100 stu-
dents from across the country
participating in the Annual Sup-
ply Chain Business Case Compe-
tition at Detroit’s Wayne State
University, Read said.
The students also toured the

plant and listened to presenta-
tions from the plant’s Global Pur-
chasing and Supply Chain Man-
ager Rick Prasil and other manu-
facturing representatives.
Students from Macomb County

schools also had the chance to
visit GM’s Warren Transmission
Operations plant, Read said.
They took a tour of the facility

and had the chance to learn
more about careers in manufac-
turing.

GM Spotlights Manufacturing
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*Pictures may not represent actual sale vehicle. All applicable incentives including bonus tags, competitive lease, lease conquest and/or lease 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 required except where noted. Leases are 10,000 miles per year. Disposition fee may be required at lease turn in. $2500 minimum trade-in guarantee is for 2004 or newer vehicles with 150,000 miles
or less in drivable condition. No branded titles. Certain restrictions apply, see dealer for complete details on all incentives/offers. Sale ends 10/31/2016@9:00PM.

2016MALIBU “LT”
• Chevrolet Complete Care INCLUDED!

• 1.5L Turbo DOHC Engine! • Convenience and Technology Package!
• OnStar w/4G LTE w/built-in Wi-Fi hotspot! • 17” Alloy Wheels!

• 8” Color Touch Screen MyLink Radio!
• 8 Way Power Driver’s Seat!

• Remote Start and Entry!
• Rear Vision Camera!

Stock#G30570

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

2017CRUZE “LT”
• Chevrolet Complete Care INCLUDED!

• 1.4L Turbo DOHC Engine! • Automatic Transmission!
• OnStar w/4G LTE w/built-inWi-Fi hotspot! • Rear Vision Camera!

• 7” Color Touch Screen MyLink Radio!
• Remote Keyless Entry!
• Bluetooth for Phone!

Stock#2H1142

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

WeWill be Making a Donation to the American Cancer Society for EVERY New Chevy Sold in October!*

2016TRAX “LS”
• Chevrolet Complete Care INCLUDED!

• ECOTEC 1.4L “Turbo” DOHC VVT Engine! • Remote Keyless Entry!
• OnStar with 4G LTE with built-in Wi-Fi hotspot! • Rear Camera!

• 7” Color Touch Screen Radio w/Bluetooth!
• USB Port and Auxiliary Input Jack!

• Bluetooth for Phone!
Stock#G32272

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

2017EQUINOX “LS”
• 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 Keyless Entry!

• Aluminum Wheels!
Stock#H31098

NO SECURITY
DEPOSIT REQUIRED.

TAX, TITLE AND
PLATE FEES EXTRA!

24 MONTH LEASE:
Was $28,405 Sale Price $19,119*

$96*
$999DOWN

36 MONTH LEASE:
Was $26,850 Sale Price $21,499*

Was $21,195 Sale Price $15,399* Was $22,325 Sale Price $17,343*
24 MONTH LEASE:

$79*
$999DOWN

24 MONTH LEASE:

ALL NEW

$129*
$999DOWN

$149*
$999DOWN

170,237 vehicles in both the re-
tail and fleet markets. Chevrolet
has gained retail market share in
8 out of 9 months this year, and
remains the industry’s fastest-
growing full-line brand, said
Flores.
Buick’s sales remained stable,

Flores said, with the brand sell-
ing 20,922, a year-over-year im-
provment of 6.7 percent. The
brand gained 0.1 percentage
points of retail share.
In addition, Cadillac grew retail

share by 0.1 percentage points,
driven largely by the success of
the all-new XT5, Flores said. In
total, Cadillac sold 15,358 vehi-
cles in September, a 4.8 percent
year-over-year increase.
GMC posted its second-highest

monthly average transaction
price or ATP in the brand’s histo-
ry at $44,144, Flores said. Total
GMC sales for September were
43,268, an 8.7 pecent year-over-
year decline in sales.
Overall, Flores said, GM’s total

sales in September were down
slightly year over year at 249,795.
Through the first nine months

of the year, GM retail sales are up
nearly 1 percent, compared with
last year. GM has gained 0.5 per-
centage points of retail share
during that timeframe, which is
the largest retail share gain of
any full-line automaker.
Year to date, Chevrolet retail

sales are up 2 percent and the
brand’s retail share has grown
0.4 percentage points to 11.1
percent. Buick retail deliveries
have grown more than 3 percent
year to date and Buick has
gained 0.1 percentage points of
retail share.
“GM again outperformed the

retail industry and gained prof-
itable market share. We continue
to lead the retail truck industry
and gained share in the two

largest car segments,” said Kurt
McNeil, GM’s vice president of
U.S. Sales Operations.
“We are achieving these re-

sults while maintaining disci-
plined incentive spending and
commanding the industry’s best
average transaction prices for
any full-line manufacturer.”
Among the big winners in Sep-

tember for GM, Flores said, were
the Chevy Malibu, which saw a
year-over-year increase of 26 per-
cent – 21,521 compared to
17,066; and the Chevy Colorado,
which saw a 41.6 percent year-
over-year increase – 10,383 ver-
sus 7,334.

Three GM Brands’ Sales Up
CONTINUED FROM PAGE 1

The 3-Dimensional Services
Group, a company specializing in
rapid manufacturing and low-
volume production for the auto
industry, has begun an expan-
sion to one of its affiliated com-
panies, Urgent Design & Manu-
facturing (UDM) in Lapeer.
The company will add 65,000

square feet to its 100,000-square-
foot facility, said UDM
spokesman Ed Szykula. This will
allow for greater flexibility of its
fabricating and machining foot-
print, he said. The expansion
will cost about $10 million. It’s
also expected to boost employ-
ment at the facility by 30-plus
employees, Szykula said.
A unique feature of the facility,

Szykula said, will be an area la-
beled by the company as the
“Design Studio.” This space will
enhance its capabilities as a full-
service, quick-response ad-
vanced product development
source, from design assist and
validation through manufactur-
ing support.

3-Dimensional
Services Expands
Lapeer Facility
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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. See dealer for details. Take delivery by 10/31/2016.

Prestige Cadillac
2990 VanDyke Ave.
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

GRAND RE-OPENING CELEBRATION!
Prestige Tech Center Cadillac
LowMileage lease for well-qualified GMFamily lessee

Convenient Sales
& Service Hours
Open Monday
thru Saturday

$439
/MONTH

Courtesy
Transportation
Shuttle to
& from o1ice

$259
/MONTH

Complimentary
CarWash
Most cars
& light trucks

$399
/MONTH

Quality Service
You Can
Count On!
State of the Art
Diagnostic
Equipment

$479
/MONTH

New &
Pre-Owned
Service & Parts
Concierge ALL UNDER
ONE ROOF!

$359
/MONTH

Tech Center Cadillac

THE NEWCT6 AND THE NEW XT5 ARE AVAILABLE!
ATS 2016
2.0 SEDAN
STANDARD COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

XT5 2017
CROSSOVER
LUXURY COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

CTS 2016
STANDARD COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

XTS 2016
SEDAN
STANDARD COLLECTION
Ultra Lowmileage
Lease for
well qualified
GM employees

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

EMPLOYEE
PRICING

EMPLOYEE
PRICING

EMPLOYEE
PRICING

EMPLOYEE
PRICING

EMPLOYEE
PRICING

24 MONTH/10K PER YEAR
$2,759 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$3,669 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$4,449 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$4,239 DUE AT SIGNING AFTER ALL OFFERS

39 MONTH/10K PER YEAR
$3,519 DUE AT SIGNING AFTER ALL OFFERS

TAKE ADVANTAGE OFTHIS EXCEPTIONAL OFFER

10% OFF
Notvalid with any other o1er. Expires 10-31-16

CERTIFIED SERVICE

SAVE UPTO $125
OFFANYMAJOR SERVICE

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

OnStar celebrated its 20th an-
niversary Oct. 6 by giving
$20,000 each to 20 public safety
personnel who experienced seri-
ous physical injury or hardship
that impacted their ability to per-
form their jobs.
OnStar identified the 20 recipi-

ents, said GM spokeswoman
Leslie Warnke, by working with
the International Association of
Chiefs of Police Foundation
(IACPF), Association of Public
Safety Communications Officials
(APCO) – Sunshine Fund, the In-
ternational Association of Fire
Chiefs (IAFC) and National Asso-
ciation of Emergency Medical
Technicians (NAEMT).
“Each day, OnStar receives

more than 245,000 calls from
drivers in need of some support,
so we understand the impor-
tance of a human connection, es-
pecially in an emergency situa-
tion,” said Christine Sitek, OnStar
chief operating officer for Gener-
al Motors’ Global Connected Cus-
tomer Experience team.
“The first responder communi-

ty plays a vital role in working
with OnStar advisors to quickly
deliver emergency services to
our drivers and passengers in
need. We couldn’t have become
a leader in safety and security
without their support.”
One of the selected first re-

sponders, Andy Allison, was a
firefighter at the Lewisville Fire
Department in Lewisville, Texas,
when he sustained career-alter-
ing injuries while responding to a
structure fire, Warnke said.
Since his injury, Allison has

dedicated his life to helping oth-
ers manage occupational medi-
cine and advocating for others
suffering debilitating injuries in
the line of duty. He has been
speaking around the country on
how to prepare for worst-case
scenarios and manage life after a
debilitating injury.
“My goal is to help other fire-

fighters prepare for if, or when,
they get hurt,” said Allison. “In
this career, you need to know
what can be done proactively to
protect yourself and your family,
both physically and financially,
and I want to help others be
equipped to manage whatever
comes their way.”
“Thanks to public safety re-

sponders across the nation,
OnStar is able to provide a life-
saving connection that is needed
every hour, every day for the
past 20 years,” said Cathy
Bishop, OnStar Global Emer-
gency Services senior manager.
“This donation demonstrates our
great appreciation for all first re-
sponders, especially those who
suffer serious injury and finan-
cial hardship in the name of pub-
lic service.”
The 20 public safety depart-

ments gifted by OnStar are:

• Boulder, Colo.
• Lewisville, Texas
• Jacksonville, Ark.
• Palos Hill, Ill.
• Anderson, Ind.
• Phoenix
• Park Forest, Ill.
• Alexandria, Va.
• East Baton Rouge, La.
• Pearl, Miss.
• Gilbert, Ariz.
• Cocoa, Fla.
• Macon, Ga.
• Valley View, Texas
• Greensboro, N.C.
• Hutchinson, Kan.
• Woodstock, N.Y.
• Steamboat Springs, Colo.
• Solomon, Kan.
When GM debuted OnStar in

1996, it was the first in-vehicle
technology in the industry to au-
tomatically connect to a live per-
son when the vehicle’s airbags
deployed, Warnke said. That ad-
visor would work with first re-
sponders to provide assistance.
Along with industry-leading

technology, OnStar’s emergency
advisors receive innovative
training, allowing them to be pre-
pared for all situations, from ve-
hicle crashes to mothers giving
birth to natural disasters. OnStar
has implemented Emergency
Medical Dispatch with its advi-
sors, which uses set protocols to
assess the situation and provide
pre-arrival information to first re-
sponders.
Together, OnStar’s technology

and advisors give first respon-
ders the information they need
before arriving on the scene,
Warnke said.

OnStar Celebrates 20 Years
By Rewarding Rescuers

FLINT, Mich. (AP) – Paul Ed-
wards accepted promotions at
General Motors but the new as-
signments didn’t last long.
Instead of telling people what

to do, Edwards said he preferred
to do it himself. And he did – for
nearly 63 years.
The 84-year-old retired Sept.

30 at GM’s Flint Metal Center af-
ter more than six decades at the
automaker. The Flint Journal said
dozens of co-workers, past and
present, joined Edwards for cake
and kind words.
“I’ve had enough. . . . I spent

just as much time with them as I
did with my wife,” Edwards said
of his co-workers. “So, yeah, it’s
sad. But we’ll see them around.”
His last job at GM was ma-

chine repairman. GM retiree Al
Hudkins said he always thought
he would be there.
Edwards and his wife Mary

have been married for 65 years.
She’s glad to have him home –
but for how long?

GM Employee
Finally Retires –
After 63 Years
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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 10-31-16.

Up to 5 qts.

BODY SHOP
586-754-7000

ext 1231

INSURANCE
WRECK AMENDED

WE REPAIR
ALL MAKES
& MODELS

FREE OIL CHANGE

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

*All applicable rebates including lease loyalty, Chevrolet lease loyalty or lease conquest offers have been deducted from sale price/payment. Traverse, Equinox, Cruze, Trax are 24 month leases. Volt, Malibu, and 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 in-
clusive of active GM Employee Discount (Unless otherwise stated). Pricing is subject to 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. Disposition 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 – 10/31/16.

NO DOC FEES
Find Us on
FACEBOOK

Nicole
Dodge

nhuminski@edrinke.com

VISIT OURWEBSITE:
edrinke.com

*All prices and payments include GM rebates. Pictures may not represent actual vehicle. 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. Acadia, Terrain, Regal, Verano and Encore are 24 months leases. Yukon and Envision 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 loyalty 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. **Due to advertsing deadlines prices and programs are subject to change.

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. #B562841 Stk. #B562841

2016 BUICK ENCORE

PURCHASE
FOR

$19,709*
24
MO.

LEASE FOR

$99*
$999 DOWN

Stk. #B470037 Stk. #B470037

2017 BUICK VERANO

PURCHASE
FOR

$23,229*
39
MO
.

LEASE FOR

$169*
$999 DOWN

1SH SPORT
TOURING

Stk. #B461312 Stk. #B461312

2016 BUICK LACROSSE

PURCHASE
FOR

$27,995*
24
MO.

LEASE FOR

$139*
$999 DOWN

1SH SPORT
TOURING

Stk. #B461787 Stk. #B461787

2016 BUICK CASCADA

PURCHASE
FOR

$31,529*
39
MO
.

LEASE FOR

$269*
$999 DOWN

Stk. #B461086 Stk. #B461086

2016 BUICK REGAL

PURCHASE
FOR

$25,199*
24
MO
.

LEASE FOR

$109*
$999 DOWN

Stk. #TMVQGQ Stk. #TMVQGQ

LEASE FOR

$999 DOWN
24
MONTHS

$234* PURCHASE FOR

$29,729*

2017 GMC ACADIA
SLE-1

LEASE FOR

$1299 DOWN
24
MONTHS

$159* PURCHASE FOR

$33,679*

2016 GMC SIERRA
SLE • DBL. CAB
4WD

Stk. #TKBK0X Stk. #TKBK0X

LEASE FOR

$999 DOWN
24
MONTHS

$118* PURCHASE FOR

$24,099*

2017 GMC TERRAIN
SLE-1

Stk. #G563959 Stk. #G563959

2016 GMC YUKON
SLE • 4WD

PURCHASE FOR
$15,429*

LEASE FOR
24 MONTHS
$59*
$999DOWN

2016

CRUZE

2017

TRAVERSE

PURCHASE FOR
$26,889*

LEASE FOR
24 MONTHS
$159*

$999DOWN

2017

EQUINOX

PURCHASE FOR
$22,989*

LEASE FOR
24 MONTHS
$99*
$999DOWN

2017

CAMARO

2017

LS1LT
TRAX

LS

LT LT
VOLT

Stk. #TPBD79

Stk. #564403

Stk. #570171Stk. #470021

Stk. #470040

Stk. #470021

2017

Stk. #570171Stk. #TPBD79

Stk. #570089

LEASE A LT
36 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 –

NOEMPLOYEE
DISCOUNT
REQUIRED

Stk. #G564047 Stk. #G564047

LEASE FOR

$999 DOWN
36
MONTHS

$329* PURCHASE FOR

$44,869*

PREMIUM II

Stk. #570089Stk. #564403

PURCHASE FOR
$31,592*

LT

PURCHASE FOR
$27,319*

LEASE FOR
39 MONTHS
$299*

$999DOWN

Stk. #470040

SILVERADO2016

1500 • 4WD
LT

DBL
CAB

Stk. #TKSSKG

PURCHASE FOR
$32,819*

LEASE FOR
36 MONTHS
$129*

$999DOWN

Stk. #TKSSKG

MALIBU2016

Stk. #461754

PURCHASE A LS
$22,309*

LEASE A LT
36 MONTHS
$119*

$999DOWN

Stk. #461754

PURCHASE A LS
$18,844*

LEASE A LT
24 MONTHS
$139*

$999DOWN

ED RINKE

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

With Each
Major Repair

Oliver Gavin and Tommy Mil-
ner captured the season-long GT
Le Mans (GTLM) Driver’s Cham-
pionship in the WeatherTech
SportsCar Championship on Oct.
1 with a third-place finish along-
side Marcel Fässler at Petit Le
Mans presented by Harrah’s
Cherokee Casino Resort.
It is the second championship

for the pairing, the 10th for
Corvette Racing and goes with
Chevrolet’s GTLM Manufactur-
er’s Championship clinched ear-
lier in the day.
The No. 4 Mobil 1/SiriusXM

Chevrolet Corvette C7.R also
won the GTLM Team Champi-
onship – the 11th in program his-
tory. Gavin and Milner needed to
finish seventh in class or better
to clinch the title.
“Oliver, Tommy and Marcel

teamed up again to drive a smart
race and capture a podium finish
that delivered valuable points,”
said Jim Campbell, Chevrolet
U.S. vice president, Performance
Vehicles and Motorsports. “As a
result, Oliver and Tommy
clinched the 2016 GTLM Driver’s
Championship.
“Congratulations to the entire

Corvette C7.R team on their
preparation and execution all
season long.”
Jan Magnussen, Antonio Gar-

cia and Mike Rockenfeller placed
fourth in class in the No. 4 Mobil
1/SiriusXM Chevrolet Corvette
C7.R after losing four laps due to
a mechanical problem early in
the race.
The fight-back and race result

was good enough to give Garcia
and Magnussen third place in
the GTLM Driver’s Champi-
onship.
Corvette Racing will open the

2017 IMSA season in the Rolex 24
At Daytona Jan. 28-29.

Chevrolet Racing
Team Earns
Season Title

Cadillac sold 30,061 vehicles
globally in September, an in-
crease of 22.2 percent. This is
the fourth consecutive month of
double-digit percentage increas-
es for Cadillac, the last three of
which have topped 20 percent,
said GM spokesman David Cald-
well.
Both the XT5 crossover and

the CT6 prestige sedan reached
their highest sales since launch.
Now firmly established as the
brand’s top-selling product line,
XT5 sold 9,421 units in Septem-
ber, a jump of 10.5 percent above
the previous month. CT6 sales
grew 19.9 percent compared
with the previous month. All
other Cadillac product lines cur-
rently in production grew in Sep-
tember, including the Escalade
(up 28.4 percent), XTS luxury
sedan (29.7 percent), CTS (10.1
percent) and ATS (5.9 percent.)
Cadillac sales rose in its four

largest markets, led by a 63.1
percent increase in China. In the
U.S., the brand experienced vol-
ume growth of 3.1 percent while
continuing to earn a premium
position in the marketplace.
Cadillac average transaction

prices topped $53,000 per unit
(according to J.D. Power Infor-
mation Network, Sept. 25).
Cadillac sales also saw substan-
tial growth in Canada, Europe,
Middle East and South Korea.
For the year to date, Cadillac
global sales are up 6.7 percent.
“Our results show Cadillac is

earning growth through a disci-
plined strategy built on a founda-
tion of product substance,” said
Cadillac President Johan de
Nysschen. “Both products
launched in 2016 are gaining mo-
mentum, as we elevate all as-
pects of our business to a more
premium position globally.”

Cadillac Sales
Continue to Rise

Across Globe
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